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Cason Liyens 


Webster 
covers the 
quality 


...to make /more customers 
(and profits) for you! 


WEBSTER COVERS THE QUALITY MARKET with quality carbon papers 
and quality features found in no other line. This means that all your 
customers can be better satisfied with a Webster purchase. Your pres- 
tige grows right along with your profits when you can supply them with 
products as reliable and serviceable as Webster’s. 

WEBSTER’S MULTIKOPY DURAMETRIC is the crown jewel of all carbon 
papers. No other carbon paper surpasses these quality features found in 
each carefully inspected sheet: 





¢ Balanced construction for long dependable life 
« Micrometric Scale Edge to prevent “‘running over’’ at the end of a 
page and to protect fingers from carbon smudge 


« Webster Shurflat treatment to prevent curling 


You’ll find Micrometric and Shurflat features available in other lines of 


Webster Carbon Papers too. 
Sel | MICROMETRIC scale edge is available in MultiKopy, Web-Star 
and Old Oak Tree brands. 


SHURFLAT treated carbon papers can be purchased in Multi- 
p S eT Kopy, Web-Star and OK brands. 


This means that today you can recommend a Webster Carbon Paper 
with either Micrometric Scale Edge or Shurflat Treated Back in a weight 


the Profit Line and finish for every office need — and for every office budget. 
F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Massachusetts 
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Random Notes VOL. 106 NOVEMBER 1957 No. 5 


The biggest single need of business 
executives is advice on business machines IN THIS ISSUE 
of all kinds.” That is the conclusion 
reached by the National Office Manage- 
ment Association after analyzing the re- Take Your Store to Your Customers. Mobile selling has a convert 
sults of a recently completed five-year in this Eastern dealer 20 
study of the hundreds of inquiries it re- 
ceives annually from its membership of 
over 17,000 business executives. 

What an opportunity for office ma- 
chine dealers! Prospects self-conditioned 
to be receptive to men equipped to tell 
the story of an office machine and what 


Diversify and Expand in a Small Town. Dan Calderone keeps his 
store open |7 hours a day 24 


These Cost-control Ideas Worked. Cutting away at overhead 


it will do. A large share of this automa- means additional profit for this firm 26 
tion potential is at the dealer level. 
ey How To Get a Greater Share of the Christmas Gift Dollar. 

An interesting clipping from a Some ideas for more seasonal profit 28 
Charleston, W. Va., newspaper has come 
from George S. Long, manufacturers’ 
representative. The clipping shows part Questions and Answers on Bonus Plans. Here's timely informa- 
of a column called The Gazeteer, con- tion regarding year-end compensation 39 
ducted by George Lawless. “Nobody 
ever says a kind word about a salesman,” 
according to Mr. Lawless, “except maybe NSOEA Convention Report. Those who attended and those who 
another salesman. But, can you think of did not will profit by this complete coverage of record-breaking 
another single segment of our work ate session and exhibits 40 


more vital to the national economy? 
People stop selling people stop buy- 


ing. It’s as simple as that.” OA Publisher Goes to Washington. A report on the meeting of 


Office equipment and supplies sales- 1,000 small businessmen 104 
men, step up and take a bow. 
_ 
The little symbol at the left 
OA has genuine significance for 
Seiime ccaders. When the words “OA DEPARTMENTS 


Staff Report’’ are used with a 
MITRE feature article or a news story 


. abe, =, aii : : Accessories of the Month .. 30 News Notes 
. pes that a + pons of x Advertising Clinic ......... 142 Canaua . 182 
editorial staff ma c persona contacts, OD- Appointments é 148 Fourth District 162 
tained firsthand information and pre- Dates to Remember 198 Fifth District 168 
pared a special report or analysis, authen- Deaths... 194 Sixth District 172 
tic and accurate in every detail. The fre- Editorials 16 Seventh District . 174 
quency with which the symbol appears Financial Notes aes Golden State Travelers 178 
7 anita taeda Bees pee eb. on Here and There 14 OA's Press Time Bulletins _. 5 
ina years ime 1s a recor € ( Industry Meetings 108 Office interiors gal 32 
with genuine satisfaction. Industry News ~ 114 Office Plannin 35 
e In Other Lands 102 ‘ 9 
Lotions 12 Ol’ Doe Stork 232 
Some dealers attending the recent Leet Soles Quiz 146 Patents... 196 
NSOEA convention perceived a value in Men on the Move 156 Sales Stimulators 9% 
the OA Convention Reporter which was New Catalogs _.. 100 State of the Industry 8 
not apparent to those who toiled long New Products 70 Wedding Bells ..... 212 
hours to bring each daily issue into 
being. The perceptive dealers took home Pe Editor and Publisher: John A. Gilbert 
complete sets of the five issues for the g a 
purpose of revealing to those who could 7 2 Editorial Director: Art Director: 
not attend the convention evidence of one Walter S. Lennartson Leonard Schimek 
the magnitude and the importance of the 
office equipment and supply industry. In Managing Editor: Service Bureau Manager: 
such an industry quilted young people Sate Clarence O. Schlaver Richard G. Johnson 
a eee e . 
can a My rye —— voca e fz Assistant Editor: Eastern Editorial Rep.: 
tion ry not tell them about it: Dec Robert Minor John L. Gallup 
* 
Va Change of Address—Please send new address (together with wrapper carrying old address) to Sub- 
scription Dept., Office Appliances, 600 W. Jackson Bivd., Chicago 6, Ill. Receipt of changes by 
Editorial Director the 10th of the month will assure correct addressing of next issue. 
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Publisher: John A. Gilk 
Assistant Publisher: Charles W. Gilbert 
Treasurer: Richard M. Daugherty 


Circulation Director: Stanley F 


Production Manager: Dorilee < 
* 
OFFICE APPLIANCES was founded by George H 
Patterson and developed through 34 years by 


Evan Johnson. 
Published on the 23rd of each month precedir 
the month of issue by The Office Appliance 
600 West Jackson Boulevard, Chicago 6, Ill. Cable 
address: Applico, Chicago. Phone: DEarbor 
3206. 

ESTABLISHED 1904: Succeeding and embodying 


American Stationer, New York t 4d 1873 
the original trade journal serving the stationery 
field; Typewriter Trade Journal & Office Systems 


New York, 1904; The Office, Franklinville, N.Y 
1904; The Office Appliance Journa 
1905; Business Equipment Journal, Chicago, 1908; 
Office Outfitter, Chicago, 1908; the 
tional Stationer, New York, 1909 
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Advertising Representatives 

New York City: G. C. Wheeler, Vice-President 
and Eastern Manager; Wallace W. Fisher, A 
ant Eastern Manager; J. L. Gallug E 
St., New York 17, N.Y. Phone MUrray Hill 2-2373 
Chicago: Herbert L. Sime, Vice-Pre Del 

F: Cass and Charles H. Winters 0 W 
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Los Angeles: Robert E. Ahrensdorf, Jack Qu 
mann; R. E. Ahrensdorf Co., 5720 Wilshire Blvd 


Los Angeles 36, Calif. Phone WEbster 8-388] 
San Francisco: Donald E. Kerwin; R. E. Ahrensdorf 
Co., 260 Kearny St., San Franc 8, Calif. PI 


EXbrook 7-0690. 
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SUBSCRIPTION RATES: 


| Year 2 Years 3 Years 

United States $3.00 $5.00 $7.00 
Canada $3.50 $6.00 $8.50 

All Other Countries $6.00 $10.00 $14.00 
Single Copies: United States, 50c; Canada, 60c; 
all other countries, 75c. February Buyers Index 


Issue (Parts | and II), $2.00. 

o 
OFFICE APPLIANCES is registered in the United 
States Patent Office, Washington, D. C. 
Copyright: Contents covered by Copyright, 1957 
by the Office Appliance Co. Entered as second 
class matter, July 8, 1905 at the post off in 
Chicago, Ill., under Act of March 3, 1879. Ad 
ditional entry at Mendota, Ill. 
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SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use of sub- 
scribers and advertisers. It answers in- 
quiries pertaining to the field, furnishes 
names of manufacturers of office supplies 
and equipment, and aids dealers in secur- 
ing lines, without charge. 

















in This Issue 


... don't miss 


The J. Herrschaft-Office Sup 
ply, Inc., of Hicksville, N.Y. i 
located on the edge of the 
city, away from the main shor 
ping area. Proprietor Herr- 
schaft decided that "if cus- 
tomers didn't come to us, we 
would go to them." Thus, he 
inaugurated a branch of the 
store on wheels, utilizing mobile 
means to put new life into the slogan, ‘Service and New 
ldeas.'' It meant large expenditures of time, effort and 
money. But the results speak for themselves and J. Herr- 
schaft provides details for readers of this business 
journal. Pages 20-23 


William R. Diehl, Jr., shakes 
hands with his father (picture 
at left) following election to 
presidency of NSOEA at re- 
cent national convention. This 
exclusive photo is typical of the 
complete coverage of an out- 
standing industry event, page: 
40-69. OFFICE APPLIANCES 
goes behind the scenes in 
photographs and text to tell what was important, inter- 
Hundreds of booth pictures are 
printed—the faces of an industry—the dealers, the sales- 
men, the manufacturers who, with their families, find at- 


esting and “folk 


tendance at the national convention an interlude of per 


sonal enjoyment and industry profit. 


Next Month... 


A ‘grass roots’ forecast of the stationery and office 
equipment business in each section of the nation will 
highlight the December issue. OA's Research Bureau for 
the past few weeks has been studying dealer opinions of 
future business conditions at the local level. No "'blue- 
sky" forecast, this report will be the first of its kind in 
the industry. It may affect your 1958 plans, so don't miss 
it 
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OA’s Press-Time Bulletins 





WILLIAM HANMER EATON, 


chairman of the 





board of Eaton Paper Corp., died in 
Pittsfield, Mass., on October 8 at the 
age of 78. Colonel Eaton was the son of 
Arthur Watson Eaton, founder of the 
company that bears his name. He en- 
tered the family business in 1899 and, 
at various times, was treasurer, gen- 
eral manager and president. He became 
chairman of the board in 1935 and re- 
tired from active management of Eaton 
in 1953. 





STANDARD FURNITURE CO. board:-of directors 


in recent meeting 
elected Glenn Elwood 
vice-president of 
the firm. "Glenn," as 
he is known through- 
out the industry, has 
been with Standard 
more than 40 years. 
He advanced to the 
position of sales 
Glenn Elwood manager in 1945 and 
guided the activities of the large 
dealer organization. His appointment 
as vice-president and a director was 
both in recognition of this service 
and in confidence of his ability. 
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GUSTAVE W. TRAPP, 64, department manager 


for Curtis 1000, Inc., St. Paul, Minn. 
drowned October 12 while fishing at 
Knife Lake near Mora, Minn. Mr. Trapp 
had been employed by the Curtis firm 
for 49 years and had planned to retire 
next January 12. The fatal accident 
came while he was closing his lake re- 
sort home for the winter. 


FINE HARDWOODS ASSOCIATION has announced 





the selection of E. Howard Gatewood to 
succeed Burdett Green as executive 
of the 


vice-president association. 





Howard Gatewood Burdett Green 


Mr. Green will move to the Pacific 
Coast after assisting his successor 
for a few months in familiarizing him- 
self with the activities of the Hard- 
wood Association. For eight years with 
the Wood Office Furniture Associa- 
tion, Mr. Gatewood has been most re- 
cently vice-president and sales man- 
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Late and Important News for Our Readers 


ager of the Taylor Chair Co., Bedford, 
Ohio. 


HAROLD J. SEIGLE has been elected vice- 


TWO 


president and gener- 

al sales manager of 

Horder's, Inc., Chi- 

cago. Harold Ww. 

; Jacobsen, president, 

indicated that this 

was a newly-created 

position to co-ordi- 

ole nate the over-all ac- 

tivities of the com- 

Harold Seigle pany's five sales de- 

partments, the advertising department 

and the sales service departments. 

Formerly assistant to the president, 

Mr. Seigle has a background in chem- 
ical engineering and sales. 


KANSAS CITY men were killed near King- 
dom City, Mo. on September 30 when 
their panel truck went out of control 
and overturned. The victims were Wil- 
lard Vey Mowrer, 34, and Delbert E. 
Prettyman, 20, both employees of the 
Byrne Business Furniture Co. The fatal 
accident occurred while the men were 
returning from the NSOEA convention. 
Mowrer was general manager of the 
firm. 








SMITH-CORONA INC. has registered an offer- 





ing to stockholders of $6,050,000 in 
debentures with the Securities and Ex- 
change Commission. The convertible 
subordinated securities will be made 
available on a basis of $100 principal 
amount for each 14 common shares held, 
States the Wall Street Journal. The 
Syracuse, N.Y., firm plans to use the 
proceeds for expansion of plant fa- 
cilities. 


IMPENDING MERGER of Monroe Calculating 





THE 


Machine Co. of Orange, N.J., with Lit- 
ton Industries, Inc., Los Angeles was 
announced jointly October 15 by Litton 
Chairman and President Charles B. 
Thornton and Monroe Chairman Alfred 
B. Connable. Basis of the plan is the 
exchange of Litton stock for that of 
Monroe. Monroe and Litton are joining 
for realization of the potential in 
advanced electronic developments in 
business and office management, it is 
stated. 


BUILDING HOUSING Sam Flack's Office 
Supplies & Equipment Co., Kansas City, 
Mo., was reduced to rubble in an ex- 
plosion October 4. No one was injured 
but the blast demolished seven autos 
in adjoining parking lot. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for aay a 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 





SALESMEN WANTED 





SALESMAN WANTED — Southern Ohio. Well established office furniture dealer 
has opening for experienced office supply salesman. Tell us of your capabilities 
Write Office Appliances, Box Y-89, Chicago 6 





WANTED, THREE OFFICE MACHINE SALESMEN at once, established territory 
Salary — Commission — expense, give experience — age — references. Southern 
Business Machines, Douglas, Georgia 





OFFICE EQUIPMENT DISTRICT MANAGER — For established territory by national- 
ly known steel office furniture manufacturer. Opportunity exceptional for aggressive 
experienced office furniture and system salesman to represent a 58-year old manu- 
facturer. Excellent opportunity to advance as every executive comes from within our 
organization. Must be aggressive, ambitious and have successful background. Salary, 
expenses, pension, insurance and a security and respect enjoyed by few. Give com- 
plete history from high school to date. Send picture. Replies confidential. Write 
Office Appliances, Box Y-95, Chicago 6 





SALESMEN AVAILABLE 





EXPERIENCED IN MANUFACTURE OF WOOD OFFICE FURNITURE, has worked 
closely with sales and design, desires opportunity in sales of wood office equip 
ment. Write Office Appliances, Box K-110, Chicago 6 





CONNECTION WANTED SOUTH. Creative salesman and manager accustomed to large 
scale sales operations available for office equipment agency or distributorship in 
Texas or Louisiana. Excellent record as field salesman, branch manager, regional 
manager. Has conducted sales training classes, basic and upgrading. Experience 
mostly on higher priced units sold on quality. Will consider any line of merit 
offering suitable reward for active, intelligent presentation. Write Office Appliances, 
Box Y-100, Chicago 6 





SALES REPRESENTATIVES WANTED 





YOUR TERRITORY IS OPEN for our exclusive Leedall Copi-Mate double-pack 
typewriter ribbons and carbon papers. New merchandising approach every stationer 
will welcome Write today Office Appliances, Box Y-79, 100 East 42nd St., New 
York 17 





OFFICE FURNITURE SALESMAN. Most Unusual Opportunity. Prominent steel 
office furniture manufacturer seeks only experienced National Brand Branch Sales 
man or well established Dealer-Salesman to handle large corporate accounts. Write 
in strict confidence for appointment. Office Appliances, Box Y-80, Chicago 6 





If you now live in, or want to live in HOUSTON, DALLAS, FORT WORTH, TULSA, 
or OKLAHOMA CITY, and if you want to be home with your family over half the 
time, traveling away from home less than half the time — then the Southwest's 
fastest growing manufacturers’ representative organization has a once-in-a-lifetime 
opportunity for you. Our prestige furniture and related lines allow you unlimited 
earnings un a partnership basis. Experience selling office furniture or commercial 
furniture referred, but more important is the conscientious desire to establish a 
secure future for yourself. Write stating experience and present employment: P. 0 
Box 12207, Dallas 25, Texas 





WANTED — State distributors in Tennessee, North Carolina, South Carolina, 
Alabama and Mississippi for office machines line. Provides good supply business 
Write Office Appliances Box Y-87, Chicago 6. 





WANTED: FIELD REPRESENTATIVES to cover Southern States, Rocky Mtn. Area, 
New England States, and Mid-West area. Commission basis, fine dictating machine 
line. Give full details of states covered, number of trips yearly, lines now handled 
Present established business goes with territory. Write Office Appliances, Box Y-92, 
Chicago 6 





CHAIR SEAT CUSHION COMPANY seeks sales representatives in all territories for 
colorful, contoured, decorator type line at popular prices. Write or call Cromwell 
Co., 4405 Empire State Building, New York 1, N. Y 





EXCELLENT OPPORTUNITY: Sell office furniture and supply dealers time-tested 
leather preservative. Safe, simple, and effective way to prevent hardening, cracking, 
mildew, rotting, loss of color and lustre. Not oily or greasy. Packaged in Aerosol 
container — just sprays on! No like competitive product. Excellent acceptance and 
repeat business. Generous commissions and protected territories. Write Box 133, 
Cleveland 21, Ohic 





STATE REPRESENTATIVES for a complete line of new and improved index tabs 
and tabbing with national acceptance. Standard merchandise for stationery stores 
Repeat items. Write Office Appliances, Box Y-96, Chicago 6 
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STEEL PARTS MANUFACTURING CORP. manufacturers of Business Machine stands 
and waste baskets seeks experienced manufacturer's representative for Illinois, 
Wisconsin, Minnesota and the Dakotas. Excellent opportunity for the right man. 
Contact company by phone or letter — 4630 W. Harrison St., Chicago. 





MANUFACTURERS REPRESENTATIVES for manufacturer of complete line of carbon 
paper and duplicating supplies. Splendid opportunity for right man to develop 
into full time deal. Generous commission. Give full details including other lines 
carried. Write Office Appliances, Box Y-99, 100 East 42nd St., New York 17. 





SALES REPRESENTATIVES AVAILABLE 





ADDITIONAL LINES OF FURNITURE AND CHAIRS WANTED, for California and 
West Coast by Wholesale Distributor. Aggressive Sales Force. Large Warehouse. 
Excellent business background. Stee! or wood. Write Office Appliances, Box K-106, 
Chicago 6 





WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — consequently our manu- 
facturers get results. Can handle one or two additional high grade lines in office 
equipment field. Write Office Appliances, Box K-107, Chicago 6. 





MANUFACTURERS REPRESENTATIVE contacting office furniture and equipment 
dealers in INDIANA, KENTUCKY, MICHIGAN, OHIO and WEST VIRGINIA, can 
handle one more line. Write to Box 55107, Indianapolis 5, Ind 





MANUFACTURERS’ REPRESENTATIVE, former commercial stationer, territory 
Metropolitan New York, New England, Eastern Pennsylvania seeks established line. 
Write to Robert Levine, 100 Grand Ave., Rutherford, N. J 





SALES AGENT located in Indiana interested in adding line of office equipment or 
supply to sell to dealers. Territory arrangements flexible. Capable of doing good 
selling job. Write Office Appliances, Box K-108, Chicago 6 





CALIFORNIA REPRESENTATIVE IS AVAILABLE for line or lines to be sold to 
dealers in west coast area. For last seven years has been district representative for 
leading manufacturer of files, furniture, and filing supplies. Has confidence and 
good will of dealers large and small. Will give full time to wares of one company 
or will represent several on straight commission. Top references. Write Office Ap- 
pliances, Box K-109, Chicago 6 





WEST COAST SALESMAN with ten years experience selling at retail plans to 
represent one manufacturer or establish himself as a manufacturers’ representative 
Territory will be arranged to suit requirements whether it be California alone, the 
coast states, or as much as Denver west. Well acquainted with all types of equip- 
ment and supplies sold through dealers. Interested primarily in office furniture 
and furniture accessories. Write Office Appliances, Box K-111, Chicago 6. 





DALLAS LOCATED SALESMAN experienced in office furniture, equipment, stationery 
and supplies — interested in joining established Manufacturers’ Representative or- 
ganization in Southwest on participation basis. Write Office Appliances, Box K-112, 
Chicago 6 





TOP SALESMAN, now connected with southern dealer, considering serving as 
manufacturers’ representative traveling out of Dallas or Houston. Will travel two, 
three or four states as may be required to fit in with manufacturer's program. 
Desires to start with two or three substantial lines. Has outstanding record as 
sales producer. Capable of doing first-class sales job on any responsible office line. 
Convincing references. Write Office Appliances, Box K-113, Chicago 6. 





DISTRIBUTORSHIP AVAILABLE 





ROYAL TYPEWRITER DISTRIBUTORSHIP AVAILABLE — There is a possibility of 
a good distributorship being available in the state of Wisconsin shortly. The man 
must be aggressive and have a background of typewriter or adding machine sales 
and service. The territory offers unlimited possibilities. If interested, write me 
direct, giving your qualifications and credit :+‘erences. All replies will be handled 
confidentially. Chas. D. Sparwasser, District Sales Manager, Royal Typewriter 
Company, 765 North Broadway, Milwaukee, Wisconsin 





MANAGERS WANTED 





MANAGER-COMMERCIAL STATIONERY DEPARTMENT. Send name and address only. 
Details will be taken up by letter. This is a real opportunity for the man who can 
qualify. Japs-Olson Co., 417 S. 7th St., Minneapolis 15, Minn. 


WANT ADS, Continued on pages 8 and 248 


WANT ADS, Continved from page 7 


CE f E RN.-MACH, Est. Northerr 





SALESMANAGER — Modern insta 
and furniture wants young aggressive sale 
and ability to develop territory and salesr: 
with excellent prospects of continued 

100 miles from Chicago in highly ind 

to really become a part of the busine: 
Office Appliances, Box Y-91, Chicago ¢ 








DEALERS WANTED 





DEALERS WANTED. . For new 
mediate deliveries. Good territories a 
DRESS-A-MATIC CO., Inc., 1410 Harw 





POSITION AVAILABLE 





YOUNG MAN WITH EXPERIENCE AS BUYER pable 


ty of office management. A real opportu 
sive established office supply and equipment W 
a fast growing area in southeastern M r te st 
to: Marsh Office Supply, Inc., 22 N. W 
Marsh, Pres. 





OFFICE MACHINE MECHANICS WANTED 





EXPERIENCED MECHANIC by Olymp 


position, good pay, Typewriter Service nm 8 
N. M. 





EXPERIENCED TYPEWRITER MECHANIC WANTED by R 
to right party. Give full details in applicat NVrite Off 
Chicago 6 





WANTED: Trained Underwood Electric Typew 
pairman, with high moral standards, referen 


to resume responsibilities opportunity to be t owner 


Write Office Appliances, Box Y-88, Ch 





EXCELLENT OPPORTUNITY for experier 
with sales ability. Permanent position. Leon 
E! Paso, Texas. 





WANTED A SERVICE MAN who know 
Sales ability, one who could run the & 
Appliances, Box Y-93, Chicago 6 





OFFICE MACHINE MECHANICS AVAILABLE 





OFFICE MACHINE MECHANIC 
Capable of managing shop. Wants t 
Bay Area. Write Office Appliances, Box 





SERVICE MANAGER, Trained on Typewrite 
writers, Mimeographs. Capable shop foren 
Chicago 6 





EXPERIENCE 19 YEARS, Typewriter 
desires permanent job, state prop 
Chicago 6. 





RETAIL BUSINESS FOR SALE 





FOR SALE: Only office supply and 
population. 200,000 people in 25 m 
store is located in heart of East Texas 
with good building, plenty of floor space 
Some financing to right party. Write 


& 



































about 50%. ideal for 2 young go-getters 
$1 )0 cash wner W assist. Doctor telis me 
fidential reg dered. Write Office Appli 
kgre 
‘ ERN OFFICE PPLY Stationery and Gift 
- outhwest’s fastest growing area. Profitable volume 
A asn er tert equipment. Not a distre 
vr 
y 
OFFICE F E Well established with 
~olorad ty rtunity for expansion. Writ 
age 
Al FOR ALE a good, going, well-established off 
tern Wisconsin. Has only 
$ 1 lease can be renewed. Write 
FOR SALE AND WANTED TO BUY 
nN agare T’S NEW ave time, money on your offset 
he ‘ fice Apr es, Box Y-98, Chicago 6 
ot 
Tr 
WANTEL Burrougt r N.C.R. Bookkeeping and 
Comptometers, Adding Machines, etc. any style 
be SINESS MACHINES 
N. Y 
‘ ELLIOTT-FISHER MACHINES, Calculating machines 
juipment, bought 1 sold. W. J. Crowley 
wa 
WANTEL UNDSTRAND and BURROUGHS B 
nachines. Ir ate details model, serial. Gibian 
81 t, N Y 





LARGE AN NT ED VISIBLE CABINETS, KAR 





























sizes ar ty A-1 condition, very reasor 
ne re , 
69 Spring Street Yew York 12 
If a 
fider 
H PAID FOR £ TT ADDRESSERS, Varitype 
Pp ng P tt Mimeograph. Give the best 
King, N 
e 
WILL BUY AN E - ALL MAKES CAL 
: ther office machinery 
numbers - mod number if possible. We 
" Office App Dept. EE, 326 Broadway 
ces 
wAMTE y . 
WANTEL BUY: Late model Elliott-Fisher 
vi be over 3 erial number. J & T 
= “ 
VV C 
Xx used visible filing 
ways on hand. Spe 
quotations. Cha 
l Y 
Y-94 ELLIOTT-FISHER ANI UNDSTRAND MACHINE 
Aarchant roe ators, Electromatic Typewriter 
fice machine t, sold, rented, rebuilt. Teeter 
Ww 
] 
TLET FOR E N N DESKS, TABLES ANCL 
T ty Steel Office Furr 
3H PRICE PAID FOR USED BOOKKEEPING 
‘ a N R ; 3100 Rems E 
i and Machines. Advise f Jel and serial numbers for 
shed p A, 140 West 42nd St., New York 36. N. Y 
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25,000 ar and growing 
approx. $20,000 required 
low dowr Jniy omplete 
x Y¥-8 . ¢ 

p Lines. | ted In the 
lished clientele. Inventory 
Write Office Appliances 
nes mn rapidly growing 


Appliances Box Y-97, 


chine and office furniture 
® franchises. Can be bought 
ce Appliances, Box Y-101 


free etterhead 





ng machine -a office 


é Q National 
Machines, 128 Lafayette 


ths, Multigraphs, Hand 





ce, details. Dixie Service 

10 *] book 

p and serial 

pr rnationa 

g and achines 

MACHINE 605 W 

nousang f reconditioned 

and prices t dealers for 
4 


948 Broadway, New 


te Bur ah Friden 
dding and a 
84 rd § 
DESIRE ¥ prominent 
IREL pro ent 
Office Ap es, Box 
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800 In Revo-File 
S to just 12 


customers fot 


Los Angeles dealer 


CARL SAHLIN of Sahlin-Klassen and Co. tells 
why there is big money in selling Revo-File: 


“YOU CAN QUICKLY SHOW PROSPECTS HOW REVO-FILE Saves 
hundreds of dollars in transposition costs. Present cards can 
be transferred direct to a new Mosler Revo-File.” 


a 


“IT'S EASY TO DEMONSTRATE HOW ONE CARD OR HUNDREDS “EXPLAINING WHY CARDS CAN'T DROP OUT is easy. Just show 
can be removed instantly.” (No problem—since Mosler Revo- 3 how Revo-File’s exclusive belt method holds cards in file . . . 
{..» File eliminates card-punching and mechanical attachment.) * assures. complete protection against card fall-out or wear.” 





A Limited Number Of Valuable 
Mosler Revo-File Dealerships Available! 


If you would like to share in the big profits being made by Mosler 
Revo-File dealers . . . WRITE, WIRE OR PHONE THE 
MOSLER SAFE COMPANY, Dept. OA-272, Hamilton, Ohio. 


¢ Only single-drum rotary file of market, sales up over 50% in 
its type that does not require 1956! 

: ! . . . 
mechanical attachmentofcards! + Big profits on each sale without 
« Manufactured for all standard any service headaches! 
and most off-size cards! + Practically sells itself. Produces 
an average of 40% reorders! 





¢ Available in manual and auto- 
matic electric selector models! * Wide-open market. Every firm 

with 3,000 or more cards is a 
«“‘Hottest”’ rotary file on the prospect! 


“SALES ARE USUALLY CLINCHED WHEN you show how work 

moves faster . . . how reference is extra-quick, filing easier . . . 

how Revo-File saves time, space and money over old files.” Another Qne 
“P.S. The best salesmen, though, are the Revo-Files them- product of 
seives. For example, 80% of the $39,800 volume came from The MOSLER 
reorders! Real proof, | think, that the big money in rotary card SAFE Company 
files is in Mosler Revo-File.”’ » 








LAST 
4 CHANCE! 


Boch as 
. See 


FROM OA... THE BIGGEST SALES-BUILDING 
HOLIDAY DISPLAY PACKAGE EVER 


52 DISPLAY PIECES .. . INCLUDING: 


THREE GIANT, THREE-COLOR SILKSCREENED POSTERS 
THREE PROFESSIONALLY-DESIGNED WINDOW BANNERS 
SIX SPARKLING WIRE-HANGING PENNANTS 
TEN BELL-SHAPED COUNTER CARDS 


THIRTY TAGS FOR BIG-TICKET MERCHANDISE 
aes SP ES OO ae ee 
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There is still time to order — 


OA'S ENTIRELY NEW BUSINESS GIFTS 
FOR BUSINESS PEOPLE MERCHANDISING KIT 


And... your kit also includes... 


Newspaper ad layouts, in three sizes 
Headline mats for your newspaper ads 
Radio scripts 

Sales letters 

Manufacturer ad reprints 

Lists of available manufacture sales aids 


COMPLETE MANUAL on PROCEDURE, de- 
veloped from the experiences of 
thousands of successful holiday pro- 
motions 





Get your OA BUSINESS GIFTS FOR BUSINESS 
PEOPLE MERCHANDISING KIT by using the order 
card below. The $10 you invest in the Kit will 





provide you with more display and selling material 
OA CONTEST OFFERS CASH PRIZES 


FOR WINDOW DISPLAYS 
OA's 1957 Holiday Window Display Contest offers 
you cash prizes for putting your windows to work 
building Christmas sales. Full details included in 
your OA MERCHANDISING KIT. 


for your Christmas promotion than you could get | 
anywhere else for TWENTY TIMES ten dollars. 
But don't delay. Start planning your Christmas | 
promotion today, by filling out and mailing in your 
order today. You risk nothing. If, after you receive 
the kit, you are not completely satisfied, send it 





back and OA will refund your $10 by return mail. 





OFFICE APPLIANCES 
600 W. Jackson Bivd. 
Chicago 6, Ill. 


Please send me my BUSINESS GIFTS FOR BUSINESS PEOPLE MERCHANDISING KIT. 











SEN p _____ $10 check enclosed. _____ Please bill me. 
T 4 i Name ~ “Title 
S Store ~ 
COUPON | = oe 


FREE: 300 Colorful "BUSINESS GIFTS FOR BUSINESS PEOPLE” Gummed Labels when your 


check accompanies your order 


TODAY 
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YOU'RE IN LINE 
FOR BIGGER PROFITS 








Continueus Forms 


with the 





And here are three big reasons why: 


ENNIS is your most complete source of 
business forms in the nation, producing 
every needed form from the latest Snap- 
A-Part, Register or Continuous forms to 
the full range of everyday forms. 


ENNIS has this vast supply on tap for 
you, ready for fast delivery when and as 
you need it. You can go after the big vol- 
ume jobs at competitive prices. . sell any 
job more profitably. 


ENNIS is your supplier .. not your com- 


petitor! 


Ennis Forms are attractively, 


durably packaged . . labeled clearly I 


.. the best in the industry! 
write today for 


Grow with the growing ENNIS line. . 
catalog and complete information. 


Gnnis 


TAG & SALESBOOK COMPANY 


Eastern Factory 
Chatham, Va. 





Western Factory Home Office and Factory 


Paso Robles, Calif. 


Ennis, Texas 


Branch Offices and Worehouses at Houston @ Dollos @ Waco @ Birmingham 
Monroe, Lo. @ Los Angeles @ Denver @ St. Lovis @ Sanford, Fic. e Oklahoma City 


12 








or | 


Letters 


Readers are invited to express themselves briefly — 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, Ill. 


The Wholesale - 
Dear Editor: 
Retailers with wholesale divisions, to my mind, 
in most cases, ate just using another name for 
discount selling. Since the discount business has 
increased, we have not experienced a real buyer's _ 
market in this industry. It still has to be proved — 
that volume —— at prices apparently less than 
cost plus overhead can be maintained. It is true, 
the large companies doing tremendous volume — 
can do this, because a small margin of profit is - 
quite a sum dollarwise. However, for the average 
operation of less than a million dollars per year, ° 
there probably will be plenty of headaches in the 
future at to-day's competitive prices in so-called 


wholesale operations. 


Yeo & Lukens Company, 
Philadelphia, Pa, 


There is wide variance in opinion om wind sub 
ject. Comments, pro and (¢on, are invite 


Retail Question 


CHARLES W. LUKENS 







ne 






Gentlemen: : : 
What is my y opinioes abou retailers swith whole- 
sale divisions? 1 say, if you're going to be in the 
retail business, be retail, Run a good re-— 
tail establishment. Leatn the rudimente ‘of good — 
retailing. If you want a nice fluwer garden, you — 
not only must love flowers, you must h2t> weeds. 
The retailer with a wholesale division usally 
turns into a “retail “chisler” Av wholesale prices, ~ 
“weeds” vill Se I tgmeoes nor es 
both a wholesale and retail di-ision. If 
ment feels they should have both divisions, they © 
should be run as two te companies — one - 
strictly retail, the other strictly w , each 


under separate management. Me 
E. A. NApp 


Napp Office & School Supply, 
Manitowoc, Wis. 


The “Letters” column offers “a fair field and 


no favors.” Send in your opinions. 
Conventions and Product Exhibits 
Dear Sir: 


Concerning conventions, I am in ngrecinagl 
that there is a time to work and a time to pla 
Industry cannot stand the strain nor gain pas > 
from the efforts to make big things bigger with- ~ 
out some recreation. _ iy 

Great val en ery 4 


<> ventions and 
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NSOEA districts have been developed but not 
used to advantage. The district conventions, well 
divided to meet district irements, should be 
the true convention — — of Bees exce 
upon direct ind problems. These should 
followed immediately, and at the same locations, 
by merchandise shows, attended by representatives 
who call in those districts. Those representatives 
would have an rtunity to show dealers their 
wares to better advantage than at large conven- 
tions. . 

I do not wish to infer that the district or na- 
tional conventions are not managed properly. The 
national is a masterpiece, but where is it going? 
The national convention could, in one day, sum 
up the results of the district meetings, and then 
get down to business. The national merchandise 
show could follow the next day, void of split 
sessions, where real marketing could be done. 

Conventions are social — shows are business. 
Since business and pleasure mix well at home, 
they should be kept at home and in the districts, 
for the most part. 

My attendance at the national dates back to 
1923. And the end is always the same. I have 
seen manufacturers’ representatives gain one new 
customer and lose an old reliable one at the same 
table. This never happens in a store. 

Have those in control built a spectacle and 
lost sight of the real ? 

I have long since learned how to make about 
10% of the convention effort pay off because the 
other 90% of effort is grossly wasted for me and 
most people who attend. I do believe this per- 
centage could and should be reversed. 

H. J. MILver 
Office Services, Inc., 
Piqua, Ohio. 


Do you agree, or disagree, with Mr, Miller? 
We'll be glad to quote you. 


Pro and Con on National Advertising 
Dear Editor: 

Regarding national advertising by manufac- 
turers, frankly, my experience with this has not 
been too satisfactory. The few of our factories 
that we represent that do this type of advertising 


get what I would consider a very small return’ 


in the way of direct inquiries, yet that is what 
they are asking for. Upon checking the inquiries, 
there seem to be very poor results as to actual 
sales. I believe, however, that national advertising, 
designed by the manufacturer simply to get his 
name before the public seems to pay off very well. 
SipLey W. SmrrH 
Wholesale Office Equipment Co., 
San Francisco, Calif, 


Experience may be different in different parts 
of the country. Comments from all areas would 
be helpful. 
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TAKE A LOOK AT 





ONGHORN 


CARBONS and RIBBONS 


They give the look your customers 
want..sharp, clean, crisp. They 
give the kind of performance that 
brings repeat sales. 





WATCH PROFITS LOOK UP 


When you stock the complete line of 
sales-leading AMCO carbons and 
ribbons for the 
office. Write to- 
day for illus- 
trated AMCO 
Catalog. 









AMERICAN CARBON PAPER MFG. CO. 


Western Factory Home Office and Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chatham, Va. 


Bronch Offices and Warehouses at Houston, Dallas, Waco, Birminghom, Menree, Le., 
Los Angeles, Covver, St. Lovis, Sanford, Flo., Oklohome City. 





Here and There 








Collection Shows 
Saving was Fun... 





Edwin H. Mosler, Jr., president of 
the Mosler Safe Co., points out the 
“Ferris Wheel’’ penny bank, one of 
the rarest in his collection of antique 
mechanical penny banks. Collection 
housed in New York City office is 
symbolic of the 109-year company’s 
interest in saving. 


Victor Adding’s 
President Helps 
A Sweet Tooth 


A business machine manufacturer, 
who, strictly speaking, has never been 
a salesman but likes people, is re- 
sponsible for the latest idea that 
builds good will for his firm among 
salesmen and other plant visitors. 

That would be A. C. Buehler, who, 
as chief executive and board chairman 
of Victor Adding Machine Co., has 
installed a gleaming brass candy server 
filled with sweets in the company’s 
reception room to the unconcealed de 
light of supplier salesmen. 

“It is making a big hit with the 
salesmen, and most of them do not 
attempt to hide their surprise and ap- 
preciation, says Lorraine Giovannetti, 
Victor receptionist in charge of re 
plenishing the server from an inex 


haustible supply. 


Time Magazine Ad 
Features Donahue 


A recent issue of Time Magazine 
features J. A. Donahue, vice-president 
of General Time Corp., in a Hertz 
Rent A Car advertisement. He is de 
scribed as a man who saves time, sells 
time and is surrounded by time 
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ivan Allen Co. Names 
Man of Month, 
Runner-Up 


Ed Carithers and Bob Benton, 
Atlanta salesmen for Ivan Allen 
Co., have been selected as the 
company’s “Man of the Month 
and runner-up for the month of 
August. 

These awards are given each 
month to two men who have 
turned in outstanding perform- 
ances in several phases of the 
work, based upon a yardstick de- 





pa 


Ed Carithers Bob Benton 


veloped as a part of the MOM 
program. 

Mr. Carithers is a 1954 grad- 
uate of Georgia Tech where he 
was an outstanding member of 
the Tech football squad. He be- 
came associated with Ivan Allen 
Co. in January of this year and 
has made an amazing record in 
that short period. Mr. Benton 
came with the company in 1954, 
is a native of Atlanta and a grad- 
uate of Georgia State College 





Back to School 
Together ... 


f 





Venus Pen & Pencil Corp. and Mc- 
Gregor Doniger Corp. have joined 
forces to develop a_ pencil-striped 
back-to-school promotion. The design 
in the shirt fabric was created to 
match the depth of marking produced 
by the various degrees of lead hard- 
ness of Venus pencils. In every Mc- 
Gregor pencil stripe shirt, the buyer 
will find tucked away in a specially- 
created pocket, a Venus Velvet pen- 
cil. 


Mayor Albert Cobo 
Of Detroit, Former 
Office Machine Man, Dies 


Mayor Albert Cobo of Detroit, 
Mich., who succumbed to a fatal heart 
attack early in September, was origi- 
nally an office machine man. About 
25 years ago he was on the staff of 
the Burroughs Adding Machine Co., 
(now Burroughs Corp.). In response 
to an urgent invitation he was loaned 
to the city of Detroit for the purpose 
of re-organizing municipal finances. 
The loan became practically perma- 
nent and Albert Cobo went on in his 
civic career to become one of the out- 
standing mayors of the country. 

As chief executive of Detroit, Mr. 
Cobo made an enviable record for 
reduction of taxes, efficiency in gov- 
ernment, and city planning. He was 
planning to retire when he became the 
victim of the fatal heart seizure. 
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Fon amano othr home 


Where you spend most of your waking 
hours, naturally you want the best... 
GF Metal Business Furniture. 


It’s styled for beauty of color and line. 
Designed for comfort, convenience and 
efficiency. Fabricated from modern 
materials — welded steel, anodized 
aluminum, Textolite or Velvoleum work 
surfaces, foam rubber cushioning, Bed- 
ford cord or porous plastic upholstery. 


coal 


EN 


And it’s built for a lifetime of satisfac- 
tion and dependable service. 


The cost of GF Metal Business Furni- 
ture is most reasonable—less than you 
pay to furnish your home living room, 
or for a well appointed car. 

Stop at your local GF showroom and 
see what truly modern office furniture 
looks like—Mode-Maker desks, Good- 
form chairs, Super-Filer mechanized 


MODE-MAKER, GENERALAIRE, 1600 LINE DESKS * GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT @ SHELVING * PARTITIONS 


GF metal business furniture is a GOOD investment 
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This advertisement, in full color, appears 
in October and November issues of na- 
tional magazines. It is designed to help 
GF dealers in convincing customers and 
prospects that GF metal business furni- 
ture is a good business investment. 


files, all available in smart decorator 
colors, with aluminum in gold, ebony 
and other deep-anodized finishes. You'll 
find the address in your classified 
phone book. Or write for color catalog. 
The General Fireproofing Company, 
Dept. X-72, Youngstown 1, Ohio. 


GENERAL 
FIREPROOFING 


e é 





Our Industry Sets 
Pace in Offices 





Must Define Goal 
In Sound Planning 
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OA Editorials 


ORE computers are in use than most management people realize. 
Almost 22% of surveyed companies now have at least one gen- 

eral purpose office digital computer in use. Another 28% are planning 
to install one within the next three years. 

What does it mean? 

In a study to find out how management is making the office more 
efficient, Dun’s Review and Modern Industry asked management to take 
a searching look at its present operations and future expectations. 

The result is the interpretation that in the rush of expanding op- 
erations in the post-war boom, American management has le‘ the office 
lag behind the plant in both productivity and scientific management. It 
is Only recently that management has begun to look at the office as a 
source of savings and additions to profit. 

The increased importance of the office has been pointed up by fig- 
ures showing that the ratio of office workers to production workers has 
been rising at a rapid pace about 15 years ago there were 16 non 
production workers for every 100 production employees; now there are 

Q 

Dun’s survey showed that some office executives would like equip- 
ment reminiscent of Rube Goldberg's creations but the most common 
request of all is for a small-scale, low-priced electronic computer for the 
small office. 

Also reflected in the survey is the spread of the practice of renting 
office machines. About 41% of the surveyed companies report they rent 
mostly tabulating equipment and 
large accounting machines. This practice is likely to broaden, it is in- 


at least some of their equipment 


dicated 

Offices of the nation are looking to our industry for new equipment, 
for new ideas as well as machines in data processing; for office design 
and layout; for office turniture, lighting, acoustics and air conditioning. 

What the office will look like in 1965 is squarely up to the dealers 
ind the manufacturers of our industry 

The salesmen who sell both the product and the knowledge about 

will have much to say about the end product, too. 


wal Be first step in a planning program is to establish good planning 
climate,” pointed out Leonard Wilcox, retiring president of NSOEA, 
in the Chicago session. He went on to develop this theory with some 
sound advice concerning the role of employees in such planning, saying 
Management must accept the idea that planning is a controllable, 
dentifiable function of business 
The second step is to make the whole organization planning con- 


scious. They must know the necessity for planning and its pay-off. These 


t 
people are necessary to make the planning work; planning is part of 
their job. They should be given specific planning assignments, starting 


with small plans for the little guys. And once started, this approach must 
be kept alive.” ' 

The Kansas dealer has stressed rightfully that the communications 
idea is important. The entire organization must have the same under- 


standing of what the organization is trying to do. 
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Models 28-S, 28-T 


tail, $52.95 


Model 27-L ® 


$36.95 


@ _ Model 28-SA 


Suggested retail, $62.95 
Zone 2, $66.9 


» Model 28-STA Model 28-ST * 
Executive Chair Y inior Execut , 


This spectacular new model offers all the style and iggested retail, $57.95 


Quality features to make it the top-selling execu ——_ are “sae 
tive model in the COSCO line. Suggested retai! ; 
$67.95... Zone 2, $71.95 


(Zone 2: Texas and 11 western states.) 
Crowned with success ...these 
new additions to the COSCO line! 


@ A hit at the show . . . already a hit on the sales floor! stered front and back. A complete selection of finish and 
And they make the “Director” Series really complete . . . upholstery colors, of course. Get in on the ground floor 


three executive chairs, three junior executive chairs, three with these great new Cosco chairs. Order now! 


general chairs, two conference chairs and a secretarial HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 


chair in all! De luxe features include dual-contour molded 


foam rubber seats, and foam-cushioned backrests. uphol- 


nn 


Value-packed line of COSCO Office Chairs with round tubing]! COSCO Chairs, Settees, Sofas and Occasional Tables! 
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State of the Industry 





Colleges Urged to Accommodate 
Automation’s Sales Challenge 

Because American industry's capacity t 
is outpacing its ability to distribute, Louis M. Brown, 
president of the Eberhard Faber Pencil Co., urged while 
attending the recent NSOEA conven- 
tion that selling become a college- 
trained profession. 

“Selling is a dignified and socially- 
valuable profession,” said Mr. Brown. 
But our colleges are producing al- 
most no graduates who have been 
specifically trained for it. Individual 
industries conduct their own sales in- 
doctrination courses, but they are 
necessarily limited. They lack the 
depth and the grounding in the basics that only colleges 
can provide, through a more scholarly ap proach, sounder 
instructional methods and much broader integration of 
all the essential elements.”’ 

Automation, Mr. Brown declared, “is expanding both 
production and consumption, but the system of distribution 
that bridges the gap between them is becoming increasing- 
ly chaotic and wasteful without enough trained people to 
man it. 

“The recognition of selling as a college-trained pro- 
fession will give it the prestige and dignity that are war- 
ranted by its usefulness, its financial compensations and 
the excellent access it offers to dramatic advancement to 
the highest levels in industry.’ 
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L. M. Brown 


‘Pencil Week’ Slated 
For February Each Year 


Concentrated around dealer marketing and sales aids, 
the Lead Pencil Manufacturers Association has voted to 
conduct a “Pencil Week’’ during the last week of February 
each year, beginning in 1958 

This program is the outgrowth of the recognition of 
greater consumption of lead pencils. Since September of 
1953, per capita consumption of pencils has risen 18% 
and the use of higher quality pencils has shown a 24% in- 
crease in dollar sales. 

Two of the five largest and oldest companies in the field 
this year have already done so, or announced plans to build 
new factories of modern design 

One hundred per cent participation in “Pencil Week”’ 
among manufacturing companies in the industry is ex- 
pected, according to Clyde T. Nissen, association executive 
vice-president. 

Newspaper adve:tising mats, counter displays, window 
streamers, direct mail pieces, local publicity programs, use 
charts, and similar materials will be made available to 
dealers. 

Speaking direct to the stationery dealers, Mr. Nissen 
says: 

“The three years during which the lead pencil manufac- 
turers have united on a product information program to 
the public have proven the value of such action. Since 
1953, pencil sales have grown amazingly well. The public 
is becoming more discriminating in its choice of pencils 
and dollar volume consequently has grown proportionately. 
Today, wooden lead pencils out sell all other writing in- 


struments by a wide margin. 

“Our next step is to bring the dealer into the program. 
We intend to prove to him that there is a substantial profit 
in pencil sales if he wants it. The manufacturers will pro- 
vide the tools, in terms of marketing aids, and we feel 
certain the rewards, both to dealers and manufacturers, will 
be tangible enough to expand the program from year to 
year. 


Rate of Earnings Growth 
Lags behind Sales Expansion 

Sales of office equipment forged ahead again during 
the first half of 1957, extending a persistent growth trend 
of many years’ standing, says ‘“The Value Line Investment 
Survey’ published by Arnold Bernhard & Co. New orders 
received in the second quarter also exceeded the year-ago 
level. Thus, in the second half of 1957 shipments are 
likely to trend further upward. Unless a serious recession 
develops, this trend may well continue for many years to 
come. 

It is improbable, however, “The Value Line Survey’’ 
points out, that earnings of the office equipment manu- 
facturers will grow as rapidly in the years ahead as they 
have in the past year or so, persistent sales expansion not- 
withstanding. 

Reasons given for decreasing rate of expansion in earn- 
ings are: 

Direct manufacturing costs are higher and will prob- 
ably continue to increase. 

Research activities have been stepped up, especially in 
the young electronics field. 

-Rapid technical advances are penalizing the industry 
by causing ever-quicker obsolescence of its products. 

Expansion costs are high. 


Small Businessmen Urged 
To Put Emphasis on Research 
The recent conference of 1,000 small businessmen in 
Washington, D.C. put emphasis on the need for more 
research. In this connection it is interesting to see the re- 
action of one news commentator who pointed out that 
“trade publications print mountains of valuable data, do 
research on their own that alert companies can apply to 
themselves.’ 
OFFICE APPLIANCES can point with pardonable 
pride to such research as: 
Profile of a Dealer. 
-The price study entitled ‘Office Machines—Your Best 
Buy.” 
A two-year census study which will be revealed in the 
December issue, showing buying potentials on a national 
scale. 


Some ‘Straws in the Wind’’ 
From NOMDA Publication 

“Keeping You Posted”, news sheet published by the 
National Office Machine Dealers Association, says that it is 
estimated that close to one million portable typewriters will 
be sold this year and that one survey indicates that sales of 
photocopy equipment in 1957 will total $150 million.- 
COS 
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Buy the best... sell the best... keep your business growing! 


OLUMBIA 


Steel Office Equipment 
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COLUMBIA STEEL EQUIPMENT COMPANY 


FORT WASHINGTON, PENNSYLVANIA 
Telephone — Mitchell 6-4100 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 
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Take your store 
to your customer 
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MOBILE IS LAUNCHED . . . Bill Beyer, right, Oxford Filing Supply Co. representative 
wishes driver-salesmen Max Kiepek and Bill Gardener good luck. 


‘lf the customers don't come to us, 
we'll go to them.’ Thus was born a 
branch store on wheels ... the brain 


child of J. Herrschaft Office Supply. 


by J. HERRSCHAFT 


president, 
J. Herrschaft Office Supply, Inc. 





FOW does an office supply dealer who has 

moved into new and expanded quarters 

go about opening new accounts quickly 

and economically? Is there a way to avoid the 

pain, the waiting, and the expense of whipping 
volume into shape? 

Perhaps because our organization is young in 
years and staffed with young people, we were not 
content with the conventional methods of knock- 
ing on doors for new business. Perhaps it was 
because it was not a matter of urgency. Hadn't 
increased volume forced us to seek enlarged, 
modern quarters? In any case we were eager for 
maximum returns on effort expended. We sought 
the dramatic modus operandi. We came up with 
the mobile branch store. . .an office supply store 
on wheels 

Three years ago our organization started in 
modest quarters. Incidentally, these quarters now 
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. Bill Gardner shows customer exactly which folder she 
will receive. Mobile makes for satisfied customers and economy of operation. Pick-ups 


and re-deliveries are completely eliminated. 


serve us as a storage facility and auxiliary show- 
room. Many years of selling office supplies and 
equipment prior to going into business had taught 
me that service and new ideas were the vital 
ingredients for success. By putting these principles 
into practice, within three years we were placed 
in the happy position of needing more space. 
Our new store, as was the old, is located on the 
edge of town, away from the main shopping area. 
Regardless of location we knew that we could not 
depend on walk-in trade if we were to build up 
the substantial volume for which we were aiming. 


Go to the Customers 

We decided that if customers didn’t come to us, 
we would go to them. The simplest way to im- 
plement this idea, it seemed, was to put a branch 
of our store on wheels. Our mobile office supply 
store came into being and is a fine example of 
truly co-operative effort. We soon learned that 
there is a vast difference between an idea, how- 
ever good, however appealing, and its execution. 
Hundreds of hours and immeasurable effort went 
into planning. 

The entire organization gave unselfishly of its 
own time. Of particular help during the planning 
stages was Bill Beyer, Oxford Filing Supply 
Company representative, who encouraged us and 
gave generously of his plus 30 years experience. 


His familiarity with the area and its possibilities 
and his broad knowledge of consumer buying 
habits proved invaluable. 

In an attempt to insure a smooth operation 
from the first, we spent three months canvassing 
the area into which we intended to send the 
mobile. During this time we announced our in- 
tentions to prospects and carefully recorded their 
reactions. The results were interesting. We found 
that because the area is far-flung, people simply 
do not want to spend the time traveling to an 
office supply store. As a result, they did much of 
their shopping by mail with large city stationers. 

Virtually every prospect we talked to expressed 
delight with the twin advantages of one stop 
shopping and immediate delivery. By tapping this 
vast potential we figured to make higher unit 
sales. Thus encouraged, we made ready to put 
the mobile on the road. 


Supplies Stored in Files 


We set up a step-in van, lining the interior with 
letter size and legal size storage files within a 
framework of 2x4 beams. We chose storage files 
because of their durability and because they offer 
greater security than open shelving. Also, they 
contribute to the neatness of appearance which is 
so important to our operation. An artist was en- 
gaged to put our name and a slogan on the mo- 
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. continued 


Mobile’s route set in 
advance to secure maximum 


coverage in area 


bile, and to illustrate a respresentative group of 
the products we carry. Our object was to make 
the mobile as striking as possible consistent with 
good taste. 

The decision on how to stock our store on 
wheels was a greater obstacle than we had antici- 
pated. Certainly the truck was large but we could 
never hope to match the variety obtainable in an 
office supply store. By sifting our canvass informa- 
tion, our staff, after many hours of writing and 
rewriting suggested inventory lists, arrived at 
what we believed was a representative inventory 
consisting of 2,000 of the most popular office 
supply items. Only brand names were to be car- 
ried. Our reputation is built on quality and serv- 
ice. Customers spend their money based on our 
advice. Naturally, our decision was to stock and 
promote the lines of branded merchandise that 
have helped us to build and keep our reputation. 


Routes Chosen in Advance 

Prior to launching the mobile an announce- 
ment was sent to a carefully selected mailing list. 
As a result of our canvass, routes were set out in 
advance. In the initial stages of the operation, Bill 
Gardener and Max Kiepek, driver-salesmen, oper- 
ated the store on wheels. This was done to give 
maximum coverage to an area in the shortest pos- 
sible time. In a particular area they called on_all 
the firms that had been canvassed, as well as any 
other likely prospects. 

Bill and Max were careful to point out to con 
sumers that the mobile is a branch store on 
wheels. To tell the story more effectively they 
were armed with 8x10 glossy photos of our Hicks- 
ville store and of the mobile. Consumers were 
told that the mobile store was set up exclusively 
for their convenience. Their inspection was in 
vited and invariably they responded eagerly. We 
announced our intention of covering a particular 
area approximately every two weeks. Thus there 
was available to customers a complete office sup- 
ply service without their having to lift a pencil 
or dial a telephone. In every way the mobile is 
a replica of the store in Hicksville, even including 
charge account facilities 

In rare cases where an item is not stocked on 








BRANCH STORE ON WHEELS 


the van, a request for it is phoned to the store. 
Delivery is made either the same day or the next 
day at the latest, via the regular delivery truck. 
If a prospect is interested in furniture, machines 
or equipment, an appointment is made and at the 
designated time, the company car picks up the 
prospect and takes him to the showroom. Because 
the mobile store is on a pre-planned route daily, 
it is often possible for our outside salesmen, who 
know where it is at all times, to fill rush orders 
in a matter of minutes. 

News of our mobile office supply store has 
spread. We have received hundreds of inquiries 
from manufacturers, competitors and consumers. 
Of course we are pleased but we have not allowed 
our heads to be turned by the vital statistics. 
In 20 working days on the road, we opened in 
excess of 100 new accounts. 


Develop Cash Sales 


In addition, we made a respectable number of 
cash sales, a good portion of which we hope to 
develop into regular accounts. Of the new ac- 
counts which we have established, we see no 
reason why we should not retain each and every 
one. Specifically, our driver-salesmen are averag- 
ing a unit sale equal to the figures made by our 
regular outside salesmen. 

In the language of sports, the mobile office 
supply store is a “crowd pleaser’. It has been 
favorably received because most people in business 
respond to a good, new idea. So much interest 
was stirred by its appearance that for the first 
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With over 2000 
popular office supply items to choose from, customers 
benefit from one-stop shopping, on the spot delivery. 
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will call every two weeks. 


nine days of operation, we were able to cover 
only three towns at a total cost for gasoline of 
$1.98 

Virtually every firm approached was eager to 
hear our story. Consumers are pleased with the 
on-the-spot delivery. They appreciate error-free 
service, achieved because they have an opportunity 
to see every bit of merchandise before they buy 
it 


No Wrong Deliveries 
From our point of view, an economy we did not 
anticipate has developed. Accounts serviced by 
the mobile never require pick-ups because they 
received the wrong merchandise. The need for 
sending out and delivering orders by regular truck 
is eliminated. Our store on wheels has proven to 
be particularly valuable in servicing that large 
number of small accounts which every dealer must 
have 
We are pleased with our progress so far, but 
we regard it only as a start. It is our intention to 
merit new business through good service. We will 
expand carefully as the need demands. Plans are 
beyond the talking stage for an additional mobile 
unit. Now that the initial route has been com- 
pletely covered, we will assign only one driver- 
salesman to the mobile. Another will be assigned 
to scouting new area potentials and setting up 
new routes. 
There will be those who liken our new opera- 
tion to that of the door-to-door peddler. To us, 
however, the mobile office supply store is a new 


MEETING OF PRESIDENTS .. . J. Herrschaft (left) demonstrates Oxford Pendaflex Carryfile for 
William E. Koutensky, president, Long Island National Bank of Hicksville and explains that mobile 


concept in customer service. It is a branch on 
wheels of J. Herrschaft-Office Supply, Inc. Our 
driver-salesmen contribute to that concept by their 
enthusiasm and by their ability. They are the 
caliber of men who obtain and hold customers. 
They are qualified salesmen whose attitude, ap- 
pearance and demeanor sell the type of contin- 
uing service that only a dealer of substance can 
provide. 

Our operation is too new to draw any far- 
reaching conclusions. Nevertheless, our experience 
to date shows some facts to be apparent. Putting 
a mobile office supply store on the road is not a 
simple matter of loading merchandise on to a 
truck. It requires large expenditures of time, 
effort and money. I am sure that I speak for the 
entire organization when I say that never in my 
life have I put so much concentrated effort into 
a project. 

Mobile Sells Service 

Once on the road, with the agonizing hours of 
planning behind you, you must be guided by one 
thouzht: the most important commodity you have 
to sell is service. If you would succeed, you must 
provide this service consistently. To do so, you 
must have an organization behind you. Thus we 
realize that in trying to breathe life into our 
motto, “Service and New Ideas,’ we have entered 
into a contract with our customers. That contract 
need never be terminated as long as we perform 
as agreed. 






IN A SMALL TOWN 
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Dan Calderone’s formula for success is to 


offer a variety of merchandise . . . to 


be open 17 hours a day... seven days a week. 
His store averages 1,000 customers a day. 
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want. . .service them well. . .stay open 17 
hours a day, seven days a week. 

That is Dan Calderone’s formula for success. Last 
summer he showed some very convincing evidence 
of the accuracy of his formula by remodeling and 
enlarging his place of business in Hammonton, N. J., 
operated as Dan’s Stationery Store. 

A versatile man, Mr. Calderone started his busi- 
mess career as a butcher but nine years ago his in- 
terest shifted and he opened a newspaper store at 
his present location. In rather rapid succession he 
branched out into greeting cards, toys, phonograph 
records, and gifts. Four years ago he established a 
commercial stationery and office equipment depart- 
ment. Last year that department recorded a busi- 
ness volume of $75,000. 


| eons your customers. . .give them what they 


No Outside Salesmen 
During his nine years of diversification and ex- 
pansion, Mr. Calderone has never employed any 
outside salesmen. Despite this departure from com- 
mon practice in the sale of office utilities, practically 
all products of this kind sold in the Hammonton 
trading area (approximately 15 miles in diameter) 
come from Dan’s Stationery Store. 
One of the contributors to Dan’s growing, profit- 
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able business is the current store hours, established 
when the daily activities were confined to distribu- 
tion of newspapers. The store opens at five o'clock 
in the morning and closes at 10 o'clock at night. 
Service is available to customers 17 hours a day, 
seven days a week! On the average $55.00 worth 
of business is transacted in the store every morning 
before eight o'clock, including Sunday. 


Handles 1000 A Day 
Using self-service on the super-market pattern, 
Dan’s handles an average of 1,000 people a day. 
On December 23 last year, 2,300 customers thronged 
the store. Despite the number of them, Dan and 
his employees know their customers, including chil- 
dren, well enough to call most of them by name. 
Discounts and bargain selling are not included 
in Dan’s merchandising practices. He is convinced 
that a sound business can be built on study of cus- 
tomers’ needs in order to stock the merchandise 
wanted, and making that merchandise available most 
of the normal waking hours of the day. His record 
of steady business growth proves his contention. 
On August 26, 27 and 28 Dan's Stationery Store 
held a grand opening in celebration of enlarged and 
remodeled quarters. Heavy newspaper advertising, 
including space in a_ back-to-school supplement, 
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STATIONERY . . . supplies and office equipment department is set away from other 
departments because of its specialized character. 


brought an excellent response. Souvenirs and door 
prizes added to the general interest 


The current 10,000 square feet of selling area 
is completely departmentalized. Wide shopping 
aisles, self-selection units, and signs designating 
product areas facilitate the self-service idea. Turnstile 
check-out counters at entrances complete the picture. 

Unobstructed window space 66 feet wide faces 
the main street. An additional 40 feet of windows 
are on the side street. Dan’s display people take full 
advantage of this unusually extensive exhibit area. 


Department Separated 
Because of its specialized character, the stationery 
and office equipment department is in a closed off 
section of the store. In addition to standard office 
supply items several office furniture and machine 
lines are on display. Writing instruments stocks are 
located in the main part of the store along with 
school supplies and social stationery. 
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CHECK-OUT COUNTER . . . points up the “super market" 
type of self-service utilized by Dan's Stationery store to 
accommodate its heavy daily traffic. 


The market served by Dan’s Stationery Store in- 
cludes several nationally known manufacturers as 
well as many local businesses. Grade and high 
schools are within walking distance. The population 
of Hammonton is only. 9,000. 
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Cutting away 

at overhead costs 
means additional 
profit for Dameron- 
Pierson Co. of 


New Orleans, La. 
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IDEA NO. 1... . Beginning salesmen are paid a regular salary until they gain 


sufficient experience to switch to straight commission. 


These COST-CONTROL 


HE dictionary definition of overhead is, “Those 

general charges, collectively, in any business 
which cannot be charged to any particular part of 
the work or project, as rent, light, taxes, insurance, 
heating, accounting and other expenses and deprecia- 
tion.” Among the staff members of Dameron-Pierson 
Co., Ltd., New Orleans, La., there is current a dif- 
ferent definition, “A thing which, coupled with high 
taxes, eats away at profits and which must be con- 
‘stantly controlled.” 

In this matter, it is probable that Dameron-Pier- 
son's definition — in the office equipment and sup- 
ply field at any rate is a more authoritative one 
than Webster's. Certainly, it is unanimously accepted 
by James B. Eaton, president; John R. Jacobs, vice- 
president and sales manager, and C. N. Wursteisen, 
vice-president and treasurer of the New Orleans firm. 
They have worked out a number of specific ways to 
control operational costs and even cut them in some 
places. Their ideas include: 

1. Pin-pointing of cost-control responsibility. 

“Dameron-Pierson is a completely departmentalized 
firm, explains Mr. Wursteisen, ‘and we have found 
that the most effective setup is the decentralized one 
of making each department manager firmly respon- 
sible for the cost of his department as well as for its 
sales. This, we find, is better than having an over-all 
cost executive. Of course, we have some over-all. 
store-wide control measures, too; but cost-cutting is 


more a matter of small, everyday things 
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“Inside each department, a constant cost analysis 
goes on by the departmental executives. Cost study 
must be a continuing affair, and small, in-department 
measures are constantly being taken, changed or 
adapted in the light of this continuing study.” 

2. Freight cost analysis. 

The cost of any item, in the view of Dameron-Pier- 
son executives, is not merely its wholesale-level price 
tag, but what it costs delivered to the main store, to 
a branch handling duplicating supplies in New Or- 
leans, or the branch at Baton Rouge, La. Thus freight 
rate study enters into choice of vendors as well as 
their price structures. Again, the freight cost analysis 
upon which decisions are based is a continuing mat- 
ter. Rates and I. C. C. classifications change and an 
advantageous situation one day may be the highest 
cost situation at another time. 

3. Buying controls. 

“We believe in taking advantage of every price break 
for bulk buying, particularly when it comes to opera- 
tion of our printing department. The tendency of 
many shops is to save warehousing by taking de- 
livery on stock as needed from local wholesalers, but 
we maintain sizable inventories instead of following 
this policy. In fact, we buy by the carload—with 
appreciable savings,” Mr. Wursteisen reports. 

4. Delivery routing. 

When trucks zig-zag around the city, and make de- 
liveries in the same location at different times, costs 
mount up, according to Mr. Wursteisen. “Not only 
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IDEA NO. 2... . Liquid labor force is trained 
to handle several jobs in the event of a rush 
or absent salesmen. 
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IDEA NO. 3 . . . Service and repairing offered 
in duplicator department cuts cost of shipping 
to factory, adds to profit picture, and satisfies 
customers. 


direct costs such as gasoline, but even’ more, unseen 
costs such as employee time, truck depreciation, and 
the like,” he adds. “An important cog in our cost- 
control machine is careful delivery planning. This 
embodies both routing on delivery days and schedul- 
ing of deliveries to areas. It’s a sales help, too. The 
salesmen can promise precise delivery times to our 
customers. 

5. A “liquid” labor force. 

Each employee is trained to do other jobs than his 
own. In times of stress and rush, it’s possible to pull 
people from slow departments to man the areas 
where work is heavy, and do so with no efficiency 
loss. “And when sickness or vacations deplete man- 
power in one department, we can easily continue 
ft top efficiency without having to do outside hir- 
ing,’ C. N. Wursteisen points out 

6. Sales compensation. 

How salesmen are paid has both a direct and in- 
direct effect upon store costs, Mr. Wursteisen states. 
‘First, it's a direct cost in itself, and also indirectly, 
sales compensation affects costs because it affects 
sales—and costs are a percentage of volume. We 
have tried many setups and find that this one gives 
us the biggest sales incentive for producing volume 





and the most advantageous position, costs-wise: We 


pay a new salesman a straight salary while he gets & Soe ence 





started. That gives him necessary security. Then IDEA NO. 4... Freight cost analysis is a continuous pro- 
when he’s established in his job, he goes on straight cedure followed to achieve the most favorable de- 
commission. This gives him incentive, and gives livered prices for Dameron-Pierson. 


us volume. 
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far better opportunity to capitalize on the an- 

nual Christmas selling season than the retailer 
is often inclined to believe. In our own experience 
we have found that taking advantage of certain 
natural assets can as much as double the Christmas 
season volume, while at the same time relieving 
much of the stress and strain involved. Most office 
supply retailers, I have found, tend to decry the 
Christmas season and its gift opportunities as “a 
limited market inasmuch as our merchandise does not 
cover as wide a gift field as the department stores, 
jewelry stores, and so forth.” 

While it may be true that the nature of the office 
supply store’s inventory may impose some limitations 
on gift sales, it was likewise a certainty that the 
items involved, even when not expanded for the 
Christmas season, are of sufficient range to present 
fully acceptable gifts for masculine members of the 
family. And it requires only a bit of careful study of 
buying trends to increase the gift inventory to appeal 
to women, 

There are many thousands of gift buyers who 
habitually buy the same ties, slippers, shirts, or 
switch over to a dip pen set, a memo pad, an index 
finder, or some other similar practical gift from 
the office supply store—provided that sufficient at- 


be: my mind the retail office supply store has a 





ger share 
e Christmas 


traction was built up to bring them in the first place. 

That's the real secret of doing a better Christmas 
sales volume. If the retailer does not merely stand 
patiently by while the Christmas season passes him 
up, but instead makes a definite effort to capitalize 
on his assets, he will find that the Yule period will 
tinkle his cash register to a far more agreeable tune. 

What are these natural assets which the office 
supply store has? In our own experience we have 
found that they can be classified as follows: 

1. Leisurely, pleasant shopping. The usual office 
supply store, even though it may be located in the 
busy downtown district, presents a sharp contrast 
to the crowded, nerve-racking situation which exists 
in department and specialty stores. Merely by open- 
ing up the store front, leaving the front door open 
if necessary, and removing backdrops from windows, 
the stationer can help the public see that shopping 
in his store is a comparatively peaceful, untrammeled 
experience. At Denver Stationery Co., we make it 
plain that the customer is free to browse as she 
wishes until she finds items which require explana- 
tion or assistance, at which time a salesperson will 
step to her side. 

Frequently, our Christmas-gift customers have com- 
mented, “If I had known that shopping with you 
was so much more pleasant, I would have been 
here before’. 

2. Free gift wrapping and mailing service. Most 
people resent having to pay an extra amount to have 
a gift presentably wrapped and decorated, not only 
because of the extra expense involved, but because 
of the time which must be spent in taking the item 
to a gift wrapping department, choosing materials, 
waiting in line, and so forth. Because we are not 
so crowded and have plenty of expert personnel and 
materials on hand, we have made it a practice to 
wrap Christmas gift purchases without charge or 
delay. Naturally we have not advertised this as a 
service because of the fact that we do not want 
to build up too heavy a load. Nevertheless we have 
created a powerful good will builder through it. 

3. Long standing personal relationship with busi- 
ness customers. I cannot emphasize enough the value 
of asking gift purchasers the name of the man for 
whom a gift is intended. Frequently we will discover 
that the men involved are customers of the store and 
that our salespeople know their tastes and prefer- 
ences in possible gifts, as well as in office supplies. 
Consequently, when we tell the gift purchaser that 
we are familiar with the person involved and make 
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by DONALD PECHMAN 
Denver Stationery Co. 
Denver, Colo. 


gift dollar 


specific suggestions, the opportunity for a larger gift 
sale is solidly open. We encourage our salespeople 
to know their customers, to pay some attention to 
their personal habits, expressed likes and dislikes, 
because this information is extremely valuable at 
Christmas time. 

4. Practical gifts. It is no secret that each succeed- 
ing Christmas season for the past ten years has 
found gift givers budgeting their gift dollars more 
closely and, at the same time, searching for gifts 
which will provide maximum appreciation. There- 
fore, we put a lot of emphasis on the fact that our 
gift suggestions are for the most part highly useful, 
durable items which a man will appreciate for years 
to come. We find a whole-hearted response to this 
idea. A perfect example is the index finder which, 
occupying only a small amount of space, nevertheless 
grows in usefulness and value as new entries are 
made in it over the years. 

5. Attractive window displays. The very nature 
of the stationer’s line allows him to develop Christ- 
mas displays which are not readily confused with 
those of department stores, jewelry stores, furni- 
ture stores, and so forth. Because of the many small 
items involved, it is simple to develop windows 
around such themes as “a thousand and one gifts 
for that favorite man’—“Businessmen like Christ- 
mas gifts too!’’, and so forth. 

Not to be forgotten is the excellent opportunity 
which the stationer has in his outside sales force 
to make large, multiple-unit gift sales. We encourage 
our salesmen, while making their calls on business 
offices, the headquarters offices of large corpora- 
tions, as well as operators of small stores, to keep 
an eye out for possible useful gift ideas for “the 
boss’ and employees alike. Then, long before the 
holiday season swings into gear, we are ready to 
make suggestions to employees who are planning to 
“chip in” for an impressive gift for the “boss.” 


By the same token it is possible to make extremely 


healthy sales of duplicate gifts for all employees in 
the office, including everything from a hillfold for 
each person, up to pen and pencil sets, desk acces- 
sories, brief cases, and so forth. 

Making suggestions which the employees im- 
mediately recognize as valid always carries a lot of 
weight. Similarly, pointing out to the employer 
that his employees’ loyalty and efficiency would be 
improved by a worth-while Christmas gift usually 
gets results. In short, we have uncovered our poten- 
tial advantages and made the most of them. 
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Christmas Windows 
Sell — and Pay 


A tried and true method of moving merchandise 
is to put it on display. Regular stock items that 
qualify as Christmas gifts can be sold if well featured 
in window presentations. A further potential value 
may be realized by participation in OFFICE AP- 
PLIANCES 1957 Christmas Window Contest. 

Office furniture, machine, and supply dealers can 
share in the following cash prizes: 


@ First place—$100.00. 

@ Second place—$50.00. 

@ Eight distinctive window awards——$20.00 
each. 

Pictures of winning windows will be published in 
OFFICE APPLIANCES together with details about 
the displays and their effectiveness. 

As many entries may be made as desired. Qualified, 
impartial experts will be appointed to the judging 
committee. 

Entrants will find the OA “Business Gifts for Busi- 
ness People” a source of display ideas and material. 
The slogan which is the basis of the kit must appear 
in the window. Purchase of the kit, or its use, is not 
necessary for prize eligibility, however. 

Complete information regarding the display mate- 
rials, ‘he theme and effectiveness of the window will 
be welcomed but is not necessary to qualify for a 
prize. 

Here are the brief contest rules: 

1. The contest is open to any office furniture, machine or 
supply dealer in the United States or Canada. 

2. Window displays entered must be those used during 
the 1957 Christmas selling season. 

3. Merchandise displayed must be office furniture, machines 
or supplies taken from the normal stock of the dealer. 

4. Each entry must be accompanied by a glossy photograph 
(8x10 preferred). 

5. The slogan “Business Gifts for Business People” must 
be included in the display. 

6. As many entries as desired may be submitted. 

7. All entries must be received by OFFICE APPLIANCES by 
January 15, 1958. (Entry blanks will be made available later, 
although the use of such blanks is not necessary for participa- 
tion so long as contest rules are observed.) 








Accessories of the 
Selected for Office Appliances by 
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I | ERE’S a chance to capitalize on 


BEE Ea accessory items for the executives who ‘have 
tet tenes everything. This ts an opportunity 

Hh aes to display some items which might seem imprac- 
see bene tical . . . but their choice must be wise on 





your part, both in purchase and display. 
Show merchandise the executive would enjoy 


owning but is too busy or reluctant to con- 





sider buying. Feature a bird cage, or 


a lounge, or an ottoman. w 
{. Cigarette accessories to pick 


up the drapery mood. 
Retail price is $11.70 the 
set, from Richards- 
Morgenthau. 
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3. “Central Park’ and 
“Fifth Avenue’, by 
George Schwacha, add 







1. “Natur-Flyte”’, of black wire 
and brass with manzanita t: 
installed. Cozy for pets—amusing 
for guests. $55 list from Dealers 
Mfg. Co. 


charm to any con- 
temporary arrangement. 
Retail is $35 each from 
Catalda Fine Arts. 





2. “Bosses’ Pleasure’, Selig's 
contour lounge and 

ottoman. Retails in base 
grade fabric for approx- 
imately $170, complete 
From Selig Mfg. Co. 





5. Brass bucket for Christmas 
tree or greens is style No. 
417-4 from Sarna of New 
York. The retail price is 


only $10. 


Dealers who wish further information about accessory items on this page are requested to use inquiry card facing page 70. 
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7. “Exotic Touch” is offered by 
this gemstone head. It is No. 
T224 from the Fan Co. Retail 
price is $24. 


—__—_—__> 
8. Greeff Fabrics pro- 
duced this block print at 
$9.50 retail and called it 
“Spectrum”. The modern 
stripe at $9 a yard is 
named “Divertissement.” 





6. “Candelabra”, with modern 
flare, is style No. 136016888 by 
Paul Hanson. Features five arms 
and stands 401, inches high. 
Che retail price is $90.70 










9. Mercury Lamps, Inc. created 
a simplified, basic lamp for 

all interiors. This is style No. 
817, and it retails at $17.95. 












Display suggestion . . . Spray a tree bright 


red and place all the little “nothings” around 






it with Greeft's fabric draped as a background. 






Number 5 can be used later for greens. 







EUGENE BARNES 


Merchandising Advisory Service 
400 E. 55th St., New York 22, N.Y. 
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e Two views of the home 
comfort informality supplied by 
the Macke-Williamson Station- 
ery Co. of Rochester, N.Y., in 
furnishing the private office of 
Donald Ritts, president of Aero 
Industries, Rochester. Mr. Ritts’ 
desk is an Alma model No. 
196OET, part of the Director 
series made in striking combi- 
nation of cherry and walnut 
woods. The chairs are by John- 
son, sofa and draperies by 
Fauer Co. and desk accessories 
by Sainberg 
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e Following the current trend which places 

officials in close and less formal contact 
with the bank patrons, desks of officers of the 
Simmons National Bank, Pine Bluff, Ark., are 
grouped in the lobby. Included in this open 
irea is the desk of the president, where that 
ficial is readily available. Desks, chairs and 
sofas supplied by The Perdue Co., Pine Bluff, 


were manufactured by Stow & Davis. 


e Westin-Nielsen chairs 


were selected by the H. B. 
Fuller Co., St. Paul, Minn., 


for the home office confer- 
ence room installation made 
by Sperry Office Furniture 
Co. of that city. These are 
sid chairs in top = grain 
leather with Trilok fabric 
seats and backs. The 96x42- 


h walnut table is from 


Leopold Desk Co. Green and 
gray drapes and gray carpet 
fit in the harmonious color 
S ry 
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G-F Metal Equips TV, 
Radio Offices in Miami 


@ When the Biscayne Broadcasting Co. in 
Miami, Fla., equipped its offices after being 
granted Channel No. 7 for television in the 
Greater Miami (Fla.) area, a number of 
office furniture dealers sought the business. 
Long Office Supply Co. gained the order, 
90% in General Fireproofing Co. metal, 
including Generalaire desks and Goodform 
office seating. The Miami firm planned the 
complete job and did all the installing, 
making an initial bid on each individual 
office for the television and radio sales, 
production, public relations, reception, cleri- 
cal, conference, small cafeteria and general 
areas. Pictures on this page show the re- 
sults. 
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design and furnishings 
for the modern office 





THE SURVEY 





THE SPECIAL TREATMENT 








THE END RESULT 








the survey ... Kelly's had the advan- 
tage of two previous bank installations for 
the Fort Neck Bank, but this did not stop 
Vice-president George W. Knoche!l, who acted 
as salesman-coordinator, from giving the cus- 
tomer the full treatment. 

First a survey of needs plus the client's 
preference was made, and then the situation 
was studied. It was found that the branch was 
to be in a modern shopping area, and the 
entire installation was to be designed in 
keeping with this area. 

To add to his past recommendations, Mr. 

Knochel presented first a complete layout of 
the interior, complete with floor plans, and 
interior and furniture sketches. These were 
prepared by the company’s planning depart- 
ment under the direction of Miss Elissa In- 
gles Mangravite, interior and furniture design- 
er-decorator. 
. An itemized list of each item in the in- 
stallation was presented, in accord with the 
customer's wish, and the bid was made on a 
competitive basis. The customer's taste, in the 
final decision, was in complete accord with 
that of the dealer. 
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ae 
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OFFICE PLANNING . . continued 


R. A. Kelly, Inc., 


installs the complete furnishings 


in the Bar Harbor branch of 


the Fort Neck National Bank. 


the special treatment... 
As seen in the pictures here, the main 
floor area was asbestos vinyl tile in 
black and white marblized effect. The 
walls are soft, pale shades of green, 
and the carpeting in the new accounts 
area 1s gray-green tweed to graciously 
blend with the wall tones. 

The officers’ railing, counter front, 
partitions, check desks, and coupon 
booths in the bank were all custom- 
made by Kelly's own skilled cabinet 
makers. The wood is genuine walnut 
with the counter screen, partitions, 
and check desks finished in a frosted 
effect. 

Desks are by Art Metal, finished in 
green hammertone with mist green 











linoleum tops. The Art Metal chairs 
are finished in brushed aluminum 
with upholstered arms, back and seat 
in coral Naugahyde. The sand urns 
are brushed aluminum and _ supplied 
by Glaro Mfg. Co 

In the check desk and lounge area, 
the lounge seating is Art Metal's club 
units with that company’s end _ ta- 
bles. The lamps are by Mario Lamps 
and the chairs are by Herman Miller. 

Desk accessories throughout are by 
the Smith Metal Arts Co. The 
photographic murals depict local 
scenes and were supplied by the bank 


Deal plate and glove shelf level of 


check desk & lounge area 
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officers’ area 


ller’s counter screen is finished 

solid mist green Formica. 
The standardized steel teller’s sta- 
tions by Art Metal Construction Co. 
are light green with light green lino 


DS 


the end result. . . It is 
not by chance that Kelly's has 
had the opportunity to do three 
branches for the banking com- 
pany. One thing the firm has 
learned is to follow up the in- 
stallation. This results in the 
sales of additional equipment 
and supplies, creates good will 
and guarantees customer satis- 
faction which in turn stands as 
a recommendation for the next 
job. 














teller counters 
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OFFICE PLANNING 


a case history 


Angus L. Gordon Co. installs 
furniture and equipment in 
some 50 offices of the 


Tidewater Oil Co. 


in Delaware City, Dela. 


the survey... 4519 ¢ 
R. A. Kelly, the Angus Gor 
already was known to th 
as an old friend and su; 
customer was also famil 
products of the Peerless St 
ment Co., who would su 
majority of desks and files 
installation. Tidewater had st 


1 
} 


ized on Peerless filing cal 


over 20 years. 
























general office 
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WX hen the bids were called ror, 

1jon’s submitted limited plans 

1 catalogs and discussed color and 
| 


layout through the use of floor plans 


nd perspective drawings and color 
nples. Time and effort wert on 
ntrated on de rl nit he ‘1 
1 kind « S les at ther 
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executive office 


the special treatment... 
The desk, pictured in the executive 
office above, was a large conference 
desk by Peerless while in the general 
office, pictured here, and smaller 
executive offices, general office and 
secretarial desks were used. All were 
dove gray in color with silver-gray 
“Textolite tops 


The filing and storage cabinets, 


also by Peerless, were all finished in 
dove gray to harmonize with the 
desks The chairs, by Emec O Corp., 


were all aluminum, both arm and 


side chairs, covered with dark green 
plastic over foam rubber. Walls 
were finished in light green and the 
floors are dar! OTray vinyl] tile 

Zz | 
the end result. . When 


Angus L. Gordon Co. was finished 
with the installation, the job came 
to over $100,000. This reflected the 
confidence the customer had in the 
firm and in the product it sold. The 
size and scope of the installation is 
limited as pictured here, but it was 
the result of hours of work and 
planning by the dealer that made it 
a sure investment. 
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THE BONUS 
> QUESTION 


=> 


Q') FICE equipment dealers contemplating a year 
end bonus for key employees know the value ot 

i bonus from a morale building standpoint. How- 
ever, there may be some doubts about the income tax 
problems that will develop. These questions and answers 
will provide a guide for developing a bonus plan for 
key people that will give maximum income tax savings 
and help avoid any problems in administrating a year- 
end bonus plan 


OUESTION: Is it true that a bonus paid to employees 
nay not be allowed as an expense Of doing business by 
Internal Revenue Bureau? 


la 


ANSWER: Yes! Even though you have paid your em- 
ployees your year-end bonus, you may find that the In- 
ternal Revenue Bureau will disallow the bonus payment. 
This means that you will have to recalculate your tax- 
able income without including the bonus payments. Un- 
less you handle this very carefully, you may find that 
your bonus is a deduction of your profits after income 
taxes instcad of before income taxes. 


SUGGESTION: You should carefully check your year- 
end bonus plan with the income tax laws before it is 
announced or paid to your employees. It will save em- 


} 


ployee dissatisfaction and income tax losses. 


QUESTION: What is the basis used to determine if 
the bonus will be allowed or disallowed? 


ANSWER: There are three things investigated that will 
give you a clue to a bonus payment that is disallowed: 


S 


1. An unreasonable bonus payment. 

2. A large bonus payment to a minor child. 

3. A substantial bonus payment to a major stock- 
holder 


A “reasonable” bonus payment is an amount that 
would be “paid for similar services by similar firms 
under similar circumstances.’”’ This has been further 
clarified by rulings which itemize specific things: Skill 
demanded, training required, amount of responsibility, 
working conditions, profit earned as a result of the em- 
ployee’s work, and the future prospects of the business. 

A bonus to a minor child may be disallowed when 
it is out of line with the work performed. This is meas- 
ured by the child's earnings and bonus in comparison 
with the total compensation of other employees. 

For instance, a year-end bonus of $500 to all em- 
ployees including a minor child would probably pass 
if the child had earned as much in regular compensa- 
tion as the other employees. But, if the minor child was 
1 part-time employee and still got the same dollar 
bonus, it might be disallowed by the Commissioner. 

Bonus payments to major stockholders are considered 
disguised dividends and are often disallowed. For in- 
stance, an office equipment dealer operating as a cor- 


oration makes a profit of $20,000 and distributes 
$15,000 as bonus payments to the stockholders. Thus, 
the corporation tax would be calculated on the remain- 


( 
1g $5,000 instead of on the $20,000. The bonus is 
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distributed in —— to the investments of the 
stockholders. It will be disallowed. 


SUGGESTION: Be sure your year-end employee bonus 
can pass the test on these three questions: 

1. Is the bonus reasonable for the work performed 
and in line with what other office equipment 
dealers would pay for similar work? 

2. Is the bonus payment to your minor child em- 
ployee in line with his contribution to the success 
of your office equipment business? 

3. Is there any relationship between your stock- 
holders’ investment and their year-end bonus pay- 
ments ? 


QUESTION: Can I give my employees a merchandise 
bonus and deduct the retail price of the merchandise? 


ANSWER: If you purchased the merchandise at retail 
prices, you would be permitted to deduct all you paid 
for the merchandise. However, if you paid wholesale 
prices for the merchandise bonus, you would be per- 
mitted to deduct only the out-of-pocket expense you 
have for the employee bonus. 


SUGGESTION: Merchandise bonus plans are filled 
with tax pitfalls. It is difficult to hold out the income 
tax for your employees on this kind of a bonus. And, 
your employees are supposed to report the value of the 
merchandise as income to be in the clear on their per- 
sonal income tax reporting. You will save yourself and 
your employees plenty of headaches if you give a cash 
bonus instead of a merchandise bonus. 


QUESTION: Can a premium on an employee's life 
insurance be considered a bonus and be deducted as a 
business expense? 


ANSWER: Yes. You can give your employee a bonus 
that covers his life insurance premium. The same rules 
of “reasonableness”, of course, apply to this type of 
bonus. The Internal Revenue Bureau has two rulings 
that should be considered on this idea of a year-end 
bonus: 
1. The employer paying the insurance premium must 
not be a beneficiary in any way. 
2. The premium must be based on the services ren- 
dered by the employee. 


SUGGESTION. If you are planning a bonus plan that 
includes premium payments for life insurance, be sure 
that you are not a beneficiary and that the amount is 
reasonable as a bonus. 


QUESTION: Can bonus payments be based on a per- 
centage of sales or profits? 


ANSWER: Yes. This is one way to meet the “reason- 
able’”’ requirement of the Internal Revenue Code. It 
gives you a yardstick to measure results and to determine 
the amount of bonus to be paid various employees in 
your organization. It will pass the test on contribution 
to profits, responsibility, skill and working conditions 
in most cases. 


SUGGESTION: To avoid any difficulties at all with 
your income taxes, you will find it helpful if you have 
some type of an agreement made in advance covering 
the profit or sales basis for your bonus. When there is 
an advance agreement between employer and employee, 
the question of “unreasonable’”’ does not enter the pic- 
ture unless it is a stockholder and bears a close rela- 
tionship to the stockholder’s interest in your office 
equipment business. 
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William R. Diehl, Jr. takes NSOEA helm 


NSOEA’S NEW PRESIDENT 


@ William Ross Diehl, Jr., president of Diehl Office 
Equipment Company, Columbus, Ohio, and newly- 
elected president of NSOEA, became actively con- 
nected with the industry early in life when he ‘helped 
out’’ in his father’s store 

Bill was born in Columbus on November 29, 1910, 
attended Mercersburg Academy, Mercersburg, Pa., 
and was graduated from Ohio State University. He 
starred in college athletics, earning varsity letters in 
football and swimming 

When World War II came along Bill left the office 
equipment industry for a time to serve in the Navy 
aboard an aircraft carrier in the Pacific Theatre. He rose 
to the rank of Naval Aviation lieutenant commander and 
was awarded a Bronze Star. 

In the office equipment field Bill not only heads 
a successful enterprise Columbus, but also is a 
director of the Stationers Guild of America, is a past- 
president of the Stationers’ Club of Ohio, and served 
as a governor of NSOEA Dist. No. 5 in 1954-55. In 


civic affairs he is activ associated with the Red 


Cross, the Junior Achievement movement, and the 
United Appeals Campaigns. His love for his Alma 
Mater is indicated by the fact that he is treasurer of 
the Ohio State University Alumni Association and 
vice-president of the Ohio State Varsity ‘O’ Associa 
tion. 

Highly qualified by experience and training, the 


brings to the job of chief 
to make the association 
‘ members and 


new president of NSOEA 
executive an earnest 
increasingly effective in its service 
the industry at large 
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More than 13,000 attend 
NSOEA exhibit, sessions. 
New vistas seen through 
automation in the office. 
Elect William R. Diehl, Jr., 
Columbus, Ohio, president 


to succeed Leonard B. Wilcox. 


Convention 


T was a convention which placed emphasis on new 
vistas in automation applied to the office and the 
dealer's operation. 

It was a convention which possessed a change of pace 
in type and theme of oratory, in entertainment and in 
the intriguing newness of products in the 419 manu- 
facturers’ displays. 

And the National Stationery & Office Equipment As- 
sociation annual convention and exhibit held Septem- 
ber 28-October 2 at the Conrad Hilton Hotel in Chi- 
cago outdid all of its predecessors in attracting more 
than 13,000 registrants. 

The outpouring of visitors spilled from exhibit hall 
to the sixth floor, taxed the capacity of the Grand Ball- 
room and otherwise took over the facilities of the larg- 
est hostelry in the world. 


Sessions Have Magnitude 

There was magnitude in every phase of convention 
and exhibit activity, there was devoutness in a church 
service attended by 2,300 and there was rapt attention 
to speakers on subjects which varied from the dealer's 
profit picture to electronics in the office. 

“Kicked off’ by the traditional Great Lakes Travelers 
Club luncheon on Friday noon, the convention swung 
into intensity of exhibit viewing Saturday and Sunday, 
took up the tempo of business sessions on Monday and 
reached a colorful finale in the banquet on Wednesday 
night 

Presiding as president of the association for a second 
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New Officers . 


time was the affable Kansan, Leonard B. Wilcox of 
Roberts Printing & Stationery Co. Once again the 
smooth operation of the convention and exhibit was 
administered by Executive Vice-president Paul Burbank, 
of the Washington staff of NSOEA, and the corps of 
industry workers directed by General Chairman Arthur 
S. Replogle, Replogle Globes, and Co-chairman Robert 
W. Heck, Eaton Paper Corp. 


New Officers Elected 

Elected to succeed Mr. Wilcox is another of the na- 
tion’s outstanding dealers, this time from the “Heart- 
land of America,’’ Ohio. He is William R. Diehl, Jr., 
president and sales manager of Diehl Office Equipment 
Co., Columbus, Ohio. Mr. Diehl has moved up in the 
ranks of the distributors, serving the past year as vice- 
president of the division. 

Other officers chosen were: 

Distributors—John B. Brain, Jr., Brain's, Omaha, 
Neb., vice-president; Neill Stewart, Jr., Stewart Office 
Supply Co., Dallas, Tex., vice-chairman. 

Manufacturers—Edwin H. Mosler, Jr., Mosler Safe 
Co., vice-president; L. G. Morris, Eaton Paper Corp., 
vice-chairman. 

Field Division—Herb Morgan, National Blank Book 
Co., vice-president; Earl Collins, Rockwell-Barnes Co., 
vice-chairman. 

Treasurer—Joseph C. Runnels, Commercial Office 
Furniture Co., Washington, D.C. 

Assistant Treasurer—M. S. Marshall, Ginn’s Stockett- 
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. . of NSOEA assemble after final busi- 
ness session. From left are M. S. Marshall, assistant 
treasurer; Edwin H. Mosler, Jr., vice-president, manufac- 
turers; L. G. Morris, vice-chairman, manufacturers; 
loseph C. Runnels, treasurer; John B. Brain, Jr., vice- 


president, distributors; William R. Diehl, Jr., president; 
Neill Stewart, Jr., vice-chairman, distributors, and Herb 
Morgan, vice-president, field division. The field division 


vice-chairman, Earl Collins, was absent. 


stresses dealer profit picture 


Fiske, Washington, D. C. 

An international flavor was given the gathering with 
the presence of a large Canadian delegation headed by 
Sherwood ‘Tack’ Tackaberry, president, and Fred 
Smart, executive secretary, of the Stationery & Office 
Equipment Guild of Canada, Inc. 

This group presented a flag of their nation to Presi- 
dent Wilcox. The Kansan likewise was gifted, as was 
Executive Vice-president Burbank, with keys to Kansas 
City from Mayor H. Roe Bartle. To the retiring presi- 
dent at the closing banquet, and his wife, Alberta, went 
a Ford tractor for the farm retreat from rigors of the 
stationery business. This was a gift from the Association 
in recognition of his second year as its leader. 


GLTC Hosts Luncheon 
More than 200 attended the GLTC kickoff luncheon 
Friday noon in the Boulevard Room of the Conrad Hil- 
ton Hotel, an opportunity for traveler, dealer and man- 
ufacturer to have a friendly interlude together before 
the whirl of convention activity. Bill Gregory of Gre- 
gory & Leonard Office Supply Co., Detroit, served as 
toastmaster for the fast-moving program which intro- 
duced men occupying prominent convention roles. 
Chairman of the luncheon was Charles W. Gilbert, 
OFFICE APPLIANCES, and co-chairman was Norb 
Burgess, Sanford Ink Co. The plaque for largest re- 
gional attendance (39) went to “Lucky Seven” and the 
door prize to W. E. Martin of Permacel Tape Corp. 
Exhibit halls and rooms filled up quickly as the show 
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... prelude to a great convention 





GLTC LUNCHEON .. . kicks off NSOEA convention in Boulevard Room of Conrad Hilton 


Church Service .. . in the Grand Ball- 
room attracts 2,300. The Wheaton Col- 
lege is on the stage where Grant Howard 
served as master of ceremonies for a 
service of worship addressed by Dr. 
George K. Schweitzer of the University 
of Tennessee 


do 
ev! 
fos 
ho 
the 


tur 
the 
irs. 





lig 
five 
bus 
of 


Opening Session .. . of the convention 
brings several thousand dealers, manu- 
facturers and field representatives to the 
huge Grand Ballroom of the Conrad 
Hilton. President Leonard Wilcox (lower 
left) is making his convention address 
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Product Knowledge is the goal of 
dealers as they throng the exhibits ct 
the NOSEA convention. Saturday and 
Sunday hours saw the largest section 
of the 14,000 registrants visiting the 
booths 


loors opened at noon Saturday and the tremendous interest 
evidenced in the new products, packaging and opportunities 
for dealer merchandising reached a crescendo in Sunday's eight 
hours of viewing time when many dealers brought members of 
their staffs to Chicago for a day. 

Product-minded dealers availed themselves of every oppor- 
tunity to inspect the offerings of 419 manufacturers, to visit 
the hospitality rooms, and to share in the multitude of souven- 
irs 

Pictures and descriptions of the new products were high- 
lighted in the OFFICE APPLIANCES Convention Reporter, published 
five consecutive days with fresh news and photographs enabling 
busy conventioners to keep abreast of the kaleidoscopic parade 
Of activity 


Our Only Defense 


In this nuclear age the only defense we have against world 
lestruction is moral power. 

These stirring words summed up the powerful message by 
Dr. George K. Schweitzer of the University of Tennessee in 
Sunday morning service of worship attended by 2,300 at the 
Grand Ballroor 

Dr. Schweitzer presented a sharply detailed picture of “Trail- 
ing the Creator’ from the physical world and its almost in- 
conceivable potential explosive power to the infinite moral 


strength available to man through God 


Tells Atom Bomb Story 


From sure and extensive knowledge, the speaker told the 
story of the atom bomb from radio activity to nuclear fission 
He described the hydrogen bomb and the much more powerful 
obalt bomb 
Is God warning us?”, Dr. Schweitzer asked. “Our tech 


nology is 6,000 years ahead of our sociology and our spiritual 
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... they came fo learn 








William R. Diehl, Jr. 


(right), retiring vice-president of dis- 
tributors’ division, congratulates his successor, John B. Brain, 
Jr., while Neill Stewart, Jr., elected vice-chairman, looks on. 
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..- dad's moment, too 





William R. Diehl, Sr 


(right) tells 
and extends congratulations 
The Diehls 
Ohio 


‘It’s a Happy Moment’ . 
his son, William R. Diehl, Jr., 
upon the latter’s election to NSOEA presidency 
are from the Diehl Office Equipment Cx Columbus, 


self-satished that we are 


sensitivity. Are we so complacent, so 


lethargic and unaware of what is happening, that God is judg 


ing us? Do we say that God should be judging Russia and not 
us?” 

He concluded, “If we can make moral repairs in the name 
of God, we have a great time of progress ahead. Where we 
are going depends upon us. Where are you going? Where do 
you stand?” 

The service was under the direction of Grant Howard, PBSW 


Supply & Equipment Co., Phoenix, Ariz., past president of 
NSOEA. The Scripture lesson was read by W. Neill Stewart, 
Jr., Stewart Office Supply Co., Dallas, and prayer was offered 
by Nathan C. Hubley, Jr., The Carter's Ink Co. Beautiful 
music was presented by the Wheaton College Chapel Choir 


Presents Sermon in Art 


It was a deep and moving experience as the little 
worship grew on the countryside under the skilled, inspired 
hands of Professor Karl Steel, Wheaton College, in presenting 
a “Sermon in Art’’ as he has 
church services. 

Opening the programmed sessions in addresses on Monday 
were President Wilcox and Executive Vice-president Burbank. 

President Wilcox drew an analogy between business manage- 
ment and gardening, pointing out that it is important to de 
velop that talented green thumb fot unless the 
fingers and the functions they can perform aré 
the harvest may not be plentiful 


house of 


done at previous convention 


success, but 
duly appreciated 


‘Give Others a Chance’ 
up his philosophy 


Give 


In stirring tones, Mr. Wilcox summed 
with, “Quit trying to do it all 
the people in your organization a chance 
can do. If they fall down, pick them up 
give them another job to d« 
“You acquire a green thumb in your 

learn early what is going on A business is like a fire, it 
will burn itself out- unless more fuel is add 


| 


The association president stressed thi 


you can't do it 
what they 


yourself 
to show 


wipe their tears, and 


business only when you 


nportance of careful 


planning saying, “Design for improvement, that’s all planning is 
. and improvement requires chang¢ the people involved 
must think the idea of change is a good thing that the 
goal is right.” 
He concluded by stating New plans work better when 
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C. Stuart Goll, mfrs. rep.; Ross S. Lown, Geo. H. Courter 


Co., Niagara Falls, N. Y. 


Carroll Brown and Alfred J. Sorenson, both Smead Mfg 


Co 
J. S. Luckett, Sr., Luckett Loose Leaf, Ltd., Toronto, 
Canada 


G. C. Wheeler, OFFICE APPLIANCES; Joseph C. Runnels, 
Commercial Office Furniture, Washington, D. C 

Mr. & Mrs. Louis Blair, Blair Office Supply Co., St. Louis, 
M« 

Mrs. & Mr. John Q. Adams, Adams Office Machine Co., 
Evansville, Ind. 

Anthony J. Kerin, Sr. and 
Crossman Co. 

J. E. ller, Harper Brothers, Inc., Greenville, S. C 

Ted Garfield, Garfield, Inc., New York City; S. Kaupman, 
David Kahn, Inc. 

Chas. E. Siegel, Albert Hancock & Co., 
Harry P. Venet, Reyburn Mfg. Co. 
Mrs. Robert S. Kane, mfrs. rep.; 
OFFICE APPLIANCES. 

Jack Schafer, mfrs, rep.; Howard B. Armstrong, Armstrong 
Staty. Co., Cincinnati, Ohi 
James Robertson, Globe Office 
Ohio 

Mrs. & Mr. T. L. Turner, Snyder Office Equipment Co., 
Greensburg, Pa. 

Mr. & Mrs. Friedman, Acro Adroit, Inc., Chicago, III 
George A. Wilson, Burroughs Corp.; Art Meinell, Com- 
mercial Staty. Co., Chicago, II. 

Fannie and Rhistine Daniel, S. B. Newman & Co., Knox- 
ville, Tenn. 

H. J. Austin, Standard Printing & Publishing Co., 
ton, W. Va. 

Carl D. Rossini and Kenneth R. Lamb, 
States Envelope Co. 

Larry IIk and M. C. Kleinschmidt, 
Oshkosh, Wis. 

Frank Puckett and Jack Emhardt, 
Equipment Co. 

Ruth and Kemp Huber, Weber Costello Co 

Len C. Jacobs, Steel Parts—Harrison, Los Angeles, Calif. 
Mrs. Lois Wald, Business Systems, Inc., South Bend, Ind.; 
Barbara Lader, Frankel Mfg. Co. 

Mrs. Anne Robinson and George Stephenson, both Domin- 
ion Office Supply Co., Ltd., Windsor, Ont., Canada. 

W. S. Read and Robert Sparks, both St. Paul Book & 
Staty. Co., St. Paul, Minn. 

Mr. & Mrs. L. J. (Larry) Schubert, E. J 


Paul Kerin, both Tower- 


Chicago, Ill.; 


Walter S. Lennartson, 


Equipment, Cincinnati, 


Charles- 
both Northern 
both Scharpf’s, Inc., 


both Columbia Steel 


LeVay, Inc., Fort 


Wayne, Ind. 

Leon J. Haskin, Camellia Office Equipment Co., Elkhart, 
Ind 

Mrs. & Mr. Fred Downs, Downs-Rando!lph Co., Tulsa, 
Okla 


Charles B. Provost and Larry Solvick, both Provost Office 
Equipment Co., Cocoa, Fla. 
Mrs. & Mr. Manuel Davidson 
ion Co 

Bernice Dubrowin, Rexbilt Leather Goods, Inc.; N. Tanz- 
man, Ace Rubber Stamp & Office Supply Co., Cleveland, 
Ohio 

Marvin Berman, National Stationers, Philadelphia, Pa. 
John A. Gilbert, OFFICE APPLIANCES; Ivan Allen, Ivan 
Allen Co., Atlanta, Ga. 

W. B. Burns and Bill Hagedorn, both Westwood Office 
Supply, Los Angeles, Calif. 

C. Gene Favors and Fred C. Myers, both State Stationers, 
Inc., Indianapolis, Ind. 

Martin M. Moldow, Martin M. Moldow Assoc., New York 
City; Carl C. Judkoff, Cantigny Printing & Staty. Corp., 
New York City. 

C. C. Pencke, Meilink Steel Safe Co. 

David H. Leyshon and W. L. Chandier, both Everett Wad- 
dey Co., Richmond, Va. 

Henry M. Bluestone, Gardall Safe Co., Syracuse, N. Y.; 
Bernard Forner, United Sales Co., York, Pa 

Ray Long, Wiemer & Long, Inc., Stratford, Conn.; Arnold 
Shulkin, Arnold Staty. Co., Lynn, Mass. 

Bill Fletcher and Jerry J. Savage, both The Carter’s Ink 
Co 


Perfect Rubber Seat Cush- 


Fred Searles, Margaret L. Searles Estate, Elmira, N. Y. 
Mrs. & Mr. Chester Racine, Racine’s Office Supply Co., 
Green Bay, Wis. 

Mrs. & Mr. Yale Phillips, Silver Office Supply, Detroit, 
Mich 
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...in Eagle's nest 


ON THE OPPOSITE PAGE 


1. Mrs. & Mr. Jos. T. Kilpatrick, Carithers-Wallace- 
Courtenay, Inc., Atlanta, Ga. 


2. George Metzler and M. C. Ireland, both Underwood Corp 
3. John K. Griff, Bell & Griff Co., Los Angeles, Calif. 
4. C. W. White, Honolulu Paper Co., Ltd., Honolulu, Hawaii; 


Dan Kerr, R. L. Smith Co., Palo Alto, Calif. 

5. John C. Sobesky and Harold Panter, both Office Products, 
Inc., Detroit, Mich. 

6. Mr. & Mrs. Elmer E. Steinmetz, Paul Cook Supply Shop, 
Kingston, Pa 

7. Mr. & Mrs. Charles Lepley, Cutters Exchange, Nashville, 
Tenn 

8. Wm. Kennedy, Wm. Kennedy Staty. Co., St. Louis, Mo 

9. Mrs. & Mr. Hal J. Wise, Huntington Office Supply Co., 
Huntington, Ind. 

10. Stewart Dan and Raymond Dan, both All Types Office 
Equipment Co., Chicago, Ill. 

11. H. Wolin and Nathan Wortman, both Better Office Sup- 
ply, Chicago, III 

12. Mr. & Mrs. E. G. Race, Race Office Equipment, Oshkosh, 
Wis 

13. Waldemar Schultz, Siekert & Baum Staty. Co., Milwaukee, 
Wis 

14. Nat Klein, Jaclin Staty. Corp., New York City; Harry Sills, 
Commercial Staty. Co., New York City. 

15. Jack and Alan Lockett, both All-Types Office Equipment 
Co., Chicago, Ill. 

16. Mrs. & Mr. Gibas, Utility Office Supply, Denver, Colo 

17. A. G. Schaefer, Sengbusch Self-Closing Inkstand Co.; C. 
H. Bird, Horder’s, Inc., Chicago, Ill. 

18. Andrew J. Hudak, Service Office Supplies, Melrose Park, 
il 

19. W. W. Stevens and Charles Kekenal, both General Steel 
Products, Flushing, N. Y. 

20. Mrs. Henry L. Chesick, The Century Press, New Castle, 
Ind.; Mrs. A. R. Blackbourn, The Blackbourn Systems, 
Inc 

21. Mrs. & Mr. Floyd Thayer, Typewriter Exchange, Flint, 
Mich 

22. Mrs. & Mr. W. Fletcher Prull, Maple Leaf Mfg. Co 

23. Max S. Levine, The American Stencil Mfg. Co. 

24. Mrs. & Mr. Maynard F. Westring, Mid-City Stationers, 
Rockford, Ill. 

25. Stanley J. Chrustowski and Frank J. Beam, both Whiting 
News Co., Whiting, Ind. 

26. Olive Carlson, Sears Roebuck & Co., Chicago, IIl.; John F 
Reichert, C. S. Hammond & Co. 

27. Mrs. & Mr. Chas. E. Reynell, retired 

28. Adolph Rose, Rose Ribbon & Carbon Co 

29. Earl K. Duke and Fred E. Pfaff, both Duke, Inc., Wichita, 
Kan 

30. Mrs. & Mr. Fred Goldfarb, Utility Wholesale Stationers, 
Chicago, III 

31. Roy A. Cramer, Jr., Cramer Posture Chair Co.; Ed F 
McClure, Cramer Safe & Office Equipment, Kansas City, 
Mo. 

32. Robert Bowen and Frank Gregor, both Ditto, Inc. 

33. Herman Bos, Old News Printers, Holland, Mich. 

34. Sheela and Sheldon Hurtig, Puig’s Staty. Co., Chicago, 
it 

35. Mrs. & Mr. Allen P. Green, Leewood Co., St. Louis, Mo 

36. Walter E. Rossow and Wm. G. Jarchow, both The H. H 
West Co., Milwaukee, Wis. 

37. Ken Henderson, Carter’s Ink Co.; Joseph L. Sargent, Gary 
Office Equipment Co., Gary, Ind. 

38. R. C. Chapman, Oakville Co. Div. 

39. Irene Bouhos and Mary Moore, both Office Equipment & 
Supply Co., Jax, Fla. 

40. Mr. & Mrs. C. Guy Lowe, Office Supply Co., Jackson, 
Miss 

41. Dorothy Bansemer, Stationers Loose Leaf Co.; Mrs. Jeffie 
Fulton, Fulton Co., Houston, Texas. 

42. Max S. Levine, American Stencil Mfg. Co.; Jean Baxter, 
Moore McCormick, Inc., Atlanta, Ga. 

43. James H. Davison, Jasper Office Furniture Co. 

44. Elmer E. Kelly and Robert E. Kelly, both Kelly Co., Salt 
Lake City, Utah. 

45. Frank Puckett, Columbia Steel Equipment Co.; Mike 
Gordenstein, Broadway Office Supply, Springfield, Mass 
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1. In the Eagle Pencil Co. suite: Gwen Shepherd, Carl Schutz, 
David E. Price, vice-president; E. L. Thompson and H. G. 
Konnersman. 

2. George Weygant and Lyle Van Dyke of Rest-A-Phone with 
Ed Gillies, Al Office Equipment Co., Hawthorne, Calif. 

3. N. Everett Picchione, Dome Publishing Co. 


previous plans have been assimilated. Change is more acceptable 
when those affected share in the benefits.’ 

Executive Vice-president Burbank spoke in forthright terms 
to the dealers about the necessity of watching their profit pic- 
ture. Using their own operational figures supplied during the 
year, he showed them that since 1940, this industry has shown 
an increase in volume of 507% as compared to 402% for all 
other retail operations. 

He showed that retail sales, since 1950, have increased 65% 
in the industry, and even with price changes considered, sales 
in units have gone up to 29% higher in 1957. 

He then went into the profit picture, pointing out very clear- 
ly to the assembled dealer-owners that profit before taxes has 
dropped from 4.8% in 1955 to 3.3%, a sizable amount of de- 
preciation in operating profit. 





The Big Man. . 


. from Kansas City, 
Mo., Mayor H. Roe Bartle, makes a 
telling point in his address in which 
he advised businessmen to ‘‘stand up 
and be counted.” 


Both men and women attended the Monday noon luncheon 
at which H. Roe Bartle, Kansas City’s mayor, a man robust in 
stature, voice and principles, declared, “I love people who are 
willing to stand up and be counted for the things they con- 
sider worth while.” 

The Missourian extolled his views on politics and govern- 
ment but essentially his talk was a clarion call for businessmen 
to “stand up and be counted” in their local government. 

“We do not build a great America in Washington, D.C.,” 
said the mayor. “It is built in the hamlets, the crossroads and 
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... regionettes 


The Regionettes, that enthusiastic group 
of travelers’ and dealers’ wives from the 
Lucky Seven Region, assembles for 
group picture with Mrs. Paul Burbank, 
wife of the executive vice-president, and 
Mrs. Leonard Wilcox, wife of the retir- 
ing president. From left the women are 
FRONT—Janice Neuhaus, Janet John- 
son, Hertha Hanson, Ivah Vater, Mrs 
Burbank, Mr Wilcox, Geneva Smith 
snd Nell Hazlett; REAR—Ilo Storey 
Ann Whiting, Marilyn Brown, Irene 
Hammond, Nora Chase, Alida Schaub, 
vice-president; Jo Ragan, Kate Peck and 
Tess Goodhand, president. 


ON THE OPPOSITE PAGE 


1. Niel Funko and Quintus Fredrickson, both Fredrickson’s 
Office Supply, Aurora, Ill.; Ed Murphy, Culver Office 
Equipment Co., Inc., Schenectady, N. Y. 

2. John M. Robinson, James G. Laws, Walter A. Wentworth, 
Dale Acheson, all Allied Carbon & Ribbon Mfg. Corp. 

3. June Judge; Wally Fisher, OFFICE APPLIANCES, holding 
Mary Ellen Judge; Joe Judge, Kenyon & Eckhardt, Inc 

4. H. Dorsey Douglas, Witton D. Cook, Bob Harpster, all H 
Dorsey Douglas, Inc., Oklahoma City, Okla. 

5. Elon Pratt, Smokador Mfg. Co., Inc.; Doris Dalton, 
Morgan’s, Inc., Huntington, W. Va.; Ed Howard, The 
Globe-Wernicke Co.; J. Hanly Morgan, Morgan’s, Inc., 
Richmond, Va 

6. Hazel Peterson and David Donofrio, both Doro Mfg. Co.; 
D. F. Cass, OFFICE APPLIANCES. 

7. Victor DiPerna and Frank A. DiPerna, both Genessee 
Office Equipment Co., Utica, N. Y.; Marvin Hillsberg, J. 
Hillsberg Safe Co., Syracuse, N. Y. 

8. Chauncey P. Warfield, Andrews Office Supply & Equip- 
ment Co., Washington, D. C.; Wm. F. Vogel, Sengbusch 
Self-Closing Inkstand Co.; Bob Poetzman, Andrews Office 
Supply & Equipment Co., Washington, D. C. 

9. Mrs. Joe Corbino, Mr. & Mrs. Roy Corbino, all Horder’s, 
Inc., Chicago, III. 

10. Woody Moffit, Westland Staty. Co., Silver Spring, Md.; 
Jim Bryan, E. M. Bryan Co., Washington, D. C.; Jack 
Bryan, E. M. Bryan Co., Alexandria, Va 

11. Alfred O. P. Leubert, Old Town Corp.; Bill Fehl, E. W. 

Curry Co., Pittsburgh, Pa.; William S. Stromer, Jr., 

Lawrence Avanzino, Gabe Carlin, all Old Town Corp. 

Frank A. DiPerna and Victor A. DiPerna, both Genesee 

Office Equipment Co., Utica, N. Y.; Marvin Hillsberg, J. 

Hillsberg Safe Co., Inc., Syracuse, N. Y.; Henry M. Blue- 

stone, Gardall Safe Co., Syracuse, N. Y 

13. Mr. & Mrs. Sidney Anderson, R. D. Latsch, all Latsch 
Bros., Lincoln, Nebr. 

14. Richard Pickard, William E. Smith, Robert G. Straight, all 
R. G. Straight Co., Grand Rapids, Mich. 

15. Front row—Eugene Walsh, Joan Walsh, R. A. Optedahl, 
all Walsh Staty. Co., Chicago, III. Back row—Jerry Olsen, 
Codo Mfg. Corp.; Harvey Larson and C. E. Newton, both 
Walsh Staty Co., Chicago, Ill. 

16. Steve Aigner, Al Aigner, Dave Aigner, all G. J. Aigner 
Co 

17. Mr. & Mrs. Jim Bradley and Tracy Higgins, all Higgins 
Ink Co.; Jim Montgomery, mfrs. rep 

18. Mr. & Mrs. Gayle M. Denny, Gerald Denny, all Transyl- 
vania Printing Co., Lexington, Ky. 

19. Mr.,& Mrs. Harold E. Nelson, H. H. Akers, Toof Brown, 
Jr., all S. C. Toof & Co., Memphis, Tenn 

20. Front row—Mrs. Erwin W. Doepke, Erwin. W. Doepke, 
Mrs. A. C. Finger, Back row—A. C. Finger, H. S. Quan, 
Mrs. S. J. Olsen, all S. J. Olsen Co., Milwaukee, Wis. 

21. Mr. & Mrs. J. V. Stough, Mrs. & Mr. W. L. Morgan, all 
Lincoln Office Supply, Lincoln Park, Mich. 

22. Geo. Wilkerson and Joyce C. Witkersom, both Ace Fas- 
tener Corp.; Homer Lay, NSOEA. “ . 

23. Mr. & Mrs. R. W. Stromberg, R. B. Ellzey, Lois Ellzey, all 
of Marshall-Smith, Inc., Cleveland, Ohio; Nete: Tantman, 
Ace Rubber Stamp &/Office Supply, Cleveland, Ohio. 

24. William K. Kerr, Chas. J Wright, John _E. Kamak, all 
Changepoint, Inc. ¥ 


ho 
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John Christianson, orator of the Lucky Seven region, brings 
up the rear of a parade through the banquet audience in stir- 
ring up enthusiasm for next year’s convention which will offer 
a vacation prize of a trip to Mexico City. Bud Caruso, presi- 
dent of the Northwest Travelers Club, was one of the moving 
spirits in the banquet march. 


the villages of this nation.” His voice boomed across the 
jammed Grand Ballroom and into the lobby where hundreds 
of the overflow audience of more than 2,000 had dined. 

A highlight of this luncheon came when John S. Coleman, 
president of Burroughs Corp., received the “Office Equipment 
Man of the Year” award from John A. Gilbert, publisher of 
OFFICE APPLIANCES, 

Selection of Mr. Coleman was made by a committee of judges 
which included C. R. Kendrick, R. D. Pomerantz, W. C. Clegg, 
L. R. Addington, L. G. Morris, J. L. Mann, and E. W. Collins, 
representing all divisions of the stationery and office equipment 
industry. 


Chosen on His Record 


The selection was made on the basis of Mr. Coleman's record 
of service to the nation, to community and to the industry. 
Nominations were made by dealers, manufacturers and field 
representatives and then carefully considered by the judges. 

“In John §S. Coleman are evident many skills put into effec- 
tive function in several significant aspects of life—business, edu- 
cation, civic advance and cultural development,” read the plaque 
presented to this manufacturer and former president of the 


“Chamber of Commerce of the United States. 


Mr. Coleman has’ served his nation in many ways. Now 
chairman of the board of the Chamber of Commerce, he is 
also trustee of the Committee for Economic Development, mem- 
ber of the National Industrial Conference Board and the em- 
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... hands across the border 


ON THE OPPOSITE PAGE 
1. Mrs. & Mr. J. F. Walsh, Walsh Staty. Co., Chicago, Ill. 
2. Donald S. Frey, Wholesaler Stationers Assn.; Chas. Mc- 
Daniel, mfis. rep. 
3. Sidney Butterfield, Smith & Butterfield, Evansville, Ind. 
4. Eldon Dixon, Allen & Co., New York City; J. P. Dwyre, 
Cushman & Denison Mfg. Co. 
5. Henry R. Sellstone and Joseph Greene, both W. B. Mason 
Co., Brockton, Mass. 
6. Moe J. Aaron and E. F. Burkholz, both American Stencil 
Mfg. C 
7. Mr. & Mrs. Howard E. Hutzelman, Applied Research 
Corp., Erie, Pa 
8. Jack Higgins, Aurora Steel Products. 
9. George Wheeler, OFFICE APPLIANCES; Cortland B. Horr, 
Associated Stationers Supply Co. 

10. A. R. Blackbourn, The Blackbourn Systems, Inc.; D. F 
Cass, OFFICE APPLIANCES. 

11. Jos. J. Corbino, Horder’s, Inc., Chicago, Ill.; Angel Cas- 
teleiro, Capitol Metal Products Co., St. Paul, Minn. 

12. Jim Dickas and J. W. “‘Bill’’ Bardwell, both Associated 
Stationers Supply, Chicago, Ill. 

13. James E. Allen, Allen Office Supply, Myrtle Beach, S. C 
14. Axell Marshall, Axell Marshall Co., Fort Worth, Tex.; 
George H. Allan, Copyco, Inc., Youngstown, Ohio. 

15. Mr. & Mrs. M. A. Craig, Craig Office Supply, Jacksonville, 
it] 

16. Wally Fisher, OFFICE APPLIANCES; Pat Lee, Minnesota 
Mining & Mfg. Co. 

17. Marshall Silverman and Lou Kriloff, both Kriloffice, Inc., 
Chicago, III 

18. Wm. H. Fairbank, Ellingsworth Mfg. Co 

19. Mark Gill and James H. Gavin, both J. K. Gill Co., Port- 
land,. Ore 

20. Mr. & Mrs. Jack B. Schreck, Shrex of Ft. Wayne, Fort 

Vayne, Ind 

21. Mrs. & Mr. J. M. Wikle, Wikles Staty., Phoenix, Ariz. 

22. Mrs. & Mr. Hal G. Johnsen, mfrs. rep 

23. J. E. Gillies, A-1 Office Equipment, Hawthorne, Calif. 

24. Harold Nelson and James Petrak, both Just and Son, 
Chicago, III 

Za. &-3 Chip’’ Schubert, Jr. and Chris J. Schubert, both 
Security Steel Equipment Corp. 

26. Barney Barnett and Sam Kirschner, both Print-O-Matic 
C 

27. Milton Stone, Stone-Newman Assoc., Inc., New York City; 
Joe Eck n, Designcraft Metal Mfg. Co 

28. Royal H. Eckert, Royal Eckert, Inc., Allentown, Pa. 

29. John W. Clayman, Hugh O’Neill & Assoc., Jackson, 
Minn Hugh O'Neill, National Sales Agency, Baton 
R UGE LO 

30. DeLeslie L. Allen, Labelon Tape Co., Inc.; Gardner N. 
Soule, American Ribbon & Carbon Co 
L. S. Doyle and L. H. Semler, both Metal Specialties Mfg 
C 

32. R. L. Nevin, Keith Clark, Inc.; J. D. Laux, Laux Adver- 
tising, In Ithaca, N. Y. 

33. Cliff E. Souders, Rex-O-Graph, Inc. 

34. Mr. & Mrs. C. Prevratil, J & T Kabella Co., Chicago, lil 

35. Jerry Olsen, Codo Mfg. Corp.; J. A. Peck, Springfield 
Staty. C Inc., Springfield, Ill. 

36. Mrs. & Mr. Jack Linsky, Swingline, Inc 

37. George Meltzer and Jerry Kremsdorf, both Guide System 
& Supply C 

38. Holland Cottrell, Cottrell-Clarke, Inc., Detroit, Mich. 

39. A. E. Simons, Div. Purchasing Commission, Pittsburgh, 
Pa.; Harry Lapsansky, Pittsburgh Institutional Equipment, 
Pittsburgh, Pa 

40. J. Salomon and Luis deOlazarra, both Avenue Office 
Supply C Chicago, III. 

41. C. R. Chamberlain and Mrs. C. A. Dickie, both Cel-U-Dex 
Corp 

42. Frank and George Hennings, both Fox-Jones Co., 
Washington, D 

43. Gordon W. Donaldson, Donaldson-Woods, Atlanta, Ga. 

44. Bill Burt, and Bob Marshall, both mfrs, rep 

45. C. J. Krainik, CBS Business Equipment Corp., Hackensack, 
N. J.; Samuel Stein, Quality Office Equipment, New York 

ty 

OA—11/57 





A Canadian flag is presented by the delegation from across the 
border in gesture of the friendship existing in the stationery 
and office equipment industry. Leonard Wilcox, (right) NSOEA 
president, receives the flag from Sherwood ‘’Tack”’ Tackaberry, 
president of the Stationery & Office Equipment Guild of Can- 
ada, Inc. 


ployer committee of the President's Committee on Exployment 
of the Physically Handicapped. 

Tuesday's program was ushered in by divisional meetings of 
the distributors, field representatives and manufacturers. Each 
group elected officers. 

Elmer Rahe, vice-president of sales for The Globe-Wernicke 
Co., and vice-president of the manufacturers’ division, con- 
ducted the session of his group and spoke on “Measuring Sales 
Performance,” a message of importance to sales managers. 

A second speaker was Norman L. Hanna, sales and advertis- 
ing manager of the Philip Hano Co., who told of the unlimited 





. introduced by Cole Steel 
Equipment Co., is pointed to by Victor Scheinman of 
Cole while an associate, Sid Gelber, looks on. 


New Portable Typewriter . . 


services which NSOEA makes available, the use of which, he 
asserted, can add to the retailer's success. 

In the field division meeting, John B. Dwyer, vice-president 
of the division, presided. 

Discussion centered around several problems, and the group 
discussed the advantages of sales rallies sponsored for dealer 
salesmen. 

It was pointed out that such rallies held in conjunction with 
district conventions had proven successful and were considered 
as helpful in increasing dealer attendance. 

The dealers’ divisional meeting Tuesday morning was the 











J. Gregory Conway expert in flower arranging, 
demonstrates his skill for an attentive audience of ladies 


in the Red Lacquer Room of the Palmer House 


highlight of all the business sessions for the majority of dele 
gates. The most important problems facing dealers today were 
brought into the open and exami arefully 

Chairman of the session was William Diehl, Jr., president 
elect of the association. The first speaker was Fred E. Pfaff, 
vice-president and sales manager of Duke, Inc., Wichita, Kan 
Mr. Pfaff has made a searching examination of the Robinson 
Patman Act as it applies to tl 
industry. For the purpose « 


tionery and office equipment 


ways in which this 


f illustrating t 


law is most often violated by n bers of our industry, he cited 
typical examples of a fictitio ffice supply and equipment 
dealer. 
Penalties for Violations 
He pointed out that this is in violation of the Act 
and consequently subject to a fine of $5,000 or one year in 
prison, or both, when he 
(1) Offers 15% off on all merchandis gardless of quan 


tity involved in each order 
(2) Grants a rebate to some costomers and not to others 
(3) Grants a 15% discount to branch offices of national 


accounts regardless of the volume of that particular office 


(4) Sells the same product at varying marked prices, 

(5) Offers extra merchandise as part of a special deal t 
one customer and not to all 

(6) Issues a credit memo after the sale to serve as a special 
allowance because of total volume of | hases over a given 


period, and 

(7) Offers a cash discount to some 

Mr. Pfaff pointed out very clearly that these same practices 
on the part of manufacture: wholesalers are in every sens¢ 
violations of the same law. H 
permissible under the Robinson-Patman Act to reduce the prices 
on any merchandise if such prices are published or made known 
to all customers and offered to all customers. It was also per 
missible to meet competitors 


customers but not to all 


further emphasized that it is 


A Task for Industry 


It was admitted that the job of doing away with a “two 
price’ system in the industry was a monumental task but that 
a constant attempt to observe the Robinson-Patman Act would 


do much to clear up the situation. The possibility of being 


charged with violations of the Act is a constant threat to any 
firm in the industry involved practices listed and should 
serve as a deterrent to the spread of these practices 
Following a brief presentation of the Willmark system the 
program proceeded to the dealer panel. Included in the panel 


were: Fred Pfaff, W. Neill Stewart, Jr., Stewart Office Supply 
Co. at Dallas; Robert D. Sanford, Sanford-Hall Co., Jackson 
ville, Fla.; M. S. Marshall, Ginn’s Stockett-Fiske, Washington, 
D. C.; Robert S. Jerue, McClain and Hedman Co., St. Paul, 
Minnesota; E. E. ‘““Gene’’ Grenon, Gregory & Leonard Office 
Equipment Co., Detroit 


Approximately 16 questions were selected from ideas sub 
mitted beforehand for presentation by the panel. In most cases 
the question was directed t specific panel member for 


answering and the others 
One of the questions which stirred up most interest was 
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Austin B. Thompson, Jr., mfrs. rep 

Warren Mosman and Basil F. Lawrence, both Herring- 
Hall-Marvin Safe Co. 

Mrs. David Laymon, Comfort Printing Co., St. Louis, Mo.; 
Herman Hammer, The Globe-Wernicke Co.; Mrs. Richard 
Beste, Comfort Printing Co., St. Louis, Mo. 

Everette F. Hanson, Al Londry, Bernard Wardee, all East- 
erday Office Equipment, Racine, Wis. 

Hervey A. Ward, Jr., Herring-Hall-Marvin Safe Co. 

S. Stein, S. Stein & Co., Chicago, IIl.; Sam Jason, IDL 
Mfg. & Sales Corp. 

W. H. Wright, Jr., A. J. 
Master Addresser Co. 

C. Patton Janssen, Morland J. McMurry, Berney Simner, 
all of Acme Visible Records, Inc. 

Lou Delson, Institute of Modern Business, Chicago, Ill 
Scott Purvis, Joseph Dixon Crucible Co.; Jerry Devitt, Cal 
Long Assoc., Cincinnati, Ohio. 

Dick Runyan and Robert W. Coye, both Harter Corp.; 
Clement B. Haines, Lamport, Fox, Prell & Dolk, Inc., 
South Bend, Ind. 

Herb Johnston, Ace Fastener Corp.; Mrs 
Star Fastener Co.; Herb Walsh, mfrs. rep 

A. J. Heyer, Heyer Corp. 

Pat McNeela, Speedry Products; C. Winters, OFFICE AP- 
PLIANCES. 

Mr. & Mrs. Al Scerbo, Frank Scerbo, all of Frank Scerbo & 
Sons, Inc., New York City. 

John Griffin, Griffin Supply Co., 
Woodruff, Weis Mfg. Co. 
Bernard E. Featherman, Bernard Franklin C 

Myron Fields, Smo-King Products; Irving Gibson, Gibson 
Office Furniture Co., New York City. 

Alvin R. Bowen, Kinston Office Supply, Kinston, N. C.; 
Bertha N. Bowen, Eastern Office Equipment Co., Ahoskie, 
N. C.; Sid Gelber, Cole Steel Equipment Co 

Mr. & Mrs. M. R. Easterday, R. L. Easterday, all Easterday 
Office Equipment & Supply Co., Racine, Wis 

Jack Higbee, M. G. Wheeler Co. 

C. J. Amann and R. N. Meyers, both Victor Safe & 
Equipment. 

H. Donisthorpe, Ace Fastener Corp.; Dorothy E. Evans and 
Vernon R. Evans, both Vernon R. Evans Co., Utica, N. Y 
H. J. Leith, Southern States Corp., Inc., Richmond, Va.; 
Mrs. & Mr. R. A. James, Cole, Harding & James, Inc., 
Richmond, Va. 

Paul S. Morton, Paul S. Morton Engineering Service, 
Kalamazoo, Mich. 

Rose Cushman, Richard Saul and his mother Shirley C. 
Saul, all NSOEA. 

Mr. & Mrs. Bill Tonkin and Earl E. Hanson, all Tiffany 
Stand Co. 

Mr. & Mrs. Leo A. Miller, Hal Wickman, all Harbor Of- 
fice Equipment Co., East Chicago, Ind. 

Mr. Tackaberry, Staty. Office Equipment Assoc. of Cana- 
da, Toronto, Canada. 

Leo Miller, Miller Desk & Safe Co., Los Angeles, Calif.; 
Norma King, OFFICE APPLIANCES; John Griff, Browne- 
Morse Co. 

Emil T. Dalmas, Jr., Haskell, Inc.; 
APPLIANCES; James R. Raub, 
Angeles, Calif. 

Mrs. Eberhard L. Faber, Sol Zatt, Mrs. Louis M. Brown, 
all Eberhard Faber Pencil Co 

A. W. Burke, Horder’s, Inc., Chicago, III 

Ed. Erickson, Hibbing Office Supply, Hibbing, Minn.; 
Bill Carroll, Eberhard Faber Pencil Co. 

Mr. & Mrs. Al Pickar, Acme Staty. & Printing Co., New- 
ark, N. J.; Sam M. Levin, mfrs. rep 

Don Rosen, mfrs. rep.; Norma King, OFFICE APPLI- 
ANCES; F. C. Charles, Imperial Desk Co 


Wright, Joseph Adragna, all 


Lyle Parker, 


Nashville, Tenn.; Stan 


Norma King, OFFICE 
King-Raub Corp., Los 
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... time out 


Convention Foursome photographed in the Normandie 
Lounge, made up of (left to right): Folger Fellowes, presi- 
dent of Bankers Box Co.; Arthur Frey and Heinie Sengbusch, 
manufacturers’ representatives, and Charles E. Storey, Storey- 
Kenworthy C Des Moines, lowa 
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William H. Perry, Perry Office Supply, Syracuse, N. Y.; 
Dick Towne and J. S. Croke, both National Blank Book 
Co.; James Tynan, Perry Office Supply, Syracuse, N. Y 

Bettie Edmission, Micropoint, Sunnydale, Calif.; Charles 

M. Richey, Allied Carbon & Ribbon Mfg. Co. 

3. Vivian Black, OFFICE APPLIANCES; Skip Hall, Perron- 
Hall Co., San Diego, Calif. 

4. Lee Lowe and Warren Horness, both Browne-Morse Co 

5. Elmer L. Klorig, Sid Allen, Arthur J. Bidwill, Mrs. R. J. 
Gullett, all Chicago Stationers, Inc., Chicago, Ill. 

6. McGee Ault and Jerry P. Nicholson, both Herring-Hall- 
Marvin Safe Co. 

7. E. LeVine and Phyllis W. Pancoe, both Standard Station- 
ery Supply, Chicago, III. 

8. H. C. McPike and Stan Woodruff, both Weis Mfg. Co. 

9. Jos. West, Geo. Dressler, Mrs. Rae Hochman, Wm. Dug- 
gan, Leonard Hochman, all of Acro Adroit, Inc., Chicago, 
it] 

10. Mr. & Mrs. Chas. T. Harbin, Harbin’s, Montgomery, Ala 

11. Mr. & Mrs. J. T. O'Reilly, O'Reilly Office Supply Co., 
Fort Wayne, Ind. 

12. Mrs. & Mr. Chet Smith, Sr., A. W. Faber-Castell Pencil 
. Inc 

13. A. E. McPike, Weis Mfg. Co.; W. R. Lindsay, West Coast 
Staty. & Printing Co., Los Angeles, Calif.; Bill McPike, 
Nicholas Langhans, Gilbert Weis, all Weis Mfg. Co. 

14. Carol M. Venherm and Jack R. Sayers, both Globe Office 
Equipment & Supplies, Inc., Cincinnati, Ohio. 

15. Doug Russen and Robert E. Greene, both Zac Staty. Co., 
Birmingham, Ala. 

16. Bill Aylward, The Globe-Wernicke Co.; C. W. Gilbert, 

OFFICE APPLIANCES. 

Earl H. Prentzel, Richard B. Lange, William A. Rocco, 

Victor M. Brugh, Earl L. Howe, Robert E. Birch, all of 

Swingline, Inc. 

18. Mrs. & Mr. G. W. Garner, Excelsior Printing & Staty. Co., 
Excelsior Springs, Mo. 

19. Mrs. & Mr. R. Schmutzler, The Reyburn Mfg. Co. 

20. Mr. & Mrs. C. W. Hoover, Business Products Corp., Busi- 

ness Products Corp., Detroit, Mich. 
Mr. & Mrs. Paul Tolly, Kankakee Book Store, Kankakee, 
lil.; Norval Waldo, Kriloffice, Inc., Chicago, Ill.; Don 
Sharpe, Reyburn Mfg. Co. 

22. Bill Fehl W. Curry Co., Pittsburgh, Pa.; John Kerns, 


nh) 


1 


Stationers Loose Leaf Co. 
23. Mrs. & Mr. Dean Dessenberger, Dean’s, Ft. Lauderdale, 


Fla 

24. Mrs. Hy Linden and Mrs. Walter Fisher, both Ace Fas 
tener e [ 

25. Joseph J. Rock, Boorum & Pease Co.; Dave and Gloria 


Rucker, both B. H. Hallin & Assoc., Chicago, Ill.; Ned 
Rosin, Amberg File & Index Co. 
26. Mr. & Mrs. Frank Lazowski, Progressive Stationers, Chi- 


ss 

27. R. W. Haese, Allis-Chalmers, Milwaukee, Wis.; Henry H 
Kr Krol Office, Chicago, Ill. 

28. Lawrence Johnson and Janet Johnson, 
Jamestown Mfg. Corp. 


both Corry- 
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How Does Customer Off-Street Parking Affect Success’? It 


was emphasized in answer to this that a parking lot is abso 
lutely essential in order to maintain store traffic today. In a 
downtown location, it is necessary to make an arrangement with 
a nearby commercial parking lot for customer use. In an outly 
ing location it is often possible to acquire a lot in conjunction 
with the store building. If the store is located in a shopping 
center, the problem of parking is usually taken care of by the 
developers of the center. 

Another important question raised was “Are Suburban Stores 
Successful?’ A consensus of the panel was that suburban stores 
can be successful but require careful management. One essen 
tial in a suburban store is a gift and social stationery depart- 
ment. The store can not exist on commercial sales alone. It was 
also pointed out that it is very wise to keep telephone orders 
to suburban stores at a minimum and also to not operate outside 
salesmen from the suburban location. These warnings were 
based on the fact that most suburban leases are based on the 
volume of business done in the stor« 


Personnel Problem Discussed 

A perennial question “What Can We Do About Getting 
Better Personnel?” created quite a bit of discussion. The main 
factors agreed upon were (1) better interviewing techniques, 
(2) a thorough credit check, (3) complete check on past employ- 
ment, (4) aptitude testing, and (5) enough time to do the job 
right. 

One other question that created quite a bit of interest was 

Are Seasonal or Year-End Sales Successful ?”’ 

It was agreed that such sales can be successful if they are 
promoted extensively and if they are used to move distressed 
merchandise. It was pointed out that the practice of allowing 
extra commissions to sales personnel during these promotions 
is worth while. 

Fred Smith, management consultant from Cincinnati, Ohio, 
and no stranger to the NSOEA, was the guest speaker at the 
luncheon meeting Tuesday. 


Entertains Audience 


Mr. Smith, who admits to a slight Southern accent, entertained 
and enlightened the large group in attendance with his humor 
and keen judgment. He requested change in the title of his talk 
from “Quarterbacking the Sales Team” to “Quarterbacking the 
Marketing Team.” 

To explain his change he pointed out that selling is selling, 
but selling profitably is marketing. 

Opening with the challenging statement, “Recent events indi- 
cate that effective marketing may have more to do with the 
success of electronic data processing than will technical excel- 
lence and superior designs,” Everett S. Calhoun, co-ordinator of 
office automation research, Stanford Research Institute, Menlo 
Park, Calif., continued the afternoon session with an extensive 
presentation of a technical subject in a way that helped to 
take some of the fearful mystery out of automation. 

Of special interest to dealers was Mr. Calhoun’s emphatic 
assurance that “sales of peripheral equipment and supplies made 
necessary by electronic data processing installations may exceed 
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To promote to the trade the recent 
merger of the Joseph Dixon Crucible 
Co. and the American Crayon Co. at 
the convention, a free shine of one 
shoe was offered in each booth. To 
have the second shoe shined, the 
visitor had to go to the other booth 
H. B. Van Dorn of Dixon tests the 


novel idea 
the value of the original equipment [The opportunities fos 
office equipment dealers are analogous to those enjoyed by the 
people who sold picks and shovels to prospectors and mad 


more money than the miners in the gold rush days 

Cost factors will bring the o 
evolution rather than revolution 
Smaller machines at lower prices are now under development 
and will soon offer office equipment salesmen a broad market 
potential. 

In closing, Mr. Calhoun urged study of office automation in 
great detail because “Only the well informed salesman can hold 
his own in this technological age.” In t 
the tremendous field for hand adding machines in the homes 
of America. “What if every householder bought a home budget 
control office consisting of a small desk with compartments for 
files, a portable typewriter and an achine? Fifty million 
prospects are worth thinking about 


ffice of tomorrow into being by 


according to Mr. Calhoun 


1e meantime consider 


ridding 


Film Shows Growth 

The program was concluded with presentation of the filn 
“Interurbia.”” Through the combined effort of Yale University 
and Fortune Magazine, J. Walter Thompson supplied this 50 


minute film on the “Changing Face of America.” It was a study 
of the changing population and some of the economic, social 
and marketing consequences thereof that will profoundly affect 


the thinking of all business 1 

After four hours of exhibit viewing the busy Tuesday pro 
gram was climaxed with the al convention party. A jan 
packed ballroom greeted the 
and TV. Miss Jo Ann Miller 
headed the show. She entertair 
and several of her own writi 

Also on the program were Johnny Conrad 


»-notch artists of stage, screen 
lovely young lass from Texas 
with her songs, some familias 


and his Dancers 


who offered two East Indian numbers that were both colorful 
and interesting. Another group of dancers from Europe pr 
sented a novel routine against a backdrop of black satin that 
amused and bemused the audienc: 


Juggle Firebrands 

The Martin Brothers held the crowd in awe with their most 

difficult routine of juggling burning firebrands while blind 

folded. Bob Lewis and Ginny added the humorous touch that 
completed the show 


Dancing to the music of Norman Krone and his orchestra 
concluded the evening 

Wednesday morning's ncluding business session again 
demonstrated the change of page in oratory, featuring Charles 
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...shine on Dixon 
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F. P. Brouwer, mfrs. rep.; Herb Sime, OFFICE APPLI- 
ANCES; Gordon Hrach, B. L. Marble Chair Co. 

Lynn Poston, Standard Printing Co., Hannibal, Mo.; A. F. 
Heinie) Sengbusch, mfrs. rep.; Chet Smith, A. W. Faber- 
Castell Pencil Co., Inc. 

Lee Trent, Paul C. Fisher, Andy Jackson, all Fisher Pen 
Co 

Milton Weiner, Milton Weiner Co., 
& Mr. Fred Guyant, Geo. B. Graff Co 
W. G. Kimbrell, The Office Supply Co., Greenville, Miss.; 
Mr. & Mrs. Jack M. VanDevender, The Office Supply Co., 
Vicksburg, Miss.; W. R. Smith, The Office Supply Co., 
Clarksdale, Miss. 

Irv Wasserman, Louise Wasserman, Morry Wasserman, 
Richi Wasserman, Jack Wasserman, all of Home Office 
Supply Co., Detroit, Mich. 

Roy Zepp, Ginn’s Stockett-Fiske, Washington, D. C.; 
Robert S. Kane, mfrs. rep.; Glen F. Monnig, Walcott- 
Taylor Co., Washington, D. C. 

Tom White, Consolidated Office Supply, Chicago, Ill.; 
L. Craig Jackson, C. L. Downey Co.; G. P. Schorl, Coin 
Counting Machines & Coin Wrapping Sales, Miami, Fla. 
John J. Whalen and Rus Ragan, both American Pad & 
Paper Co.; H. M. Donisthorpe, Ace Fastener Corp.; Dan 
J. Considine, mfrs. rep. 

John P. Barrow, Jr., Albert McDowell, Russ Thompson, 
Job D. Turner, Jr., all Transylvania Printing Co., Lexing- 
ton, Ky 

Louis Scheighet and Dan Segal, both M. C. Flynn, Inc., 
New York City; E. Leventhal, Biddle Purchasing Co., New 
York City. 

Karl Tollefsen, Norman W. Johnson, Bill H. Smith, all 
Bartlesville Staty. Co., Bartlesville, Okla 

Ed. Healy, Wilson Jones Co.; Anthony Kerin, Sr., Paul 
Kerin, both Tower-Crossman Cc 

Bill Bennett, Mrs. & Mr. Matt C. Bowen, all Bowen Supply 
Co., Plant City, Fla. 

Mr. & Mrs. Robert Harms, Will Harms Co., Pekin, IIl.; 
Mrs. B. J. Powell, A. W. Faber-Castell Pencil Co., Inc.; 
Will Harms, Will Harms Co., Pekin, III 

Richard LaPlante, Stanley M. Yates, Art Driggs, all Yates 
Office Supply, Detroit, Mich. 

Harry Yager, David Kahn, Inc.; Ed Rihan, Mexico City, 
Mexico; Julius M. Kahn, David Kahn, Inc. 

Mabel Sheehan, J. P. Sheehan Co., Boston, Mass.; Henry 
Riegel, Sengbusch Self-Closing Inkstand Co.; Fred Bowes, 
Old Town Corp.; Joseph P. Sheehan, J. P. Sheehan Co., 
Boston, Mass.; Anita Kilpatrick and Dick Kilpatrick, both 


Pittsburgh, Pa.; Mrs. 


, 


Hartford Office Supply Co., Hartford, Conn.; Nat P. Blish, 
Reyburn Mfg. Co., Inc. 
Mr. & Mrs. Larry Phelps, Commercial Staty. Supply, 


Detroit, Mich.; Lawrence Nestor, Nestor’s Office Supplies, 
Detroit, Mich.; Joseph H. Rabaut, Beecher Peck & Lewis, 
Detroit, Mich 

R. W. Sprott, R. H. Hammer 
Wernicke Co. 

Ben Brannon, Bill Brannon, 
Printing & Office Supply, Dallas 
mfrs. rep. 

Pete Masterson, Gerard D. White, Bruce McCaleb, Floyd 
E. Marshall, Jr., all of Acco Products, Inc 

Wm. D. Samuels, W. S. Walker, Pittsburgh, Pa.; J. J. 
WindahI and Fred Beche, both Corry-Jamestown Mfg 
Corp 

Bill Miller, A. E. Weissenhorn, Marshall A. Wiley, all 
General Pencil Co. 

Hal Dearwester, Ralph Blackburn, Len Schneider, Edgar 
J. Howard, all The Globe-Wernicke Co. 

Gene Reodette, Oriano Tonini, Robert E. Meehan, all 
Olivetti Sales Corp. 

Al Goldstein and Howard L. Sufrin, both |. and M. Sufrin; 
P. Nathan Drate, mfrs. rep 


John Homer, all The Globe- 


Fred Brannon, all Service 
Texas; Pat Whitsides, 
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Board of Control Meeting . . . Outside, reading clock- past president; Fred Smart, Toronto Stationers Guild of 
wise: J. Hanly Morgan, Huntington, W. Va., governor Canada; R. D. Latsch, Latsch Bros., Lincoln, Nebr., past 
District 5; Fred Downs, Tulsa, past president; Adrian president; W. H. Kistler, Kistler’s, Denver, governor 


Pembroke, Pembroke C Salt Lake City, past president; District 10; Dick Healy, Santa Fe, past president; Lou 
John Wikle, Wikle’s, Phoenix, governor District 14; W. Blair, Blair Office Equipment Co., St. Louis, governor 
C. Clegg, The Clegg C San Antonio, past president; District 8 

Howard Gunlocke, W. H. Gunlocke Chair Co., chairman 

budget committee; Ivan Allen, Jr., Ivan Allen Co., Inside, reading clockwise: John A. Gilbert, OFFICE AP- 


Atlanta, past president; Dorothy Lehman, NSOEA; Paul PLIANCES; Harold O. Shively, Davidson Publishing Co.; 
Burbank, executive vice president NSOEA; Herbert S Art Finger, S. J. Olsen Co., Milwaukee, governor District 
Morgan, National Blank Book Co., vice chairman field 6; Albert Furrer, Richmond, Calif., governor District 12; 





division; Joe Runnels, Washington, D. C., treasurer Robert Brown, Koch Brothers, Des Moines, governor 
NSOEA; Bill Diehl, Jr., Diehl Office Equipment Co., District 7; G. C. McGreevey, Elmira, N. Y., governor 
Columbus, Ohio, vice president distributors’ division; District 2; W. G. Kimbrell, Greenville, Miss., governor 
Leonard Wilcox, Roberts Printing & Stationery Co., District 9; James Kalbus, Nampa, Idaho, governor Dis- 


Hutchinson, Kan., president NSOEA; Elmer Rahe, The trict 11; Al L. Pickar, New York, governor District 13; 
, a 2 J. T. Kilpatrick, Atlanta, governor District 4; John A. 
lobe-Wernicke Co., vice president manufacturers divi- 
at Die Dian, PRE NE ; Busch, Baltimore, governor District 3; Robert Slate, 

sce A ayay argh ugh biog rag a ative, viC€ Cambridge, Mass., governor District 1; L. G. Morris, 

president field division; H std Lay, NSOEA; Rose Cush- Eaton Paper Corporation, member executive committee; 
man, NSOEA; Ivan Allen, Sr., !van Allen Co., past Walter Miller, Otto Ulbrich Co., Buffalo, past president, 
president; Grant Howard, PBSW Supply Co., Phoenix, Don McAllister, Geyers Dealer Topics. 





1. Don R. Kelly, Jack Harlow, Joseph F. Swatek, Jack Sher- 3. Anton J. Kuhn, Joseph J. Galen, H. Wray Crane, all 


wood, R. J. Gullett, Wallace Rickett, all Chicago Sta- Peerless Steel Equipment Co. 4. 
tioners, Inc., Chicag - Charles L. Link, Weldon 4. Karen, Mrs. Dick Johnson, Susan Johnson, all OFFICE S. 
Roberts Rubber Co. APPLIANCES 

2. Jack Luke, mfrs. rep.; Leland C. Adams, Chas. R. Barry ; ; 6. 
Co., San Francisco, Calif.; Albert J. Furrer, Furrer’s, 5. M. G. Wheeler, Sight Light-M. G. Wheeler Co., Inc.; John 
Richmond, Calif.; Tom Dunn, Cook Inc B. Dwyer, mfrs. rep.; Harold Bell, mfrs. rep 7 
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Bury. ¢ Bury & Associates, Dallas n “Winning Sales t d ' 
7 Good Will with Better Communications and Glenn oF 2 Oo ays news 


Fouche, \ president of Parade Publications, Inc., on “You 
Are the Answet! 

Abuses of the telephone by secretaries and executives alike 
breakdown of communications at an important level—was 
nphasi: by Mr. Bury 

Have your secretary tell exactly where you are don't 
be evasive e advised. The value of executives handling their 
alls directly without recourse to stoppage along the way by 

retaries s also stressed 

With rapid-fire oratory, good humor and gestures, Mz: 
Fouche iptivated his audience with such witticisms as 





Committee Is Defined Smiles of satisfaction over the late 


A cot ttee has been defined as a group of the unfit s« convention news are exhibited by 

ted unwillingly to do the impossible Henry Palmer (left) of Joe M. Davis 

When we fill our nostrils with negative thinking the whole Co. and Sam Newman of Stone-New- 

rid stink man Associates as they read the OA 

Convention Reporter. 

Sometimes we are inclined to take the twilight sleep of 

nplacenc) the new budget of the association and Treasurer Joseph C. Run- 

Your business will be off when you neglect to do the little nels made his report. Credentials’ Committee Chairman William 
things that made you successful You can delegate all the Clegg, Sr. stated that quality of the convention “has never been 
authority yé want, but you can't delegate leadership to do the better and the registration at this 53rd convention of more than 
little things that you can do better than anyone else.’ 13,000 has never been equaled.” 

In the brief business session, Howard Gunlocke presented Robert Frier, editor of the Pacific Stationer, conducted an im 
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Thomas R. Henderson, Hamilton Mfg. Co Mo.; J. B. Brain, Brain’s Staty. Co., Omaha, Nebr. 
2. John Shaffer, Donna Voice, Nancy Wagner, Larry Clark, 8. Alice Manookian, Designcraft Metal Mfg. Corp.; Harvey 
_ all Horder’s, Inc., Chicago, Ill. Freeman, Harvey Freeman & Son, Inc., Long Beach, Calif. 
3. J. E. Harris, Paul Frisch, G. G. Bancroft, all Toledo Office 9. Mr. & Mrs. Bill Miller, Beth and Bob, all Minnesota 
Equipment Co., Toledo, Ohio; R. E. Ansted and W. B Mining & Mfg. Co 
ne, al Bill’’ Baker, both Owens Illinois Glass, Toledo, Ohio ee 


\A/ 2 10. Mr. & Mrs. Harry C. Michelson, Joe Michelson, all 
4. Howard Welshofer, Watson Mfg. Co., Inc Micheleon’s Office Eautoment & Susiiy Ges Bae 
5. Max Glasco, Bowen Office Equipment Co., Sanford, N. C a. Bee sat pply “ y, 


OFFICE Pate C. Gaeen, eee Susnly Co.. Plant City, Fle N. Y.; Bernard Busch and Ben Cohen, both Regency 
6. Mr. & Mrs. Wilson Partlow and son George, all Partlow- Thermographers. 
hn Tyler Stationers, Laurel, Miss. 11. Mrs. & Mr. William |. Nelson & Son, Suburban Office 
? G. Max Keating, Elmer Krumwiede & Assoc., Kansas City, Supply, Elmwood Park, Ill. 
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... fo its faithful servants, NSOEA says thanks 








1. Ivan Allen, Jr. (center) presents replica of Ford tractor as 
gift of the Association in small token of services rendered 
by Retiring President Leonard Wilcox and wife, Alberta. 
The actual tractor is being delivered to Leonard’s “‘Aching 
Back Acres” in Hutchinson, Kan 

2. The big moment comes. Caroline Klein, Eastern Airlines 
stewardess, makes the drawing for flight for two to Puerto 
Rico. 

3. The happy winners, Mr. & Mrs. Dan Collier of Lee Office 
Supply Co., Dalton, Ga., receive their dream vacation cer 
tificotes from Executive Vice-President Paul Burbank 


1. Elmer Rahe, retiring vice-president of manufacturers di- 
vision, is presented a watch by Executive Vice-president 
Burbank. 

2. A similar reward goes to John B. Dwyer, retiring vice-pres- 
ident of the field division. 

3. Art Replogle, convention general chairman, receives plaque 
denoting NSOEA appreciation 

4. The new president, William R. Diehl, Jr., tells the banquet 
audience that he will carry on in the best tradition of the 
Association. 


pressive necrology service in memory of Association members 
who had died since the last convention 

Governors of the 14 regional districts were introduced and 
then Ivan Allen presented the report of the nominating com 
mittee, leading to the choice of William R. Diehl, Jr.,°as the 
new president and the selection of other officers previously 
mentioned in this convention report. 

The new president accepted the choice of the convention with 
humble appreciation, a short meeting of the new board of con- 
trol was held and the final afternoon of exhibit viewing began. 


Ladies Are Entertained 


Once again, women of the convention had a varied program 
arranged for their entertainment. They became better acquainted 
at a tea in the Grand Ballroom on Sunday afternoon and re- 
ceived many unique prizes. They heard Mayor Bartle Monday 
noon at the luncheon in company with their husbands, attended 
a bingo party Monday afternoon in the Boulevard Room of the 
Conrad Hilton, were fascinated with the flower arrangements 
performed by the deft J. Gregory Conway in the Red Lacquer 
Room of the Palmer House on Tuesday afternoon, attended 
the convention party that evening, witnessed the new and beau- 
tiful ice show in the Boulevard Room on Wednesday noon and 
participated in the annual banquet and dance that evening 

Presentation of Association awards by Executive Vice-Presi- 
dent Burbank was, as usual, the highlight of the closing ban- 


guet 


Salesman Award to Garvai 


A new award was that of “Dealer Salesman of the Year’’, the 
selection made in a national contest conducted through the 
Travelers’ clubs. Donor of the beautiful trophy upon which 
winners’ names are inscribed and a silver bowl for the individ- 
ual honored, Ivan Allen, Sr., a former Association president, made 
the presentation. 

Mr. Allen introduced as the 1957 winner William Garvai of 
Southern California Stationers, Los Angeles, a man who had 
made a notable record in salesmanship and was the selection of 
his area for the national contest 

Interest, too, was at fever pitch during the banquet when 
the time came for drawing of the vacation trip for two to 
Puerto Rico. Caroline Klein of Eastern Air Lines drew the 
name from the drum and the happy Mr. and Mrs. Dan Col- 
lier of Lee Office Supply, Dalton, Ga., received the credentials 
for a “dream trip for two.” 

Great Lakes Travelers Club, a three-time winner, ‘‘retired 
the Travelers Club trophy, which was presented to President 
C. W. Clemen 
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... honored 


New honorary members of NSOEA hold 
their certificates, presented them at the 
banquet. In the group, men of long serv 
ice to their industry and the association 
are (from left): Fred Downs, Less Crowl 
Ed Manning and R. M. “’Gus’’ Pound 





\ 
os 
di 
gent 
re 
.quet [he Governors’ membership trophy went to Raymond C. Shep 
re pach, governor of District No. 1 
[wo met ho had submitted practically the same idea for 
the betterment of the industry, Fred Pfaff and Chet Smith, 
S shared in the Garvin-Wolcott cash award 
R. L. Sturgeon of San Diego Office Supply & Equipment 
Co. came forward to receive the IBSA store modernization 
vard, a tribute to his firm’s recent modernization program 
William Whiting of Journal Printing Co., Owatonna, Minn 
eived the beautiful Clegg silver tray for the most effective 
ivertising 
bss Honorary berships this year went to two past presidents 
Less Crowl and Fred Downs; to a veteran worker for the Asso 
ation, Ed Manning; and to a longtime dealer, R. M. “Gus 
i mats 
egan Watches Given Rahe, Dwyer 
sined Retiring Association vice-presidents were presented watches 
[hese went to Elmer Rahe, manufacturers’ division, and John 
— Dwyer, field division. Convention Chairman Art Replogle re- 
re ived an Association plaque of appreciation 
= s Retiring President Wilcox said “farewell a second time to 
Daan wonderf friends’’ cherished by his wife, Alberta, and 
en self 
adhe Ivan Allen, Jr., a past president, presented letters of friend 
mens ip to tl tiring Association leader and held forth a minia 
— ti Ford tractor which will go to the farm retreat of 
- Leonat i Alberta 
bea I humbly dedicate myself to this association's service and 
= to you wl ire its members,” declared President Diehl in his 
brief accept e talk 
‘- " Closing nvention “made great because men have come 
pal to learning more so they can conduct better 
siness,"’ Toastmaster Burbank called on Norman Krone’s o1 
— estra t nclude the banquet with the traditional hymn 
r Now the D Is Overt 
h ti 
ra Executive Vice-president Burbank extends the Travelers 
—_ Club Trophy to Clarence Clemen, president of Great Lakes 
ad Travelers Club. This trophy, won three times, is now per- 
manent | ession of GLTC. 
ai of 2. R. L. Sturgeon, The San Diego Office Supply & Equipment 
ha Co., San Diego, Calif., receives IBSA store modernization 
award in recognition of the extensive remodeling done by 
the California firm 
To William Whiting, Journal Chronicle Co., Owatonna, 
Minn., goes the beautiful Clegg silver tray in recognition 
f outstanding advertising, a tradition of the Minnesota 
Jealer 
n Co 4. Ivan Allen, Sr., (right) presents a silver bowl for permanent 
ntials possession to William Garvai, Southern California Station- 
ers, Los Angeles, who was winner of the national ‘Dealer 
t salesman of the Year’’ contest. Mr. Garvai has his name 


engraved on the large Ivan Allen trophy, an addition to 
the annual NSOEA awards. 
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... around the world 


Gil Boissy, director of marketing and 
public relations for Aetna Stee! Products 
Corp., greets guests at a special showing 
of “Around the World in 80 Days’’. Left 
to right are Mrs. Robert Fuller, wife of 
an Arnot-Jamestown representative; Mr 
& Mrs. Edmund Wymmier, Spitzer Of 
fice Furniture House, Inc., Chicago; Nel 
son la Duke, Kendrick Furniture Cc 

Chicago, and Mr. Boissy 





NSOEA’s New President . William 
R. Diehl, Jr. (left) makes the draw 
ing before Howard Gunlocke resulting 
in the award of a new mode! Gunlocke 
chair to a fortunate representative of 
a Chicago dealer, Art Hollenbeck 





‘It’s a Snap’. . . for Gwen Shepard t 
take hundreds of photos for visitor 
in the Eagle Pencil Co. booth. Here 
she trains the lens on David E. Price 
vice-president of Eagle. Visitors were 
given a Land camera photo of them 


rl 


selves in an attractive folder 
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Pad and Lens Sidelights .. . 


Show $1,000 Coat Hanger 
A coat hanger valued at $1,000 was on 
lisplay by Aetna Steel Products Corp 
Arnot-Jamestown Division. That's what 


it saves one large firm every year by elim- 
inating cloakrooms 
According to Bernard ( Berney, 


Aetna’s vice-president and Arnot James 
town’s general manager, such a simple 
evice as providing coat hangers attached 
Arnot 


1as saved the management of one large 


to the post of packaged offices” 


firm nearly $1,000 annually 


Tells of Dealer Plan 
Ge oree WX 
[Thomas Collators, Inc 


Olivet president of 
announced at the 
listribu- 


tion had been made which should be of 


onvention that a change in 
interest to many office equipment dealers 
For the first time in five years, Mr 


Oliver said, Thomas now has available 


new dealer franchises in certain key areas 


Hold Aigner Sales Meet 
Fortified with a hearty breakfast of 


! 
ham and eggs, G. J. Aigner Co. sales 


representatives met at the Conrad Hilton 
prior to the convention opening 

Their main attention was focused on 
the new Aigner item which is the Mylar 
rip-proof reinforcing on all indexes and 
Aico division sheets 

Recuperating at home attack of 


flu, the ‘Chief’, G. J. Aigner, was missed 
at this annual sales meeting. Company 
officials present included Al Aigner, ex- 
ecutive vice-president; C. W. Clemen, 
vice-president in charge of sales; Bill 
Silberstof, assistant to the president, and 
J. George Aigner, president of the Aigner 


Index Co. of New York City 


Pencils Beat Autos 
| he le ad 


zone more new 


pencil industry has under 
developments over the 
past two decades than even the automo- 
bile business Frank G 
Atkinson, president of the Joseph Dixon 
Crucible Co., during the convention. 
Atkinson noted that his industry turns 
out pencils which can write on white 
hot steel, make markings on stockyard 
plastics or film, 


pointed out 


beef, cut into glass 
even draw the outlines for an operation 
on a patient's chin, not to mention pencils 


for lad Ss ¢ vebrows 


W-J Names Winners 
The correct number was 2877 in _ the 
How Many Nylon Posts in the Bowl 
contest conducted by Wilson Jones Co 
First prize of $100 was for a tie between 


Mrs. Taft Welch, Scott-Rice Co. and 
Nate Cheyftz, Marshall Smith, Inc 
Cleveland, Ohio, so two prizes were 


awarded. Second prize of $50 went to C 
Robert Young, Coastal Business Ma- 


chines, Hollywood, Fla., and third prize 
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of $25 to John Miller, Commercial Of 
fice Supplies, Verona, N.J. 

Presentation of prizes was by Jack 
Behr, WJ western sales manager, W. E 


Boyer, eastern sales manager; Edward 
WX Whitt oO! who heads up WJ's 
Grayline sales and by A. R. Turnet 
Southwest region managet 

= 


Handwriting Leaders Re-Elected 
The Handwriting Foundation in third 
annual membership meeting held at the 
Sheraton-Blackstone relected board mem 
bers Albert G Frost, Ivan D. Tefft, 
Frank D. Waterman, Wilbur K. Olson 
Charles K. Lovejoy and Julius M. Kah 
Mr. Frost was re-elected to the presi 
lency, Ivan D. Tefft as vice-president 
Frank D. Waterman as secretary-treasuret 
ind Frank L. King as executive secretary 
Dr. Eric A. Enstrom of Greensburg, 


Pa., receiv the Foundation’s award on 
he basis his eight-year study on the 
xtent of tl ise of the left hand in 
ndwritin 
2 
Skyline Hospitality 
A view f Chicago’s beautiful south 
_— was ven the many visitors at the 
ape) Joseph Dixon Crucible Co.’s Skyline hos 
. itality suit 
n 
Bill os 
an 
Ligne Ohioans Breakfast 
A breakfast meeting was held by Sta 
ners Club of Ohio in the French Roon 
f the Sheraton-Blackstone Hotel 
o 
det 
—" “Y and E”’ Is Host 
iene An always popular spot was the Yaw 
sk G in and Erbe Mfg. Co. hospitality suite 
Pivoe There, his many friends in the Far West 
ae had an opportunity to meet Seattle’s famed 
—_ Oregon Tra rs Club convention skit 
whit writer, Chet Williams 
cya e 
Convention Service 
, A popula ynvention service was fur 
ust thi Business Efficiency Aids 
tl intenance of an information booth 
t close to the registration 
sk. Hot rooms were registered the: 
ind thu I ould meet ‘West 
im th 
Bow o 
es Ci 
yetween Hosts G/W Breakfast 
and [he annual dealer breakfast of The 
In Globe-Wernicke Co. was held at_ the 
wert Sheraton-Blackstone Hotel. In a 15-minute 
t to ¢ Progra aft the breakfast Elmer Rahe 
s Ma vice-president, welcomed the visitors and 
1 prize then called upon President Herman Ham 
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... breakfast with G/W 





mer who, in a few minutes, covered several 
important subjects 

President Hammer told of the acquisition 
of the Aluminum Seating Corp. and re- 
moval of its equipment to a new plant now 
making aluminum Globe-Wernicke chairs. 
He said he was sure all seated at the break- 
fast had been enjoying good business for 
several years and would continue to do so 
for some time to come 

Robert Sprott, sales manager, told of 
sales possibilities in a beautiful plastic file 
known as a greeting card recordkeeper, 
samples of which were distributed. With 
the assistance of a beautiful model he 
showed and demonstrated new features now 
in process of development for desks. 


Stress Writing Instruments 

The Fountain Pen & Mechanical Pencil 
Manufacturers Association held their mid- 
western annual meeting on Friday preced- 
ing the convention at the Chicago room of 
the Blackstone Hotel. A meeting of the 
board of directors was held prior to the 
luncheon session 

Paul C. Fisher, president of the Fisher 
Pen Co., acted as chairman of the luncheon 
and introduced the guest speaker. Eugene 
J. Hardy, executive assistant, Government 
Relations Division, National Association of 
Manufacturers, spoke to the group on the 
topic of grave importance to everyone in 
attendance. His subject was, “Has the 
Taxpayer a Future? 

The newly-elected president of the as- 
sociation, Charles Lovejoy, president of 
Scripto Corp. expressed his intention of 
carrying on the good work of his prede- 
cessor. 

A report to the membership on the re- 
cent progress made by the association as 
well as the activities of the Handwriting 
Foundation was made by Frank King, ex 
cutive vice-president of the association 
Approximately 25 of the members attended 
the luncheon and all unanimously agreed 
that the mechanical pencil and fountain 
pen were on their way to achieving even 
greater potentials than they had known 
betore 





An enthusiastic group of Globe-Wer- 
nicke authorized dealers attend the 


company’s annual breakfast heid 

during the NSOEA convention in the 

Mayfair Room of the Sheraton-Black- 

stone. 

1. Miss Jean Adelle, Chicago, dem- 
onstrates the Arc Swing typewriter 
platform for Earl Smith, Earls, 
Inc., Bowling Green, Ohio, and 
Jack Coleman, Coleman’‘s Office 
Supply, Wichita, Kan. 

2. Joining in “‘after breakfast’ con- 
versation are R. Herman Ham- 
mer, G/W president; Miss Jean 
Adelle; M. E. Hansell and Pleas 
Huggins, F. F. Hansell & Bro., 
New Orleans. 

3. Smiles on faces of these G/W 
dealers show their pleasure at re- 
ceiving a Globe-Wernicke greet- 
ing card record keeper. Left to 
right are Pat Patton and Amos 
Schaffer, Bennett's, Dallas; 
Charlie Ruffner, H. S. Crocker, 
San Francisco; Miss Jean Adelle; 
Allan McMahan, Lehmon Book 
& Stationary, Fort Wayne, Ind., 
and Sidney Butterfield, Smith & 
Butterfield, Evansville, Ind. 
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... @ pretty girl 
is like a melody 





Ready to Greet . . . visitor in the Delta Products 
space is Miss Mary Lou Konstans. Miss Konstans was 
. representative of the ‘floor show’’ featured by Delta’s 
A Georgia Peach . . . Mrs. Frank Thomasson, visits the exhibits with transparent chair mat 

her husband, Frank Thomasson, Thomasson Printing & Office Equip 

ment Co., Carrollton, Ga 
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Heap Cute Indian . . . Marye Evenson demonstrated 
the qualities of Protectall safes to anyone who : 
dropped in at the company’s booth in the south ex- Fil 
hibit hall for 
Take a Chance .. . was the offer of Pat Matteson Ch 
in the Victor Safe & Equipment booth. If a visitor ties 
matched up a lucky card with the desk picture, he des 


won a Remington shaver C 
AO} 
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Hold Sales Meet 

Cushman & Dennison annual sales meet 
ng was | n the Friday before the con 
vention opening with 18 representatives 

ind officers present 
The most important items on the agenda 
Cado-Marker and Key-Mas 
bot f products being shown to 
he trade at t Cushman-Dennison booth 
Heading p the confab were David 
Parke, president; Bob Gooley, sales man 
ind J ; (Jim) D. Dwyer, adver 











One of the Lucky Winners .. . of ao 
blonde Clarin chair, four presented 
at the convention, was H. L. Sime of 
OFFICE APPLIANCES. He is pictured 
here with Miss Charlene Beck, who 
assisted in the presentation 


Popular Place 


[he Normandie Lounge was opened up 
during the nvention as NSOEA’s meet 

place. Here, old friends had an oppor 
tunity t t in restful fashion away fron 

attractions of the convention 


Western Mfg. in Banquet 


Western Mfg. Co. held a combined sales 
meeting and dinner on Friday night before 
the sessions opened. Wives were present 
it which Robert R. Bentson, 
president, awarded a gold watch to Dave 
Alexander of Palo Alto, Calif., for out 
standing sales accomplishments 

Featured speakers were Robert Goldman 
of Central Office Equipment Co., Spring- 
held, Ill., and Charles W. Gilbert, assistant 
publisher OFFICE APPLIANCES 
James Whitrock concluded the meeting 
with an actua 


tor the session 


dealer sales meeting pres 


ntation 
_ 
Up from Fiorida 
Mr. & Mrs. Charlie Reynell (Oxford 


Filing Supply Co.) were up from Florida 
tor the convention. They are enjoying 


Charlie's retirement Another old 
timer present from Florida was Hy Lin- 
ién, retired veteran of the Ace Fastener 
Corp 
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Highlight ‘Operation Eve’ 

Operation Eve,” the unique all-woman 
sales clinic held by Columbia Steel Equip- 
ment Co. this past summer and featured 
in the August issue of OFFICE APPLI- 
ANCES was a highlight of the firm's ex- 
hibit in NSOEA booth. An attractive fold- 
er telling the complete story was available. 


Show Mylar Film 
The Chicago Desk Pad Co. exhibited an 
interesting 35 mm. film secured from the 
DuPont Co. The film demonstrated the re- 
markable resistance to tearing of the new 
Mylar, used in Chicago Desk Pad prod- 


ucts 


Host for Movie 


Nearly 1,000 dealers were guests of 
Aetna Steel Products Corp. Arnot James- 
town division for a special showing of 
Mike Todd’s “Around the World in 80 
Days.” 

Invitations to the party announced that 
an elaborate advertising, merchandising 
and sales promotion program for Arnot 
space dividers and modular desk compo- 
nents would break in 80 days. 


Hold Open House 

Hundreds of visiting dealers were guests 
f Associated Stationers Supply Co. at the 
annual open house in the company head- 
quarters on Saturday. 

Of tremendous interest to guests was 
the special display of “Business Gifts for 
Business People.” 

Cortland B. Horr, vice-president was the 
official host. Harold Jacobson, president 
of Horder’s, Inc., and Associated Station- 
ers, together with Mrs. Jacobson, greeted 
lealers and their wives 





Ethan Allen . . . comes to life at the 


NSOEA convention. Impersonating 
the famed Revolutionary War leader 
as the Joseph Dixon Crucible Co. Ti- 
conderoga pencil trademark is George 
E. Gibson, a sales representative for 
the American Crayon Co., a Dixon 
division. He presents a giant Ticon- 
deroga replica to a comely Dixon ex- 
hibit visitor. 


...dining with GF 








Mrs. & Mr. Larry Miller, The Gen- 


eral Fireproofing Co., host at buf- 


fet dinner for dealers and conven- 
tion figures at the Sheraton- 
Blackstone Hotel, a GF tradition; 
Mrs. Dick Healy, Santa Fe, N. 
M.; Paul Burbank, executive vice- 
president NSOEA. 

Starting at left: Neill Stewart, Jr., 
Stewart Office Supply Co., Dallas; 
Cliff Wilson, Jr., Wilson Staty. 
& Ptg. Co. Houston; Mrs. Wil- 
son; W. H. Kistler, The W. H. 
Kistler Staty. Co.; Denver; Mrs. 
Kistler; Ken C. Macdonald, Santa 
Fe Book & Staty. Co., Santa Fe, 
N. M.; Mes. Macdonald; Mrs. 
Sime; Herb L. Sime, OFFICE 
APPLIANCES; R. A. Buchanan, 
Stewart Office Supply Co. 

R. M. Pound & Moore Co., Char- 
lotte, N. C.; Mrs. Sanford; R. M. 
Sanford, Sanford-Hall Co., Jack- 
sonville, Fla.; Mrs. Kilpatrick; 
Joseph T. Kilpatrick, Carithers 
Wallace Courtenay, Atlanta; Bob 
Mills, Office Supplies, Inc. Mo- 
bile, Ala.; Mrs. Mills; J. N. Roso- 
lio, Thomasville, Ga.; Mrs. Pound. 
Standing: Donald McAllister, 
Geyer-McAllister Publications; 
Larry Miller, The General Fire- 
proofing Co.; Mrs. Miller. 
Starting at left: B. J. Bristoll, 
Koch Brothers, Des Moines; Mrs. 
Bristoll; Mrs. R. A. James; Reg 
James, Cole, Harding & James, 
Inc., Richmond, Va.; K. L. Boyer, 
The Newell B. Newton Co., To- 
ledo; Don McClure and Al Ball, 
The General Fireproofing Co.; 
Fred James, James & Weaver, 
Youngstown, Ohio; Mrs. James. 





ES 





Cosco .. . sales representatives hold their annual meet- introduced to the new, complete line of Hamilton Mfg 
ing in connection with the convention. Salesmen were Co. director series 


... fortified 





Seen at Aigner Sales Meeting Breakfasting 
before lounching into G. J. Aigner Co. sales 
meeting at Conrad Hilton Hotel are (from left), M 
Al Aigner, executive vice-president; C. W. = 
Clemen, vice-president in charge of sales, and di 
J. George Aigner, president of Aigner Index 
Co., New York City. 
P 
IS 
Ph 
aft 
per 
Sh 
30 
dez 
he 
In 
the 
dis 
Burroughs President John S. Coleman - 
(center) presents a Burroughs ‘’Golden’’ Ten 
Key adding machine to grand prize winner 
J. P. Huggins of F. F. Hansell & Brother, Ltd., 
New Orleans. F. F. Hansell (right) looks on. 7 
Winners of Burroughs M & V. Royal Doulton aw: 
dolls were Bob Maloney, Bush’s Stationery, Van boo 
Nuys, Colif.; Mrs. R. M. Pound, Pound & this 
Moore Co., Charlotte, N.C.; G. A. Miller, naa 
White’s Book Store, Canton, Ill., and H. C 
Michelson, Michelson’s Office Equipment, Al- 
bany, N.Y. 
C 
awa 
gro’ 
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Columbia Steel Sales Luncheon .. . 
ton-Blackstone Hotel. Here, 


Puckett, sales manager, 


Texas, Here He Comes 
Roscoe Benge, a member of the Codo 
Mfg. Corp. sales staff for 15 years, the 
last 214 a iles manager of the western 
livision, transferred his activities to Texas 


immediately following the convention. His 
successor in the sales management position 
is John Zaret who is transferring from 
Philade [phi i 


Shaw-Walker Entertains 


At a cocktail party and buffet Sunday 
afternoon and evening in the beautiful Im- 
perial suite of the Conrad Hilton Hotel, 
Shaw-Walker was host to approximately 
300 dealers and their wives. 

During the day, more than 100 of the 
ealers visited the firm’s new main floor 

adquarters 27 S. LaSalle in Chicago 


In this new panoramic layout, they saw 


new Ca executive furniture group 


r-styled, drapery-equipped 


Swingline Gives Dolls 


[he Swingline dolls were prized give- 


iways to dealers at the Swingline, Inc. 
booth. Many child was happy to gain 
this beautiful gift when parents arrived 
home fr nvention. 

° 


Apples to Eat 


Once again, Dennison Mfg. Co. gave 
away thousands of big red, juicy apples 
grown in eastern orchards 
OA—11/57 


discussed the interchangeable 


.. - salesmen lunch, talk shop 


is held in the Shera- 
Jack Emhardt, president, 
announced the opening of a new and modern manufac- 
turing plant for Columbia and Standard Pressed Steel in 
Santa Ana, Calif., This plant, already under roof, will 
be completed and in operation by March 1, 1958. Frank 


Mother Dies 


The mother of Marvin Herskowitz of 
Marnay Mfg. Co., died just previous to 
the convention and funeral rites were held 
September 29. This will explain to many 
of Marvin's friends his absence from the 
NSOEA show. 

a 


Makes Appointments 
Jayem Sales Corp. during the convention 
announced the appointment of Nigro- 
Kuester Associates as representatives in 
the 13 northeastern states. The N-K group 
consists of Dan Nigro, Ed Kuester, Hal 
Segall, Don Endo and Dave Liebowitz. 


Show Gold Chair 
Precision-Posturect Chair Corp., division 
of Precision Metal Workers, showed a 
gold secretarial chair, to be awarded later 
to “The Most Perfect Secretary.” 


First Chicago Trip 

It was her first trip to Chicago for Mrs. 
George M. Watson, wife of the sales man- 
ager in Canada for Waterman Pen Co. 
She was thrilled at the view from the air. 
Mr. & Mrs. Watson were seen at the pen 
company’s traditional reception held in the 
Sheraton-Blackstone Hotel. Many Canadi- 
ans annually attend this affair and at least 
four past presidents of NSOEA were 
among the “old timers’ present. They were 
Walter Miller, Fred Downs, William 
Clegg and B. J. Bristol. 


4 
ve. 
: 


features of the new desk line and a new line of book- 
cases. He also described a new partition that clips to the 
desk top in three minutes. Present in the Petite Room 
for this meeting were Joe Mazer, Bob Kane, Joe Walsh, 
John Dwyer, Bill Oehmler, Nat Plaine, Sybley Smith, 
Bob Young, Lee Hale, Walter Kinne, Bill Sagendorph, 
Don Brisk and Walt Guernee. 


Fourth District Breakfasts 

The sixth annual NSOEA convention 
breakfast of the Fourth District stationers 
and travelers was held on Monday morning 
in the Mirror Room of the Sheraton-Black- 
stone. 

Present were 120 southerners and their 
guests; the audience included six past gov- 
ernors. 

Joe Kilpatrick, Carithers-Wallace-Cour- 
tenay, Inc., regional governor, presided. 

Ben Vanderford, E. H. Clark & Brother, 
Memphis, 1958 convention chairman, pre- 
sented the governor with a miniature bale 
of cotton and a gavel, token gifts repre- 
sentative of Memphis as cotton and hard- 
wood capital of America. 


In Attendance 

W. A. Shilling of Fort Pitt Typewriter 
Co., Pittsburgh, was among those in at- 
tendance. While in Chicago he visited the 
Sweda Cash Register, Inc., headquarters 
in Chicago. Mr. Shilling is a man who has 
remained young in ideas on office ma- 
chines’ merchandising. 


Weather Always Sunny 
NSOEA conventionites had the advan- 
tages of participating in Chicago's best 
season of the year—beautiful sunny 
weather daily during the convention. 
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Art Metal Construction Co. . . . was host in the Upper 
Tower Ballroom of the Conrad Hilton to the annual 


... Old friends meet 


Waterman Host at Party . Seen at the 
Waterman reception in the Sheraton- 
Blackstone, a party attended annually 
by the “‘old timers’’ of NSOEA and many 
Canadian friends are, from left: Mr. & 
Mrs. Bernard Rieser, Frank D. Water- 
man, Mrs. & Mr. Bernard Atkins, all of 
Waterman Pen Co 


buffet supper held for dealers, their wives and other 
special guests. 








Others at Waterman Party In this 
group (from left) are: B. J. Bristol, Koch 
Brothers, Des Moines; Mrs. Bristol; Doris 
Dalton, store manager of Morgan’s, Inc., 
Huntington, W. Va., and J. Hanly Mor- 
gan of the Huntington firm, governor of 
District 5, NSOEA 








Attend Waterman Fete . . . Enjoying the 
pen company function are, from left 
Henry Dorsey, Jr., The Dorsey Co., Dal 
las; Ken Boyer, Newell B. Newton Co 
Toledo; George Wolcott, Wilson Jones 
Co., and George Holt, Waterman Pen 
Co 
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Chairmen . and co-chairmen of convention commit- 
tees meet at !uncheon for final checks on procedure 
Clockwise around the table, beginning at lower left are: 
Homer Lay, NSOEA manager; Peggy Cockrill, NSOEA; 
Mrs. Frances Clow, publicity chairman; E. W. Patterson, 
National Blank Book Co., exhibit hall co-chairman; 
Dick Hill, Eberhard Faber Pencil Co., hotel chairman; 
Bill Boyd, Acco Products, Inc., entertainment and hos- 
pitality co-chairman; Dottie Lehman, NOSEA; Paul Bur- 
bank, NSOEA executive vice-president; Art Replogle, 


Eaton Paper Corp., general co-chairman; Kemp Huber, 
prize committee co-chairman; Walter Lennartson, OF- 


FICE APPLIANCES, banquet chairman; Doug Aillen, 
ladies entertainment co-chairman; John Fellowes, Bank- 
ers Box Co., ladies entertainment chairman; Elmer 
Krumwiede, Elmer Krumwiede & Associates, hotel chair- 
man; Clarence Clemen, G. J. Aigner Co., reception co- 
chairman; Homer Smith, NSOEA; Bob Cleary, mfrs. rep., 
entertainment and hospitality co-chairman; Bill Murray, 
Geyer-McAllister Publications, banquet co-chairman; 
Ben Philbrick, Pelouze Mfg. Co., exhibit hall chairman. 


Replogle Globes, Inc., general 


Escape Injury 
William Irwin, president of the Worden 
Co., Holland, Mich., office furniture man 
facturers, together with Mrs. Irwin, es 
aped injury when their new auto was 
struck rom be ni 
ike appearan 


nd and given an accordion- 
Che Irwins were traveling 
» the convent it the time. 


Canadians Attend 
Canadians were present in number. The 


included Mr. & Mrs. A 


rge de legat 


Lorne Colpitts, Moncton, N. B.; Ross 
Imrie, Eagle Pencil Co., Canada, Ltd., 
[foronto; Walter Smith, Edmonton, Alta.; 


Ben Sanders, Toronto; Jean Ayotte, Three 
Rivers, Que.; Mr. & Mrs. Dick Stainton 
Toronto; Mr. & Mrs. George Watson, 
Montreal; Ralph Roger, Toronto; Joseph 


|. Evans, Toronto; Clyde Everett, God 

ich, Ont.; Sam Jason, Montreal; George 
Stephenson Windsor, Ont.; Vernon 
[hompson, Toronto; Bill Berry, London, 
Ont.; M. Philip, London, Ont.; Ossie Tan- 


ock, Bill Grand, Herb Smith, Ross Hel- 
wig and Bob Leiper, all of Toronto; Doro 


thy Douglas, Port Arthur, Ont.; and Jim 
Irvine, Winnipeg, Man 
Victor Knight and Harold Long, Toron 
; Flip Dawson, Montreal; Lloyd Thomp- 
son, Jack Whitley and Al McLaren of 


Windsor, Ont.; Bill Gardner, Goderich 
Ont.; Frank Arnott, Jack Chipman, Victor 
LeNoury, Douglas Harford, Warren Davey, 
A. R. Davey, all of Toronto; Bob Denver 
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chairman; 


Bob Heck, 


and Bob McGurk, of Montreal; Charles 
Easton, Bill Smith, Bill Glendinning, Mr. 
and Mrs. Fred R. Smart, all of Toronto. 
Sherwood (Tack) Tackaberry, Windsor, 
Ont.; Henry F. Spearing, Toronto; Doug 
Buckner, Miss Ann Robinson, Windsor, 
Ont.; Jeffrey Preston, Stratford, Ont.; Jack 
Preston, Montreal; Maurice Berg, Toronto; 
Harry Barshaw, Montreal; Lloyd Holden, 
A. H. Malpass and A. M. (Duke) Matr- 


noch, all of Toronto 


Reason for Tardiness 

Richard Pomerantz, A. Pomerantz & Co., 
Philadelphia, arrived at the convention 
Tuesday, a little late and for good reason. 
One was a fire on the top floor of his 
seven-story building. Merchandise on sev- 
eral floors was damaged by water which, 
however, did no damage to the lower 
floors. Mr. Pomerantz brought some in- 
teresting pictures of the fire with him. 


Pause before Europe 

W. E. Nevis, founder and until recently 
owner of Ideal Systems Co., and Mrs. 
Nevis stopped at the Conrad Hilton while 
en route to New York. They were to start 
from there October 5 on the steamship 
Constitution for a 39-day trip to southern 
Europe and including visits to England, 
France and Italy. 


Prizes from Lansdale 


At the close of the convention Lansdale 
Products Corp., announced that winners of 
the “Get to Know” prize contest were: 
first, Model 305 Faltex letter opener and 
folding machine retailing at $350, to Bob 
Kavanaugh, Springfield, Ohio; second, 
Planomatic sales analysis board, W. A. 
Morehouse, Chas. G. Stott Co., Washing- 
ton, D.C.; third, Planomatic vertical stock 
control board, Thomas Trout, Trenton, 
N.J.; fourth to 12th, Mosdal clipless paper 
fasteners to L. N. Berman, Davis Dia- 
mond, R. C. Watson, W. F. Cannon, Lynn 
Poston, Archie Stewart, O. C. Wallace, 
Charles C. Caudill, Don Wirtschafter, Ray 
R. Biswell, Gil Schmidt, N. Tanzman and 
others. 





Next Year 


Dates of the 1958 annual conven- 
tion and exhibit of the National 
& Office Equipment 
Association been set for 
September 27-October 1 at the 
Conrad Hilton Hotel, Chicago. 


Stationery 


have 

















New Products 





DRUM FILE 


DESK 





Mosler Safe Co. 
Hamilton, Ohio 


The Mosler ‘’Model M Revo-file 
shown for the first time at the NSOEA 
convention exhibit, feature sing! 


control switch which puts fu 

at the operator’s finger tip. A 
starts drum or changes the d 
of rotation. Lifting the finger 
drive into neutral and instantly 


drum where desired. Can be man. 
operated if power is cut. The 
M” is priced between tl m 


model and the automati 
(Inquiry Card No. 19) 


AUTOMATIC NUMBERING 
MACHINE 





Ajax Business Machines, Inc. 
112 Magnolia Ave. 
New Cassell, L.!., N.Y. 
The company’s newest 
automatic numbering, 
machine which is different 
and operation. It features 
neous operation through the 
sensitive 
method of printing. Machin« 
equipped with die plat 
word rolls. Various acti 

able, and special whee 1 
graved. (Inquiry Card No. 34 


ffor 


ntr 


ucn 


~+ 
irectior 


trigger and new hammer 


Anderson-Hickey Co., Inc. 

915 Cherokee Ave. 

Nashville 7, Tenn. 

The ‘‘Prestige’’ line, 5000 series of desks, 
are new for the company. The 5000 line 
features square-edged tops in a functional 
manner. (Inquiry Card No. 16) 


EXECUTIVE CHAIR 





Fritz-Cross Co. 

300 E. Fourth St. 

St. Paul 1, Minn. 

A new “‘lounge back” chair 
office use is now offered by the 
company. It is basically an ex 
ecutive swive! type, but with an 
extended reclining back plus a 
head-rest cushion which supports 
the entire back and which per- 
mits ‘‘rest breaks’’ for the user 
The new chair is called the 
Jurist’’ and is furnished with 
foam rubber seat, back and arm 
rests in a variety of upholstery 
fabrics and colors. (Inquiry Card 
No. 41) 


tor 


MAIL SCALE 





Detecto Scales, Inc. 

540 Park Ave. 

Brooklyn 5, N.Y. 

Adding to its line the company 
is now displaying tive all-new 
model No. 406 mail scale. It has 
a fan-shaped dial with wide- 
spaced computation boxes and 
larger figures. A figure is given 
for each ounce and alternate 
sections are tinted for first class 


and air mail. Also computes 
second, third class and parcel 
post up to four pounds. Inquiry 
Card No. 39) 


PUNCHED TAPE FILE 


ViSirecord, Inc. 
54 Railroad Ave. 
Copiague, L.I., N.Y. 


New visible system for rapid filing and 
finding of long punched paper tapes has 
been developed. The ‘’VISisleve’’ system 
provides complete flexibility and places 
up to 2,880 long tapes at the fingertips 
of a single operator. These are rigid, 
transparent, plastic containers arranged 
side by side in a 24 or 30-inch panel de- 
signed to fit into regular ‘’VISlrecord 
housing units. Each sleeve accommodates 
one tape of any channel width and up fo 
75 feet in length. Unit fits into offices of 
plants where tapes are used constantly 
(inquiry Card No. 30) 


For More Information Use Inquiry Card Facing Page 70 
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QUICK SERVICE — St*vice Sunaase 
INQUIRY CARDS OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 


DA's 


without delay. 
Accessories of the Month ACCESSORIES OF THE MONTH 
i 23 4 6 6 7 8 9 10 WF 12 13 14 8 
All accessories illustrated and described in 
’ this issue in the section by Eugene Barnes NEW PRODUCTS 
carry key numbers | to 15 duplicated on the 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
card at the right. If you are interested in an 31 32 33 34 35 36 37 38 39 40 4) 42 43 44 45 
item or several items, simply circle the cor- 46 47 48 49 5O SI 52 54 55 56 57 58 59 60 
responding key numbers can the card ond 61 62 63 64 65 66 67 68 69 70 7i 72 73 74 75 
mail at once. Your inquiry will be forwarded SALES STIMULATORS 
cit) eee ee ee) ee) ee | ee) ee 
New Products NEW CATALOGS 


124 122 #123 «124 «©1258 )«6126)«6127)«©6128 «6128 «(130 


To obtain more information about any of the 
13 «©§320«133'):«O134) S138 C1386 SCO37) S3B O3M S140 


new products in this issue which carry the 


key numbers 16 to 75, simply circle the cor- 
responding key numbers on the card at the November 1957 issue of OFFICE APPLIANCES, 


right and mail at once. Your inquiry will be Card void after Janvary 1, 1958 
forwarded without delay. [] Check if additional cards are wanted 





Neme 





ithe  $ales Stimulators 


To obtain more information about any of the eatin 
giv manufacturers’ sales aids described in this ae 
ernate issue, circle the key numbers on the card at 
. fight which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card City Zone Stote 


inquiry promptly. 





c 








a 7 


Business Address 











New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
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spond to the numbers assigned to the New 
Catalogs. These requests will be promptly | 
forwarded to the manufacturers. . 
sc 0 
o¥°000 g 5 
Fi ae 
TH 
® >. 
* Fo — 
The handy subscription card at Ges” * 2. 
m 
the right is enclosed here for 2 re < 3 3 = 
your convenience. Use it to 2 298 8s 
enter or renew your own sub- FS g* cs a 
scription, or tear it out and is ss v 
give to a friend, salesman or ba 2e an v 
. . P em as = N\ W aan 
, employe active in the retail | O ay nN = 
we office stationery, machine, or | eo $2 3 3 3 > ‘ 
aa furniture business. 7 3 a ss 2 
rranged Either way you will be helping ; 3 +3 > > > 2. . 
sto OA to be of greater service to m a 
the industry. am ¢S rrea © 
g eee ° 
rTICE i a 4 3 2 g g a 
oO ° 
7 2 *& 
re $ “aww 
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See other side 
for Quick Service 
inquiry Card 
covering new 
products and 
sales aids in 
this issue 
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ELECTRIC PORTABLE 
TYPEWRITER 





FOR SMITH-CORONA LERS: 
POWERFUL NATIONAL ADVERTISING! The dramatic emsen in full 
color in Holiday, Life, New Yorker, Time and Harper's during November and Decemb 
MORE THAN 17 MILLION READERS! More and more prospects for the een, iIl-exciting, 
first electric portable typewriter! — (Hee 
MORE SALES THAN EVER! A perfect opportunity ag 

for Smith-Corona dealers to tie in age 

a ade 


te 
<< 
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The Boss was on the phone, trying to 
straighten out a snafu with the Jones 
Company about a certain letter from way 
back. While the Jones people were splut- 
tering, his Gir] Friday calmly handed him 
the elusive letter. From then on it was 
smooth sailing. 


Miss Sidebotham is smart. She just 


17 JUST CLICKS -FOR 1001 USES" 





NEVA-CLOG PRODUCTS, INC., 


Miss 


F Gidebothame 


reached for her new J-56-R Stapler and 
headed for the file... found the sheaf of 
stapled papers... removed the staple and 


the wanted letter ... re-stapled the sheaf 


— all this quicker than the Boss could say 
“Miss Sidebotham.” So, no wonder she 
loves her new N-C Stapling Plier with the 
BUILT-IN Staple Remover! 
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Bridgeport 1, (Cx 


nelicke again... 


wu NEW J-96-R 


Pe 
New Dual-Purpose N-C J-56-R 


Miss Sidebotham’s enthusiasm for the 
new J-56-R is typical. Its versatility 
makes it the ideal Stapler for all busi- 
ness and professional needs. Works 
profitably for many commercial and 
industrial applications, too. 

















ie 








J-56-R FASCINATES CUSTOMERS... 
- sells OM SVGh EL 1. With blade re- 3 Remove staples — 





tracted, staple a cleanly, smoothly, 
few sheets of instantly. 
paper together. 





No stapler lends itself to demonstration — and 2 Then, with a flick Retract blade to 
ii on alien, ae w N-C J-56-R @ of the finger, snap @ show that, safely 
sa es | as effectively as the new ! ° the Staple Remov- tucked away, it’s 
Here’s how it’s done...try it on your next ing Blade into never a cumber- 
customer : position. some obstruction. 





O. H. Davison & Co., Pacific Coast Rep., 609 Mission St., San Francisco, Calif. 


1, ¢C ; 
’ onnecticut Jim W. Cooper, Jr., Southern Rep., P. O. Box 2152, Atlanta, Ga. 


CANADIAN STAPLES, LTD., Montreal, Toronto, Winnipeg, Vancouver 
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FORM FLOW REGISTER 


Caan 





Standard Register Co. 

Dayton, Ohio 

New portable forrn flow register made its 
debut at the National Business Show in 


New York. It is available in three sizes 
accommodating the three popular form 
dimensions in a choice of six modern 


colors. It has pinfeed feature giving posi- 
tive forms control, alignment, and feeding 
performance. It incorporates an accessible 
storage compartment that holds a supply 
of multi-copy forms and can easily handle 
up to six-part sets including forms held 
together with staples. Audit copy compart- 
ment is located at the bottom of the regis- 
ter. (Inquiry Card No. 50) 


DESK 





Acorn Products Co. 

4605 W. 21st St. 

Chicago 50, Il. 

This new al!-purpose desk is offered 
for use by salesmen, at home, for 
receptionists or students. It has a 
room storage compartment with ad- 
justable height shelf and can be kept 
private with cylinder lock. Height is 
30 inches, depth is 18 inches. It is 
40 inches wide. Stands on bal! feet to 
protect floors. (Inquiry Card No. 28) 


For More Information Use Inquiry Card Facing Page 70 
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PORTABLE FILES 





Oxford Filing Supply Co., Inc. 
Clinton Road 

Garden City, N.Y. 

A new addition to the line of 
“‘Pendaflex’’ portable files, the 
412 K.D. ‘‘Pendaflexer’’, is a 
rolling tub file. It is especially 
designed for use with Oxford's 
“Pendaflex’’ hanging folders and 
is available in letter size only. 
The new unit is an_ 18-inch 
knockdown file of heavy gauge 
steel with a gray, baked-enamel 
finish. It is equipped with 2-inch 
diameter roller bearing casters 
The bottom patform may be as- 
sembled with side flanges.up or 
down to provide either a plat- 
form or a tray. (Inquiry Card 
No. 56) 


PAYROLL BOOK 

Dome Publishing Co., Inc. 

357-61 Canal St. 

Providence, R.l. 

Company is now accepting orders 
for its new ‘Payroll Book’’ No. 625 
designed for smaller firms having one 
to 25 employees. The book has a 
green lexhide cover with pure white 
embossed letters. The size is 72 by 
9 inches. It complies with all federal 
and state laws and contains a calen- 
dar of tax forms and an instant tax 
calculator, for figuring social security 
tax. Other improvements noted also 
(Inquiry Card No. 61) 


NEW PRODUCTS ‘ovtinued 





PHOTOCOPY STORAGE DESK 
phi z me " , a aa 





Haskell, Inc. 

303 E. Carson St. 

Pittsburgh 19, Pa. 

One item introduced by the company 
at the NSOEA exhibition was. this 
photocopy storage desk. It was de- 
signed to provide adequate surface 
working area and a storage space 
for supplies, including copy paper, 
fluid and so forth. It is made of steel 
with a fiberesin top in a wide range 


of decorator colors. It is 37 by 24 
inches, fitting into modular as well 
as standard office needs. (Inquiry? 
Card No. 53) 

DESX ORGANIZER 





Mayer Mfg. Corp. 

3130-40 W. S5ist St. 

Chicago 32, Ill. 

This “‘Economy Desk Organizer’ is in- 
cluded in the new Mayco “Six for Five” 
deal to dealers. The organizer and other 
items, such as desk trays, memo pads and 
personal desk organizers, are available in 
new “‘coloramic’’ finishes. The special 
deals offer free merchandise and display 
aids to the dealer. (Inquiry Card No. 23) 
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This 2-page advertisement appeared in TIME, October 21. 





(Inquiry 


BS ti = = & 


The Olivetti Tetractys is probably the most remarkable achievement _ 
in desk calculators in the last fifty years ..... 


This 2-page advertisement appeared in TIME, October 2] 


oliveti 


and since no business calculation is complete until it’s on paper, 
the Tetractys, like all Olivetti figurework machines, prints a 
record of all computations. 

Olivetti Corporation of America, 580 Fifth Avenue, New York 36, New York 





tober 2] 


ett 


WORLD GLOBE 





Weber Costello Co. 

1212 McKinley St. 

Chicago Heights, Ill. 

The 505 is the latest addition 
to the company’s “’V.I.P.’’ line 
of globes with new brass meridi- 
ans and walnut bases. This globe 
is 25 inches in diameter and 44 
inches high. It has brass scuff 
cuffs and nylon glides to insure 
long lasting beauty for the globe 
base and to protect floor cover- 
ings. (Inquiry Card No. 17) 


BALLPOINT PEN 


CIARLL BALL PEN 


METRACTA | =a — 
EXTRA Fore Line 


OTP eT Sar erat et Si ar 





All-Rite Pen, Inc. 
Hackensack, N.J. 

Company is now marketing 
a new 69-cent retractable 
ball pen with an extra-fine- 
line point. This is the top- 
price pen in the line. The 
new Model No. 852 is de- 
signed for use by account- 
ants, bookkeepers, techni- 
cians, salesmen and others 
who prefer an_ extra-fine 
point. Can be mounted on 
special display units. (In- 
quiry Card No. 48) 





SORTING FILE 


NEW PRODUCTS continued 


BOOK HOLDER 





Angle Steel inc. 

Plainwell, Mich. 

The No. 3300 sorting file, snown 
here, is one of several in the series 
to suit the needs of customers rang- 
ing from the four-compartment model 
here to the 36-compartment model 
No. 3340. The No. 3300 is 12 inches 
deep by 10 inches wide by 13 inches 
high. It has four compartments with 
three shelves furnished. Designed for 
desk use. (Inquiry Card No. 37) 


OFFICE PARTITIONS 


Browne-Morse Office Furniture Co. 
Muskegon, Mich. 

Company has just released its new 
“Flexawall’’ office partitions, avail- 
able in a system of interchangeable 
parts, three standard heights and 10 
standard widths. Only tool needed to 
install is a screwdriver. Designed to 
be sold along with the company’s 
line of modern office furniture. (In- 


quiry Card No. 68) 


Herald Products Co. 

Box 145 

Mount Vernon, N.Y. 

The new “Han-Dee”’ holder is 
designed for both home and 
office use and decor. It holds 
books, copy and other paper for 
convenient use. The holder is 
finished in brass, fabricated from 
heavy-gauge wire, and features 
a unique coil spring page holder 
that allows firm holding yet 
easy page turning. Retail price 
is $1. (Inquiry Cerd No. 57) 


““COPY-CLARK’”’ 





Photorapid of America, inc. 

320 Broadway 

New York, N.Y. 

A new process called ‘’Copy-Clark’’ 
has been introduced by company. ‘The 
new camera process is designed for 
photo-offset printing archives and the 
like. It enlarges, reduces, making a 
dry, direct positive in seconds. Used 
for plant photos, for poster advertis- 
ing, or large-size silk screen printing. 
(Inquiry Card No. 45) 


For More Information Use Inquiry Card Facing Page 70 
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THE MiD-CE . FURNI E FABRICS 





BOLING CHAIR CHOOSES TRILOK UPHOLSTERY FABRIC FOR ITS 
MODERN BEAUTY - UNUSUAL DURABILITY - COMPLETE PRACTICALITY 


As new and far-seeing as modern business methods .. . Trilok is surely the upholstery fabric of the future. This remarkable new 
material is woven with luxurious textures that give it not only dramatic beauty but an unusual kind of soft, cushiony comfort. And 
best news of all... this amazing upholstery meets every demand for maximum durability, smooth installation, easy maintenance. 
Shown above is nylon-faced “Multi-Pleat”, just one of many Trilok patterns and textures. For complete information, and swatches, 
contact Boling Chair Co., or the Textile Division, United States Rubber, Rockefeller Center, New York 20, New York. 


US United States Rubber 
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CHAIRS CAN BE BETTER 
BUSINESS, TOO.... 


with BOLING’S 


—- a. MODAN SERIES* 


*NO. 6600 





Covered in Amazing, New 


TRiLOm 


*A PRODUCT OF UNITED STATES RUBBER 





5611-CB 5611-UB 
MOD ... from the ultra modern construction and com- 
fort of this new series. DAN .. . from the smart, eye- 


appeal of the sleek Danish design in walnut finish. Add 
the new colorfast, washable TRILOK fabric or gros- 
point in combination with top-grain leather or Naugahyde 
and you have a new idea in business chairs . . . and 5610-CB 5610-UB 
new sales and profit opportunities. 





UPHOLSTERED 
OR CANE BACK 
INTER-CHANGEABLE 











ALL CURVED PARTS STEAM 
BENT FROM SOLID WOOD. 


YALL FOAM RUBBER 
Y UPHOLSTERY. 


5613-CB 5613-UB 


WALL SAVING 





BACK POST SATIN BRASS TILTING, 
CUSHIONED GLIDES 
Ts - AND FERRULES. 
iT yY 5611-CB ’ 
» new ] = 
. And ad e."5 ats 
ance. 5614-CB 5614-UB 
ches, 
\ Again in '57 .. . your best buy is BOLING 
| | 
. BOLING CHAIR COMPANY 
siler nort carolina 
High Point Bending & Chair Company 2 € Cc ty, O 





1 Soa seal 
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ROTARY INDEX FILE 





Julius Bandes & Co., Inc. 

171 Hillside Ave. 

Williston Park, L.I., N.Y. 

Company has added to its line the ‘’Kind- 
ex’’ rotary file. This file has a capacity 
of close to 500 cards and is available in 
four tones; clear, gray, walnut and green 
The files include covers and filler. Refill 
index cards and guides are available. The 
files are furnished to dealers with the 
fillers already inserted. These files were 
first shown at the Eastern Commercial 
Stationery Show in New York in October 
(Inquiry Card No. 58) 


FOLDING CHAIR 


io 





BeLA Division 

J &J Tool & Machine Co. 

9509 S. Prairie Ave. 

Chicago, Ill. 

BeLA division has unveiled its 
latest folding chair in the line 
which is the No. 1002, a con- 
toured plywood seat folding 
chair. The chairs have heavy 
duty angle-steel seat supports 


and frame cross braces. The 
seat is of selected 5-ply hard- 
wood with birch ply faces on the 
top and bottom. Both lacquered 
and natural finishes are offered 


(Inquiry Card No. 22) 








VERTICAL LINE GUIDE 





Lansdale Products Corp. 

Box 568 

Lansdale, Pa. 

The LPC ‘Vertical Eye Guide’’ 
also acts as a machine tape at- 
tachment for copy holders. It 
comes in two _ identical black 
metal parts with one flat end 
and one hooked end. In the 
hooked end is a removable small 
magnet. When used as an eye 
guide to read figures, the hooked 
end is hung over the horizontal 
guide and the magnet holds it in 
place during the up and down 
movement. As a tapeholder, the 
magnet is moved to the flat end 
of the guide and the hook is 
slipped under the bottom paper 
shelf of the copy-holder. The 
tape is threaded through and 
held by the clips of the copy 
board. (Inquiry Card No. 36) 


PHOTOCOPY PAPER 


Copease Corp. 

425 Park Ave. 

New York 22, N.Y. 

A new type of photocopy paper, de- 
signed to make reproductions under 
the most severe office lighting con- 
ditions, has been introduced by the 
firm. The new “‘CpM” is said to be 
four times less sensitive to ‘‘white’’ 
light than other types of paper. It is 
also said to give added clarity and 
definition to copy work including a 
more uniform image at the top and 
bottom of the copy. The new paper 
is sold at no additional cost. (Inquiry 


Card No. 67) 


NEW PRODUCTS continued 


ACCOUNTING MACHINE 





Olivetti Corp. of America 

580 Fifth Ave. 

New York 36, N.Y. 

The Audit 320 has just been an- 
nounced by the company. It is an 
automatic, high-speed accounting 
machine with two registers, a type- 
writer keyboard, and several time- 
saving features. The typewriter key- 
board employs a unique jamproof 
rotary-typing mechanism that elim- 
inates key pile-up. The transition 
from posting to typing, and vice- 
versa can be done at will without 
setting controls. The machine also 
can audit a pickup automatically, 
giving notice if the pickup is incor- 
rect the second time. (Inquiry Card 
No. 35) 


COLLATOR 
“im 





Cummington Corp. 

718 Beacon St. 

Boston, Mass. 

A new and more cornpact and lighter 
Model 85A eight-station collator has 
been introducd by the firm. It han- 
dles any sheet from 5 by 7 inches to 
11 by 14 inches and collates paper 
from nine-pound manifold to 110 
pound ledger with automatic self- 
adjusting, vacuum, paper feed. Can 
gather up to eight sheet sets at the 
rate of 16,000 per hour. (Inquiry 
Card No. 47) 


For More Information Use Inquiry Card Facing Page 70 
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verything about this new chai 






List Zone 1 360° 


Check all these quality features which Sturgis has engineered into this new chair: 


Z Comfortable modified saddle seat 
(14” x 17”) has generous foam rubber 
cushioning over a shaped steel pan. 
2.Contoured backrest (9% x 13”) 
also has generous foam rubber cush- 
ioning over a shaped steel pan. 

3. Flexible steel back post will give 
resilient support for the life of the 
chair. 

4. Both seat and backrest have cloth 
or vinyl plastic covers which can be 
removed for cleaning or inexpensive 
replacement. 


5. Seat adjusts up and down. Back- 
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STURGIS 


There you have it! We think you'll have to agree that 
everything about this new chair is tops but the price. 


but the price! 


No. 820 


with 
tubular 
steel 
base 


Group 1 
Upholstery 


Group 1 
Upholstery 


rest adjusts up and down, and for- 
ward and backward. 

6. Ball burnished spindle bearing 
assures smooth swiveling, no bind or 
wobbie, longer life. 

P Self-lubricating, squeak-proof ny- 
lon thrust bearing will take endless 
swiveling punishment without meas- 
urable wear. 

&. Wide choice of materials and 
colors, alone or in combination. 

2. Available either with the graceful 
tubular steel base or the famous 
Sturgis fiber glass base. 


THE STURGIS POSTURE CHAIR COMPANY + 


a 99 5 List Zone? 


POSTURE CHAIRS 


Monufactured in Sturgis, Michigan and Charleston, South Caroling 
STURGIS, MICHIGAN 


General Sales Offices « 154 East Erie Street * Chicago 11, Illinois 














TYPEWRITER 





DeJur-Amsco Corp. 

45-01 Northern Bivd. 

Long Island City 1, N.Y. 

The ‘DeJur-Triumph” line of typewriters 
has been introducd by the company, cov 
ering standard, electric, portable and this 
special model which is wired for sound 
Available in both the standard and the 
electric models, the typewriter has a 
socket through which a ‘’Stenorette’’ dic- 
tating machine can be plugged into the 
machine. All transcribing operations can 
then be controlled by two keys right on 
the keyboard. The controls stop, start and 
backspace the dictating machine. (Inquiry 
Card No. 18) 


TIME STAMP 





Latham Time Recorder Co. 

76 Third St., N.W. 

Atlanta, Ga. 

The company has introduced pilot models 
including the one pictured here, at the 
NSOEA show of a new line of time 
stamps, numberers and daters. The ma- 
chines feature a dual registration prin 
ciple which will allow heavy forms to be 
recorded automatically and light form 
to register by touching a fingertip control 
bar. The numbering machine can be fur- 
nished with a “‘stop’’ lever to allow dupli- 
cate, triplicate and even more registra- 
tions. (Inquiry Card No. 60) 





FILING SYSTEM 





Remington Rand Division 

Sperry Rand Corp. 

315 Fourth Ave. 

New York 10, N.Y. 

‘Kard-Up” is a new filing system de- 
signed to combine the advantages of 
vertical and visible record keeping. 
Folders make it possible to use the 
visible signal system of ‘’Kardex’’ 
with a vertical card file. Available in 
6 by 4-inch card size, punched-card 
size, and 8 by 5-inch size, the folder 
has transparent plastic strip across 
the top and die-cut flaps at the base 
that permit the title card, when in- 
serted under the plastic strip, to be 
elevated almost half an inch above 
the other cards in the folder. Many 
other possibilities in visible filing are 
offered as well. (Inquiry Card No. 43) 


STAPLER 

Bates Mfg. Co. 

Orange, N.J. 

The “88” is a new, pint-sized sta- 
pling machine designed for the home 
market. The ‘’88” is the “‘little sis- 
ter’’ to the popular “’56’’ model now 
being used by many in the home. Its 
advantage is that it is half the size, 
yet it holds over 100 staples. Retail 
is $2.79 for the color models and 
$3.95 for chrome finish. (Inquiry 
Card No. 63) 





NEW PRODUCTS covtinued 


CHILDRENS’ COAT RACK 





Vogel-Peterson Co. 

1127 W. 37th St. 

Chicago 9, Ill. 

The “‘Checkerette Jr.’’ is the com- 
pany’s latest coat rack designed for 
children. It can be used in schools, 
churches, at home and other places 
where children meet. They can be set 
up anywhere in minutes without nuts 
or bolts or the need for tools. Store 
in a small space when not needed. 
Furnished with 24 captive or remoy- 
able hangers or with 16 two-sided 
saddle hooks for 32 coats. (Inquiry 
Card No. 46) 





Joseph Dixon Crucible Co. 

Jersey City, N.J. 

Company has started marketing a 
new line of pencils for use with all 
types of copying machines under the 
trade name, “‘Fax.’’ The line includes 
both reproducing and non-reproduc- 
ing pencils, packaged in modern 
colors for easy identification. (Inquiry 
Card No. 44) 


For More Information Use Inquiry Card Facing Page 70 
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JOAN CAULFIELD stars on the new “SALLY” show for Royal Portables...Sunday Nights on NBC-TV Network ...7:30 p.m. N.Y.T. 


‘6 ” . 
Royal’s gal sally is channeling new prospects your way 


ora Profitable Portable Christmas! 


What a gal...“*Sally” ! Week after 
week, she’s been flitting into more 


nd more TV homes in America, 


making friends for Royal and con- 
ditioning prospects for you. 

In the next few weeks, new com- 
“Sally’’ show 


mercials on the great 


will feature Royal Portables as 
Christmas gifts, opening up new 
opportunities for portable sales. 


And the best way to make these 


OA—11/57 


messages pay off for your store is to 
tie in with displays, local adver- 
tising and your own promotions. 

New display and promotion ma- 
terial is available to you... just ask 
your Royal Portable District Repre- 
sentative about them. 

Meanwhile, you have the powerful 
backing of Royal’s continuing adver- 
tising behind you, constantly telling 
your customers about the wonderful 


advantages of Royal Portables. 

Don’t get caught short when the 
Christmas gift rush is on... check * 
your stocks of America’s most wanted 
portable. Have a profitable Royal 
Christmas! 


UYA “4 portables 


Products of Royal McBee Corporation, 
World's largest manufacturer of typewriters. 
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Plain-Vu Co. 

Box 83 

Mentor, Ohio 

A new “instant’’ method of plastic 
lamination which does not require 
machines or heat is offered by the 
company. Sheets of clear, specially- 
treated plastic in various sizes can 
be used to preserve graphs, price 
lists, bulletins, social security cards 
or other important papers. Many 
other uses also. Sheets range in four 
sizes and retail at $2.50 for two 
10 by 12-inch sheets, four 3 by 4- 
inch sheets, and two 6 by 8-inch 
sheets. (Inquiry Card No. 21) 


OFFICE PARTITIONS 


Pr 
’ 





Corry-Jamestown Mfg. Corp. 

Corry, Pa. 

A new line of modular office partitions 
featuring what the company terms “‘unique 
fiberglass panels’’, were introduced at the 


recent NSOEA show. The advantage: 
listed are complete prefabrication, easy 
installation, rust and corrosion resistance 
lightweight but strong, and total reusabil 
ity. (Inquiry Card No. 54) 


For More 
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NEW PRODUCTS ontinu 


TWO-DOOR SAFE 





Meilink Steel Safe Co. 
Toledo, Ohio 

A new, two-door, Class C 
one-hour safe was _intro- 
duced by the company at 
the NSOEA show. The safe 
is part of the ‘’modern 
look’’ trend in safe design, 
designed for beauty of line 
and color to blend in with 
the decor of today’s modern 
offices. Sundberg-Ferar, in- 
dustrial designers of Detroit, 
worked on the styling. The 
“modern look’’ design will 
be incorporated on all Class 
A and B label safes. The 
safe features new chrome 
combination lock-dial and 
dial-ring, handles, handle 
plates and die-cast name 
plate. Even the hinge tips 
are chrome. (Inquiry Card 
No. 27) 


ELECTRIC ENVELOPE OPENER 


Martin Yale, Inc. 

2100 W. Fulton St. 

Chicago 12, Ill. 

The Premier “’Envel-Opener’’ is com- 
pletely automatic, handling 300 to 


400 envelopes per minute. Takes 
only a 9 by 12-inch space and oper- 
ates on AC outlet. Sorting by thick- 


ness or size is not necessary. The 
price is $99.95 plus F.E.T. (Inquiry 
Card No. 62) 


DRAFTING TABLE 








Anco Wood Specialties, Inc. 

Glendale 

Long Island, N.Y. 

The ‘‘Ancosteel’’ marks Anco’s entrifA\ y 
into the steel base drafting tablee ES. 
field. It is finished in hammertone 
gray, baked enamel with roundeé to 
corners which integrate it into mod 

ern office decor and simplifies clean lal 
ing. Many expensive, seldom-use¢ 
features have been eliminated. It feo 
tures finger-tip lever adjustment Of puss 
working angle of the drawing boaré 

to 90 degrees vertical. (Inquiry Caré 

No. 31) 


STOCK BAGS . 








€ iN < ~ OE 
GWELOPE wang = PARTS 
| MAILING a ne 
BAG 


Bearse Mfg. Co. 

3815-3825 Cortland St. 

Chicago 47, Ill. 

Eight stock sizes, ranging from 3 by 
4 inches to 8 by 12 inches, are avail. 
able in any of the group of part 
bags, mailing bags or mailing bag 
with envelope attached. The bags are 
available plain or printed with plain 
or ruled or special printed tags at 
tached. (Inquiry Card No. 51) 


Information Use Inquiry Card Facing Page 70 
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value analysis 


helps Art Metal dealers get orders 


Ae 


CHECK equipment for PERFORMANCE 
Is it functionally built and organized to make work 
Output easy and fast? 


[_] Is it tailored to individual job needs? 
[_] Does it cut out waste motion? 
[_} Does it assure all-day working comfort? 











...for SPACE-SAVING DESIGN 

[[] Does it reduce office floor space needs per worker? 

[_] Does it decrease the need for supplemental equipment? 
Scannell 
...for CONSTRUCTION and STYLING 
[_} Does it reflect the highest standard of workmanship? 
[_} Does it create an office of outstanding appearance? 
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CHECK available PLANNING AID 
Is fully competent help available—free of charge—in 
providing a layout that will: 

[_] conform to actual work-flow patterns 

[_] minimize traffic between departments 
and also within each department 

[_] assure privacy without sacrificing floor space 

[_] permit easy rearrangement and expansion? 








the hard buy.. Value Analysis...call it what you will...it’s here 
to stay. Before they order office equipment, businessmen are using 
every yardstick in sight to measure the returns they can expect from 


it. Through its dealers, Art Metal not only welcomes this 


3 b ’ ; 
sae emphasis on tangible values, but even puts many yardsticks such 
Ff part . : , 

9 bag as those listed here in buyers’ hands. 

ags are j 

h_ plain 

ags at 


The trade mark with a meaning 





in the world of office equipment... 
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Sure you can pay more but 
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at. Pending 


Guide O folder 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Guide-O-folders will reduce your customers’ filing and 
finding costs as much as 30%. Think of that! A Guide 
O-folder installation can pay for itself in several months 
No additional housing is necessary. Guide-O-folders with 
their adjustable metal tabs fit right into every filing system 
And file clerks love Guide-O-folders because SO little man 
ual effort is needed. Guide-O-folders have tremendous 


profit possibilities for you. Write or wire us today. 


IN LETTER —— LEGAL — INVOIC 
— X-RAY and LO-FOLDER! 
SIZES. 





























Also manufacturers of 
GUIDE-O-TRAY the personal file 
for the deep drawer of desks 

. - GUIDE-O-FILE the personal 
file with sliding disappearing 
top — with and without stand 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 


WEST 


COAST REPS. 


— GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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vi you can’t buy more value! 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Only TRANSFILE files offer ALL these features — 
1. Roller Bearing Drawer Suspension for free, easy 
drawer operation 2. Steel reinforced so all the 
weight of drawer and contents is supported on steel 

3. 2-way Interlock locks units into batteries — 4. 
Steel front to match regular office files — 5. Steel 
Sanitary Base keeps units free from dirt, moisture 


and vermin 6. Follow Block keeps drawer con- 


tents upright. Write for full information today. 











YVOIC 
DLDER! 
3 styes - 13 sizes 
| . * 
iling Supplies 
All the items in the GUSSCO Complete Line of filing sup- 
plies are needed by business big or small — all the 
time. From stock items you can fill all your customers’ or- 
dinary requirements. It is good, sound merchandise — 
made right and priced right. Item for item it will compare 
+f favorably with the best and better than most. And when 
val file , 
desks you encounter specials, try our service. Our speedy deliv- 
ering ery will please both you and your customers. Write for new portlet Pye Pee 


GUSSCO catalog today. and prices now. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N 
WEST COAST REPS. — GUSSCO-SALES INC., 337 WINSTON ST., LOS ANGELES 13 
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BOXED RUBBER BANDS 





Keener Rubber, Inc. 

Alliance 2, Ohio 

An assortment of all sizes can be 
found in the new ‘’Bandbox”’ put out 
by the company. Holds about 300 
rubber bands in vivid colors. Box is 
sturdy, clear-plastic container which 
is hinged and can be reused for 
many purposes. (Inquiry Card No. 52) 


DESK AND CHAIR SET 





Marnay Sales & Mfg. Co. 

1270 Broadway 

New York I, N.Y. 

A new steel desk and chair set in 


modern matched colors has been in- 
troduced by the company. The units 
were especially created to afford both 
drawer space and working surface 
where office space is limited. Desk 
has a ‘“‘Nevamar’’ top with a wood- 
grain finish. Size is 30 inches wide 


by 18 inches deep by 27 inches high 
(Inquiry Card No. 32) 





STAMPING DEVICE 





Tayou 


Fred Baumgarten 

1000 Virginia Ave. 

Atlanta 6, Ga. 

The ‘‘Tayon” is a patented stamping 


device which has different ‘“‘limbs”’ 
which fit into each other like beak- 
ers. Each “‘limb’’ has on its inner 


surface a single or multi-colored ink 
pad and on its outer surface one or 
two imprinted rubber plates. It elim- 
inates separate ink pads and can 
color-stamp automatically with one 
or more color simultaneously. (Inquiry 


Card No. 26) 


CHALKBOARDS 


E.W.A. Rowles Co. 

116 N. Hickory St. 

Arlington Heights, Ill. 

The company has announced the ad- 
dition of ‘‘Permasteel’’ to its line of 
school classroom chalkboards Per- 
masteel”’ is a porcelain enamel chalk- 
board consisting of a hard vitreous 
material fused, at controlled heat, 
into 18-gauge enameling sheet steel 
in accordance with performance 
specifications for porcelain enamel 
chalkboards. (Inquiry Card No. 64) 





NEW PRODUCTS continued 


DIAZO PRINTER 





Peerless Colonial Products, Inc. 

Ivoryton, Conn. 

The “Blu-Ray’’ is a new diazo rotary 
printer, complete with dry developing unit 
and priced under $300 for the 42-inch 
capacity model. The new unit is made in 
22-inch size also. Printing speeds are up 
to four feet a minute. Features include 
ball-bearing suspension, finger-tip speed 
control, and a single starting switch for 
motor and lamps. (Inquiry Card No. 20) 


OFFICE FURNITURE 





Do/More Chair Co. 

Elkhart, Ind. 

The company has announced the addition 
of custom-fitted desks and related furni- 
ture to the line of chairs produced. A 
variety of models will be marketed, how- 
ever, the ‘‘Custom Collection’ designed by 
Raymond Loewy Associates, will get the 
most immediate attention. This is the 
5800 series, custom-fitted to the indi- 
vidual by the use of interchangeable leg 
sections. (Inquiry Card No. 33) 


For More Information Use Inquiry Card Facing Page 70 
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Aristocrat “Comptroller” No. 224 
Tilting Seat and Back 


Illustrated in Gray Newport and 
deep Buff trim. 


Only *69°% List, in Zone 1 





World’s Lowest-Priced Swivel Chair! 
With 3-1/2 Inch Thick, Luxurious Foam-Rubber 
Cushioned-Comfort Seat... 


2 immed 


dition In 3,360 Different Color Combinations! 
furni- 
« A And we pay the freight on shipments of 200 pounds or more! 
ed by B 
t th =‘ 
= 
indi- Todo \ 
e leg \ pow -*" \ogve 
a Free Cerpronctiael CHAIR 
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Michigan City, Indiana 
Address Dept. B-117' 
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Living-room beauty comes to the office... 





with hard-wearing 


Nvio Saran 


THE 100% NYLON-AND-SARAN FABRIC 





Cleanable as Plastic — yet Soft as Wool 
NYLO-SARAN is virtually stain-proof — even ink washes right 
out with soap and a damp sponge. Yet NYLO-SARAN has the 
look and feel of richest, softest wool. 


Breathable as Fabric 


Woven like cloth, NYLO-SARAN gives year-round comfort . . . 
it's cool in summer, warm in winter. 


Highly Durable 
NYLO-SARAN combines the strength and abrasion-resistance of 
Nylon and Saran. Colors are locked-in and are highly fade re- 
sistant. It is moth and vermin-proof. 





Flame-Resistant and Mildew-Proof 


NYLO-SARAN passes the fire laws of all states . . . it will not 
support combustion. Unaffected by salt air . . . mildew-proof. 
SPECIFY regular-grade and ALL-SPUN NYLO-SARAN for all types 
of office and institutional furniture. Samples available. A 
? 
li 
iT 
ss 
VIRGINIA FIBRE CORP. 
GENERAL OFFICES: 625 Ward St., High Point. N.C. 
A VA C O PRODUCT New York Office: 388 Broadway 
FACTORY: Petersburg, Va. —— 
DA-11 
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.--all the A dvantages 
OF MODERN DESIGN 


@ Square Tubing complements the smart 
appearance of quality office furniture 


@ Crisp, Sheer Look matches modern offices 


@ Engineered Rectangular Design gives 
“rock-steady” strength 


@ Top and Leaves of %’, five-ply lumber 
core plywood reduce noise and improve 
the appearance 


@ Rugged Leaf Mechanism—easily engaged 
—won't drop accidentally 


@ Powerful Lifting Mechanism — easy to 
operate — out of the way 





HARTER MODEL 72-A — with one leaf. 
@ Smooth Interior—extra leg room. No Also 72, no leaves; 72-AA, two leaves. 
snagged Nylons 5) 


This is the first really new offic > machine stand in years and 
it’s the only one with a clean, functional design that fits per- 
fectly with contemporary or older office furniture. Harter engi- 


4 MODEL 73-A.Sameas72-A neers took a fresh, new approach to office stand design and have 


except has locking casters 


instead of lifting mecha. eliminated the “plumber’s friend” feet and the “Rube Goldberg” 


nism. Also 73, no leaves; contraptions of bent round tubing, nuts, bolts, and rivets. 
73-AA with two leaves. 


With the dealer in mind they even made them knocked down 
into a neat carton 26" x 18” x 342". Saves you shipping costs, 
and makes them easy to stock as typewriter paper. Price is eco- 
nomical, too, which makes this new Harter stand a good profit 
item in your store. 

Harter Corporation, 1125, Prairie St., Sturgis, Michigan 


In Canada: Harter Metal Furniture Lid., Guelph, Ontario 


i} HARTER 


STURGIS, MICHIGAN 
OFFICE MACHINE STANDS 






MODEL 74-A. Same as Model ® 





72-A but without casters and 
lifting device. Also 74 with no 
leaves; 74-AA with two leaves. 


Has leveling foot. 
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BALLPOINT PEN 


W. A. Sheaffer Pen Co. 

Fort Madison, lowa 

Company offers its newest “‘pedigreed 
ballpoint . pen whose purchasers’ names 
will be registered by the manufacturer 
The pen, the ‘Registered White Dot 

will be available in limited supply. It will 
be the first in the line to bear the well- 
known “‘White Dot’’ carried by the Snork- 
el fountain pens. Distribution is limited 
because this new pen is precision hand- 
crafted by a few highly skilled workers 
Gold-filled model will retail at $15 and 
jewelry-finished chrome sells for $10. (In- 
quiry Card No. 29) 


INSULATED CASE 


at, 





Midwestern Mfg. Corp. 
Indianapolis 4, Ind. 

This new ‘“‘Ever-Safe Systematic 
Credit System” is said to be 
efficient, easy and simple to op- 
erate. It holds sales and charge 
account records for ready refer- 
ence. The file, which is insulated 
and safe from fire, can be used 
under a cash register, as illus- 
trated, or stacked two or more 
high. (Inquiry Card No. 25) 









—__ NEW PRODUCTS covtinued 


SECRETARIAL POSTURE 
CHAIR 





ye 





Stylex Seating Co. 

911 Walnut St. 

Philadelphia 7, Pa. 

This is the newest addition to 
the company’s line of office 
chairs. Foam-padded back rest 
has a three-way adjustment, and 
the seat can be adjusted by a 
convenient hand wheel. Decora- 
tor colors in upholstery of U.S. 
Elastic Naugahyde in nine hues. 
Chair is finished in oven-baked 
enamel in gray, mist green or 
tan. List price is $31.95. (In- 
quiry Card No. 24) 


ATTACHE CASES 


Leathercraft Co. 

2320 S$. Western Ave. 

Chicago &, Ill. 

An expanded line of attache cases in 
top grain cowhide and “’Nygen”’ has 
been announced by the company. All 
carry the company’s five-year guar- 
antee. The expanded line offers deal- 
ers an opportunity to show a wide 
range of styles and sizes as well as 
price. (Inquiry Card No. 65) 


MARKING UNIT 





ie 


Ideal Stencil Machine Co. 

Belleville, Ill. 

The Mark V “‘Volu-Mark” is a new 
unit designed to permit automatic 
assembly line marking of various size 
packages without operators or line 
stops for size adjustments. It adjusts 
itself for carton heights up to 2] 
inches and for lengths from 8 to 36 
inches. It counts the units marked, 
positions each carton and marks firm- 
ly without damaging contents. It can 
be set to shut off after a pre-deter- 
mined number of units have been 
marked. (Inquiry Card No. 40) 


MULTIPLE PAPER PUNCH 





Metal Specialties Mfg. Co. 
1975 N. Cornell Ave. 
Melrose Park, Ill. 


The ‘Presto No. 58” is the com# 


pany’s latest multiple paper punch. 


It features self-centering of sheets, 


full adjustment, extra capacity, and] 
has a new compression head that 
holds the paper drum-tight. List 
price is $13.75. (Inquiry Card No. 
69) 


For More Information Use Inquiry Card Facing Page 70 
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LYON QUALITY DESIGN 
meakes THE DIFFERENCE! 


eens SEI ONLY 










STEEL WORK BENCHES, for example. At a glance 
all work benches may look alike but there’s a world of 
difference—in strength, rigidity, stability and smooth- 
ness of working surfaces. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 


We can manufacture special items to your specifications. 
LYON benches have amaz- 


ing strength and rigidity 

through 3 design features: 

(1)All-welded construction. 

(2) Legs and cross members 

matic of heavy rolled ‘‘T’’ shapes. 
size (3) Bottom-flared legs. 





LYON METAL PRODUCTS, INC. 


General Offices: 1128 Monroe Ave., Avrora, Ill. 
Factories in Aurora, lll. and York, Pa. 
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DUPLEX ADDING MACHINE 





Monroe Calculating Machine Co., Inc. 
Orange, N.J. 

The new ‘“Duplex’’ 10-key adding 
machine in the V series has two 
registers to enable it to do the work 
of two machines. Storage mechanisms 
permit the operator to add or sub- 
tract in either register for such jobs 
as debits and credits of sales and re- 
turns, or in both registers simulta- 
neously. One register can be used for 
group totals while the other auto- 
matically accumulates to a grand 
total. (Inquiry Card No. 42) 





Niemann, Inc. 

469 E. Ohio St. 

Chicago 11, Hil. 

New Scandinavian-influenced sectional 
grouping features added head-rest com- 
fort with a dramatic flair. The units are 
tall and tapered to give modern conven- 
ience. This is the No. 7447 grouping. The 
sofa is shown in “Bamboo” elastic Naugo- 
hyde and retails at about $390. The 
single chair unit, shown in gold cotton 
tweed, will retail for about $169. (In- 
quiry Cord No. 59) 





““STENORETTE’’ STAND 


i MOE SE? 














DeJur-Amsco Corp. 

Business Equipment Div. 

45-01 Northern Bivd. 

Long Island City 1, N.Y. 

A custom-designed stand made 
especially for users of the DeJur- 
Grundig ‘‘Stenorette’’ dictating- 
transcribing machine is now of- 
fered. It features extra-large 
ball-bearing rubber tire casters, 
convenient metal bracket to hold 
microphone when not in use, and 
a wide shelf to hold accessories 
(Inquiry Card No. 49) 


GEAR LOCK FASTENER 


Bassick Co. 

Bridgeport 5, Conn. 

New worm-gear-actuated clamp for 
heavy-duty containers has been de- 
veloped by the specialty hardware 
department of the company. It is 
said to be capable of providing an 
air-tight, moisture-tight seal in steel, 
aluminum plastic or other containers. 
(Inquiry Card No. 66) 


NEW PRODUCTS (ovtinues 


OFFICE CHAIRS 





5. L. Marble Chair Co. 

Bedford, Ohio 

Company’s newest addition is the ‘’Hylite 
family of chairs for the office in leathe 
Naugahyde and fabric upholstery. “Hy 
lite’’ features tapered legs in  brushe 


chrome, brushed brass, walnut wit 
chrome or brass ferrules, and with an 
number of metal enamel finishes. ff 
cluded in the group is an arm swivel wif 
flare arms, a side swivel, a side armch@ 
with optional flared arm rests, and a sié 
leg chair. (Inquiry Card No. 38) 


MEASURING BLADE 





C-Thru Ruler Co. 

823-27 Windsor St. 

Hartford, Conn. 

The C-Thru “Foreman” is a new I 
foot measuring blade designed as ff 
ideal layout tool for home, offié 
school or factory. It can be used f 
marking, scribing, figuring, squarif 
out rooms, making circles and oth 
purposes. The blade is 34 of an im 
wide and self-locking. Two scales t 
the surface in inches and archité 
tural scales on the back. Anofhi 
scale on the back is a tile lay@ 
scale. (Inquiry Card No. 55) 


For More Information Use Inquiry Card Facing Page 70 
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Speaking of SMALL desks... 























































































































epee (\N 
{ Ir 
BA, 
' } | s ’ * 
| \/ 
7 ¢ 
| L 
| a 
' 
} 
Hylite 
leathe 
“A 
brushe | 
At wit 
vith an , 
hes It : 
ivel wit 


armche 
id Oo SK . 
°? e . 
: ?. - ° 


‘ Only Haskell gives 
you so many sizes 


37x18 42x24 
36x24 42x30 
37x24 45x30 


. .. and so many designs 


® Clerical ® Salesman 
@ Secretarial ® Modular 


PR-1301 ® Jr. Executive 


With the high cost of office floor space and other factors today, 
the small desk grows increasingly more important to office furniture dealers and his 
customers. Alert to the problems, Haskell has observed closely, and 
now, as specialist in small desk needs, is solving the problem for thousands 
from coast to coast. Sizes are not all! Haskell also gives good design and 
color choice — quality steel and production! Best of all — Haskell 





gives you all — at modest cost! 


Let our sales representative discuss Haskell products with you.\ 


he ¢ STEEL DESKS * TABLES * CABINETS * ACCESSORIES 
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ie; 303 E. CARSON STREET © PITTSBURGH 19, PA. 
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Howe Folding Furniture, 
Park Ave., New 
York 
veloped a full color, four- 


page folder showing a vari- is made of 


oe Re te % 


N.Y¥.—has_ de- 





H-O-N Co., Muscatine, lowa 
—offers this attractive dis- 
play unit for the firm’s new —offers the new ‘Twine 
card cabinet line. The frame 
satin-finish 








Linen Thread Co., Inc., 418 
Grand St., Paterson 12, NJ 


dome”’, a disposable twine 
dispenser package. The 


ety of workspace problems aluminum tubing. Five steel twine is in a clear plastic 
Oelrich Publications, 4308 and the solutions as found shelves offer more than 14 dome on a base of stiff 
Milwaukee Ave., Chicago by individual organizations feet of display space. The cardboard. It can be pulled 
41, \ll—has a new metal using multi-purpose room dealer cost is $19.50 net or freely, as needed, through 
display stand which holds setups. Free copy available free with each 100 unit a hole in the top. Five dif. 
the firm’s No. 600 series to dealers. (Inquiry Card No. order (Inquiry Card No. ferent types of twine cover. 
“Communi-Cards.” The 102) 103) ing home needs are now be. 


stand shows each type of 
card available now and gives 
a point-of-purchase price 
(Inquiry Card No. 106) 





Mystik Adhesive Products, 2635 
N. Kildare Ave., Chicago 39, 
IIl.—has announced a new line 
of Mystik retail cloth tape pack- 
ages. The new packages have 


gone through extensive color and 
consumer testing. (Inquiry Card 


No. 104) 


American Ribbon & Carbon Co., Inc., 
Box 1212, Rochester 3, N. Y.—has 
announced the development of an 
entirely new type of packaging for 
its line of Eagle Brand typewriter rib- 
bons. Effective Nov. 1, the company 
will market its Eagle Brand ribbons 
through stationers, a change from its 
previous policy of selling exclusively 
through agents and branch offices. 
The new package consists of an 
inked ribbon which is vacuum packed 
and heat-sealed by transparent viny! 
plastic to a 3 by 5-inch card. The 
cards are displayed on a revolving 
wire rack requiring only one square 
foot of counter space. (Inquiry Card 
No. 110) 





Burroughs Corp., Detroit 32, Mich. 
—has its dealer sales representatives 
distributing a versatile new display 
with interchangeable headboards. The 
display unit features both Burroughs 
and Mittag & Volger products, point- 
ing up the close relationship between 
the two. (Inquiry Card No. 101) 


B. L. Marble Chair Co., Bedford, 
Ohio—has prepared suggested copy 
for three radio spot announcements 
suitable for dealer use. One features 
executive posture chairs, the others 
plug the advantages of attractive 
comfortable offices. (Inquiry Card 
No. 108) 


Equipto Division of Aurora Equip- 
ment Co., Aurora, !I|.—has prepared 
“Short Cuts to Greater Profits’, a 
new booklet covering reducing costs. 
Information given concerns a_ cost 
area that Equipto has found to be 
the most often neglected. Booklet 
No. 256 is free upon request. (In- 
quiry Card No. 111) 


ing packaged in the “Twine. 
dome.”’ (Inquiry Card No, 
105) 





American Map Co., Inc., 16 
E. 42nd St., New York 17, 
N.Y.—announces that a 
selective line of its ‘’Clear- 
type’’ sales maps have been 
packaged in polyethylene, 
pre-marked and pre-priced. 
A wrought iron display rack 
is sent free with an initial 
order. Rack holds $146 at 
list value. (Inquiry Card No. 
107) 


Olivetti Corp. of America, 580 Fifth 
Ave., New York 36, N. Y.—has pre- 
pared a new dealer mat book with 
newspaper advertisements and also 
radio spot scripts as well as other sell- 
ing ads. This is the first such com- 
prehensive mat book prepared by the 
portable division for its portable 
typewriters and the Summa 15 hand- 
adding machine. (Inquiry Card No. 
109) 


For More Information Use Inquiry Card Facing Page 70 
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WINNING TEAM: Each year, Santa delivers more Olivetti 
Lettera 22’s. That’s because they’re complete, feather-light 
and exceptionally handsome— available in blue, green or gray. 
This ad, appearing in the New Yorker and Fortune with 
appropriate copy, is nudging business and personal gift- 
seekers. Still $88 plus tax, retail—which includes full profit 
for dealers. Order now. Write Portable Division, Olivetti 
Sales Corporation, 580 Fifth Avenue, New York 36, N.Y. 
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KOLATED COPY SETS 


@ No glue, no perforations, 
no sticking in files! 







samples 
and prices 


@ Increase efficiency 20%! GOWDY OFFICE MATERIALS co. 


@ Sharp, uniform copies from ; 5 Mr 
superior papers and clean carbons! ze TARIG hts: «2 * TOLEDO 2, CORRE 






@ Easy to erase, easy to separate! 
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Available in pencil striped hand-rubber walnut 








Modular units designed for maxi- 3 








mum flexibility. Suitable for luxuri- 


ous executive settings or efficient = U | | 


general office adaptations. Com- 
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THE JASPER DESK COMPANY, JASPER, INDIANA 
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New Catalogs 








H-O-N Co., Muscatine, lowa—now 
offers a new  indexed-for-quick-use 
catalog which features a new format 
and presentation. The catalogs 
available to dealers. (Inquiry Card 
No. 122) 


Chicago Desk Pad Co., 4640 
N. Oketo, Chicago 31, lil 

offered its latest catalog t 
dealers visiting the NSOEA 
show and to those who write 
in. Book introduces several 
new items including the ‘’Pres- 
idential Line’’ of desk pads 
Complete information on cus 
tom imprinting, color co-ordi- 
nation and shipping is_in- 
cluded. (Inquiry Card No. 129) 


Weber Costello Co., 1212 Mc 
Kinley St., Chicago Height 
IIl_—introduces the V.|.P. line 
of world globes designed by 
Ken White Associates in a 
combined catalog and folder 
Models are all pictured as well 
as suggested uses in specific 
areas. (Inquiry Card No. 130) 


Browne-Morse Co., Muskegon 
Mich.—has a four-page pam 
phlet catalog on its new 


“‘Flexa-wall’’ office partition: 
Use is demonstrated and al! 
specifications are listed. (In- 


quiry Card No. 124) 





Joshua Meier Co., Inc., 601 W. 26th 
St., New York 1, N. Y.—has pre- 
pared its 15th annual VPD catalog 
No. 58. This book is marked by the 
introduction of many new presenta- 
tion binders, albums and protectors. 
It features crystal-clear ‘‘Mylar’’ pro- 
tectors in a full assortment of all 
sizes for three and multi-ring binders 
It is 56 pages in length. (Inquiry 
Card No. 123) 


Rediform Division, Moore Busi- 
ness Forms, Inc., Denton, Tex. 
—now has its 1958 catalog, 
covering the line of products 
manufactured in the five 
plants. New products added to 
the line include standard body 
manifold books, simplified ac- 
count system and six and 
seven-part insurance agency 
forms. (Inquiry Card No. 128) 


Bernard Franklin Co., Inc., 
3000 E. Hedley St., Philadel- 
phia 37, Pa.—announced its 
new 32-page catalog J5. The 
book describes many new items 
such as boltless (clip) shelving, 
and office filing units to the 
standard line. A free copy i 
available to dealers. (Inquiry 


Card No. 126) 


B. L. Marble Chair Co., Bed- 
ford, Ohio.— is sending out its 
price list No. 93 applying to 
catalog No. 56. There are sev 
eral price changes noted in 
this listing which are of inter- 
est to dealers. (Inquiry Card 
No. 131) 











Bassick Co., 437 Howard 
Ave., Bridgeport 2, Conn. 
—has released catalog No 
CF57 covering clamps and 
fasteners. (Inquiry Card No. 
121) 


Robert John Co., 202 S. 
Hutchinson St., Philadelphia 7, 
Pa.—Catalog 20 has been 
published. It is a 24-page book 
showing how thousands of 
combinations can be created 
from basic modular office fur- 
niture units made by the com- 
pany. Designed in a striking 
red and black motif with doz- 
ens of photographs and draw- 
ings. (Inquiry Card No. 132) 


Cole Steel Equipment Co., Inc., 
415 Madison Ave., New York 
17, N. Y.—offers its 1958 
catalog ‘A’ to dealers now. 
It is in full color and can be 
used by the dealer for his own 
with name imprinted. The cost 
is 14 cents each in 1000 lots. 
(Inquiry Card No. 125) 


Nucraft Furniture Co., 1615 
Eastern Ave., S.E., Grand 
Rapids 7, Mich.—has avail- 
able now catalog No. 56 which 
covers office furniture and ac- 
cessories styled in walnut and 
white oak. (Inquiry Card No. 
127) 


For More Information Use Inquiry Card Facing Page 70 
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Here’s the deal... 


O RET 
What You Order ‘aan matin 


5 — #632 Economy Desk Organizer, Asst. $6.55 $10.95 
3 — #655 Executive Desk Tray, Asst. 2.49 4.17 
2 — #656 Executive Desk Tray, Chrome 2.70 4.50 
5 — *620 Rollmaster Memo Pad, Asst. 8.95 14.90 
5 — #619 Personal Desk Organizer, Asst. 6.55 10.95 


Free Goods 


1 — #632 Economy Desk Organizer FREE 2.19 
1 — #656 Executive Desk Tray FREE 2.25 


1 — #620 Rollmaster Memo Pad FREE 2.98 
1 — #619 Personal Desk Organizer FREE 2.19 
1 — 6 Color Rollmaster Metal Display Rack FREE FREE 


| Window Banner FREE FREE 


RETAIL VALUE $55.08 
DEALER COST 27.24 


PROFIT $27.84 
OVER 50% PROFIT 


Important—This offer expires 
November 30th. Order Today... 
Because this is such a sensational deal 


Here’s What You Get Free! we must place a limit of 





New Items... New Coloramic Finishes . . . two deals per dealer. 


MAYCO’S High Profit, Rapid Turnover DESK TOPPERS 


MAYCO Colored 
Rollmaster 





ottice., 





fectory! 







Window Banner 





@ 200 FT. standard 3-7/16” adding machine paper roll 
... Creates repeat sales 


e Sturdy, all metal construction 6-Color Metal Display 
@ Rubber feet... no surface marring 


e@ Storage compartment for clips, etc. 
MAYCO Personal 
Desk Organizers , 
© 5%” wide x 5%” er 





high x 535” long 
@ Gives desks ordered, MAYCO Executive Desk Tray MAYCO Economy Desk Organizer 
““top-executive’’ look @ No sharp edges to mar surface @ All spring wire construction. . . baked 
@ No-scratch domes @ Spring wire construction enamel finish 
on base @ Letter size tray. . . 12” long, e@ 8 big partitions . . . 1053” long, 
7 5 compartments, 10” wide, 2” high 8” wide, 7” high 
%" wide @ Ready for instant use. . . @ Rubber feet . . . protects all surfaces 








modern design @ Ready for instant use 





Here Is Your Best Opportunity to Increase Year-End Volume 
With New Fast-Turnover MAYCO Desk Toppers 


ane % AYER MANUFACTURING CORPORATION 
get nseetne 3130-3140 WEST 5Ist STREET - CHICAGO 32, ILLINOIS 


MAYCO DESK TOPPERS...THE ONLY LINE THAT ANTICIPATES CUSTOMER DEMAND! 


»»» THE VOLUME LINE 
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In Other Lands 





English Firm Equips 
Fine Arts Library 


By S. E. Rhodes Lancashire Press Agency 


277 Corn Exchange Buildings, Fenne! Street, Manchester 4, England 


Manchester, October 1 
@ The new Fine Arts Library in Nottingham University’s 
Portland Building is equipped with steel shelving by Sankey 
Sheldon, Ltd. 

This is a good example of the use of pre-fabricated steel 
shelving, which is well suited both technically and in appear- 
ance for the modern academic building. 

This new Portland Building is the center for the Students’ 
Union and contains in addition a chapel, studio, shops and a 
coffee bar. Sir Hugh Casson and Lord Mottistone participated 
in the design. 

The installation will have an ultimate capacity of 3,000 
books. Hook-on shelves are arranged in an unusual double 
tier, 14 feet high, with cantilever walkways. Pressure on book 
space grows daily, and the use of steel, which may include 
intermediate floors, stairs and walkways, if necessary, insures 
that maximum space is available for its desired purpose, that 
of storing books. 

Architect for this section of the building was H. G. Cad- 
bury-Brown, R. I. B. A. 

& 

T. S. Wiseman, works manager of the Dudley firm of 
Joseph Gillott and Sons, Ltd., the pen makers, flew to Ameri- 
ca on September 25 to study production methods at the Cam- 
den (N.J.) works of the C. Howard Hunt Pen Co. 

Under an agreement between the British and the American 
companies, the Dudley firm is now licensed to make the Hunt 
firm’s Boston automatic pencil sharpener for sale in sterling 
markets. 

“This is proving an export winner and we have already 
substantial markets in nearly a dozen countries,” said Nicholas 
Gillot, managing director. 

“Senior executives of the Howard Hunt Company have 
visited us at Dudley and now Mr. Wiseman will spend some 
time in their plant in Camden.” 

It is also interesting to note that the firm of Joseph Gillott 
and Sons, Ltd., has won an export order for 300,000 steel 
sleeve springs from a Swedish firm of coil spring makers in 
Monsteras. 

It is understood that the price was considerably below that 
of a German firm. 

e 

In these days when one hears so much of the boom now 
taking place in Germany’s trade generally, it is interesting to 
note that Britain’s office equipment industry started off the 
second half of the year with an all-time monthly export record 
of nearly £2% million in July. 

These figures, given by the Office Appliance & Business 
Equipment Trades Association, show an improvement of a 
little over a quarter of a million pounds sterling on the cor- 
responding period a year ago. 

Biggest contributor to the excess over July last year was the 
typewriter section of the industry 

ez 

It is an old but none the less true maxim that very often one 
can see greater applications for a particular product by seeing 
it away from its immediate surroundings. For example, note 
office machinery and equipment. One becomes accustomed to 
seeing new developments and ideas boosted at specialized ex- 
hibitions, and rightly so, of course. If one were not to see 
new developments on show at the trade’s shop window, where 
would one see them? 

But there is another side to the picture. For instance, the 


Sankey Sheldon . . . installation made for library at Notting- 


ham University. 


> 


K. C. Williams . 
Ltd., demonstrates the new Numerica calculator made in 
Milan, Italy 


recent British Food and Catering Exhibition featured several 


manufacturers or distributors of office equipment. Sumner} 


Jackson, Ltd., the well-known Manchester distributors, showed 
a wide range of equipment including the Numerica Calculator, 
which is manufactured in Italy. Prominent at the stand was 
the Friden calculator, for which the demand is said to be very 

good indeed. 
Another piece of equipment was the Secretary copying 
(Continued on Page 140) 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 
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. sales representative of Sumner Jackson,’ 
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there’s a new design in office efficiency 


TT "Commuter 


AUXILIARY OFFICE CHAIR with tablet writing arm 


Here’s a new, fast selling profit-making line. It’s e 2” foam rubber seat—Naugahyde, nylon 


the new CLARIN Commuter tablet arm folding chair or grospoint upholstery. 
e Wide choice of frame and upholstery 


that provides quick, comfortable seating and color combinations to match modern 
writing facilities at a moment’s notice. These chairs office decor. 

may be grouped in an office for informal discussions 

or placed in a conference room for a sales meeting OFFICE EQUIPMENT DEALERS... 
or training session. The tablet arm swings up and Send now for complete information! 
locks into position at a scientifically determined 
height for effortless writing or may be swung down 
alongside the chair when not required. The 
Commuter is also available without the tablet arm 
for instantly available seating requirements. Both 
chairs are guaranteed for 10 years! NAME 


CLARIN MANUFACTURING COMPANY 
Dept. 33, 4640 West Harrison St., Chicago 44 


Please send me full information on the new Clarin Commuter 
auxiliary office chairs and the name of your representative. 


COMPANY 


CLARIN MANUFACTURING COMPANY ADDRESS 
4640 West Harrison St., Chicago 44 CITY 











OA Publisher Goes 
To Washington 


@ The publisher of this journal and 999 others were invited 
to attend a meeting to be known as the President’s Conference 
of Technologic and Distribution Research for the benefit of 
Small Business. I accepted although the dates, September 23 
to 25, were too close to those of the NSOEA convention for 
my convenience or desire. On Sunday, September 22, I em- 
barked for Washington. 

My interest stemmed from one important fact; all distribu- 
tors in our field and nearly all the manufacturers are small 
business. Among manufacturers in attendance who now are in 
this convention were Raphael Blessinger, Jasper Desk Co., 
and president Wood Office Furniture Institute; Robert Spel- 
man, WOFI executive director; L. W. Evans, Evans Specialty 
Company, Inc., and Bruce Adams, Pelouze Manufacturing Co. 


President Given Ovation 

The program was opened by President Dwight Eisenhower 
who was given a great ovation upon his arrival. He bid the 
visitors welcome and commented on their interest in making 
the trip to Washington at their own expense to help work out 
solutions to common problems. He said we must make certain 
that the returns of our great economy be widely shared. 

He quoted Secretary of Defense Wilson as saying that when 

both large and small business could bid on defense contracts 
the latter was low two times out of three. 
. Secretary of Commerce Sinclair Weeks presented an ad- 
dress appropriate to the occasion on the Commerce Depart- 
ment and small business. The principal business of his depart- 
ment he said is to help business; it helps small business to 
help itself. He stated that the annual gain of approximately 
50,000 new businesses net in recent years is seed corn which 
aerates the economy. The department he said is a great collec- 
tor of statistics for business. 

The administrator of the Small Business Administration, 
Wendell Barnes, stated that America’s economy has placed its 
people on the highest plateau in history. As factors he cited 
technology, perseverance, natural assets, ingenuity and the 
competitive free enterprise system. 


Tells Need of Research 


Research he named as the biggest business in America and 
called it an absolute must for small business. He went on to 
tell of many and various types of services performed for busi- 
ness by the Small Business Bureau. 

J. Wilson Newman, president of Dun-Bradstreet, remarked 
that opportunities for small business are many but they are 
not served on a silver platter; they require risk, know how, 
persistance and willingness to serve. 

He said there were 4,000,000 small businesses in the United 
States and one enterprise for every 43 persons; that a recent 
study showed that 81% had made progress over a certain 
period and that 19% had remained as they were or dropped 
backward. Of all asked in a recent survey if they would sell 
if offered what they considered their businesses worth he re- 
ported that more than 80% answered no. 

Most of the addresses on a long program were made by 
small manufacturers, retailers, educators, publishers, advertis- 
ing agency men and operators of service businesses. Some 
spoke on different phases of research, planning and merchan- 
dising, others presenting case histories of profitable results 
from applied research at manufacturer and retailer levels. 

Among sources for information and assistance mentioned 
were the census bureau, trade associations, local chambers 
of commerce, the Chamber of Commerce of the United States, 
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By JOHN GILBERT 
Publisher, Office Appliances 


universities and the business press. Universities referred to in 
case histories were Ohio State, University of North Carolina 
and Indiana State. 

References to valuable services developed and maintained at 
great expense by business journals were in line with OFFICE 
APPLIANCES’ practices. To mention a few of our services 
more recently inaugurated are (1) “Profile of a Dealer” as- 
sembling for the first time extensive and most useful informa- 
tion about retailers of articles for office use; (2) our recent 
price study published a few months ago as “Your Best Buy; 
Office Machines” which resulted in long distance telephone 
orders for reprints from leading manufacturers in the industry 
as well as orders from distributors; and (3) a two-year census 
study financed by OFFICE APPLIANCES soon to be pub- 
lished which will show buying potentials on a national scale, 
provide accurate scientific basis for setting sales quotas and in 
other ways be a great boon toward solving merchandising 
problems. 

The conference proceeded on a solid schedule for three days 
with no time out for entertainment. Interest remained keen 
throughout. Because of the success of this initial venture the 
thought of something more permanent was suggested, perhap: 
with area conferences. 























Walker Opens Firm in Des Moines 

D. E. Walker has opened the Office Machine Center in Des 
Moines, lowa, at 612 Grand Ave. He will deal in office equip- 
ment and supplies, including Ditto products. Mr. Walker) 
formerly was branch manager for Ditto in Des Moines for ‘the 
past 10 years.—AL 





A Florida dealer, Bill Stewart, Bradentown, Fla., finds tha 
pictures of current and local events, displayed in a glassed-in 
showcase just outside the store door, beguiles passers-by and 
makes his place of business a conversation piece in the areas 
Events pictured may be local happenings of a news or social 
nature, taken by an area photographer who changes the pic 
tures every day at pennies-cost, since the display serves also té 
highlight his photographic services.—HJM 
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Liberator 75 


Automatic feed * Hand brush 
inking * Post card to legal size 
$99.50 Tax and counter extra 


Bulletins, office forms, direct mail, 
house organs, catalogs . . . there is 
no limit to the versatility of precision- 
built Speed-O-Print stencil duplicators. 
Anyone can produce sharp, clear, 
professional-quality copies—from ten 
to ten thousand, and in color, if 
desired—quickly and economically. 


SPEED-O-PRINT STENCIL DUPLICATORS 


7] od 1 1 © el oe Old COSTS 


Simplicity of operation, dependable 

performance, sturdy construction, 
long life . . . these are some of the 
extra-value factors that have made 
Speed-0-Print known the world over 
as “The World’s Finest Duplicators 
at the World’s Lowest Prices.” 







Send today for 
ILLUSTRATED CATALOG 
describing the complete Speed-0-Print 

line of stencil duplicators 
and accessories. 


Feature-packed Post Card-Menu 


Duplicator . . . $44.50 plus tax 
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Speed - O-Catinet 


Duplicator base and handy util- 
ity cabinet. Top provides over 
5 sq. ft. of working surface... 

$77.50 


DeLuxe Scopre 


Illuminated drawing 
board for hand work on 
stencils. Adjustable to 
any position . . . $49.50 


CUT 


Fite Catinet 


Accommodates 400 sten- 
cils or offset plates. Max- 
imum protection, easy 
storage .. . $49.50 

























Liberator 100 


Automatic roller release * Any 
weight paper to post card stock 
Automatic brush inking...$149.50 
Tax and counter extra 





Litervator 200 


Electric operation 
Closed cylinder * Two 
speeds * Up to 6000 
copies per hour * Auto- 
matic brush inking .. , 
$399.50 Tax and counter 
extra 





iterator 200 


5000 copies per hour * Hairline 
registration * Perfect for multi- 
ple color work . . . $199.50 Tax 
and counter extra 
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1801 W. Larchmont Ave 


in Canada 


Chicago 13, Ill 


SPEED-O-PRINT (CANADA) LTD. 


641 CRAIG ST WEST 
MONTREAL, QUE., CANADA 
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Write keeps in step with dealers’ needs 


Ever feel you’re getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
- «+ and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 
good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 
typewriter ribbons, Typ-Rol type cleaner . .. try our service 
to dealers ... and see how we earn our good will. 


write Ask us today for full information 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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industry Meetings 





Marking Device Group 
Meets in New Orleans 


The Marking Device Association, meeting for the 43rd an- 
nual convention in New Orleans, named Henry A. Sleeper, 
Sleeper Stamp & Stationery Co., Sacramento, Calif., as chair- 
man of the board, with Paul E. Heidemann, Hans H. Hellesoe, 
Chicago, as president. The group met September 17 through 
20. 

C. Albert Kuper, J. F. W. Dorman Co., Baltimore, Md., is 
the new vice-president, with Don E. Forrester, Acme Marking 


co; 
we 
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H. A. Sleeper P. E. Heidemann C. A. Kuper 


Equipment Co., Detroit, continuing as treasurer. Elmer F. 
Way is secretary and general manager. 

The group will meet in Chicago at the Sheraton Hotel in 
1958 on September 23, 24, 25 and 26. The meeting in 1959 is 
slated for San Francisco, in New York in 1960, in Chicago in 
1961 and in the Province of Quebec in 1962. 

The sessions got underway on September 19, with the call 
to order by President Henry A. Sleeper. Regular reports fol 
lowed and the entire group enjoyed luncheon and color movies 
of the New Orleans Mardi Gras. 

In the afternoon the group heard committee reports. On 





E. F. Way D. E. Forrester 


Friday there were more reports and in the morning the mem- 
bers heard J. P. Crow, Sachs-Lawlor Co., Denver, Colo., dis- 
cuss “Shrinking Profit Margins.” 

Mr. Sleeper was the luncheon speaker on Friday, and fol- 
lowing that, more committee reports were offered and the 
group adjourned. 

In his address to the group, Mr. Way pointed out that ac- 
cording to the U. S. Bureau of Census, the marking device in- 
dustry is now a $50 million industry employing 5,654 persons 
He also discussed the business picture and the relationship of 
inflation, what is happening in government contract work, and 
management-labor relations. 

A special program for ladies attending, including a sight- 
seeing bus tour and a get-together program, was scheduled 
along with the regular convention activities. 


East Coast Regional OMDA Meet Planned 


The second east coast regional association meeting of the 
Office Machine Dealers Association will be held on Thurs 
day, October 31, at the Coliseum in New York City in con- 
junction with the National Business Show. The meeting will 
Start at 9:00 A.M. and last until 4:00 P.M. 
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Western Area Conference, 
Exhibit Set November 1, 2 


The most pretentious NOFA Area Conference yet pro- 
grammed is to be staged by the Southern California Area in 
the Beverly Hilton Hotel, Los Angeles, on November | and 2. 

The theme of the conference will be “The Ethics of the 
Office Furniture Industry”. This theme will be pursued at a 
panel discussion at 9:30 A.M. meeting on Friday, when four 
manufacturers and four dealers discuss it. A further explora- 
tion of ethics will be at a Saturday panel at 2:00 P.M. when 
the subject, “The Ethics of Selling Office Furniture”, is dis- 
cussed. This second panel will be comprised of five prominent 
industrial purchasing agents and five NOFA dealer members. 

The luncheon speaker on Friday, Richard A. Nelson of 
Nelson Thomas in San Diego, will have more to say about 
ethics, but from the general business standpoint and how it 
relates to the industry. 

[The program schedules a joint men’s and women’s luncheon 
on Saturday with a speaker who will be just as interesting to 
the ladies as he is to the men. Ralph Noble, a color stylist of 
Chatham’s of Denver, will talk on colors and their influence. 

The conference’s social activities have been well planned 
with the hope of having more NOFA ladies participate in 
these conferences with their husbands. The Saturday lunch- 
eon will, therefore, provide a speaker who will interest them. 
Cocktails and dinner at 7:00 and dancing at 9:00 P.M. 

An innovation of this area conference will be the product 
exhibits giving dealers from California, Arizona, Nevada, 
Oregon and Washington an opportunity to see and inspect 
new products first hand. 





Commercial Stationery 
Show Opens in New York 


The first annual Eastern Commercial Stationery Show is 
opening in New York City as we go to press. Continuing 
through October 26-29, the exposition is being held in the 
New York Trade Show Building. 

Committees have been functioning in many phases of the 
show. Mailing pieces have been sent to dealers and manu- 
facturers and many personal contacts have been made. 

Numerous favorable communications have been received 
from stationery dealers in various different localities through- 
out the northeastern seaboard. Members of the Metropolitan 
Travelers Club, co-sponsors of the show, who travel these 
territories, are bringing back reports of great interest in the 
show by dealers they have visited. 

Many exhibiting manufacturers are building unusual dis- 
plays to dress up their booths and thus enhance the showing 
of their newest products. 

In the meantime, the sale of booths on the second floor and 
rooms on the third floor still continues. Among the more re- 
cent exhibitors are: Lapelon Tape Co., Marnay Sales & Man- 
ufacturing Co., Enkay Products Corp., Apsco Products, Inc. 
and Weldon Roberts Rubber Co. 





Area Conference Opens November 14 


The Metropolitan New York Area Conference, November 
14-17 at Grossinger’s, N.Y., will open with luncheon Thurs- 
day and close on Sunday. 

The conference program will be conducted on Friday and 
Saturday mornings; sports and social activities will be sched- 
uled for the afternoons and evenings. 

Registrations should be sent to Registration Chairman Ber 
nard Nemlich, c/o Regan Office Furniture, 270 Madison 
Ave., New York 16, N.Y. 
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every month can be a good rack month with 


BORROUGHS 
WRAP RACKS and WRAP CHECK RACKS 





Wherever coats are hung, there’s a prospect for Borroughs Racks, whether it’s an office, school or restaurant. 
You know this fact — but how much of this market are you getting? Are you waiting for it to come to you, or 
are you going after it? If you haven't a complete showing of Borroughs Racks on your floor, order more today. 
You'll get immediate delivery. And when the racks arrive, get on the phone and invite your prospects in to see 
the finest line of racks in the land. Show them the rigid steel construction ..show them how hats rest on round 
rods and not on dusty shelves..show them the four modern colors. If your prospects want check racks, show 
them the Borroughs numbering system. Yes, every month can be a good rack month if you stock and sell 
Borroughs Racks. 


send 
for 
literature 






BORROUGHS WRAP RACKS—made in three standard units to BORROUGHS WRAP CHECK RACKS—with or without number- 
accommodate 6, 9 or 12 coats and hats. The “9 and 12 ing—made in three standard units with capacities of 12, 16 or 
coaters’’ are available in double face units..and “add-on” 20 coats and hats.. all three obtainable in double face units 
units may be added. Umbrella Holder is optional. Wall racks ..and “add-on” units may be added to any standard unit. 


are also available. Wall wrap check racks are available. 


Choice of four modern colors — Spring Green, Dark Green, Gray, and Fall Tan. 


AN 
3 | a ot ee U G * Ss MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
OF KALAMAZOO 
3004 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
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Meilink Winner 
Company Guest 
At Chicago Meet 


@ George Mazur, Admiral Desk 
Co., New York City, was the win- 
ner in the Meilink Steel Safe Co. 
“Trek or Treat” contest which en- 
titled him and Mrs. Mazur to an 
all-expenses-paid trip to _ the 
NSOEA convention in Chicago. 

Here the camera catches some of 
the highlights of the trip, which was 
the first the Mazurs have ever made 
to the convention. 





AT HIS OFFICE .. . in New York 
City where he is partner in Admiro 
Desk Co., George Mazur puts un 
finished work in desk drawer 





OF? TO GRAND CENTRAL . sta- 
tion by cab, Mazur has the best 
wishes of Dave Kohansky, Meilink 
distributor, and partner Murray Un 
ger. 





FOR THE INEVITABLE 

gag shot, Penske, Mazur and 
Akers don safari hats and beat 
the drums for their product. 





KEY MEETING at the 
convention for Mazur was the 
annual breakfast session of 
Meilink, a combination get- 
together and sales meeting. 





A CHAUFFERED . limousine 
conveys the Mazurs to the 
Conrad Hilton Hotel, scene of 
busy convention activity for 
five days. 





“THEM THAT HAS, GITS!” 

George’s winning ways 
continue with magnum of 
champagne presented by Bud 
Haskell at Haskell of Pitts- 
burgh exhibit 
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STENCILS 


insure kind of copy YOU want 






Choose your copy: sharp, medium or 
broad — they're all yours from the same 
Tempo Film Stencil. With Tempo, you'll 
prepare them as easy as typing a letter 
or bulletin. Personal selection from eight 
pastel and other colors in America’s 
highest quality provides greater visibility 
and shortens typing time. 





ASK ABOUT TEMPO PASTEL STENCILS 
MAIL COUPON TODAY FOR COMPLETE DETAILS 


ne MILO HARDING CO. 


MILO HARDING COMPANY, Dept. 7AA 
500 Monterey Pass Rd., Monterey Park, Calif. 


Please rush the checked items to me: 
( ) Booklet: Tempo Tips to Typists 
( ) Literature: All Colors Tempo Film 


~ 
| 
| 
| 
| 
! 
Stencils | 
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rf Los Angeles * Cleveland «+ Pittsburgh 
Bud San Francisco * Washington, D. C. 
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Y we NAME 
AMERICA’S MOST COMPLETE LINE FiRnm 
OF STENCIL DUPLICATING PRODUCTS 
ADDRESS . 





INKS — DUPLICATORS — STENCILS 


TEMPOSCOPES — ACCESSORIES — SUPPLIES 
CITY @ STATE 





\ 4 e “pre-sell” duplicator users on the quality and performance of 
TEMPO products by consistent advertising in important office maga- 


zines. Leads obtained through ad coupons are forwarded to local dealers. 


A few exclusive territories open. Write today for dealer proposition. 


- MILO HARDING COMPANY «+ 506 MONTEREY PASS ROAD « MONTEREY PARK, CALIFORNIA 
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Mid-Yeor . . . sales meeting of Ferber 
Corp. was held recently in Chicago at 
which time Walter G. Schoeman (stand- 
ing, fifth from right), executive vice- 
president, announced that sales of Fer 
ber pens have continued to increase. He 
told of the aggressive advertising cam- 
paign being conducted. 














Office Machine Dealers 
Convene in New York City 

The first meeting of the fall season was held by the Office 
Machine Dealers Association of New York on September 10 
at the Advertising Club of New York. 

President Sam Stein, Quality Office Machines, New York, 
introduced new members Bob Clark, Keystone Typewriter Co. 
and George Plant, Atlantic Typewriter Co., New York, as well 
as guests Al Spaide, manufacturers’ representative from Phila- 
delphia, and John Lahiff of J. E. Albright & Co., New York, 
both old friends of the Association. 

Harold Peck, Ideal Business Machines Co., New York, re- 
ported on the national convention held in Pittsburgh. In his 
words, “the convention was a complete success.” 

President Stein reminded the members about the Eastern 
Regional meeting coming up on October 31 and requested 
everyone present to try to be in attendance. He spoke as well 
about the annual dinner and dance being held November 2, 
and added that half of all the available tickets had already 
been sold. 

On hand to receive a plaque for having served as a president 
of the New York Office Machine Dealers Association in 1936 
was Peter J. Carroll. Mr. Carroll, who is now retired and liv- 
ing in Florida, expressed his gratitude at the presentation and 
the joy he felt at visiting once again with many of his old 
friends. 

Another long time friend of the group in attendance at the 
meeting was Milton M. Stevenson, formerly of Remington 
Rand, now in charge of DeJur-Amsco’s typewriter division. 

A bit of sad news was the announcement that Bill Mersinger 
of Wholesale Typewriter Co. was a patient at the Englewood 
Hospital. President Stein suggested that his many friends drop 
Bill a card at the hospital. 

Highlight of the evening was a demonstration by Messrs. 
Saul and Irving Jaffe of the Photorapid photo copy machine. 
The father and son team showed how printed material of 
many different types and colors could be reproduced quickly 
and clearly with the Photorapid machine. They announced that 
their firm, Duophoto Corp., will soon be appointing dealer- 
ships in the New York area. 

After the demonstration the members were cordially invited 
to enjoy a cocktail as a guest of Duophoto Corp. 





Chicago Machine Dealers Open Fall Season 

At the first meeting following the summer vacation period, 
the Chicago Office Machine Dealers Association registered an 
attendance of 40 at the Engineers Club on Tuesday, September 
10. As customary, a cocktail hour preceded dinner and the 
business session, which was called to order by President Chet 
Creevy. 

The speaker of the evening was Walter Lennartson, editorial 
director of OFFICE APPLIANCES. Mr. Lennartson distrib- 
uted reprints of an article titled, “Today’s Best Buy — Office 
Machines,” and suggested that dealers make profitable use of 
the sales ammunition it contains. The rest of Mr. Lennartson’s 
comments were concerned with the urgent necessity of putting 
business activity in moral line with all other aspects of life. 
He contended that such a move would prove practical as well 
as satisfying to the soul. 

Following the address a number of matters were brought 
up for attention, particularly the association annual dinner 
dance and revue, scheduled for Saturday night, October 26. 


Dealers Attend Metropolitan Travelers Meet 

The meeting of the Metropolitan Travelers Club September 
12 at the Gramercy Park Hotel, New York City, was “in- 
vaded” by several local dealers who were there as invited 
guests of the club. 

President George Nicklaus, National Blank Book Co., was 
host to Al Pickar, Acme Stationery & Printing Co., Newark, 
N. J., governor of Region 13; Carl Judkoff, Cantigny Printing 
& Stationery Corp., New York, past governor of the Region; 
Harry Sills, Commercial Stationery Co., New York, president 
of the Stationers 12:30 Club of New York; Irving O. Lasner, 
Goldsmith Bros., New York, and Henry Hirsch, Silver Sta- 
tionery Co., New York. A new member, Max Smith, Joseph 
Dixon Crucible Co., was also introduced to the members. 

President Nicklaus turned the gavel over to First Vice-presi- 
dent Emil J. Contreras, Joseph Dixon Crucible Co., who paid 
a tribute in behalf of the travelers to the club’s two past presi- 
dents. A token of appreciation was presented to Martin M. 
Moldow, Martin M. Moldow Associates, and Milton Stone, 
Stone-Newman Associates. They served as first and second 
presidents respectively of the club. 

William Lowenthal, A. W. Faber-Castell Pencil Co., re- 
ported on plans which the employment committee has for 
helping members obtain new lines whenever needed. In- 
cluded in the plans, Mr. Lowenthal said, would be a classi- 
fied notice to be placed in OFFICE APPLIANCES and 
Geyer’s Dealer Topics, to be paid for by the club in behalf 
of those representatives who desire lines. 





Wood Office Furniture Institute 
Stresses Modern Merchandising 


The Wood Office Furniture Institute’s Modern Merchan- 
dising program, aimed directly at a dynamic dealer merchan- 
dising concept, jumped off to a successful fall start September 
14 in Atlanta, Ga. 

Ivan Allen Co. was the host furniture store for the oc- 
casion and provided the dramatic display backdrop which 
gave many a furniture dealer serious pause. 

The WOFI program was designed to draw furniture deal- 
ers together from an approximate radius of 200 miles around 
the host store. 

Seventy-one .dealers gathered in Atlanta as guests of WOFI. 
First on the agenda was open house at the Ivan Allen store. 
Dealers, manufacturers’ representatives, salesmen and cus- 
tomers met and mingled in the display room. 

President of the Wood Office Furniture Institute, Raphael 
Blessinger, opened the activities with a speech on modern 
merchandising, plus an award to Hayden Jones, vice-presi- 
dent of Ivan Allen Co., for the progressive methods used by 
his company. 

Ken White of Ken White Associates, sparked audience 
enthusiasm with his talk on the “How’s of Modern Merchan- 
dising!” Get a bucket of paint and paint! he advised as he 
stressed the importance of beginning action on a thoughtful 
program. 

Hayden Jones of Ivan Allen Co., Bob Spelman and Charles 
Turcotte of WOFI all spoke of the challenges each dealer is 
now faced with and the necessity of a forthright response. 

“A spirit of dynamic co-operation is needed in our in- 
dustry”, Mr. Spelman told his audience. 
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THERE IS STILL NO BETTER QUALITY IN 
FINE OFFICE SEATING 


and John Quskin was right 
when he wrote mny years ago: 
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industry News 





New C. Howard Hunt Pen Co. 
Plant under Construction 


A new manufacturing plant for C. Howard Hunt Pen. Co. 
is now under construction at Statesville, N.C. The new plant, 
to contain approximately 75,000 square feet of floor space, 
will replace the company’s present manufacturing facilities 
at Camden, N.J. 

The Statesville plant is expected to be completed early in 
1958. It will be one story of brick construction and com- 
pletely air-conditioned. Additional acreage adjacent to the 
new plant will be available to the Company for future ex- 
pansion. 

George E. Bartol, III, president of C. Howard Hunt Pen 
Co., stated that all of Hunt Pen’s approximately 250 em- 
ployees at Camden will be afforded the opportunity to con- 
tinue their employment in the new plant area. 

To take care of employees not interested in moving south, 
the Hunt Pen management will set up facilities in Camden 
to obtain positions for them among the various industries in 
the Camden area. 

Mr. Bartol emphasized that while the company’s manufac- 
turing operations will be transferred to Statesville, Hunt Pen’s 
executive and administrative offices will remain in Camden. 

Mr. Bartol explained that management’s decision to move 
the company’s main manufacturing plant to the south was due 
to the need for additional manufacturing space to take care 
of the continuing growth of sales of the company’s line of 
Boston Pencil Sharpeners, Speedball pens and other products 
and to give Hunt Pen additional facilities for further ex- 
pansion of its present line of products and for possible diversi- 
fication of its product line in the future. 





Eisen Brothers Forms New Division 


A new division to manufacture and sell office furniture has 
been formed by Eisen Brothers, Inc., Hoboken, N.J., David 
ee a Eisen, president, has announced. 
Harvey B. Noll has been named gen- 
eral manager of the new division. 

Modular wood desks in a newly- 
designed and engineered line of mod- 
ular wood desks will be produced and 
distributed nationally by four Eisen 
Brothers factories in Hoboken, N.J.; 
Lodi, N.J.; Noblesville, Ind., and 
McGregor, Tex. 

The desks will be in the medium 
to low-price bracket and will be sold 
to office furniture dealers throughout the nation. A sales or- 
ganization is now in the process of being established by Mr. 
Noll, who will also have personal charge of sales. Present 
plans call for national distribution beginning the first of the 
year. 


— ~ ~-_— — 








Harvey B. Noll 





Herman Enters Equipment, Supply Field 


William F. Herman, P.O. Box 501, Pittsfield, Mass., an- 
nounces that he has resigned from Marsten, Inc., Pittsfield 
Office outfitters, to enter business for himself in the office 
equipment and supply field. 

His plans are to handle various office machines, especially 
duplicating devices, a standard typewriter, and supplies used 
by these machines. Later, he hopes to concentrate on other 
equipment such as desks, files and safes. 

At Marsten, Inc., Mr. Herman handled much of the buy- 
ing and served as salesman. He hopes to again be acquainted 
with the manufacturers and their representatives with whom 
he was in contact. 
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of Cramer Posture Chair Co. in offing 


New Plant. . . 


Cramer Chair Move 
Doubles Plant Space 


The manufacturing facilities of Cramer Posture Chair Co. 
will be in production at the company’s new location at Kansas 
Avenue and Adams Street, Kansas City, Kan., later this year. 
Company offices will remain at 1205 Charlotte, Kansas City, 
Mo., until about the first of the year. 

The new Cramer plant provides approximately doubled the 
square foot area of the previous buildings and includes ade- 
quate manufacturing and warehousing facilities under one 
roof. The plant is located on a six-acre tract which includes 
large railroad and truck loading docks and parking areas. 

President R. A. Cramer, in announcing the move, notes that 
the new plant will be well able to meet the increased demand 
for Cramer products and will also permit additional expan- 
sion in the future. The Cramer company has long been an im- 
portant factor in the posture chair industry and, in addition, 
manufactures other chairs for general and specialized uses, 
office machine stands, stools and Stop-Steps. 





Swingline, Inc. Announces 
Acquisition of Ace Fastener 


Swingline, Inc., manufacturer of stapling machines and 
supplies, has announced the acquisition of the Ace Fastener 
Corp. of Chicago. Both companies, recognized as leaders in 
the office stapling machine industry for more than 25 years, 
are noted in the field for their quality products and innova- 
tions. 

William Pankonin, president of Ace, announced at this 
time that he was certain he was leaving the Ace Corp. “in 
the hands of a company who in my opinion has contributed 
greatly to the general increase in the use of stapling devices 
and whose fine reputation is well known to all of you.” 

Swingline, Inc., pointed out that Ace, with a plant in Chi- 
cago, will continue to manufacture and distribute their prod- 
ucts through stationery dealers, a policy they have always 
maintained. 

Swingline, Inc., and Ace Fastener Corp., will act com- 
pletely independent of each other. 

Both firms, it was further stated, will continue the fine 
merchandising efforts for which they have been popular. The 
additional merchandising power gained through the union of 
the two companies will increase the general sales of stapling 
machines and will offer stationery dealers the most complete 
line of all types of stapling devices. 
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@ Just recently, the office supply firm of Cole, Harding, & 
James, Inc., celebrated its 27th year in business with a grand 
opening of its newly-remodeled store, located in the heart of 
the Richmond (Va.) district. 

A complete line of business furniture and stationery supplies 
set. in attractive displays, lends a bright, modern look to the 
air-conditioned display rooms and offices. 

The newly-renovated store reflects the progressive reputation 
that Cole, Harding & James, Inc., has enjoyed since its in- 
ception. 

During the height of the depression years in the 1930's, the 
firm was incorporated in a small, one-story building with H. L. 
Spence as its first president, although he was not actively en- 
gaged in the business. The active personnel consisted of B. V. 
Cole, A. P. Harding and R. A. James, along with one porter. 


Moved in 1933 


In 1933, the company moved to its present location. The 
new store, which has four floors including two usable base- 
ments, was indeed a big step up from the shallow first floor 
and basement of the old location. 

The front of the store and the entire first floor was re 
modeled in 1937. This was the first use of a modern store front 
in the financial and business district of Richmond. 

The business continued to grow each year, which necessi- 
tated acquiring a furniture warehouse and two trucks. The 
personnel has also grown and now numbers 25 


Utilize New Ideas 

During the last few years, Cole, Harding & James, like 
many progressive retailers, became aware of the changes that 
were being made over the country in the methods of display- 
ing furniture and stationery. Obtaining some ideas from the 
NSOEA displays in Chicago, and working with The General 
Fireproofing Co., the firm made plans for redecorating the en- 
tire store. 

As a result, Cole, Harding & James, Inc., is now the most 
prominent office supply house in the Richmond area. 

Of the original four members who founded the corporation, 
only two remain: R. A. James and B. V. Cole, who are presi- 
dent and treasurer, respectively. Other officers are Bryan O. 
Bartlett, Jr., vice president and C. W. Wilkinson, sales man- 
ager. 
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In 1937 .. . the first floor of 
Cole, Harding & James, Inc., Rich- 
mond, Va., as it appeared before 
recent remodeling 


bel 


Richmond, Va. 
Firm Gains 
Modern Look 


Now . . * 





Front View . . . of first floor showing stationery supplies dis- 


play. 





Private Office Display . . . showing Mode-Maker desk by The 
General Fireproofing Co. and console unit, Goodform chairs 
and institutional furniture. 
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Executive Guest Chair 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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Haffa Announces New 
Vail Sales Policies 


Vail Manufacturing Co., manufacturers of paper fastening 
devices, will sharply expand its field sales organization, accord- 
ing to an announcement by Titus Haffa, president. 

“Starting immediately, Vail will pro- 
vide national sales coverage of both 
the retail and wholesale commercial 
stationery trade through regional rep- 
resentatives,” said Mr. Haffa. 

“Appointment of representatives in 
most areas has been completed and we 
expect through this organization to ma- 
terially increase Vail service to dealers.” 

Mr. Haffa also announced that all 
products in the Vail line for commer- 
cial stationers will henceforth carry the 
brand name “Monarch”. Other brand names, such as “Victor” 
and “Thor” which have been promoted by Vail in the past, 
will be dropped. 

Mr. Haffa pointed out that this consolidation of all prod- 
ucts under a single brand name was necessitated by Vail 
advertising plans. “Since we are planning to embark on a 
broad program of national consumer advertising, it becomes 
important to establish brand recognition and consumer demand 
for the “Monarch” name to support our dealer merchandising 
activities.” 

Vail has also begun to redesign completely all packaging 
to emphasize the Monarch name on all products sold through 
commercial stationers. 

Although Mr. Haffa controls many successful enterprises, 
such as the Dormeyer Corp., Webcor, Inc., The Haber Corp., 
and others, he said, “During the foreseeable future, my special 
‘pet project’ will be the healthy growth of Vail and the Mon- 
arch line of products. 

To implement this, Mr. Haffa has appointed E. J. Ryan, 
his top industrial relations expert, as executive vice-president 
of Vail, and Jack Baitman, of the Dormeyer Corp., as secre- 
tary-treasurer. 





Titus Ha 


New Booklet Now Available on 
Friden IDP Products in Action 

“Friden IDP Products in Action” is the title of a new 
booklet issued by Friden Calculating Machine Co., Inc., | 
Leighton Ave., Rochester 2, N. 
Y. This volume, available up 
on request to the company at 
the Rochester address, is filled 
with integrated data process- 
ing applications involving not 
only the Friden Flexowriter 
automatic writing machine but 
many other tape-operated ma- 
* chines. 
<— Such functions as order in- 
eacsucrs voice writing, purchase order 
pe er writing and accounts payable 

are all illustrated with easy-to- 

read, full page flow charts and 


concise descriptions. 
sasieredienhnemetionieiaisial The booklet will introduce 
its readers to office procedures 


which are being used successfully to solve many problems 
in paper work processing. 











Doro Warehouses in Florida 

Doro Manufacturing Co., Chicago manufacturer of popular- 
priced wood desks, tables, bookcases, costumers and modular 
furniture, is now warehousing its full line at the United Fur- 
niture Wholesalers, 535 NW. 24th St., Miami, Fla., where 
items will hereafter be available for immediate delivery. Mac 
Weiner will be in charge of this service, which is in addition 
to that offered in Chicago. 


William H. Glenn, Jr., Named 
President of ivan Allen Co. 

Ivan Allen, Sr., chairman of the board of Ivan Allen Com- 
panies, has announced the election of William H. Glenn, Jr. 
as president of Ivan Allen Co. of Atlanta, Ga., succeeding 
Ivan Allen, Jr., who was elected vice-chairman of the board. 

Mr. Allen, Sr. stated that this was a continuation of the 
company’s policy to expand its activities and position through 
the development of additional young and able management, 
and that the development of this plan had been in process 
over the last year. 

Hayden C. Jones was elected executive vice-president and 
William D. Harris, vice-president and general sales manager. 

The other officers were re-elected as follows: J. C. Williams, 
vice-president; John Carnes, vice-president, and William F. 
Floyd, secretary and treasurer. 





W. D. Harris 


W. H. Glenn Hayden Jones 


Mr. Glenn, who has served as vice-president of the com- 
pany for the past six years, is a native Atlantan who graduated 
from Georgia Tech in 1935. Mr. Glenn has been extremely 
active in civic and business affairs of the city for a long time. 

Mr. Allen, Sr. stated that the fiscal year ending June 30, 
1957, was the finest year in the history of the 57-year-old com- 
pany. He released sales figures showing that net sales of Ivan 
Allen Co., exclusive of inter-store transactions, have reached 
a total of $5,149,426, which was an increase of 17.43% over 
1956 which was the previous largest year of this company. 

In appraising the future business conditions and growth of 
the company, Mr. Allen stated that he hoped his organization 
could continue to expand with the ever-increasing industrial 
South. 





Davidson Employees Present Plaque 

A plaque in memory of the late William Ward Davidson, 
inventor of the Davidson Dual-Lith machine, has been pre- 
sented to Davidson Corp., Brooklyn, 
by friends and associates. Davidson 
Corp. is a subsidiary of Mergenthaler 
Linotype Co. 

The plaque, which was accepted by 
the late inventor’s son, William Ward 
Davidson, Jr., executive vice-president 
of Davidson Corp., has been mounted 
in the reception room of the com 
pany’s Brooklyn headquarters. Em- 
ployees also presented a handsomely 
bound keepsake book to the in- 
ventor’s widow, lauding his personal and professional achieve- 
ments. The names of the employees, inscribed in calligraphic 
style on parchment, were included in the memento. 

Following presentation ceremonies, Mr. Davidson recalled 
how his father got the idea for the unique two-cylinder 
principle of the Davidson Dual-Lith while sitting on a bench 
in Grant Park, Chicago, after earlier attempts to improve 
conventional three-cylinder machines. In tracing the develop- 
ment of the new machine, the inventor’s son referred to many 
interesting notes, sketches and records left by his father. 





W. W. Davidson 





Biloxi Firm Occupies New Premises 

Mr. & Mrs. B. L. Johnson, owners of Johnson Office Sup- 
ply Co., Biloxi, Miss., have announced a new location at 104 
W. Howard Ave. Here, the firm is handling all types of office 
supplies and equipment, as well as operating a service depart- 
ment.—EEG 
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@ The Sanford Ink Co. founded in 1857, celebrates its 100th 
anniversary this year. It is a company which, like many of 
the individuals who were great creative geniuses of all time, 
did its greatest work in its later years. But, unlike the elderly 
men who accomplished great things in later life, the Sanford 
Ink Co. made what are perhaps its greatest contributions to 
the stationery field when the company was old and the men 
were young. 

Charles W. Lofgren, took the helm as president on Decem- 
ber 19, 1949, when H. T. Griswold resigned to become chair- 
man of the executive committee. Almost immediately, the 
twinkle in his eye waxed brighter, and his boundless energy 
began to churn things up in the stationery field. 

Among the first things to happen was the introduction of a 
%-ounce bottle of ink. The only bottle, according to Mr. 
Lofgren, that contains only the amount of ink the average 
fountain pen user can keep fresh. 

Side by side with the introduction of the %4-ounce bottle, 
Mr. Lofgren initiated the philosophy of turnover as being 
more important to the stationery trade than the old-fashioned 
idea of trading up. He crusaded from coast to coast, in person, 
and with advertising communications, pointing out that the %4- 
ounce bottle brought the average fountain pen owner into the 
store six times for ink, instead of once or twice per year. 

At the moment when the twinkle was exceedingly bright, he 
blazoned over the pages of stationery publications the slogan: 
“Nine Delicious Colors.” “There’s a statement a young man 
would make” says Mr. Lofgren, “It takes young men to make 
a business old”. 


Average Age Is Now 4! 


Today, the average age of the Sanford sales organization is 
41. Even among department heads the average age is only 43. 
Incidentally, every department head doubles in brass. All are 
able to pinch-hit in other departments, and hence are able to 
understand inter-departmental problems. 

“Improve” . . . “Modernize” . are two words almost con- 
stantly present in all management conferences at the Sanford 
Ink Co. In addition to modern package improvements and 
modern product improvements, “Chuck” Lofgren has long 
contended “Let’s raise the office standard of living”. In the 
new stationery trade catalog shortly to be released, he says: 

“It’s 2. grand thing today that we have coffee breaks and 
clam bakes. They take away that feeling of tenseness that 
comes from prolonged application to one task. 

“But, let’s not stop at making things more pleasant when we 
stop work. Let’s do the things that make work more pleasant. 

“Everyone works better—feels better when office aids are 
tops! 

“Why not decorate your office with happy colors! Com- 
fortable chairs can be important—typewriters that don’t show 
their age any more than the girls who use them. Office forms 
and ink are available in exciting and interesting colors. Why 
not spend a few cents more for noiseless foam rubber stamp 
pads! 

Applying his theory of raising the standard of business liv 
ing to his own organization, another Lofgrenism is: “There are 
two types of people in the world—those who turn off electric 
lights to save a penny, and those who turn them on as an in- 
spiration for better work”. 

Sanford policy for its own sales organization is “Don’t see 
how much you can save; see how much you can spend—pro- 
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lt Takes Young Men to Make 
A Business Old’ Says President 
Of 100-Year-Old Sanford Ink 














C. W. LOFGREN 


President, Sanford Ink Co. 


vided you accomplish more by spending”. 

“We feel proud of our 100th anniversary”, said the Sanford 
chief executive, “But we feel much more proud of a statement 
made to some of our executives not long ago, when the vice- 
president of a large bank said: 

“The Sanford Ink Co., in my opinion, has such an advanced 
budgeting and planning system that few of the largest com- 
panies—even doing $40 million to $50 million business a year 

have so well developed a plan”. 


Founded in 1857 

It was just 100 years ago, in 1857, that Professor Frederick 
W. Redington, Latin and Greek master, began to look for an 
occupation bringing a better income with which to support his 
wife and five children. He was then teaching in Fredonia, 
N.Y. He knew two men in Worcester, Mass., who had been 
making a superior writing ink for some years which had en- 
joyed a successful sale in the eastern states. These men were 
brothers called Sanford. 

In 1857, the professor bought the business from the Sanford 
brothers. 

For nine years the professor-turned-businessman continued 
to work out of Worcester, then the lure of greater markets 
moved him to change his base of operation to Chicago. In 
1866, the firm was located on Fulton St., near Halsted, in an 
area that is now just northwest of Chicago’s Loop. From time 
to time he brought out new items, among the most widely 
known being library paste which was put up in a water-well 
jar, a product familiar in almost every country in the world. 

W. H. Redington, son of the founder, bought out his father’s 
interest in 1876. The original Chicago factory, spared from 
the ravages of the Chicago fire of 1871, was completely de- 
stroyed by a blaze in 1899, and the younger Mr. Redington 
resolved to erect a plant that would not burn. The new build- 
ing, at Congress and Peoria Sts., was completed early in 1900, 
the first factory building in Chicago made entirely of steel and 
concrete. 


Forced to Move Again 
For 47 years the company prospered in this building. When 
the Congress Street Parkway was planned, it was discovered 
that this new highway, running directly west from the heart 
of the city, would pass right through the Sanford factory. 
So, another move was made, this time to suburban Bell- 
wood, where a modern one-story plant was built in 1947. This 
is the present factory and home office of the Sanford Ink Co. 
The main products of the company are writing inks, paste, 
mucilage, stamp pads and tempera colors. In addition to the 
pastes and mucilages, the firm makes a variety of other ad 
hesives as well as a line of marking inks. The name “Sanford” 
is known and respected throughout this country and in many 
other lands where the company has found ready markets for 
its products. 
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holds tight longer. You use less tape... exclusive, eliminates. tape waste Brand has 10 times greater holding 
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Brand tape unwind without breaking. you tape that’s fresh when you buy it mal conditions with “Scotcn” Brand. 
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LOWEST TAPE PRICES IN HISTORY are now in effect—your opportunity to enjoy famous “Scotcn’”’ Brand 
quality at dollar-saving prices! 


M4 . ‘Co ” a . s r 
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Friends tell friends about attractive VALCO 
office accessories. They’re sturdily con- 
structed of beautiful spun aluminum... 
easy to care for and clean and built to last 
forever! The name VALCO on guest acces- 
sories is proof of superiority throughout 
the nation. Business men who want the 


best buy VALCO! 














AVAILABLE 
AT NO COST 


Write today for the com- 
plete folder that contains 
all specifications and price 
data of the complete VALCO 
+ Line. It's designed to fit a 
< yg standard file and includes 
aa separate reproductions of 
No. 17-C Monarch Cos 
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conventional 
duplicating products 
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among the 
world's finest 
duplicating products: 


Flagship patented metallic 
back carbon paper 


Flagship carbon paper ribbons 


Offset ribbons 
Tabulating ribbons 


Addressograph ribbons 
Diazo ribbons 
Hotel Register carbons 


Artist transfer carbons 
School packs 
Carbon binders 
Spirit carbons 


Stencils 
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are you ready to fill the 
NEW NEEDS 
of today’s customers? 


Revolutionary changes and improvements in typewriters and 
duplicating machines now call for the carbon, ribbon and duplicating 





supplies that provide reliably good results with these new machines. 


To meet more fully all of today’s requirements Allied research 
has developed a whole new concept in specialized products. 


Take, for instance, one example: 


a new process in stencils 


“Easy Read” is the nickname of 
our new Flagship stencil. It was 
earned by its unlimited visibility! 
Our new processed coating is so 
perfectly balanced in sensitivity 
for use on electric, standard and 
noiseless typewriters that even 
non-experts turn out uniformly 
fine impressions on every kind of 
stencil machine. It is available in 
standard colors—with or without 
film. 


Compare the cut-out and stretch- 
resistant, long run performance 
of the Flagship stencil and you too 
will standardize on Flagship as 
your finest stencil. 


Let the Allied man* show you one 
or more of these newest develop- 
ments, which you can add to your 
current line, to fill the needs of 
your most important customers 
today — and you'll begin to get 
acquainted with the value of an 
Allied franchise. 





* P.S. Or we'll be glad to send you details by mail. Just write to Dept. B4. 


A LL. 2 EE © carson ano pigeon MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 
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@ The Denver-Chicago Trucking Co. in 25 years has grown 
from a single truck operation in 1932 to a firm whose 1,500 
units move five million pounds of freight every day over 7,600 
miles of routing. 

D-C, as it is popularly known, has more than 2,000 em- 
ployees, 15 terminals at strategic intervals in key cities 
throughout the nation, and an annual gross revenue of over 
$30,000,000. 

In line with D-C’s progressive thinking is the recent acquire- 
ment of a new $1,500,000 streamlined structure of glass and 
steel on the outskirts of Denver to house its headquarters. 


Faced Real Problem 


In the new buildings, offices had to be planned and parti- 
tions constructed. And here management seemed to face a real 
problem. In a company that was growing as fast as D-C, how 
could stationary office partitions do the job? The functional 
plan for the present might well be outmoded in a very short 
time. And perennial remodeling could be perilously costly. 

Management dug into the problem and came up with the 
right answer from Lester Barber, purchasing agent of D-C 
and A. A. Loveless and J. S. MacGruder, president and vice- 
president respectively, of L. & L. Furniture, Inc. of Den- 
ver. Loveless and MacGruder suggested Port-a-Wall, designed 
and engineered by Hemisphere Steel Products Corp. of Brook- 
lyn, N.Y. as the ideal solution to the problem 


Offer Maximum Flexibility 


They pointed out that Port-a-Wall offered D-C maximum 
flexibility in office planning, since it was available in five 
standard stock heights, with all parts completely interchange- 
able for future additions or changes, and could easily be dis- 
mantled, rearranged or stored. Thus D-C, at any time, could 
rearrange, enlarge or subdivide their offices without work in- 
terruption. With Port-a-Wall, there would be no need for 
costly alterations in air-conditioning, lighting or heating equip- 
ment. 

This kind of thinking made sense to D-C, so Loveless and 
MacGruder were given the go-ahead. Installation was rapid. 
The entire job was accomplished in less than two months. 
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Planning Huddle 
installation for 
Trucking Co. is con- 
ducted by (left to right) Lester 
Barbery, purchasing agent of Den 


president, both 
Denver 


over P yrt- 
Denver 





S. MacGruder, 


vice-president, and A. A. Loveless, ' 
of L & L Furni- 


Port-a-Wall Solves Problem 
For Denver Trucking Lines | 


GS a 

Here Is the perfect example of how Port-a-Wall offers 
maximum privacy to workers and maximum observation to the 
supervisor, who is easily able to observe entire office operation 
from his desk. 














Loveless and - MacGruder designed the offices so thé 
more private units could be added any time to the generd 
work area. By extending existing partitions, this entire section 
could be easily subdivided into private offices. 
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HANG UP FEATURES 
NO SHARP EDGES 
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about the more than 400 Lit-Ning products. Please 
send your new catalog and discount schedule. 


LIT-NING PRODUCTS CO. Sales Office P.O. Box 142 
Culver City, California 

















Firm Name 
the! Address 
oa LIT-NING PRODUCTS COMPANY city cA state 
| SALES OFFICE: 3907 Duquesne Avenue, Culver City, California sty Meme 


FACTORIES : Fresno, California » Fremont, Ohio 
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Haskell of Pittsburgh 
Starts on New Plant 


Haskell of Pittsburgh, pioneers in the budget field of steel 
office furniture, broke ground last month in the East Oakmont 
district of Pittsburgh for its new factory and executive offices. 

The announcement was made by S. K. (Bud) Haskell, found- 
er of the firm, and also be F. W. Okie, president of the Bes- 
semer & Lake Erie Railroad of Pittsburgh. The new Haskell 
plant will be the first firm to locate in the railroad’s new East 
Oakmont Industrial Development Area which includes es- 
sential freight siding facilities. 

A 19-acre site was selected for the new plant which is to 
occupy 73,000 square feet in a single-story building to be ready 
for production by May 1, 1958. 

Observing its 10th anniversary this year, Haskell of Pitts- 
burgh recalls its early beginnings in 1947 — a 6,000 square 
foot machine shop in which it manufactured the well-known 
Work-Flow drafting desk. Since then, it has developed a 
nationally known line of budget steel desks, office tables, cabi- 
nets and steel accessories. With ample space for further ex- 
pansion and growth, the company’s plan allows for many 
new products — some already on the firm’s drawing boards 
and others in the exploration stage. 

Many interested state, county and municipal officials as well 
as representatives of the public utilities, the press and suppliers 
attended the ground-breaking ceremony which was followed 
by a luncheon at the Oakmont Country Club hosted by the 
Bessemer & Lake Erie Railroad 


Marchant Begins Factory Move 

The initial move into the new world headquarters and main 
factory of Marchant Calculators, Inc. was completed Septem- 
ber 3, when the company’s assembly division commenced op- 
erations in the factory section of the building 

The new Marchant plant, full occupancy of which must 
await completion of construction in mid-1958, is on a site 
bounded by San Pablo Ave., 67th St., in Oakland, Folger 
Ave. in Berkeley, and a Southern Pacific right-of-way on the 
west. 

Initial occupancy of the building was unusual in that the 
second floor of the factory section became the first scene of 
operations in Marchant’s new home. The move was required 
because the assembly division plant was on part of the build- 
ing site. 

The old structure was removed to permit extension of the 
new building to its full depth. 

Marchant’s assembly division is now in only a portion of 
its permanent quarters on the second floor of the factory sec- 
tion. The plant, stretching approximately 800 feet east to west 
and a full block north and south, remains to be completed 
to the full extent of the factory section. 

Upon completion there will be approximately one third 
more floor space for the assembly division. The parts pro- 
duction division will occupy corresponding space on the first 
floor. 
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Ground-Breaking . . . ceremonies are held for the new plant of 
Haskell. Left to right: E. J. Smith, Bessmer & Lake Erie Rail- 
road; Edward Haskell; R. B. Hood, B. & L. E. Railroad; S. K. 
“‘Bud’’ Haskell, and Aaron Levinson 


Pen Industry Exports 
Show Big Increase 


Fountain pen manufacturers, are impressed by the dollar 
value of fountain pen exports for the first half of 1957. 

The shipments increased by more than 35% over the first 
half of 1956, according to figures just released by the Bureau 
of Census. 

Fountain pens exported from the U.S. during the first half 
of this year were valued at $4,639,308 as compared with 
$3,424,783 for the first half of 1956. 

Unitwise, 223,161 dozen fountain pens were exported for 
the first six months of this year as compared with 197,112 
dozen exported during the similar 1946 period. 

Following a similar pattern, the dollar value of exports of 
ball pens for the same months increased by 9.5% over the 
like 1956 period. 

Ball pen cartridge exports rose from $723,922 last year to 
$1,069,200 this year, and units rose from 523,196 dozen to 
813,941 dozen. 





Jon Poast Now with Toledo Concern 

Jon W. Poast has been named manager of the steel office 
equipment and systems department of Lewis Business Furni- 
ture Co., Toledo, Ohio, announced Russell N. Lewis, Sr., presi- 
dent of the firm. Mr. Poast was most recently a representative 
of Record Files, Inc., Wooster, Ohio, a line which has been 
added to the Lewis business. Earlier, he was central regional 
manager for Diebold, Inc.—AK 
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Dramatic magnificent decor in color wise sectionals. The 
world’s finest modern seating sectionals that give your seat- 
ing centers, offices, homes, everywhere . . . impressiveness, 
unlimited arrangements and functional comfort. 


You owe it to yourself to know more about this magnificent 
Series of better seating. 


On display and sale at ... America’s finest office equipment, 


stationers, department and furniture stores—or write direct. 


tr 
oe po 


we | STeDuakhor seating corp. 


(Division of Art Stee! Co., Inc.) 
170 west 233rd street, new york 63, n. y. 
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ensembliettes 








Color & Material © . 
f= Selector Guide ~~ 





attach to your letterhead 
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steeimaster seating corp. 
170 west 233rd street, new york 63, n. y. j 
OC Please send me the new Steelmaster Color | 

& Material Selector Guide. " 

C) Have representative call. | 
NAMB.....00000. grocccatecsusenthintecdennsndansminaaiadasmamalll ; 
NOs incoccvcisensieintinemaee i 
DDC laiecicianicnsininasl ZONE........ SEAT Br cnscécetcensnntiens 
Lace aananabasenanancnanunenandiemeee 
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Executive Desk Center . . . on dis 
play by the Executive Furniture 
Guild featured Mark II, latest ver 
sion of the Guild-developed Sig- 
macon (the push-botton, remote 
control panel). Seated behind his 
hand-rubbed walnut desk, without 
turning his chair, the executive 


merely touches a series of buttons 
to open and close the doors and 
draperies, dim or brighten lights 
adjust the temperature and con- 
trol the electronic equipment 


Fashions for Business 


Is Theme of Guild Show 


@ “Fashions for Business 1958”, a musical memo in four 
settings, was presented by the Executive Furniture Guild of 
America on September 11 in the Trianon Room of the Am- 
bassador Hotel, New York City. 

Staged by talented performers, the show took the form 
of a reporter seeking an interview for the purpose of writing 
a story on the trend-setting executive suite of offices. 

He was conducted from the reception room, to the secre- 
tary’s office, then to the informal conference area, and 
finally to the executive’s desk center. 

Throughout the interview, harmony was stressed through 
the unique ideas of design and color integration, with the 
ultimate goal being to eliminate tension developed in today’s 
mounting tempo of present-day living. 

“In view.of the ever-increasing tempo of the present day,” 
says George W. Reinoehl, the Guild’s executive vice-presi- 
dent and design specialist, “it's time to take a long, new look 


at executive housing conditions.” 
The average executive works in high gear the year round, 





Conference Area . ... has billiard green shadow, a soft muted 
shade, as its keynote color. This upholstery 
fabric and is repeated again in the leather upholstery of the 
open construction chairs. The warm gray of the carpet and of 
the two walls blends harmoniously and as a frame for 
the long wall. All of the furniture is from Stow 
Predictor Series. 
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An Office for the Secretary . . . has as its main interest the 
“‘work center’’, which features a single pedestal walnut desk, 
with matching side unit for electric typewriter and dictating 
machine and hanging cabinets for decorative accessories ané 

















reference books—all within easy reach of the posture swivel 
chair 
—_— 
The § 
Mr. Reinoehl points out, but generally speaking, his office} shown 
environment does not reflect his stepped-up requirements. Touch: 

What is sorely needed in the matter of executive housing§ electri: 
is more privacy, Mr. Reinoehl believes, since problems are put on 
becoming weightier and require deeper concentration of turned 
thought at all levels. The answer is the executive suite for your b 
groups of executives with inter-related responsibilities — and 
their personnel. 

He envisions the ideal executive suite as consisting of af ¢C 
small reception room to which visitors are routed from the] 
general lobby. Clustered around the reception room are small 
private offices for secretaries and beyond these the executive am 
offices with their informal conference areas and desk centers. 

Private offices can and should be smaller, Mr. Reinoehl feels, 
and there should be more of them. Many executive offices 
are much too large anyway, he thinks, and in future building, 
space will be more functional, more compact and offer better c 
possibilities from an artistic standpoint when “scaled down 
to the man.” 
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shown above, and the Swingline 66 


} Touchamatic have proved the success of 


electric stapling machines. 90% of those 


| put on 10 day free trial were never re- 


turned. The 66A Automatic will prove 
your best seller yet. 


Swingline. me. 


World's Largest Manufacturer 


of Staplers for Home and Office ; 
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Fastest, Easiest, Safest Stapler ever 
manufactured! That’s the amazing, 
new SWINGLINE 66A... the 
electric stapler that is fully auto- 
matic, that “thinks for itself”. The 
SWINGLINE 66A automatically 
staples a perfect clinch every time 
...up to 10 staples per second. 

Every type of business is a po- 
tential customer for you with 








#4 Office Stapler 


: Tot “*S0"" Pocket Stapler. 


Mi 
SY 66A 


AUTOMATIC ELECTRIC STAPLER 





SWINGLINE 66A. For this 
super-speed electric stapler makes 
all heavy collating work a breeze 
... pays for itself in labor and time 
saved. Just a simple demonstra- 
tion ...a 10 day free trial... and 
you’ve made a sale! So, call, write 
or wire SWINGLINE today and 
stock up on the revolutionary 
SWINGLINE 66A. 


LONG ISLAND CITY 1, NEW YORK 
: . ‘ . . 





227 Office Stapler 
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VERSATILITY IS THE WORDI!I 


Create your own flexible groupings. Go in, go out, make L shapes, 





and even around corners. The clean lines of the 29 Group 


are tailor-made for modern office use. You specify — we put them 


together. Craftsmanship has been our hallmark for over 
half a century. Consult your Shelbyville dealer, ree 
Visit J 
N.S. ¢ 
Conra 
Septe: 





Vy or write us direct for free Catalog Number 57. 
| ogous 
Yj) Tide (a DESK COMPANY 





_ ~ SHELBYVILLE. INDIANA NEW YORK LOS ANGELES y 
"FACTORY AND MAIN OFFICE SHOW ROOM & SALES OFFICE WAREHOUSE & SALES OFFICE Li 
fo EXPRESS 8-7136 351 EAST 61 STREET LEEKLEY & BOOZ. 903 NO. MAIN STRE if 
te ak TEL. TEMPLETON 8-3113 TEL. MADISON 6-0193 i ~~ 


FOR DEALERSHIPS IN YOUR AREA, WRITE SHELBYVILLE DESK CO. DIRECT. 
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Visit Exhibit Room 560 
N.S.O.E. A. Convention 
Conrad Hilton Hotel, Chicago 
September 28 to October 2. 
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storage 
problems "? 





CHECK THE COMPLETE LINE OF @Zgp 
STORAGE CABINETS AND SHELVING 





For increasing volume and turnover, feature York Stoc-Rite 
wardrobe and supply cabinets ... shelving .. . open and closed 
ledge type racks... counter units... and steel lockers. Stand- 
ard models or variations that can be assembled from standard 
parts will solve your customers’ storage problems. Made of 
heavy gauge steel, all Stoc-Rite equipment is designed for en- 
during performance under heavy duty usage. All models are 
available in green or gray finish ... and can be shipped either 
K. D. or assembled. 


When you sell Stoc-Rite cabinets, shelving and lockers you 
deliver the same top-flight quality for which YORK Insulated 
Files, Safes, Money Chests and Transfer Files have long been 
known. Write for literature and prices .. . today! 


ar YORK SAFE & LOCK | 2000 mulberry Rood, 5. & 


Canton 2, Ohic 


2000 Mulberry Road, S.E. * Canton 2, Ohio Please send complete sales information on: 


and Shelving Money Chests 
Safes Transter Files 
|} Steel Lockers 

Finan 


j [] Stoc-Rite Cabinets H Insulated Files 





Individual Title 
Street 








City Zone Stote 














Self-Selection 


Inaugurated at 
Thor Marsh Firm 


More Space. . 








. The Marsh Office Supply, Inc., Ypsilanti, Mich., now utilizes twice 


its former space after a thorough remodeling project. Self-selection has been intro- 
duced as a new feature of this firm, observing its 10th anniversary. 


Introduction of a self-selection system recently marked a 
highlight in ‘the 10th anniversary of the Marsh Office Supply, 
Inc., store, Ypsilanti, Mich. 

President Thor Marsh points out that the thorough remodel- 
ing project has doubled the selling space from 850 to more 
than 1,600 square feet. 

The store is new throughout with fixtures installed by the 
Bulman Co. 2 

The outside sales stock is now completely housed in the 
2,000 square-foot basement area in addition to a 5,000-square 
foot warehouse. 

The gift department on the second floor is an innovation. 
Office furniture is displayed with one grouping on the first 
floor and a display area in the basement. 

Outstanding displays in the art, engineering and office ma- 
chine departments have received highly complimentary com- 
ments. 

The gala opening found 3,000 visiting the store and receiv- 
ing coffee and doughnuts. A one and one-half hour broadcast 
direct from the store with interviews of sales personnel high- 
lighted the event. 


Colvin Heads Exporters Group 

Ernest H. Colvin, export manager of the S. E. & M. Vernon 
Company, was elected president of the American Office Supply 
Exporters Association at the organization’s fall board of di- 
rectors meeting. 

The board meeting, at which other officers were also elected, 
followed the first meeting of the association’s 1957-1958 pro- 
gram held at the Hotel New Yorker. 

Attending the meeting of the nine-man board were five 
members named at the general membership meeting. 

The five new members of the association’s board of directors 
are: Alberto L. Talero, National Blank Book Co.; Peter 
Simon, Venus Pen & Pencil Corp.; Philip Schwartz, Art Steel 
Co.; George R. Smith, Esterbrook Pen Co., and Don Abbate, 
Oxford Filing Supply Co. 

Other members of the board whose terms have another 
year to run are: Ernest H. Colvin, S. E. & M. Vernon, Inc.; 
Otto Gaffron, Eberhard Faber Pencil Co.; Tracy Higgins, 
Higgins Ink Co., Inc. and Henry Williams, R. A. Stewart & 
Co., Inc. 

Other officers elected by the board were: 

Vice president — Otto Gaffron, Eberhard Faber Pencil Co. 


Treasurer — Tracy Higgins, Higgins Ink Co., Inc. 
Executive secretary — Harold Shively, Davidson Publishing 
Co. 
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Stationery Division of Jewish 
Charities Plans Dinner 
More than 150 combined years of distinguished communal 
service and their untiring efforts in behalf of their fellow mam 
by four leaders of the stationery industry will be honored af 
the annual dinner of the Stationers Division of the Federation 
of Jewish Philanthropies, it was announced by Henry Levy, 
Silver Stationery Co., who is again chairman of the division 
This tribute will take place on Thursday evening, November 








14, in the Warburg and Sulzberger Rooms of Federation, 1 
East 59th St., Manhattan. Honored dinner guests will b€ 
Joseph Gleit, Manhattan Stationery Co.; Harry Fensterheim 
S. E. & M. Vernon, Inc.; Henry Bowman, Venus Pen & Pencil 
and George Nichlaus of Silver Stationery. 

“As Federation enters its 40th year of outstanding servic 
to all without regard to race and creed, it is most fitting thal 
we of the Stationers Division honor a group of men who wert 
active in the early days of this work,” Mr. Levy noted. “Now 
the largest local philanthropy in the world, Federation’s 1% 
health and welfare agencies will serve a record 680,000 peopl 
in the coming year and our support will be vital to eve 
agency,” he stressed. 

“I am certain,” Mr. Levy said, “that we can look forward @ 
an overflow attendance in honor of our distinguished guest 
on November 14. This is our industry’s main participation i 
the work of Federation and an outstanding dinner will meat 
that we are doing our share to meet the 1957-58 Federation 
goal of $20,900,000.” 

The committee for the annual dinner includes: Irving M 
Levy, honorary chairman; Moe Abrams, Ralph Barnett, Juliu 
Beckhard, Alfred C. Berol, Robert Blumberg, Louis M. Brown 
Joseph Burger, Joseph Cohen, E. F. Dooley, Max A. Dreyer 
Joseph Eaton, Sig Engelberg, Samuel Fingerhut, David Gabe 
Alex Gelfand, Michael Gentile, Milton Goldhair, Fannit 
Goldschlag, Reuben S. Goldsmith and G. F. Griffiths, Jr. 

Also George J. Grumbach, Henry Hirsch, Samuel Jacobs 
Clarence Judkoff, Julius M. Kahn, Nathan Klein, Benjamit 
Krauss, Irving Kremsdorf, William I. Lampel, Jacob Lands 
berg, J. S. Libien, Mortimer Libien, Jack Linsky, Williat 
Lowenthal, Frank May, Joshua Meier, Martin Moldov 
Samuel H. Moss, Arnold Neustadter, and Joseph Novick. 

Also Irving Orans, Louis Ostrove, Leonard E. Parker, Lous 
Peller, Robert Reichman, Arthur Robinson, Arthur M. Roget 
Robert B. Sainberg, Sidney Saks, Abraham Schlossberg, Her 
man Schulman, Al Seidman, Richard Shapiro, J. Howat 
Shoemaker, Jr., Jack Silver, Ben Sonnenberg, Fred Steinhilbet 
Milton Stone, David Teitelbaum, Arthur J. Trauring, Jame 
Treanor, Sol Warshaw, Joseph Wexelbaum, and Gerard D 
White. 
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vil Y L MORE COVER 
s i OU SELL MORE COVERS 
people 

every 

ard t WHEN YOU SELL 
guess *The ORIGINAL 

on i Loose-Leaf Cover with 

mess Built-in Fasteners 

srationy 

ng MI Here they are—the ‘‘cream of the crop” 

a of loose-leaf covers—DUO-TANG. These 

Why ° ° ° . ° 

al distinctive, popular creations provide a 

Gabe real combination of color and quality, 

Fannie plenty of natural consumer appeal with- 

a out premium price. 

jams With the most complete range of colors 

Lands and materials of any loose-leaf cover line, 

a DUO-TANG offers your customers a wide 

Oi ° . 

ck. selection for all their loose-leaf problems. 

Loui Simple briefs—elaborate presentations— 

. utility covers—fancy covers—catalog a 

, Her , . : 

al covers—instruction manual covers. All MFG. CO. 
hilber at down-to-earth prices. 

Jame Contact us and let us show you how this ; 
ird D ae . y A 200 South Peoria Street, Chicago 7, Illinois 

imitated but never duplicated” cover can 
. play a great part in your sales picture. 
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Miles . . . of Marney Partitioners divide 24,000 square feet of 
office floor space into workable areas at Rocketdyne, division 
of North American Aviation, Inc 


Dealer Installs Partitioners 
To Equip Rocketdyne Plant 


The Hollywood Office Appliance & Furniture Co. of Holly- 
wood, Calif., was the recipient of a sizable order of Parti- 
tioners recently in a gigantic installation at Rocketdyne, a 
division of North American Aviation, Inc. 

The nation’s leading producer of large rocket engines, 
Rocketdyne erected a huge building in Canoga Park, Calif., 
to consolidate its $60,000,000 annual purchasing activities. 
Within this new structure, almost 600 employees spend their 
working day directing purchasing, material handling and sup- 
porting activities encompassing more than 3,000 suppliers in 
34 states. 

To unsnarl the massive volume of detail work and regulate 
the consequent flow of office traffic, Rocketdyne’s purchasing 
department investigated the various partitions available and 
then selected Marnay Partitioners, the free-standing steel office 
space dividers. A master blueprint was drawn up, indicating 
specific locations for the many different departments which 
would be needed to service so huge an operation. At the same 
time, Rocketdyne executives requested that allowance be made 
for flexibility of arrangement in the private and semi-private 
enclosures to provide for expansion and additional employees. 

Although there were literally miles of Partitioners delivered 
to the building on the scheduled date, complete installation was 
achieved within a period of less than five days. When finished, 
24,000 square feet of office floor space had been divided into 
compact and efficient individual working areas. The annoyance 
of typewriter clatter and office chatter, a common offender in 
any larger office, was reduced to a minimum through the 
sound-blocking construction of Partitioners. In addition, fluted 
glass was used throughout the installation to minimize visual 
distractions. The ceiling was of acoustical material to further 
insure a low noise level. 

Lighting facilities for this mammoth office consist of flush 
mounted flourescent channels extending the full length of the 
office. These distribute a pleasant and even light from over- 
head and through the glass panels of the Partitioners. Electric- 
al lines and telephone lines run through conduit tubing sub- 
merged in the floor with outlets properly spaced. The Parti- 
tioners have special electrified posts which connect to these 
lines and provide more convenient outlets at desk height. Re- 
arrangement of the office may be undertaken at any time with 
out affecting lighting, ventilation or wiring. 





Oklahoma Firm to Have New Building 

A new building for the Oklahoma Typewriter Co., Okla- 
homa City, Okla.,will be built soon. Roy Harris, owner, says 
he will construct a large office building on the northwest 
corner of NW 13 and Robinson.—WLF 
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NOMDA's Window Trimming 


Contest Now Underway 























































NOMDA members are competing in the eighth ann 
Christmas Window Trimming Contest sponsored by the org; 
ization as a means of stimulating better windows to 
more merchandise during the gift season. 

In years past scores of excellent windows have been ente 
in this event and it is expected that this year’s contest 
bring out the largest number of entries ever. Many of the ne 
members will be competing. 

Cash prizes totaling $100 will be distributed to the winne 
with first place winning $50.00. Judging is done annually 
the leading display directors of three of the largest stores j 
the Los Angeles area. 

The simple rules governing the contest are that the winde 
must be decorated by the member or by members of his st 
and that a photograph of the display must be sent to ft 
headquarters office by January 10, 1958. 





600 Members Added to NOMDA 
Roster in Year Ending June 15 

The most successful drive for new members in the hista 
of the National Office Machine Dealers Association end 
June 15 with the addition to the rolls of 600 dealers. Th 
surpassed by more than 100 the best previous effort by 
organization. 

In this last campaign the entire country was broken do 
into small areas with a chairman over each. The many loge 
affiliated with NOMDA vied for the beautiful Liston Jacks 
Trophy, a prize that is awarded annually to the local maki 
the best showing. Scores of other awards were presented 
outstanding workers. 

“We certainly showed the folks what a little effort in f 
right direction can do,” commented D. L. Keeney, Jr., 
Dallas, Tex., under whose presidency the new members wé 
enrolled. “The fellows did an outstanding job and would 
let anything stand in the way of our success. They sho 
real true spirit and I know they can enroll even more in f 
coming year’s drive,” said Mr. Keeney. 





NOMDA Appoints Committee 
On Manufacturer Relations 

A NOMDA manufacturer relations committee for the c 
rent year has been appointed by President Harold Steinke. 

Robert Randazzo of Kansas City will act as chairman ¢ 
the group with Wilbur E. Walker of Wichita, Kan., and Edwi 
T. Feigle of Houston, Tex., serving with him. 

Mr. Randazzo is completing his third year on this com 
mittee and Mr. Walker his second. Mr. Feigle replaced Gorda 
Miller of Los Angeles and will undoubtedly serve for thre 
years. 





Victor Adding Pushes Eye Safety 

More than 39 years of metalworking without a lost eye 
the outstanding safety record of Victor Adding Machine Co. 

Victor’s achievement is credited to a combination of co 
mon-sense precautions, effective safety education and a 
management decision 16 years ago to assure the continuati 
of a perfect eye safety record by adopting a systematic 
jury prevention program. 

“Despite a record of no lost eyes for 23 years, Victor 
gan a comprehensive eye protection program in 1941. 
record was truly enviable, but our management decided 
‘insure’ the workers’ happiness against the law of averages. 

“Victor employes’ eyes have thus been fully protected 
the finest safeguards available for 16 years. In this time Vid 
people have worked over 36,600,000 man-hours—all with 
lost-sight injuries or even eye impairment,” says William 
Krienitz, manager of employe services. 
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your company is judged 


by the office you keep! 


f 


Across America, Cole Stee! Kg llipment 


the character of famous corporations, important small busine 





and thousands of distinguished professional offices. Thr 
tional design, Cole Steel furniture increases efficien: 
dignity to your office. Dollar for dollar the great: 


NTT for our latest catalog steel furniture. Creaté new look’ for r office 


Cole Steel Equipment Co., Inc. - 415 Madison Ave., New York 17, N. Y. - Canada: 329 Dufferin St Toronto, Ont ° 40) Bs i441 ° 








Modern Office 


Service Center 


Opens in El Paso 


OFFICE SERVICE CENTER 
Jack Morris and William Harrison. Complete furniture, supplies and 
equipment departments are offered. 


@ FACILITIES FOR EXCELLENT service are combined 
with beauty in the Office Service Center at 5355 El Paso 
Drive, El Paso, Texas. The modernistic new building contains 
El Paso’s only complete office service including machines, 
furniture, supplies and equipment 

Co-owned by Jack E. Morris and Wiiliam Harrison, Office 
Service Center is contained in a contemporary style L-shaped 
building, constructed of buff hueco stone with aluminum sash 
and a white marble chip roof. 

Interior of the building was designed by the B. L. Marble 
Design Center and features open partitions with unusual wall 
treatments, lofty ceiling, open tread stairway and many modern 
innovations to lend an air of spaciousness to the building. 

Open pegboard divider walls, slanted to be open in two de- 
partments, partially close off the machines department from 
the small supplies. The pegboard holds easy-to-reach small 
supplies and open bins contain one-of-a-kind pieces of office 
equipment. 

Designed to emulate the modern supermarket, the various 
departments contain self-service bins in which equipment is dis- 
played out of the containers for ready recognition. 

Modern lines of office furniture are displayed in individual 
partitioned areas. A 100 X 12-foot mezzanine displays plastic, 
wocd and metal furniture. Offices, including a beautifully de- 
signed conference room, run the length of the building beneath 
the mezzanine. 

The modern facade of glass, with the exception of a 35-foot 
brick expanse, permits immediate inspection of the store and 
its contents. Color, unusual design in fixtures and partitions and 
a lofty ceiling which takes the same slant as the roof make it a 
pleasure to shop in the new office center. 





Office Machines . . . are displayed in glass-shelved display 
cases. This area is separated from the sales area for furniture 
and supplies by free-standing partitions 
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Easy to Recognize . . . office supplies are displayed in open 
bins, emulating the modern supermarket. The lofty ceiling per- 
mits additional display space on the mezzanine. 





opened in August in El Paso, Tex. by 


+ 
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OFFICE FURNITURE . . . displayed with taste and good de 
sign. A complete office planning service is offered to the cus- 
tomer. Furniture pictured here is by Jasper Office Furniture 
Co. and the B. L. Marble Chair Co. The entire interior was 
designed by The B. L. Marble Co. design center. 
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Rich beauty that stays new-looking... 


NYGEN Tolex: vinyl upholstery 





CHAIR BY 
THE HARTER CORPORATION 
STURGIS, MICHIGAN 


Millions of readers of NEWSWEEK and BUSINESS WEEK are 
being pre-sold on the beauty, comfort and wearability of Nygen Tolex 


. .. the supported vinyl upholstery with the rich, soft “feel.” 

Be sure you have samples of Nygen Tolex to demonstrate “balanced 
stretch,” smooth tailorability, ruggedness, resistance to 

scuffs and stains, how easily it cleans, and the full line of ultra 
smart colors and patterns. Manufacturers, distributors 

and dealers write direct to: 


THE GENERAL TIRE & RUSBER COMPANY 
TEXTILEATHER DIVISION . TOLEDO 3, OHIO 






GENERAL 


PLASTICS 


The Generai Tire 
& Rubber Company 








Automation 
Takes Over in 


Stencil Manufacture 


@ Winding a stencil into your typewriter is the last opera- 
tion in a long process of producing modern duplicating ma- 
chine stencils—each step being an important part of clean, 
sharp reproduction. Basically, today’s stencil is an admix- 
ture of long grain tissue paper coated with nitro-cellulose 
dissolved in ether and alcohol. 

Each manufacturer’s formula and manufacturing process is 
similar, but the subtle differences are closely held secrets. 

This is the story of how American Stencil Manufacturing 
Co., Denver, Colo., makes “Sure-Rite” stencils, with a new, 
fully automatic process. 

“The finest thing about the new ‘automation system’ of 
making Sure-Rite stencils,’ says Mr. Aaron, president of the 
company, “is that people can’t tell there has been a change. 
The stencils are just as good, or better, than the painstaking 
hand methods which earned our firm such a fine reputation. 
Fhat indeed, is a compliment to our engineers!” 


Mechanization Proves Slow 

In the industry, mechanization has come slowly for the 
simple reason that no machines had been developed that 
could produce the high standard for quality required of good 
stencils. 

That was the case, until American Stencil decided to at- 
tempt the complicated design of an entirely new process of 
making stencils. The result is a complex of machines which 
now have doubled “Sure-Rite’s” production while maintaining 
employment for the entire group of employees used formerly 
in the laborious hand process. 


Rigid Standards Are Set 

American Stencil set rigid standards for the quality of the 
finished product they had in mind. Then, together with their 
own engineers and consulting engineers, the present system 
was designed. The result is a highly mechanized operation 
which runs at about the speed of a modern printing press. 

American Stencil’s new process takes the special coating 
formula and the paper necessary for the production of a 
good stencil, from beginning to end of its assembly .. . yet 
allows for all important personal inspection along each step 
of the process. 

The formula room is the beginning of the process. It’s run 
with the precision of a chemical plant. There, 20 different 
chemicals are blended to very close specification. The dis- 
crepancy of a thimbleful of extra fluid in 10 barrels of the 
blend can throw the entire formula off. Skilled people are 
employed to supervise this important stage of the finished 
stencil. 


Special Coating Process Used 
After a formula blend has been completed, it is sent to 
storage tanks, to await its use in the new coating machine. 
Special, strong, long-fibre paper is used for coating—paper 
that research shows holds up best under the impact of im- 
patient typewriter keys, when the stencil is cut. To get the 
accuracy demanded, the sheets of special paper are still fed, 
individually, into this machine. 
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. designed by American Stencil Mfg. Co., 
combines into one operation all the steps required to die cut, 
perforate, print and trim the heavy stencil backing paper. 


This Machine . 


The coating machine is real precision, giving a uniform 
coating over the entire surface of the paper. The coating is 
exactly uniform across the entire surface. Illustrating the 
exactness, the coating is held to one-thousandth of an inch, 
bringing the total thickness of paper and coating to .0027. 
The new machine keeps the coating within .00005 of uniform 
accuracy, or accuracy within one-fourth the thickness of a hu- 
man_ hair. 

Another point at which the new coating machine differs 
and exceeds the efficiency of other machines is in the drying 
process. Forced drying, ordinarily used, has been found to 
be hard on stencils, cutting down their resiliency and pliability, 
The “Sure-Rite” system permits normal drying, thus retain- 
ing all the benefits of the old, hand system in this regard, 
too. 

Today’s stencil must be a practically impossible combina- 
tion of pliableness and toughness. The modern stencil is not 
“cut”; it is actually “molded.” The type pushes away the 
coating so it leaves a perfect mold of itself. If the coating 
is brittle, letters “chop out.” If the coating is too hard, an 
imperfect “mold” is made; and if the coating is soft, runs 
will be short. These are the reasons why such close quality 
control must be maintained. 


Sheets Closely Inspected 

After the drying process, the first inspection occurs. Each 
sheet is carefully and individually inspected on light tables 
and interleaved, for protection along the rest of its mechanized 
journey. 

Next step in the process is that of back making. Starting 
with a roll of heavy paper, a machine then perforates the 
head, die-cuts the patented “Red Dot Seal Tab,” die-cuts the 
tops, prints the head, and cuts the width precisely as needed. 
This machine, too, accomplishes in one step what used to re 
quire several employees and machines. 

After that step is completed, the custom-designed, new col- 
lator machine takes over—collating the backs with the stencil 
and interleafer, previously inserted. It then glues the stencil to 
the back. 

Another machine now comes into action . . . printing the 
stencil with the guide lines you need in your work. It also 
puts on the “Red Dot Seal Tabs,” adds a top interleaf, places 
the top typing film in place, and attaches the film to the fa- 
mous red dots, developed for clean film removing. After finish- 
ing this step, it automatically counts 24 stencils and makes 
them ready for packing and shipping. 





Ennis Includes Order Book Reminder 

The Ennis Tag & Salesbook Co. has announced the addition 
of a “Time to Change Carbon” sheet as a new feature in all 
manifold order books. 

Hubert Marcia, vice-president and general sales manager for 
Ennis, said the sheet is being placed, at no extra cost, between 
the 25th and 26th sets of tickets to remind the user te change 
carbons and to call attention to a fresh carbon in the back of 
the book.—CAP 
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Expect to find in the Alma Director Series unparal- 
leled warmth and friendliness obtained only in the if 
use of cherry and walnut. Designed to express the 
current contemporary without sacrifice of dignity and 
function. Here the modern lightness in appearance is 


supported by extremely sturdy construction. The Di- 





rector Series will satisfy the most discriminating ex- 


the Director SPIES ecutive who treasures stability and prestige but yearns 


(SEQUENCE NO. 2) for contemporary decor. A beautiful new catalog is 


yours for the asking. 


* ALMA DESK COMPANY °* 


Manufacturers of Distinctive Wood Office Furniture 


High Point, N.C. 


NEW ITEM & NEW ACCESSORY 

IDEAS in The Alma Trend Program — 

the single source service for complete 
office interiors 





No. 1986TD or 1986TDWA 
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The older we grow, the more we know. This is not only 
true of people, but of companies, too... for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEA ER 
Yiltbong to Coast “Caititr 


Since 1896—"“The LINE that can't be matched." 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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In Other Lands 


(Continued from Page 102) 





machine which Sumner Jackson displayed. 

A new recording cash till at a very modest price was that 
by Aircraft General Supplies & Teronic, Ltd., of Hanworth, 
Middlesex. Simplicity of operation was the keynote. The user 
recorded the sale, pressed the release bar and immediately and 
automatically the cash drawer opened, the indicator bell rang, 
the sales record moved up under the window and the customer 
was issued a receipt. 

It is guaranteed against any defect in materials or work- 
manship for two years. 

e 

Dealers are doing well, I hear, with a new product of Rexel. 
This is known as the Home Office and sells particularly to 
traveling salesmen and business men of all types as well as 
busy professional people such as doctors. 

The Home Office is in a small, compact slim box, which 
slips into a man’s side pocket and holds a Speedfix cellulose 
adhesive tape, a Rexel 54 drop-action pencil, Rexel sticker and 
eraser and a miniature stapler. 

The pencil has a lead four inches in length and it is com- 
plete with a lead point trimmer. It is claimed that the pencil 
lead can be used down to the last eighth of an inch. 

° 

R. Sculthorpe & Co., Ltd., wholesale and manufacturing 
stationers of Blackfriars House, New Bridge Street, London, 
E. C. 4. are producing a new range of what is known as “de- 
signed stationery.” This range includes blotters, memo pads 
and so on and there is an illustrated list available on request. 





Olympia Builds Works in Leer; 
Richtfest Held at New Site 


* A richtfest (a feast given, according to old German custom, 
to the workmen when the framework of a building is com- 
pleted) was held at Leer, Germany, on August 21. 

This occasion marked the expansion program of the 
Olympia Works at Wilhelmshafen, Germany. 


For quite a number of years, the Olympia Works was 
obliged to look for workmen far beyond the immediate 
neighborhood of Wilhelmshafen. But also this offered no 
satisfactory solution, due to the limitation of transportation 


and distances from the main works. 

It appeared therefore advisable to follow a recommenda- 
tion of the Lower-Saxonian government to establish a branch 
plant at Leer, at a distance of about 70 kilometers from Wil 
helmshafen-Roffhausen, so as to make use of suitable labor 
available in this Eastern-Frisian district. 

Consequently, a site of 82,000 square meters was acquired 
in 1956, located on the peninsula of the Nesse river, ad 
jacent to Leer, port town on the Leda river, a county seat 
and industrial center. 

The first part of the construction work, now ready, com- 
prises part of section 1, a modern shed construction with 4 
three-story administration building and an available space of 
9,000 square meters, as well as a boiler room. 

The second part of the construction work will probably 
comprise another 8,000 square meters. 

It is expected to start production at Leer by the end of 
this year. Contemplated is the production of the flat Olympia 
portable typewriter, Model SF. The branch at Leer will 
give employment to about 800 people at the beginning. With 
the completion of additional sections of the construction work, 
this figure will increase continuously. 


— 


Dowlen Opens New Firm in Dallas 

Edward A. Dowlen has opened the Dowlen Office Supply 
& Equipment Co., with offices at 2112 McKinney Ave., Dallas, 
Dowlen was formerly associated with Standard 
Office Supply and Oak Cliff Office Supply, both of Dallas. 
—WLF 
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and Shaw-Walker’s enormous franchise is the trade’s 
most profitable. The exclusive Shaw-Walker dealer 
nel offers his customers 5000 items from one factory — 
“— matched in appearance, matched for results. 
All 5000 items are pictured, described and priced 
tl in Shaw-Walker’s 292-page Office Guide, the biggest 
‘de. order-producing Junior Salesman in the industry. 
ads All bear the best known trade-mark in office equip- 
lest ment, “Built Like a Skyscraper.” 
; Among the 5000 items in this enormous franchise 
} are many exclusive products that cannot be pur- 
; chased from anyone but the Shaw-Walker dealer. 
No Other Franchise Gives You 
om, + 
om All 9 Profit Making Features 
the (1) All 5000 items from one factory. (2) Most complete 
= franchise. (3) 292-page Office Guide to simplify selling. 
iate (4) Many exclusive fast-selling items. (5) Flow of sales 
no helps. (6) Best known trade-mark. (7) Intensive, order- 
10n producing national advertising. (8) Fourteen Panoramic 
da- Stores to help close big jobs. (9) Warehouses stra- 
nck tegically located throughout the nation. 
Wil- 
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a ) Right now there are a few cities in which we are willing to 
jard | make a change. Yours may be one of them. Write today. 
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ror AUTOMATIC saces 


STOCK AND DISPLAY 


Fauna 
NUMBER. 


-MATIC § 


America's TOP Line of ; 
Economy-Priced : 
AUTOMATIC NUMBERING MACHINES 



























NEW FROM FAYMUS—the big- 
gest values in Numbering Machines 
you’ve ever offered. Loaded with 
exclusive, costly fea- 
tures . . . precision- 
made of top-quality 
materials . . . designed 
for years of trouble- 
free service — yet 
priced within the 
reach of every store, 
office, or other busi- 
ness! 


“‘QUALITY”’ 
MODEL AC 


Out-performs machines 
costing twice as much! 
5 numbering actions: 
repeat, consecutive, 
duplicate, triplicate, 
quadruplicate. Instant clearing, 6 chrome- 
plated brass wheels, attractive Light Blue 
metal frame and plastic handle. 


LIST * 


"1S 


‘JUNIOR’? MODEL 


World's first really low-priced automatic 
numberer. 5 automatic actions with instant 
clearing. 4 wheels — numbers from 0001 
to 9999 in small space. Heavy nickelplate 
finish, Maroon plastic handle. 


List * 


$92 


FULLY GUARANTEED 
AGAINST DEFECTS IN MATERIAL 
OR WORKMANSHIP 


Two Additional Feature-Packed 
Models Available 





ORDER TODAY 
at big-profit discounts, or write for 
full details 


* Prices plus 10% Federal Excise Tax 


Fase DIVISION 


Bankers & Merchants, Inc. 


3229 N. SHEFFIELD AVE bd CHICAGO 13, iLL 
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advertising clinic 


eT 7 | by JACK BEDFORD 


advertising consultant 





'Here’s How To Keep 
Trade at Home 


@ Problem: A straight-thinking surburban office supply dealer 
has a good idea in his letter:“I’ve been figuring out how I can 
increase my sales. It seems to me that if I can get all of the 
people right in my store’s neighborhood for regular customers 
I'd be able to double my business. 

“Can you give me some ideas on an easy way to reach the 
people right in my own trading area with an advertising cam- 
paign?” 

Solution: One of the mysteries of the retail business is why 
people will pass up a store right in their own back yard and 
drive several miles to another store. Contacting people in the 
trading area makes good sales sense for an office supply deal- 
er. 

Here are some ideas that will make it easier to advertise in 
your own back yard: 


1. Reverse Telephone Directory. 

You can rent a reverse telephone directory from the tele- 
phone company that lists the names and addresses of telephone 
subscribers. Unlike regular directories, the reverse telephone 
directory lists the names house-after-house down the street. 

An office supply store can map out an area near the store it 
wants to cover. Then, check the directory for all names of 
telephone subscribers in the area and develop a good local 
trading territory mailing list. 


2. Occupant. 

By making a list of all street addresses in the area, it is pos- 
sible to reach everyone in the trade area. This is more com- 
plete than the reverse telephone directory because it includes 
telephone and non-telephone addresses. However, the use of 
“occupant” for an address lacks the personal appeal that is 
necessary for best results in a direct mail advertising campaign. 


3. Mailing List Broker. 

In larger metropolitan areas, it is possible to buy or rent 
mailing lists for specific areas of the city. Cost of these range 
from Ic to 5c per name. If the direct mailing list broker does 
not have the specific list you want, one can be developed to 
suit your needs at a fairly reasonable cost. 

Of course, it is possible to keep track of all customers stop- 
ping at your store and to build a mailing list from this. How- 
ever, this only contacts the people in your trade area who are 
customers ..... not the people who are passing right by your 
store to patronize another office supply store. 


Problem: An office supply dealer writes: “I have been using 
advertising calendars for several years. Do you think calendars 
are good advertising for an office supply business?” 

Solution: Office supply dealers are of a divided opinion on 
the use of calendars for their advertising. Here are some of the 
advantages and disadvantages of using calendars in your ad- 
vertising for your consideration: 

ADVANTAGES 
1. Universal Acceptance. 


Everyone needs and uses a calendar and it provides an easy 
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For all their quality, these 
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per year of use. 


makes it easy to match present 
nt or 


COMFORT 


specifications. 


tures* assure the DAY-LONG 
es for mo 


ADJUSTMENTS for any user, with 
op ona r m4 eeee 


TENANCE EXPENSE. These Cramer 
ne Ss are easy to sell, 





DAY-LONG 


and removable up- 


INC. 


6, Missouri 


CRAMER POSTURE CHAIR CO., 


Dept. OA-117,1205 Charlotte, Kansas Ci 
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Model No. 523 
Arm Revolving Chair 


Model No. 521 
Arm Chair 


FASHIONED 
COMFORT 


Brings Customers Back 
Again and Again 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 


Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch ball bearing casters, add to 
the life of the chair, and to the comfort of your customers. 

Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford .. . Gregson’s Arm 
Swivel Chair and Companion Arm Chair. . . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 

















GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 


144 














way to carry the advertising message of your office supply 
business. 


2. Year-long Advertising. 

A radio message lasts a brief instance, a newspaper adver- 
tisement is forgotten the next day. A calendar, however, is 
used for a complete year—365 days of advertising with a 
single placement. 

3. Cost Is Small. 

The cost for each calendar is small and when this is reduced 
to each advertising message delivered the cost is exceptionally 
low. For instance, if the cost of the calendar is 342c each 
($3.50 per 100), the cost for each sales reminder is only 
1/100 of ic. On calendars that cost as much as 35c each 
the delivered sales message cost is only 1/10 of Ic. 


DISADVANTAGES 
1. Wasted Advertising. 

There is a feeling among some office supply dealers that out 
of the hundreds and thousands of calendars distributed each 
year very few are actually used. Unless the calendar is put on 
the wall or on the desk its advertising value is completely lost. 


2. Lack of Acceptance. 

Some people do not want a constant reminder of an office 
supply firm. As a result, they do not use the firm’s advertising 
calendars even though they are prepared in good taste and 
serve a useful purpose. 

These are the reasons for and against the use of advertising 
calendars advanced by office supply dealers. Before starting a 
campaign for the use of advertising of this type, deciding to 
continue the use of calendars, or before dropping this ad- 
vertising media completely, it would be wise to consider all the 
angles from your Own past experience and your advertising 
budget. 





Philip Hano to Expand Plant, 
Production in Mount Olive, Ill. 

The Mount Olive, Ill., plant of the Philip Hano Co. is 
due for a large scale expansion program, it was announced 
recently. The company, which also has a plant and offices in 
Holyoke, Mass., announced plans to expand the southern 
Illinois operations to three times the present factory size. 

The Hano Company, which manufactures printed business 
systems, plans to install additional press and bindery equip- 
ment in the increased space in order to service the Midwestern 
area. The factory will be enlarged from 10,000 to 30,000 
square feet. 

The company established their Mount Olive plant in 1955 
on a 10-acre site located in the southwestern section, serviced 
by a spur of the Wabash Railroad. 

The Hano Co. has become well known in the business world 
as a manufacturer of autographic registers, as well as con- 
tinuous and snap-a-part business forms and systems. The com- 
pany was first established in 1888, and is one of the oldest 
firms in the field of manufacturing business forms, specializ- 
ing in the sale of business systems through local stationers 
and printers. 

The selection of Mount Olive was made as the result of a 
survey of central and southern Illinois locations. It was felt 
by officials of the company that this area offered greater ad- 
vantages in available transportation. Both rail and truck, as 
well as proximity to already established dealer markets. 





New Firm Opens in Hutchinson 

A new firm in Hutchinson, Kan., is the Atlas Business Ma- 
chines Co., at 323 North Main, which held its grand open- 
ing September 11-14. 

The new firm has dealership for the Champion line of Vic- 
tor adding machines, Underwood portable typewriters, Rem- 
ington Rand portable typewriters, Smith-Corona portable 
typewriters, Royal typewriters, and Olympia line. 

Senior member in the firm is D. M. Ziemer, well known 
in Kansas business and agricultural circles. Cliff Whited, an- 
other member of the firm, is experienced in all phases of the 
business and is a factory trained business machines technician. 

Gene Rodgers is service department manager, and John 
Rempel is outside sales representative—GMH 
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RONE® 


England 





















“Roneo 750" is the dealers choice 
for fast sales and high profits. 
Precision crafted for complete 
dependability. Perfect automatic 
duplicating, with variable speed 
from 40 to 180 copies per minute. 
Perfect registration and feeding 
of lightweight paper or cardstock. 
Day-to-day running costs are far 
below any other machine. Fully 
automatic inking with usable first 
copies and no slipsheeting nec- 
essary. Never before could so 
much be left to the machine and 
so little depend on the operator. 
Absolutely clean color change in 
25 seconds. For fast sales and 
high profits, you should handle 
the “‘Roneo 750” duplicator. Write 
today for complete information to: 
“addo-x inc’’ 300 Park Ave., NY 22 
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‘how 3 minutes 
work netted us 
$2 99 


another success story by 
Royal Register Dealer 
George Rollins, stationer, 
Brown & Saltmarsh Co.., 
Concord, N.H. 





“Just 2 weeks before a new garage opened in town, the 
owner came in for the usual office supplies and cash 
and charge forms. I showed him how Royal’s con- 
tinuous register forms, smartly imprinted with his name 
and address, could give him complete cash control of 
his business at all times, with guaranteed 
delivery in time for his garage opening. He 
was sold, of course, placed an $80 order, 
netting us $24. 










“I’m sold on Royal Continuous Register 
Forms, too. In addition to their liber- 

al profit policy, Royal’s behind the dealer 
100% with its sales-to-dealers-only 

plan. Royal further adds to our prestige 
with direct deliveries to our customers 
— in our name — of all Register 

Form orders.” 


ose 


Mr. Stdtioner: You, too, can increase your profits, enjoy 
more sales advantages with ROYAL REGISTER COM- 
PANY ’s continuous register forms. Write now for sample 
forms and catalog. 


COMPANY 


BETTENDORF, IOWA 


REGISTER 


NASHUA, N. H 
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A “LOST SALE" Quiz 


Half-hearted Hanley 





Copyright 1955 William G. Damroth & 
“THE WEAK-KNEED WOODCOCK’”’ 


.. . heads for the nearest exit on hearing the 


prospect s first tt Ba 


... He loses sales because... 


a)...he hasn’t enough backbone to be a 
successful salesman 


b)...he allows the prospect to “sell” him 
on why he isn’t interested 
c)...he hasn’t a ready answer for buyer 


” 


“excuses 


Those prospects wouldn’t be able to “‘sell’ Hanley 
on why they’re not interested if (c) he had ready 
answers for their ‘‘excuses.”’ 

Every type of selling has its own “‘excuses’’ so you 
must devise your own answers. To do this you first 
jot down all the ‘‘excuses’’ you hear. Study these care- 
fully, devise the right answer for each, and know 
each by heart. Then when one crops up you are all 
set to brush it aside and go on to make the sale. 
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kit gives you ponerful 
follow-through on Invineible’s 


big new ad campaign 


An ad barrage that sets ‘em up for the 
most natural sales-clincher ever — 4-color 
full-page ads all year long in top business 
magazines — selling the helpful, impor- 
tant service of the Invincible Man with 
the office plan 


an easy, surefire plan that makes you a plan- ... gets results for you too. Because with the plan 





ning expert overnight — builds respect for your graph provided —and cut-outs scaled to Invinci- 

ice from the moment you walk in and use the ble units and color-keyed to various sections of the 

rvey folder to rough out the prospect's office needs Invincible catalog — you easily lay out an irresist- 
(space, personnel, etc.) ... ible Invincible office .. . 









WVINCIBLE | 
vee Shask See wooeen 


) office planacng survey chert i es 
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— —_— = 
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p= ‘ 
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. visual proof of the new beauty, efficiency and . . . desks, chairs, files, modular-design units . . . 
productivity your prospect acquires only by follow- all adding up to the most modern office you can 
x your plan—and making his selections from sell — more customer satisfaction with your service 
olorful new catalog of Invincible’s remarkably and furniture—more repeat business and constantly 
complete line... -) growing profits! 


Make Invincible advertising yours — by becoming the dealer everybody’s talking 
about — the Invincible Man with the office plan! Write for complete details today. 


Invincible 
guards 
retailer 
profits — 
sells only 
to franchised 
Invincible 
dealers 






Business engineered 


for better business 
. INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
living ln Camada: A. R. Davey Company, Lid., Factory Re 
fan) 1162 Caledonia Road, Toronte 10, Canede 
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NG LINE 


OF STYLES and DESIGNS! 





What you DONT 
see or hear’helps 





you sell 
Indiana Chairs 


Comfort is always a strong selling 
feature of any Indiana Chair. Up- 
holstered patterns made with pre- 
mium quality multiple coil spring 
units attached to noiseless flexible 
steel webbing — all offering the un- 
matched beauty and warmth of na- 
tural wood. You can guarantee your 
customers maximum comfort and 
service for years to come. The C-2 
pattern above is a good example. 
Genuine walnut. Brass ferrules and 
large rubber-cushioned metal glides. 
One of a long line of styles and de- 
signs you can feature, promote and 
sell with assurance. Chair specialists 
since 1929. Now, with a new two- 
story warehouse to expedite custom- 
er service. 


WRITE TODAY FOR 
CATALOG OF BEST-SELLERS 


pias Compane 


JASPER, INDIANA 














Appointments 


Minkoff Represents Steelcase in Southeast 


Donald R. Minkoff has been appointed 
Southeast sales representative for Steel- 
case, Inc. His territory includes all of 
Alabama, Florida and Georgia; and 
parts of Kentucky, Tennessee and Mis- 
sissippi. Before joining Steelcase, Mr. 
Minkoff had been associated for five 
years with The Shaw-Walker Co. as a 
sales representative in the Southeast. 
Prior to that appointment he had been 
on the sales staff of Moore Business 
Forms and for four years was an assist- 
ant auditor with the First National Bank 
of Atlanta. 





Gillespie Named Y and E District Manager 


John R. Gillespie has been appointed 
district manager, representing Yawman 
and Erbe Mfg. Co. in the states of Colo- 
rado, Utah, Wyoming and New Mexico. 
Mr. Gillespie has had considerable office 
equipment sales experience, both at the 
retail level in New York state, and as 
manufacturers’ agent in Denver, where 
he resides. 





Represents E. W. A. Rowles Co... . 


John E. Schneider is now representing 
John Ernst Enterprises of East Troy, 
Wis., in appointment as sales represen- 
tatives for E. W. A. Rowles Co. of 
Arlington Heights, Ill. The East Troy 
firm will cover the states of lowa, Min- 
nesota, Wisconsin, North and South 
Dakota and Nebraska. As E. W. A. 
Rowles primarily manufactures school 
equipment, this will open up a new 
sales field for many office supply deal- 
ers, the announcement states 





Al 


K, 


John W. Doll Serves G/W in Far West 


John W. Doll has been assigned by The 
Globe-Wernicke Co. as district repre- 
sentative for southern California and 
Clark County, Nevada. His headquarters 
ore 5120 Hazeltine Ave., Sherman 
Oaks, Calif. Prior to joining the Globe- 
Wernicke staff, Mr. Doll served as con- 
sultant on office interiors for a southern 
California office equipment dealer and 
more recently as assistant national fur- 
niture sales manager for Remington 
Rand in New York City. 





Dunbar Sells Michigan for All-Steel 


Walter E. Dunbar is the new manager 
for Michigan territory of All-Steel Equip- 
ment, Inc. He expects to have office and 
home location in the Detroit area. From 
1936 through 1943, Mr. Dunbar was 
with Tucumseh Products, from 1943 to 
1950 with Johnson & Johnson, and from 
1950 to 1956 with U. S. Industries. 
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TAYLOR takes an accurate attitude toward instruments... 


that’s why they use Dixon Ticonderoga pencils! 


Mr. William P. Madgwick, You'll find Dixon Ticonderoga and other 
Office Methods Department Manager Dixon products instrumental in helping 
for the Taylor Instrument Cos., says: you obtain more high level, high profit 
“Precision is the password at Taylor. business. For more orders from big 
Our weather and temperature instru- business, order Dixon Ticonderoga and 
ments must perform with scientific other Dixon products. 


accuracy. In selecting writing instruments TICONDEROGA 


for our use, we naturally chose Dixon . ; ‘ 
<ftaye Be y -..@ famous name in American History 





Ticonderoga pencils . . . because they're 
precision-engineered to ensure smooth, DIXON TICONDEROGA 
crisp strokes, faster writing!” . . a famous pencil in American Industry 








1388 8-354. No 2 


—~ior 


TICONDEROGA 


A good product is your best selling tool .. . this package contains the best! 





Pencils Sales Division(TOA-I!).The Joseph Dixon Crucible Company, Jersey City 3, N. J. 
DIXON PENCIL CO., LTD. Newmarket, Canada 
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Distinction is earned 
not bought! Forty 
years of sound engineer- 
Tile MolileM ole-tetiolumaclriisaicels 
have earned Bentson products 
a distinct reputation for quality 
performance and dependability. 
Those who want real office comfort 
folate MM ola-tiilel-Meel'ieliing always buy 
Bentson ! 


- 
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a. 





Bentson dealers appreciate the ad- 
vantage of product distinction. The 
faker Melalomil-> dielilis melmil-m-l-ulriem ar 
meet exacting customer requirements 


quality for the 
clerk or top ex- 


Distinctive 
receptionist 
Pyatiiiy MeO 2-lil-1-)) Mme me 
decorator's colors 


beauty of 


ange of 
to enhance the 
any office 

modular units 
with 
companion pieces 
variety 


Desks, tables 
and filing cabinets 
matching 
are available in a 


of styles, top sizes and func- 





tion for any office neéd 


All Bentson desks feature 
nterchangeable drawers 
with optional drawer ar- 
rangement. Rigid 
tion throughout — double- 
walled box drawers and re 











construc- 








nforced framework 





make clerical 
Smooth drawer 

ball bearing 
suspension. Models 


without 


Bentson files 
work easier 

operation on 
cradle 
available with or 


thumb latch or general lock 
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Write for our 


new catalog 


The BENTSON Mfg. Co. 
AURORA, ILL. 
























Appointments 


Quality Park Introduces Wellington 


Roger W. Wellington is now responsible 
for bringing the complete Quality Park 


Envelope Co. line to dealers in Michi- 
gan, portions of Indiana, and Toledo, 
Ohio. A graduate of Michigan State 
University in business and merchandis- 


ing, Mr. Wellington is making his head- 
quarters in Lansing, Mich. 


Named Sales Manager for Paper Firm 


Edmond J. Janssens has been appointed 
sales manager of the Port Huron Sul- 
phite & Paper Co. He was associated 
with Port Huron’s eastern office from 
1948 to 1956 and since that time has 
been assistant sales manager with head- 
quarters in Port Huron, Mich. Prior t 
joining Port Huron, Mr. Janssens 
affiliated ‘with paper firms in New York 


City. 


was 





Jack Daffron Joins Roark Template 


Jack Daffon (pictured) is now associated 
with Larry Roark of Roark Template Co., 
Dallas, Tex., as manufacturers’ repre- 
sentative in covering the Southwest. Mr. 


Daffron attended Southern Methodist 
University, majoring in marketing and 
finance, and was formerly associated 


with Nutrena Mills, Inc., in marketing 
and promotion department. 


Christmas Time in Chicago 
is Theme of Victor Promotion 

Christmas time in Chicago is the theme as well as the grand 
prize of Victor Adding Machine Co.’s four-month nationwide 
sales contest, “one of Victor’s biggest concentrated sales cam- 
paigns”. 

Early in December, when the city’s glittering streets reflect 
its holiday mood, top Victor sales producers in 13 sales cate- 
gories and their wives will journey to Chicago as guests of the 
company on an all-expense-paid pre-holiday vacation, accord- 
ing to Vice-president A. F. Bakewell. 

‘We anticipate business to be very good in the last quarter 
of 1957; this campaign should provide that extra incentive to 
all of our people to exert that extra effort which will bring in 
that extra business. We are giving our men a challenge, and 
I feel confident they will write a new Victor sales success 
story,” Mr. Bakewell said. 

Highlights of the grand prize trip will be dining and enter- 
tainment at such glamorous Chicago places as the Chez Paree, 
London House, and the Ambassador’s Pump Room; seeing the 
most popular legitimate theater production; staying at the 
luxurious Drake Hotel; $50 worth of free Christmas shopping 
for each winner at Marshall Field’s and inspection of Victor's 
precision manufacturing plant. 

Victor has allocated approximately $40,000 for this con- 
test, according to George Reich, sales promotion manager. 
Eligible for the top prizes are Victor branch salesmen in the 
United States and Canada, all retail dealers, National Ac- 
counts representatives and industrial salesmen. 

In a concurrent additional incentive program, 24 dealer 
runners-up (four in each of the six dealer quota divisions) will 
receive RCA Victor 14-inch portable television sets. All-over- 
quota Victor branch salesmen, national accounts representa- 
tives and industrial salesmen will share in the big “Business 
Builders Bonanza” of merchandise prizes, administered by 
Cappel, MacDonald & Co., sales incentive firm. 
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YOUR CUSTOMERS WILL BE ASKING ABOUT THIS 


ALMOST INVISIBLE CLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 


NEW 


TRU-SITE 


fo}, Bici#.\ 4: 


Glass Tops 


for Executive 








Furniture 
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THERE IS A PROFITABLE ARRAN 


iIGEMENT 
ON TRU-SITE 
WITH YOUR LOCAL GLASS 


WRITE FOR DETAILS 


DEALER 
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SMEAD'S 
CARD 
INDEX 

GUIDES 


Every insurance office has many uses 
for card guides. Expiration dates, pros- 
pect lists, etc., are easily and inex- 
pensively kept current with these basic 
files. Although the 5” x 3” size is most 
widely used, still many insurance offices 
have other uses for larger sizes. Smead's 
alphabetical monthly or daily indexing 
styles, plus varied tab positions assure 
satisfaction for every customer need 





SMEAD'S 
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Prong fasteners keep important cor- 
respondence orderly and secure File 
them in your file drawer. 


SMEAD'S 
PROPOSAL 
COVERS 


SS 


with fasteners, title plate and available 
with acetate window. Adaptable to all 
presentation purposes, perfect for keep- 
ing sales information and home office 
bulletins. Pressboard binder covers also 
available. 


SMEAD'S 
DESK 
FILES 





Fill many importont needs in insurance 
offices large or small. Used as a classi- 
fier and sorter of papers on top of desk 
or in drawer. 





saat 
SMEAD'S 
LABEL 
HOLDER 
WALLETS 


Suir 
PANEL 


Excellent for storing groups of policies 
Card panel describes contents. Tape 
tie. Available in 1%” and 3%” expan- 
sion. 


SMEAD'S 
FILE 
POCKET 





Used by adjusters. Excellent for bulky 
filing, case histories and miscellaneous 
filing and corrying. 








SHOW THEM 
SMEAD'S TELL-I-VISION 
FILING SYSTEM 


Whether their filing need is small or 
great they will readily recognize that 
the Tell-l-Vision System permits easy 
expansion and that the alphabetical- 
color signal system for finding—and the 
numerical-color signal system for re- 
placing does moke filing fast and 
accurate 


SMEAD’S 
POLICY 
WALLET 








—_—_—_—_—_—_—_—“—"“—V—~—X—=—{—==="=>_ 
Designed as a presentation piece for 
insurance componies to distribute to 
clients as a policy container. Imprint 
orea provided 


—— \ 
SMEAD’'S 
FILE 
FOLDERS 


Every insurance representative needs a 
countless number of them. Point out to 
them the advantages of our Two-Pli- 
Top Folder 


SMEAD'S 
EXPANDING 
WALLET 
in leather-like 
material 


ie 


This handsome wear resistant expand- 
ing wallet serves admirably for on-the- 
street calls. Sheds woter like a duck's 
back 


SMEAD'S 
OPEN END 
LEGAL 
ENVELOPES 


Used for filing policies. Thumb “cut-out” 
at top to facilitate access. Flat and 
expanding to 2 inches. Perfect writing 
surface 


SMEAD'S 
VINYL 
PIGSKIN 
CARRIER 





Here is another Smead item which is 
proving popular in the insurance field. 
Keeps policies, proposals, etc., in per- 
fect shape for presentation. Available 
flat or expanding 


Smead MANUFACTURING CO. 


Hastings, Minnesota 
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Since 1906 


Logan, Ohio 





by NICHOLAS VESTAL 


special writer 


@ There are hundreds of stationers and office machine dealers 
—especially those doing business in places of relatively small 
or intermediate population status—who could increase their 
gross yearly volume of sales if they would organize a syste- 
matic plan of telephone solicitation. 

It is quite possible that the very fact of the commonplace- 
ness of the telephone in every business has caused many re- 
tailers to forget or to ignore its wonderful and convenient 
usefulness as a medium for inviting patronage. 

It is practicable to use a telephone now and then for the 
specific and exclusive purpose of rewelding the bonds of good 
will with customers whose purchase orders seem to have dis- 
appeared without obvious explanation as well as for exploring 
one’s trade area for possible new buyers. 

A telephone call is the closest possible equivalent to visiting 
a buyer’s home or office personally, and almost everyone 
nowadays accords the same courtesy to the telephone visitor 
as to the salesman who approaches the door of home, store, or 
office to present his merchandise in person. 


He Profits by Phone 


An old-time stationer and appliance dealer, who for years 
has made it a habit to telephone to customers—any five or six 
selected at random—and have a telephone chat with them, 
said to me: “Call your customers on the telephone more 
often, and you will find them calling at your store more 
often.” There’s much truth in that shrewd observation. 

Even though no actual personal acquaintance has yet been 
established with the prospect called, the “voice approach” is 
the most human and personal approach that can be made. It 
can not be “brushed off” as easily as a letter or a piece of 
printed matter. If the voice is courteous and pleasant, it will 
win an interested hearing in almost every instance. 

Provided it is used correctly, the telephone is particularly 
effective in getting a line on new buyers. It has the primary 
advantage of being a private solicitation as distinguished from 
competitive advertising in the public prints. 

One enterprising office machines dealer who has been 
“digging up” new business by telephone canvassing said: 
“Even when you have been in business a number of years, it 
appears that there are always a certain number of persons, 
living in or doing business within the logical trading radius of 
your store, who have never purchased anything in your store. 
Telephone promotion is a good way of getting in touch with 
those persons and introducing them to your business, telling 
them what you have to sell and about any special services that 
you may be qualified and equipped to offer them. 


Compile a List First 

“The first step, of course, is to compile a list of likely pros 
pects who live within the maximum reasonable shopping radi- 
us of your business. Next, telephone to them and invite them 
to visit the store on the earliest convenient occasion when they 
are in the vicinity. 

“You will be surprised, as I was, at the number who proved 
that their promise to come in was not merely a pleasantry by 
coming into my store during the next three to ten days after 
they were invited.” 

“There are several subtle approaches that can be used effec- 
tively in a methodical telephone campaign for new business. 
For illustrations, the office machines dealer could say, as 4 
sort of opening wedge, that he was telephoning primarily 
check up on whether the residents of the locality had been 
reading his advertisements in the local newspapers, street cars, 
or transit buses. 

“Practically any courteously disposed person is willing to c 
operate by supplying information of this kind which, by the 
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THE CLEAVERS@ 





® 
(REMINGTON PORTABLES 


Both on the CBS “LEAVE IT TO BEAVER” Show 
every week for you and Remington Rand! 








This great new T'V Show is the backbone of the 
Remington Portable Typewriter Spectacular... 
the most powerful, most colossal advertising 
campaign in portable typewriter history. This 
huge saturation campaign works for you week 
in and week out, pre-selling the Remington brand 
with mass impact, with relentless continuity. 
This is the history-making campaign that can 
bring customers into your store... and put 
dollars into your pocket! 
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Don’t miss out on your share of the huge po- 
tential sales and profits. Let the people know 
where to buy...at your store. Advertise and dis- 
play REMINGTON Portables. And remember, 7 out 
of 10 customers want to buy on low terms... 
use Remington’s $1 a week terms! 


H€emingtore. Fkased. over sacs 


DIVISION OF SPERRY RAND CORPORATION 
316 Fourth Avenue, New York 10 











way, is a very sensible and practical method of finding out 
something about the readership of your advertising.” 

If the dealer issues a store paper or does considerable 
direct-by-mail advertising, he could also utilize the telephone 
as an accessory to the compilation of a mailing-list by asking 
the persons or firms called on the telephone whether they 
would like to have their names put on the office equipment 
firm’s regular mailing-list. 

Advertising matter circulated through the mail by a list of 
this kind would have the initial advantage of increased reader- 
interest, it would certainly seem, when it was addressed to per- 
sons who had virtually requested it by their willingness to have 
their names added to the dealer’s mailing list. 

The foregoing applies principally to exploring for hitherto 
unknown buyers of office fixtures, and supplies. It is good pol- 
icy to telephone to established customers once in a while, too. 

The opening wedge in these friendly chats can be informa- 
tion about some new or novel merchandise—perhaps, an ad- 
vance hint about some prospective money-saving opportunity 
—news about some new agency affiliation, or perhaps, an in- 
vitation to some important technical demonstration in the 
showroom. 

In any large business, when telephone promotion campaigns 
are to be carried on periodically, one telephone should be re- 
served for this purpose—that is, should be restricted to use for 
these outgoing calls exclusively. 

According to my information and personal observations in 
the trade, in all the better-managed stationery and appliances 
stores, no matter how many telephones have been installed, 
the employees are not permitted (emergency situations ex- 
cepted, of course,) to use the firm’s telephones for personal 
calls only when two or more of the telephone lines are not 
busy. 

A concluding tip: Always have the store telephone numbers 
indicated in every newspaper advertisement, circular, folder, 
business card, and letterhead. 


Haas to Manage Field Contract Division 

Harold J. Nutting, executive vice-president of Marshall 
Field & Co., and general manager of the Chicago and sub- 
urban stores, has announced that William M. Haas has been 
named manager of Field & Co.’s contract division. 

Mr. Haas first joined the firm in September, 1955, coming to 
the contract division after heading his own office furniture 
business in Washington, D.C. He has been in the office furni- 
ture business since graduation from Columbia University, 
Washington, D.C., with a five-years’ absence for military serv- 
ice. 


STATEMENT REQUIRED BY THE ACT OF AUGUST 24, 1912, 
AS AMENDE BY THE ACTS OF MARCH 3, 1933, AND 
JULY 2, 1946 (Title 39, United States Code, Section 233) SHOW 
ING THE OWNERSHIP, MANAGEMENT, AND CIRCULA- 
TION OF Office Appliances, published monthly at Chicago, 
Illinois, for October 1, 1957 

1. The names and addresses of the publisher, editor, managing 
editor, and business managers ars Publis The Office Appliance 

Company, 600 West Jackson Blvd icag = Editor—Walter 

5. Lennartson, 11638 S. Oakley A ( go, I Managing Editor 

-——Clarence O. Schlaver, 400 So. I-O Ave Mount Prospect, II 

Business Manager—Charles W. Gilbert Ann St., Clarendon Hills, 

Ill. 

2. The owner is: (If owr 
must be stated and 
addresses of stockholders owning t nz one | I cent T IT re 

total amount of stock. If not owned | rporation, the r 

addresses of the individual owners 1 t | giver 

partnership or other unincorporated ts name at ad : 
well as that of each individual met t 1 The Office 

Appliance Company, 600 West Jackson | , Chicag il. ; hn 

Gilbert, 310 Forest Ave., Glen Ellyr : Teannett .. Gilbert, 310 

Forest Ave., Glen Ellvn, IIl.; Lennartson, 11638 §S 

Ave., Chicago, Ill.; George C. Whe 146 Locust Ave., Scarsdale 

N. Y.; Herbert L. Sime, 1002 S. oO A Chica ll. : 

Mann, 956 Third Ave., Des arle Gilt 3 ; 

St., Clarendon Hills, Il.; Richar M. Daughert W3 Spring 

Valley. Roselle, Illinois. 

3. The known bondholders, 


ed by a a er 


also immediately reunder t names and 


owning or holding one per cent or 1 é f tot umount of bk 
mortgages, or other securities are: (If t re nor tate.) N 
4. Paragraphs 2 and 3 include v e the stockl P 
security holder appears upon the book t mpar s trustee 
any other fiduciary relation, the name the person or corpor 
whom such trustee is acting; S i 
show the affiant’s full knowledge ar belief as to ft ircumstance 
and conditions under which stockholder nd security ers wl 
not appear upon the books of the company as trustees, ld stock and 
securities in a capacity other than that bona fide net 
CHARLES W. GILBERT, Business 
Sworn to and subscribed before me t! 17th ad f Ser 
[Seal] Est r I Tohr Notat 
(My commission expires October 1 
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For Fast Service Contact the FABRILITE’ 


Distributor Nearest You Listed Below: 
ALABAMA 


ES ss isnt aheirate ues Fabrics, Inc., 515 Bell Street 
Birmingham 3 Spradling Supply Compa 2125 Second Avenue, S. 
ARIZONA 
Phoenix -S & S Supply C 3635 S é Street 
CALIFORNIA 
Los Angeles 15 Fabric Leather C 1139 Street 
Lindsey & Ha 8 Soutt Street 
San Francis Scovel & S 1] t Street 
COLORADO 
Arvada... A. G. Se r t rd 
CONNECTICUT 
Hartford 5 vy England Upholstery 8-40 Alt Avenue 
DISTRICT OF COLUMBIA 
Washingt C. E. Briddell C 6T 
FLORIDA 
Jacksonville. .Wright’s Supply Company, 81¢ Street, P x 2296 
Miami 36. W. Valentine Compar 22 S. W. £ treet 
Ne Seas nik 6 60 4-9) Gulf Fabr 107 E street 
GEORGIA 
Atlanta 2..... Erikson Compar 28 Mitck t, S. W 
Pa. + @'oe8 4002060 ¢2 4094 0e's H.M 1 Street 
ILLINOIS 
Chicago 6 A. Hoenigsber : t r Drive 
Scot Fabrics C 546 S. F th Street 
INDIANA 
Indianapolis Lichter Rubber Pr “4 12 28th Street 
KENTUCKY 
Louisville 2.. Herman A. Schildt C 2 ket Street 
LOUISIANA 
rr ee. . wee eu ce Tuppe | 17 h Street 
New Orleans 19. Tupper Supply, Inc., 2234 Tul P Box 13113 
MASSACHUSETTS 
Boston 14. American Textile Company of 32-34 C | Street 
MICHIGAN 
Detroit 8 .. Foam Rubber Pr Co., 5301 nd River 
Grand Rapids 3 Upholstery Supply Co. of Grand Rapids, 325 Fuller Ave., N.E. 
MISSISSIPPI 
Jackson... .Woolley Brott 411 South State Street 
NEW YORK 
Kingstc a Vinyl L & 4 Ferry Street 
New York City 1 Fabric leather Corr 16 V t 32nd Street 
SON Ss oe 0 i bw accel H. R. Howa Ir 121 Mill Street 
NORTH CAROLINA 
High Point... American Supply Co. of N. C., Ir 308 1d Street 
OHIO 
Cincinnati 2 Harry F. Niehaus & Company, 125 W. Central Parkway 
Cleveland 15 The Ingraham Supply Compa 575 Broadway Avenue 
OKLAHOMA 
Tulsa 8.....Oklahoma Upholstery Supply, Whitt tat x 3185 
OREGON 
Portland 14 M nald & Company, Inc., 935 t th ulevard 
PENNSYLVANIA 
Philadelphia 6 ..Maen Line Majestic Fabrics, 217 Chestnut Street 
Pittst 22 Peiger & McCaw C ] \arket Street 
WVilkes-Borre. .M. H. Smith C Inc., 26 Main Street 
TENNESSEE 
Memphis 2. rn Textile & Supr ly C c ard 
Jashville 6. Wynn & Graff C 402 treet 
TEXAS 
Dallas 1 .A. F. Schmal 26 treet 
Fort W Reese B. Dav 6 treet 
H ton 1 I ee & Mitchell, 14 ox 1726 
UTAH 
Salt Lake Cit Van Wate R é S. 
WASHINGTON 
Seattle 22 . .McDonal C 424 ve 
Spokane B. W. Gris ; Street 
WISCONSIN 
a eo y dig a Qi eae Gok € y. way 


BETTER THINGS FOR BETTER LIVING... 
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For soft, yielding comfort on furnishings 
that get heaviest use 
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durable Du Pont vinyl upholstery. 
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non-tarnish | 


**Fabrilite”’ 


** Jeweltone sie 
gold to brighten 


colors—ten 


s including 


viest use. 
lation resists soil and wear, is elastic-backed 


of invisible pores breathe for soft 


NT APPLIE 
sce distributor nearest you shown on opposite page 
‘‘Fabrilite”’’ line... — 


CAMBODIA 


vable patterns in the 
DORCHESTER 





+ : 
= i 
. - -_ 
iy a & 2 
, >» 
i ; # 
f _ 
i 
: ; 
A 2 
4 : 
Zz z 
= : 
> . 
tne a 
at rs 
¢ : 
¥ 
s 
Ps 
7 
= 
tx 





- ae 


\ 


er}: 





Fhere’s noviny! upholstery 
like Du Pont Braattable 


Fabrilite 
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file folders ... 























REGULAR and REINFORCED 


DURABLE « ECONOMICAL 
READY COLLATED 

e 
MANILA: 8 pt.—91% pt.—11 pt.—13 pt. 
KRAFT: 8 pt.—11 pt. 
COLORS: 11 pt. 


Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
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Men on the Move 


Consolidated Business Systems, Inc, 
has named George Mroz as general sales 
manager for the firm. Mr. Mroz has 
been with Consolidated for the past 15 
years and has an extensive background 
in machine accounting and business sys- 
tems. He will make his headquarters at 
the main plant at New Brunswick, N.J, 

* 

Smith-Corona, Inc. has recently an- 
nounced the appointments of George §, 
George Mroz Swope and Wilbert L. Smith to the 

newly created posts of director of in- 
dustrial relations for the corporation, and manager of indus- 
trial relations for the Syracuse, Groton, and Cortland plants, 
respectively. 

Mr. Swope, whose responsibilities will be corporate-wise, 
will also assist Gordon H. Smith, vice-president for planning 
and administration, in matters relating to public relations, and 
on special projects. Mr. Swope was formerly with Inland Steel 

Mr. Smith is the grandson of one of the founders of Smith. 
Corona and son of the president. He will assist Mr. Swope on 
special industrial relations projects. He has been with the com- 





pany since 1948. 
o 

The Sturgis Posture Chair Co. has re 
cently opened a new office and show 
room under the name of Sturgis Chairs, 
Inc., at 60 E. 42nd St. in New York 
City. In charge of this new office is 
W. J. (Bill) Ward, who has been in the 
general sales offices of Sturgis in Chi 
cago for the past year. 

Mr. Ward has served as a buyer fot 
the Pennsylvania Railroad in Philadel 
phia, was merchandise manager of the 
contract department of Mandel Brothers W. J. Ward 
department store in Chicago, and more 
recently was vice-president, secretary and treasurer of Mead 
& Wheeler, Chicago office furniture company. 





. 

A. J. (Bill) Beiring has taken the post 
of sales manager in charge of fountain 
pen, ball pen and mechanical pencil 
sales for the Venus Pen & Pencil Corp. 

Mr. Beiring, who brings with him con- 
siderable sales and marketing back- 
ground in the writing equipment field, 
will devote his entire time and attention 
toward supervising and co-ordinating na- 
tional sales of the Venus pen fine. 

2 

Gilbert E. Boissy of Chicago is the 
new director of marketing and public 
relations for Aetna Steel Products Corp., 
Arnot-Jamestown division. The announcement came from the 
office of B. C. Berney, vice-president and general manager. 

Mr. Boissy was formerly ad and sales promotion manager 
for Royal Metal Mfg. Co. and before that he was assistant ad 
manager for Ceco Steel Products Co 

ry 





A. J. Beiring 


Appointment of George L. Harrison as Scripto representa- 
tive in London, England, to promote the advertising specialty 
line of products was announced recently by W. Herman Berg, 
vice-president of international sales for Scripto, International. 

Mr. Harrison, a native of Marietta, Ga., joined the Adgif 
division of Scripto in 1954 as sales representative. He was later 
promoted to regional sales manager in Chicago. 

His new assignment puts him with Scroll Pens, Ltd., a sub- 
sidiary of Scripto, International, located at Brimsdown Enfield, 
Middlesex, England. 

° 


Gerald W. Mahoney, former vice-president and sales man- 
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Since its introduction a few short months ago, Formational by Standard has been 
hailed the country over as one of the most significant design developments of 


our era. 


More important, buyers are backing their enthusiasm with hard cash. Orders are 
€ 
vniversal 


now piling in at such a rate that production schedules on Formational have had 


to be twice revised upward to keep pace with the demand. 


Why not get the complete story now on Formational, Continental and Omega — 


Standard’s brilliant trio of pace-setting designs. See your representative or write: 


STANDARD FURNITURE COMPANY, HERKIMER, NEW YORK 


@ Free formational literature sent on request. 
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Just about Everybody’s a Prospect! 
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KEY-DRAWER 


Fits desk drawers or file cabinets— 


and just about anybody’s pocketbook! 











$ SSS SSS 
Drawer model D-40A for 40 keys 
(12” wide, 5” high, 6” deep) 


A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
itself — and definitely lead to profitable sales in other units 
of the KE-MASTER System of Key Control. The 
KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

Key-drawer is available in three sizes of 40, 80 and 120- 
key capacities, and in crackle-finish colors of modern gray, 
light green and soft tan. With a handle it becomes a portable 
unit. Dummy keys and window 
display card are supplied with 
Key-drawer at no extra cost. 

Displayed in your windows, 
Key-drawer is bound to excite 
interest, and further provide 
you with the opportunity to 
sell Key Boards and Key Cab- 
inets in capacities ranging 
from 60 to 800 keys. 

Cabinet models with Yale locks for up to 800 keys, with card index 





CUSHMAN & DENISON 


| 

! MANUFACTURING COMPANY 

| 625 EIGHTH AVENUE, NEW YORK 18, NEW YORK 
| Please forward complete KE-MASTER Catalog and discount sheets. 
l Name 

! Address. = med 
I City. ———— 
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ager of Chicago Stapler Mfg. Co., has joined Heller Roberts 
Mfg. Corp. as general sales manager it was announced by J. 
F. O’Brien, president. 

Mr. Mahoney has had wide experience in the stapler, tacker 
and stitcher field, having served progressively as field repre- 
sentative, branch manager and division sales manager of Bos- 
titch, Inc. ° 

He was also with Heidelberg Eastern, Inc., 
of printing presses, in a sales capacity. 

s 
A. M. Bodenweiser is now assistant 
to S. Citron, manager of the New Jersey 
office of American Business Systems, 
' located at 1060 Broad St., Newark, N.J. 
; Mr. Bodenweiser’s appointment was 
announced by Robert J. Weinstock, gen- 
eral sales manager. 


manufacturers 


° 

Three promotions to district manager- 
ships were recently announced by Wes- 
ley E. Jenkins, vice-president and general 
sales manager of Marchant Calculators, 
Inc. 

Jack R. Smith has been promoted to the position of district 
manager of the Denver, Colo., district office. He was formerly 
district manager of the firm’s Burbank, Calif. office. 

Rupert B. Magee, formerly district manager of the El Paso, 
Tex. district office has been promoted to serve as manager of 
the Dallas, Tex. district office. 

William H. Muehleib is now district manager of the Balti 
more, Md. district office. Mr. Muehleib was formerly the dis- 
trict manager of Machant’s Charleston, W. Va., office. 

° 

The appointment of David H. Burrell 
to head up all domestic sales activities 
for Underwood Corp. has been an- 
nounced by W. G. Zaenglein, president. 

Mr. Burrell was formerly vice-presi- 
dent of operations for Cherry-Burrell 
Corp. in Chicago where he supervised 
engineering, manufacturing and market- 
ing for a firm producing equipment in 
the dairy, farm, beverage and chemical 
industries. He was with the company 
for 24 years. 

A new policy of operation for its sup- 
ply department was also announced by the company. Head- 
quarters has been moved from New York City to Burlington, 
N.J. where the company has a plant manufacturing carbon 
paper, ribbons, and office equipment supplies. 

George G. Neidich, long associated with the industry im 
the development of advanced products and production meth- 





A. M. Bodenweiser 


D. H. Burrell 





George Metzler 


G. M. Neidich 


ods, has been named general manager. Specific emphasis is 
being placed on dealer and wholesale distribution of the firm’s 
expanded Old Dutch line of supplies. 

At the same time it was announced that George Metzler has 
been named wholesale sales manager with responsibility for 
dealer distribution, promotion and training. He joins Under 
wood with many years of dealer relations experience in the 
office equipment field behind him. 

Other appointments include Martin P. Holden as Burlington 
Works manager, M. C. Ireland as national accounts manager 
in the supply department, and William Rogers as field service 
manager to co-ordinate liaison between dealer field problems 
and the Burlington Works. 
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‘The unbeatable combination—TOP PROFITS and 
the FINEST QUALITY in [the New>1958 


FULTON DATERS & NUMBERERS 





The Fulton line is precision constructed, 
using only the finest high grade rubber, 
deeply moulded, to give clear, constant, and 
sharp impressions. 





Geared drums 
provide positive 
action in turning 
of bands. 

Service and 
satisfaction 
guaranteed. 

Write for 

FREE CATALOG! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
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Metalstand Advertises in Fortune... 

The Metalstand Co., celebrating its 25th anniversary 
in the industry, has initiated an advertising campaign in 
Fortune magazine. This marks the first time the firm 
has placed advertising in a national consumer magazine. 
The ad will be further merchandised with a mailing of 
Fortune cover-folder reprints to top executives and pur- 
chasing agents. Counter cards for dealer display have 
been made available to tie in with the ad campaign. 





Executive Interiors, Inc., Opens 
Washington, D. C. Showrooms 

Executive Interiors, Inc., a local corporation, announces the 
opening of new wholesale showroom for office and commer- 
cial interiors to be located at 1019 22nd St., Washington, D.C. 

Established to service architects, decorators and dealers, 
Executive Interiors will feature Herman Miller, Lehigh, Im- 
perial and Shelbyville as well as a number of other leading 
office and commercial furniture lines. 

The new showroom is handsomely appointed to display, in 
actual model room settings, the latest in modern and tradi- 
tional designs. It is under the direction of Thomas F. Baldwin, 
president of the corporation. Mr. Baldwin, with 20 years of 
experience in design and decoration, has done set and com- 
mercial interiors in California. After serving as a naval aviator 
in World War II, Mr. Baldwin headed the design and decorat- 
ing department of one of the largest furniture stores in the 
east. Over the past five years, he has been active in the office 
furniture industry as planning and design consultant for office 
and commercial interiors. 

Miss Betty Schubert, previously connected with a local 
architectural firm, is assisting Mr. Baldwin in the new opera- 
tion. 

Mr. Baldwin intends that the showroom, serving the Metro- 
politan Washington area, Maryland, Virginia and West Vir- 
ginia, will constantly present and introduce the developments 
in modern and contemporary design to assure to the entire 
area the latest in the design field. 





Expect 200 Exhibitors at Houston Show 

More than 200 exhibitors are expected to display at the 
Houston Office Furniture Dealers Association show on No- 
vember 21-23 at the Sam Houston Coliseum. 

Phil Alexander is president of the association and Arthur 
W. Beseler secretary and treasurer. Hugh Stinnett is general 
manager and Charles Gerson chairman of the exposition.— 
JHR 
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offices by GENERAL 


ELIMINATE OFFICE CROWDING 

These new office dividers help you ultilize 
space better . . . providing attractive pri- 
vate or sem-private offices for each mem- 
ber of your staff. Not cramped cubicles, but 


bright attractive offices. 


INCREASE PRODUCTIVITY 


Equipped with the new exclusive SOUND 
TRAP BAFFLE. General's Office Dividers 
trap noise, office clatter, and interruptions 


. the ultimate in automation. 


@ EXCLUSIVE SOUND TRAP BAFFLE 


FLEXIBLE 


General's Office Dividers are available in 
11 widths and 3 heights. 


ATTRACTIVE 

General's Office Dividers do not shut out 
light, heat or air conditioning. Available 
in 3 eye-appealing baked-on colors creat- 
ing more attractive surroundings. 


EASY TO INSTALL 


No special skills or tools required. Installa- 
tion can be made quickly and easily . . . in 
a minimum of time without disrupting 
the office. 


captures sound, reduces office noise and guards against interrupting clatter. Honey 
comb sound reflection keeps noise inside itself until it has diminished in intensity. 


@® PERMA-LOCKING MECHANISM 


guarantees dividers stay locked and rigid permanently. Combined with the Sound 
Trap Baffle, it insures stability and rigidity never before possible in office dividers. 


SEND FOR FREE 
Colorful Booklet that 
shows how to increase your 
office efficiency. 
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Today’s best one-time carbon 
Snap-a-Parts are Hano Multi- 
Snaps, Special and Custom 
Snaps plus Standard sets, in- 
cluding meter tickets, invoices, 
repair and purchase orders, etc 


Today’s market for Tab systems 

demands trouble-free forms. 

Hano Litho-Tab with better 

ney and more sensitive car- 
ns are the answer. 





More than 20 Standard body For hand-written records, Hano 
forms and a low cost, semi- 
custom (Han-o-Sav) list plus 
comprehensive Custom Register 
lists with all standard punching 
lets you sell every user the “just 
right” form. 


“Universal Throw” Refolder 
Registers in four popular widths, 
electric or manual; all-alumi- 
num Portable registers and 
pocket-size Porta-Paks, plus 
cash drawer units. 


W0 dealers make profits! 


Because . . . with the Hano line you can always 
sell the right form at the right price and deliver 
at the right time. This is a Hano combination 


(which includes top quality, of course) that 
insures repeat orders . 
facts . . 


. and profits. Get the 


. then judge for yourself. 










New! Ask for your copy of 
“Business Form Profits with 
Hano.” Dealerships open in 
South, Southwest and Midwest. 


INC. 


MANIFOLD PRINTERS SINCE 1888 


Warehouse and Branch Plant 
MT, OLIVE, ILLINOIS 


General and Sales Offices: 
HOLYOKE, MASSACHUSETTS 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





Them Bowens is at it again. Alvin, skipper of Kinston Of. 
fice Supply Co., Kinston, N.C. has just finished putting in new 
lighting and air-conditioning along with rearranging the entire 
store. Coming up soon is new front with the latest in “picture 
front” treatment. Alvin says most of the improvement is at the 
insistence of son Charles, who recently joined the organization 
after graduating from Carolina. Kinston is on the move and 
the Bowens are too. 

e 

The other “Bowen” item concerns the Sanford branch, 
Herbert to be exact. Herb’s claim to fame is that he is fast 
turning into a “world” traveler, or some such. This year has 
found him all over the country with a side trip to Cuba thrown 
in. He manages to always be on top when Royal announces 
the winners of trips for top sales jobs so he wound up with a 
trip to Miami this year—hence the Cuba jaunt. Lemme know 
when I can catch you in Sanford Herb; Bainbridge and me can 
use some of that “sugar” you’ve been collecting. 

« 

Got us a couple of new firms—Fuller Office Supply Co., 
413 W. Walnut St., Goldsboro, N.C. just opened for business. 
Bob Fuller, formerly with Goldsboro Office Supply Co., de- 
cided Goldsboro was going to continue to “boom” so he 
thought it would be nice to “boom” with it. Bob’s location is 
down near the depot so you travelers put him on your calling 
list—manufacturers, too. 

* 

The Cheraw Chronicle, Cheraw, S.C., skippered by Mr. & 
Mrs. Secrest, has just moved into a brand new building and 
the addition of an office supply section was a “natural”. Mrs. 
Secrest will handle the office supplies. All of you manufac- 
turers and travelers will do well to put them on your lists, too. 

s 

Still another addition in Cheraw. Mrs. Elsa R. Flanagan has 
bought out the old Strickland Printing Co., who have for 
some time handled office supplies. Elsa R. Flanagan-Stationery 
is the new name with 226 Market St., Cheraw, S.C., the ad- 
dress. 

* 

Daisy Dean and Doug Russen have just opened store No. 3 
of the Zac Smith Stationery Co. chain. The new job is out in 
the “valley”, 1826 29th Ave. S., Homewood, across from city 
hall. The Russens evidently have no truck with “hoo-doos” and 
such because they held the formal opening on Friday, Septem- 
ber 13, and Saturday, September 14. 

Ps 

While we are in Birmingham it would be a good time to 
tell you about still another expansion of note. Grant Collier 
and Albert Weaver have moved Office Outfitters to 2201 
Second Ave. S. into a completely remodeled store with twice 
the space formerly occupied. John Beck is buyer of supplies 
and John Smith buyer of furniture and equipment. 

7 

The Spurling Printing & Office Supply Co., Chattanooga, 
Tenn., has moved from the Cemetery Ave. location to a newly- 
acquired building at 1108 McCallie Ave. George Spurling, 
owner, says the new job will give much more space so we, 
meaning us supply boys, are hoping a big hunk of it will be 
taken up with our stuff. Nice going, George. 

e 

The Beacham Co., formerly at 298 N. Lumpkin St., Athens, 
Ga., has moved to 1635 W. Broad St., Highway No. 78 W. 
Mr. Beacham has, for the past five years, been primarily a 
business machines outfit but the new location will see a greatly 
expanded office furniture and supplies section. R. H. Carson, 
formerly with Macey’s in New York, has joined the firm as a 
stock holder and will be in charge of the office supply and 
equipment departments. Formal opening festivities were to 
have been held on October 7. 

e 

Suncoast Office Supplies, Inc., is now ensconced in beautiful 
new quarters at 2210 Central Ave., St. Petersburg, Fla. The 
new job includes all of the latest in layout and gadgets to 
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One key to open every piece of office equip- 
ment...no matter how many you have. 





Separate keys for each different piece of office 
equipment. 





| eel 





One key to open all office furniture, plus separate 
keys for each individual piece of equipment. 


Find out about Flexible Keying from ILLINOIS LOCK today 


® 


THE ILLINOIS LOCK COMPANY 
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806 S$. ADA STREET + CHICAGO 7, ILLINOIS 





increase sales. Howard Cook and Bob Newman are two very 
progressive young men and, as this expansion clearly indicates, 
are well on their way to going places in the St. Pete area. 

. 

Now here is one that is not only a move to much larger 
quarters and a greatly expanded office furniture department 
but a fitting tribute to the proud owners’ business sagacity as 
well. Clyde C. Carrol, Jr.. owner of Thomas Office Supply 
Co., Goldsboro, N.C., has just purchased a two-story brick 
and concrete building at 111 N. James St., across from the 
News Argus building and just around the corner from his 
present location at 110 W. Walnut St. 

The new building is modern in every respect, 100 x 40 feet, 
and already air-conditioned. It was built eight years ago for 
a hardware firm which accounts for the fact that the upstairs 
will support 300 pounds per square foot. Mr. Carrol will con- 
tinue at his present location with supplies and cards, but will 
drop plans already formulated to build a warehouse on a lot 
bought some time ago for the purpose. 

The second floor of the new building will serve as a ware- 
house and the ground floor as a modern furniture and equip- 
ment display area. 

Clyde was naturally very proud of the néw “baby” but just 
about the time the new addition came along he had still an- 
other outstanding event happen within his organization that 
well nigh had him busting the buttons off his shirt. 

Mrs. John Mozingo—Dot to all you travelers—comes along 
and wins the “outstanding salesperson” award for the month 
of September. The silver loving cup won by Dot has a prom- 
inent spot in the show window and as any of us pore road 
boys can testify she will give somebody a rough time when 
the winner for the year is announced. We will all be pulling 
for you, Dot. 

a 

C. L. Fincher—known to one and all as “Charlie”, and one 
of the ole timers in this game, has retired. Charlie’s last as- 
signment was that of buyer for Business Equipment & Supply 
Co., 408 Peachtree St., Atlanta, Ga. The travelers will miss 
Charlie’s genial smile and friendly reception. 

° 

Gene Burk, still another of the old timers, who took a brief 
fling as purchasing agent for an Atlanta insurance firm, will 
take over in Charlie’s place. It’s nice to have back, Gene. 
Didn’t think you would like any other type of work after all 
them years with us. Welcome back. 

+ 

W. W. Hensley, formerly solely in the business machines 
business in Griffin, Ga., has now added an office supplies sec- 
tion along with some furniture. This called for larger quarters 
so now Hensley Office Equipment Co. is located at 121 W. 
Solomon St., Griffin, Ga. 

a 

Mrs. Margie Lewis is the new manager of The Scuthern 
Printing & Supply Co., 525 Main St., Guntersville, Ala. In 
addition to gifts and office supplies, Mrs. Lewis would like to 
add some heavy lines so you equipment boys take due notice 
and act accordingly. 

* 

Jay Horton, former manager of above firm, is now with 

Standard Publishing Co., Cedartown, Ga. 
« 

J. L. (Dick) Dickinson has closed out his office supply busi 
ness in Bessemer, Ala., and is now associated with Office Out- 
fitters, Birmingham. 

& 

Have just found out where our S. T. pres spends most of 
his time. Phil, now better known as “slammin Phil” recently 
won the second flight club championship at East Lake. Not 
only that, but he had to literally “stomp” his opposition with 
a blazing 76. This little notice is to serve all of you due warn- 
ing to beware challenging said Phil on the golf course, Un- 
less, of course you shoot in the 70’s like “Skiddy”. 

e 

Hal Holiday is now covering this immediate area for Nor- 
cross Cards from Greensboro, 1413 Gracewood Dr., to be 
exact, and we always like to be exact. 

* 
Now here’s one that caught me by surprise. Lewis Oliver, 
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w ) wi Spotseald® Adding Ma- 

" pies - . chine & Other Rolls * Desk 
When you handle tough customers—it pays to keep Blotters, Embossed & Plain © 

. them completely satisfied! That’s why most dealers File Folders, Manila * Note- 

In today look for sure quality and value in every paper books, Gyo-Tht” & Witte 

to Pods, Plain & Ruled * 

oe and paper product they stock. Stated “COPY” Becnnd 


And that’s why so many of them choose from 
th Rockwell-Barnes’ complete line. For customer-keep- 
ing quality and value, you just can’t beat R-B. 


R-B means REPEAT BUSINESS —Prove it to yourself! 
Ask about Personalized L atels — another customer-keeping aid! 


Sheets * Bond & Sulphite 
Papers * Duplicating Papers 
* Mimeo Papers * Manifold 
Papers * Manila Second 





Sheets. | 





h I . _ = 
. Rees Sere Rockwell-Barnes Company 
samples available to qualified 
) dealers upon request. Specialists to the Stationer Since 1903 
35 EAST WACKER DRIVE © CHICAGO 1, ILLINOTS 
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For folding chairs 
with comfort, rigidity 


and enduring service 


ook fo 
ER RUBGER 
posture pertect ‘“ 


For all-around comfort, durable 
rigidity, strength and functional 


purpose you can't match this fold- 





ing chair. It's Krueger's finest and 





THESE 
DETAILS 
_ ASSURE 
LASTING SATISFACTION 


your best long-life value. Non- 
tipping Y-type frames of heavy- 


gauge tubular steel are electrically 


welded into one strong unit that will ry 6-inch built- 
e / ff) up frame 
withstand the hardest usage. [N\—x,  strengtheners 


f — seat spacers 
provide more 

rigid bearings at 

seat pivot point— 
prevents frame spreading. 


A WEALTH OF FEATURES — Such as 
vertical frame strengtheners; strong, 
secure and silent seat stops; unusually 


large, posture-comfort seats; fully cov- 









ered safety hinges; and quiet, quick 


Pir Spot- 

and easy folding action are just some ae welded 
he 2 y . steel seat 

of the many features built into Krue- 7 simmanemm 


rubber bumpers 

assure positive seat lock 
—quiet operation when 

opening or folding chair. 


ger'’s exacting engineering standards. 


TWO POPULAR MODELS — No. 81, 
an all-steel chair with contour shaped 





seat and backrest; No. 82 which fea- 
Fully covered 


safety hinges 
prevent finger 

pinching 
\ and clothing 
ro tears—a 
safety factor feature many 
other chairs do not have. 


tures a 5-ply hardwood veneer contour 


seat with steel backrest. Choice of 





Beige, Azure Grey or Saunders Green 
baked-on enamel finish frames— Wood 


seat, natural satin finish. 


Demountable CHAIR TRUCKS __ 


a 
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Four standard sizes 
hold both X-type 
channel and Y-type 
tubular chairs — 
upright or horizontal. 
Regular or under-stage 
models available. Demountoble 
end arms and exclusive chan-angle 
frame permit stacking empty trucks. 


White 


For new, complete line catalog No. 
600 as well as brochure No. 100. 











METAL PRODUCTS @ GREEN BAY @ WISCONSIN 
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the genial cow-rancher at Oliver Office Equipment Co., Knox- 
ville, Tenn., has retired to his farm for said purpose of more 
concentrated cow ranching. Ted says that he just switched 
from shooting the bull to raising it. Still another “Oliver” 
item of interest is that White Frost, formerly with S. B. New- 
man, is now with the Olivers, Ted and Henry. 

e 


Bill Newman has taken over the order desk at S. B. New- 


man’s, Knoxville. 
* 


An item of interest to all of us, and more in particular to 
those of us who know him well and live in Atlanta, is that 
Ivan Allen, Sr., recently saw still another of his life’s dreams 
come true when the Ivan Allen Youth Activities Building at 
Fulton County’s Oak Hills Homes for Children was dedicated. 
This building is a $100,000 gymnasium-auditorium which is 
used for recreation by the children at the homes. A $10,000 
swimming pool was also dedicated along with the building. 
Although not publicized it is known the money for that proj- 
ect was given almost entirely by Mr. Allen himself. 

e 


Just so youse guys and gals can know whats doin re the 
Memphis regional come next April 18 and 19, the entertain- 
ment committee held its first meeting on September 21 to get 
the ball rolling. Will give you any pertinent details next 
month, or whenever somebody sends them to me. 

* 


To you travelers who are Elks, or know an Elk who can 
take you in as a guest, you won't do better for a swell steak 
dinner at a reasonable price than at the downtown club in 
Montgomery. Get there before nine though as they don’t run 
a night club. I might add my two cents worth along this line 
and highly recommend the same Club in Knoxville. 

= 


My heartfelt thanks to the following faithfuls who came 
through this month with an assist: Bill (Bainbridge) Keenan, 
Joe Maura, “son” Jenkins and George Slater, along with Bob 
Stratford, Jr. 





Lockwood Co. Installs Berry Fixtures... 


te 


The Lockwood Co. of Atchison, Kan., has completed a remodel- 
ing program which included its retail store and general offices. 
Henry Berry designed the store and fixtures. The Lockwood 
Co. specializes in county supplies in its outside territories, 
manufactures the Lockwood self-locking county record binders 
and enjoys a national distribution of this patented product. C. 
H. Lockwood, the company’s president, reports that many com- 
pliments have been received on one of the most modern office 
and store installations in Kansas. 
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it all adds up to a 


low cost high quality 
product...the 


new Regna itemizing cash register 


a cash register, 
adding machine 
and simplified 
bookkeeping 
machine 

ALL IN ONE 
STREAMLINED UNIT! 

















J Cee Regna Cash Registers of Canada Ltd., 704 Notre 
me St. W., Montreal, Que., and Business Equipment echinns. 
4eok King St. W., Toronto, Ont. 


OUTSIDE CONTINENTAL U.S.: Jorgen S. Lien, Box 507, Bergen, 
Norway. 


Complete stock of Regna parts available throughout the U.S, 





Regna Cash mapintere, Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


| Please send more information on the new Regna fonieing: Cash 
Register and outline advantages of becoming a Regna dealer. 
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| proud to announce a 
me of 

_A, B/amd C label 
Ker SAFES 









lean, smooth, mod- 


double door safe. It is 
lesign of all 

nodels in the new line of 
B and C label safes 





: a new Meilink safes incorporate design and con- 
struction features growing out of more than half a cen- 
tury of fine safe making. They will be ready for you to 
introduce to your customers in the near future. They 
carry the following labels: 


@ Underwriters’ Laboratories A, B and C Labels 
@ Underwriters’ Laboratories T-20 Tamper Resistant Door Label 
@ Underwriters’ Laboratories Relocking Device Label 


@ Safe Manufacturers National A ation A, B and C Labels 


i are some of the advanced features to be noted: 
Bolt-O-Matic Dor-Guard prevents locking of combination 
or bolts while doors are open or when doors are not closed 
in proper left-right sequence. Also prevents jamming of 

right and left bolts in case of improper door closing 

New exterior body design with clean, smooth, right-angle 

look. Newly designed base enclosure complements the 

clean right-angle look. 


New concept of combination dial design embodying ac- 
curate dial control and protection against prying eyes. 
Newly designed black-and-chrome handles. 

Decorative rectangular polished metal handle plates. 


Decorative vertical polished metal door and hinge trim 


strips. 


STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 





en of this new C 








5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohie 





This correspondent has just returned 
from the wars at the Conrad Hilton and 
wonders if he will ever be the same. The 
convention gets bigger and better every 
year, and you will find all the details in 
other sections of this publication. 


e 
The Cleveland Chapter, Fifth Dis- 
trict Travelers Club, held their annual 


family picnic at the country home of 
those very gracious hosts, Mr. & Mrs. 
C. W. (Jack) Clarke, W. A. Sheaffer 
Pen Co., in Olmsted Falls, Ohio. 
Eighteen families, comprising some 40 
children, had a hilarious time, with 18 fathers nursing aches 
and pains the next day due to the strenuous athletic activities 
set up by the kids. 

Bill Bardwell, Associated Stationers Supply Co., and J. 
Burrell Bateman, Joseph Dixon Crucible Co., did an excellent 
job in planning this shindig. 





Ira Schlesinger, manager of the wholesale division of 
Mutual Papers, Inc., Detroit, recently spent two weeks in the 
hospital with sacroiliac trouble, and is now back on the job. 

. 

Doris and Lloyd Landenberger, Richard Best Pencil Co., 
are now settled in their new home in a suburb of Columbus, 
Ohio. Lee, their new little son, will have plenty of space to 
growing and letting off steam. The address is 873 Clover 
Drive, Sharon Hills, Worthington, Ohio. Lloyd, as you know, 
is president of the Fifth District Travelers Club. 

* 

FOSSIL HUNTER. .. A Sunday supplement of the Cin- 
cinnati Enquirer carried a picture spread about Will Winnes, 
founder of The Will Winnes Co., wholesaler stationers in Cin- 
cinnati. The newspaper described Mr. Winnes’ hobby as fossil 
hunting and told how in the basement of his home he has 
a showcase filled with fossils collected all over the United 
States. 

Will is a member of the UC “Dry Dredgers” and goes on 
many expeditions with these fossil hunters. Among his prized 
exhibits is a mammoth’s jaw bone, weighing 25 pounds, taken 
from a shell pit in Florida. 

e 

We are all happy to see Mike Aylwin, F. S. Webster Co., 
back to business as usual, though on a limited basis. His son, 
Pat, has been discharged from the army after a year in Alaska, 
and has returned to Dartmouth. 

. 

Herb Manring, Manring Office Supplies, Hamilton, Ohio, 
announces that he is expanding his operation. The firm now 
has an office planning division complete with interior decora- 
tor service. 

ry 

Herb Buhler, Gregory & Leonard Office Equipment Co., 
Inc., Detroit, is back on his feet after a serious bout with 
pneumonia. He was hospitalized for 10 days. 

* 

Bert McLean, Wilson-Jones Co., has relocated from 
Indianapolis to Cincinnati, and now resides at 6314 Girard 
Ave., Cincinnati, Ohio. 

rf 

Scott Summerville, Summerville’s, Akron, Ohio, came to 
the convention fresh from hunting elk in Montana. Scott is a 
dead shot, and got a bull elk and a deer. There'll be good 
eatin’ at the Summerville’s for some time to come. 

s 

We are all sorry to hear that Cal Long, Cal Long & Asso- 

ciates, wound up in the hospital again. We were unable to get 
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EASY! 
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builders 


Mag Vb. 


is the reason more dealers are eelling, 
more customers prefer Barkley 
Plastic Tab File Guides and 
Card Indexes. Angled, crystal 
clear plastic tabs are entirely 
above file cards to save 
valuable space too! 






Available in six color tints. ois tie 
Write for complete illustrated “ standard file 


literature. 


Serving Stationers Since 1921 


C. L. BARKLEY & CO. 


Manufacturers of Filing Supplies 
1220 W. Van Buren St. @ Chicago 7, Illinois 
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details, and hope Cal is up and around again when you read 
this. 
* 


Vince Samuels, long time buyer at City Office and Art Co., 
of Youngstown, Ohio, is moving to Cincinnati to take over 
as manager of The Gibson Perin Co. of that city. 

° 


Our best wishes for a speedy recovery to Ray Collins of 
Business Equipment Co., Zanesville, Ohio, who recently suf- 


fered a heart attack. . . . . . Nelson Cady, manufacturers’ 
representative, has been ill for several months, and we were 
glad to see him at the convention. ..... Joe Stuckart, Car- 


ter’s Ink Co., is now back at the salt mines after a session at 
Harper Hospital in Detroit. 
6 


SIR STORK DOES IT TWICE: Business Equipment Co., 
Zanesville, Ohio, is a place of congratulations these days. 
Both Charlie Woods and Dick Spring became new poppas 
simultaneously. 

. 


Walter Schoettle, sales manager at Gregory, Mayer & Thom 
Co., of Detroit, and associated with the firm for almost 50 
years, retired on September 1. Walter will now do some 
traveling and polish up his golf game. 

« 
We can now start aiming for the convention of The Friendly 
Fifth at Greenbrier, White Sulphur Springs, W. Va., March 
20-22, 1958. Governor J. Hanly Morgan promises something 
entirely different in the way of planning this one; it will be an 
affair you will never forget. 





L. D. Deal Elected President 
of Lyon Metal Products, Inc. 

Following a special meeting of the board of directors of 
Lyon Metal Products, Inc., Henry A. Gardner, chairman, an- 
nounced that L. D. Deal had been elected president to succeed 
the late H. B. Spackman. 

Mr. Deal came to Lyon in 1925 
from a firm of certified public ac- 
countants in Chicago and started as 
assistant auditor. In 1936 he was 
made auditor. He was elected assist- 
ant secretary and assistant treasurer 
in 1941. In 1950, he was elected sec- 
retary and treasurer and in 1951 be- 
came a member of the board of 
directors. 

With the top change the company 

L. D. Deal also announced the election of A. W. 
Walan as secretary and treasurer and J. B. Gossett as assist- 
ant treasurer. 

Mr. Walan started with the company in 1940 as a technical 
apprentice following his graduation from the University of 
Wisconsin. 

Mr. Gossett joined the company in 1948 after the comple- 
tion of military service and following his graduation from the 
University of Illinois. 

Other officers of the company are J. M. Olesen, vice-presi- 
dent in charge of sales; O. M. Konrath, vice-president in 
charge of production; Neal Ormond, vice-president in charge 
of personnel relations, and J. P. Bartsch, assistant secretary. 








Omaha Firm Publishes Catalog 

A new 318-page general stationery catalog has been pub- 
lished by Peterson Lithograph & Printing Co., Omaha, Nebr., 
40-year-old bank and office supply firm. John Ford, Jr., sec- 
retary of Peterson’s and its division, United States Check 
Book Co., recently announced that the new book, with four- 
color cover and Cercla plastic hinge, is being distributed to 
customers. 

The well-illustrated catalog lists a complete and up-to-date 
line of bank forms and equipment, office supplies and ac- 
cessories, and modern steel and wood furniture. 
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where ACTION speaks SOFTER than WORDS 
because H-O-N FILES have 


NYLON ROLLERS 
TO HUSH SOUND 


THE NEW H-O-N 210 


An improved cradle with al/ 
nylon rollers in the new 210 
suspension file line offers 
strikingly hushed operation. 
Here is smooth, easy, long- 


wearing performance that is 
outstanding in the medium 


METAL ROLLERS 








price field. 


NVLON ROLLERS The new H-O-N 210 suspen- 


sion line is identical with the 
highly popular 200 line in design and con- 
struction. The only difference is the cradle 
rollers. This difference is enough, however, 
to establish the 210 as a distinct line and pro- 
vide you with a choice in two fine H-O-N 


suspension lines. 


No where else in their price range do you find 
the big capacity . . . the excellent performance 

. the sturdy construction .. . the complete- 
ness of specifications . . . and the many extra 
functional features that units in the 200 and 


210 lines possess. 


H-O-N dealer service is in full gear. Let us 


serve you. 





THE H-O-N CO., MUSCATINE, IOWA 


OA-11/57 








SERIES FULL SUSPENSION FILE 








This new 210 series does not replace the popular 200 series. Rather 
it supplements the line with the same high quality construction and 
good selling features. (The nylon cradle in 210 series costs more.) 






HEAVY GAUGE 
STEEL CABINET 


THUMB 
LATCH 


SIDE ACTION 
FOLLOWERS 


10 BEARINGS 
TO EACH DRAWER 
Steel — 200 Series 
Nylon — 210 Series 


TRIPLE TIED 
CRADLE 


SIX UPRIGHTS 


TORQUE PLATES 
IN BASE CORNERS 


FULL BOTTOM 
TRAY 
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UNITED ( 


Savings ve 


‘Bagel 


PE Open End Style 


PS Open Side Style 


Savings Bond Envelopes for the new punch card 
size United States Savings Bonds are now being 
offered by the Justrite envelope companies of 
St. Paul and Atlanta. 

This is a new envelope item that all your bank cus- 
tomers need. Government punch card size bonds 
have been put into effect recently and banks want 
these specially designed envelopes to fit them. 


Featuring original stock form printed designs, 
Justrite furnishes this line in two functional styles 
. . . the PE open end with thumb notch, and the 
PS open side with regular flap. 

Both styles come in brilliant white antique stock 
and have crystal clear cellophane windows to allow 
the bond purchaser's name to be seen easily. 


The distinctive PE style offers two-color red and 
blue printed design while the economy wise open 
side style is printed in blue only. Ample area is 
provided on the faces of these envelopes for the 
bank name. 

Be among the first to sell Justrite’s new savings 
bond envelopes to your bank customers. Write 
either Justrite factory for samples and prices of 
these and other items in Justrite’s complete line 
of standard and specialty envelope products. 


Two Modern JUSTRITE Factories 





° NORTHERN STATES ENVELOPE Co. 
HI 1) 300 East Fourth Street e¢ Saint Paul 1, Minnesota 
JUSTRITE ENVELOPE MPG. CO., INC. 

523 Stewart Avenue, S.W 7 Atlanta, Georgia 


eliolfilifal foils! fr | | liiel 
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6th District Notes 


C. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 





Bill Wingert, manufacturer’s representative, is the new club 
champion at Naperville Country Club in Class C. 

Another golf champion is Ollie Stevens, Stevens, Maloney 
& Co., Chicago, who wound up the season at Rolling Green 
Country Club right behind the leader of all Class D golfers. 

. 

Bob Krumwiede, Chicago Desk Pad Co., has been appointed 
chairman of the GLTC 1958 Birthday Party committee. Co- 
chairman is Frank Cognato, C. Howard Hunt Pen Co. 

a 

The final golf meet of the year sponsored by the Great 
Lakes Travelers Club was held at the Tuckaway Country 
Club, just south of Milwaukee, Wis., on Friday, September 6. 
Forty-three tried their luck on the fairways, the rough, the 
sand and the greens. Some of the least skillful club swingers 








Milwaukee Golf Committee . . . 
Ken Henderson, Carter’s Ink Co.; Tom Adams, Sengbusch 
S. C. Inkstand Co., chairman; Ray J. Eichenlaub, Service Steel 
Products Corp.; Erv Doepke, S. J. Olsen Co., Milwaukee, Wis.; 
Tom Mahoney, Joseph Dixon Crucible Co., co-chairman; Ben 
Allen, Venus Pen & Pencil Corp., co-ordinator; Art Finger, S. 
J. Olsen Co., Milwaukee, Wis. 


found water in a number of unexpected places. The common 
response to the common question, “How did you do?” was, 
“Today’s weather is the best we have ever had for a GLTC 
tournament.” 

One of the few who did not need to be reticent about his 
score was Bill Oestreich, H. C. Miller Co., Milwaukee. Bill 
recorded a 75, low gross for the day. 

At the dinner, attendance rose to 73. GLTC President Clem 
Clemen, G. J. Aigner Company, welcomed the group. Art 
Finger, S. J. Olsen Company, Milwaukee, governor of NSOEA 
Dist. No. 6, and Ed Napp, Napp Office & School Supply, 
chairman of the Sixth District convention committee, spoke 
briefly. Norb Burgess, Sanford Ink Company, co-chairman of 
the GLTC pre-convention luncheon committee, urged attend- 
ance at the Hilton Hotel on Friday, September 27. 

A special event was the presentation of a little gift to John 
Gilbert in recognition of a half-century of service on the 
staff of OFFICE APPLIANCES. The gift, an automobile 
compass, was particularly appropriate in view of the dif- 
ficulty John encountered while driving from Chicago to Mil- 
waukee. It seems that his car wanted to go left no matter 
which way John wanted to go. 

Under the direction of Tom Adams, Sengbusch S. C. Ink- 
stand Co., chairman; Tom Mahoney, Joseph Dixon Crucible 
Co., co-chairman, and Ben Allen, Venus Pen & Pencil 
Corp., co-ordinator, a fine array of prizes was distributed. 
Other members of the golf committee were Ray J. Eichenlaub, 
Service Steel Products Corp.; Art Finger and Erv Doepke, 
both S. J. Olsen Co., Milwaukee, and Ken Henderson, The 
Carter’s Ink Co. 

4 

Roscoe Benze is headed for Texas and carries the good 
wishes of Great Lakes Travelers Club fellow members, his 
golfing companions, and the dealers. He'll make Texas his 
base of operations for Codo. 
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THIS 

METHOD 
BRINGS 
SALES 

& PROFITS <> 
ON | 
STAPLING i 
EQUIPMENT <»—* 


ACE STANDARD NO. 102 










ACE PILOT NO. 402 


ACELINER NO. 502 





ACE STAPLES 


Each time over the territory, instruct your 
salesmen to carry different models of ACE 
Stapling Equipment. Let buyers SEE and 
FEEL and USE these rugged star per- 
formers. Most salesmen find this sequence 
works best: 


First trip . . ACELINER; ACE STAPLE RE- 
MOVER; ACELINER STAPLES 


Second trip.. ACE PILOT; ACE STAPLE 
REMOVER; PILOT STAPLES 


Third trip .. ACE CLIPPER; ACE SCOUT; 
ACE STAPLE REMOVER; ACE CLIPPER 
STAPLES. (This trip, concentrate upon 
Florists, Dry Cleaners, Grocers, and 
other stores. Sell the Clipper Stapling 
Pliers for wrapping and bagging and the 
Scout for office use.) 


Long experience with thousands of highly 
successful dealers proves that THIS is the 
ONE best way to sell more Stapling Equip- 
ment with greater profit for yourself and 
greater satisfaction for your customers. 


SOLD THROUGH DEALERS EXCLUSIVELY 


ACE CLIPPER NO. 702 


ACE SCOUT NO. 202 








ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 
IN CANADA: CANADIAN STAPLES LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 258 WALLACE AVE., TORONTO 
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EVERY ATLAS SYSTEMS 
SALE CREATES CONTINUOUS 
REPEAT BUSINESS FOR YOU! 


When a customer buys an Atlas System from 
you he immediately becomes a prime prospect 
for more Atlas equipment... for Atlas Hangers 
at regular intervals . . . and for additional 
Atlas Cabinets as his expanding requirements 
exceed the capacity of his original Atlas 
System. A good idea: check your past Atlas 
customers now for more Atlas business today! 


ATLAS 


VERTICAL FILING 


SYSTEMS 


FOR NEGATIVES * OFFSET PLATES 
STENCILS ¢ SKETCHES « ARTWORK 
e X-RAYS ¢ MASTERS 






FAST 
EFFICIENT 
ECONOMICAL 

SAFE 





ATLAS CABINETS -—<c complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28’ deep. 


ATLAS HANGERS -— over 20 types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Write for Current Literature 


ATLAS 


STENCIL FILES CORP. 
16716 Westfield Ave. « Cleveland 10, Ohio 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801, St., Bloomington, Minn. 





SOME CHANGES HAVE BEEN MADE. Harry Bergquist, 
formerly with Standard, Boorum and Pease and retired, has 
come out of retirement and has taken a position with The 
Poucher Printing & Lithographing Co. in Minneapolis. Harry 
says stop by and say hello. 

e 

Al Collatz, formerly of Carter’s, has moved back to Minne- 

apolis and has taken a position With Pitney Bowes. 
. 

SORRY TO HEAR. Mrs. Ben Gustafson of A. & E. Supply 
Co. in Duluth, Minn. died recently. The mother of Bob 
Brown, Governor of District 7, also passed away recently. 

We extend our sympathies also to William Mears of Farn- 
ham’s on the death of his brother. 

It was a shock to all of us to hear of the plane crash that 
was fatal to Willard Dickerson, his sister and his father-in- 
law. Mr. Dickerson was a partner in business with Marion 
Musgrave, General Office Supply, Sioux Falls, S. Dak. We 
extend our sympathies to Mrs. Willard Dickerson. 

We are sorry to hear that Ned Safford’s mother has been 
ill. 

e 

25TH ANNUAL GOLF TOURNAMENT. The golf tourna- 
ment held August 27 at the Southview Country Club in South 
St. Paul was very successful with a total amount registering 
of 129. Bud Caruso, president of the Northwest Travelers, 
claims it was the biggest tournament we have ever held in 25 
years. 

Herb Walsh from Ace Fastener; C. W. Clemen, president 
of the Great Lakes Travelers; Cort Horr from Associated 





1. Three of the golfers. 

2. The card players including Bruce Blackbourn, Codo 
Mfg. Corp.; Bob Davis of Miller Davis, Minneapolis; 
Oscar Bertleson, Bertleson Bros., Minneapolis; Ed 
Hansen, of Miller Davis; Jim Hyink, F. S. Webster 
Co.; Bob Brown, Koch Bros., Des Moines, lowa. 

3. Just plain reminiscing: Ed Erickson, Hibbing Office 


Supply; Wally Hubbs of Thomas Grayston; Bud 
Caruso, Northern States Envelope Co.; Bob Brown, 
Koch Bros 


Stationers in Chicago; Roy Clarke, retired Webster man, Jack 
Haglund, with Browne-Morse in Chicago; Marion Musgrave, 
mfrs. rep. of Sioux Falls; Ed Williamson, mfrs. rep. from 
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General Office Desks Posture Chairs Accessories 
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Executive »« General Office Chairs Executive Desks 








If you are a prospective office fur- If you are a prospective Steelcase dealer, 

niture buyer, think how important think of the sales opportunities such a com- 

it will be to be able to equip each plete line presents . . . in terms of completely 

office area with distinctly different integrated installations ... 

types of furniture . . . yet furniture Write Steelcase Sales Director for more in- 
which as a family, is completely correlated formation about the Steelcase Independent- 
with respect to style, design, construction Dealer method of selling. Steelcase Inc., 1491 
and harmonious Sunshine-Styled colors. Division, O, Grand Rapids, Michigan. 


|STEELCASE INC® 
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Don’t break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 |b. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


ONTO 


STORAGE FILES 









Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 


outside the U.S.A. Check Size $2.50 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 
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Chicago, and Ted Scharnhorst, mfrs. rep. from Kansas City, 
Mo., were present from out of town. 

Earl Collins, secretary of the Travelers Club and past presi- 
dent, was seen selling tickets like mad. Del Deming of Farn- 
ham’s spearheaded the largest contingent of manpower at 
the tournament—there were 29 present. 

For your information, the fellow doing all of the photog- 
raphy work for District 7 this year is Ray Goosen. 

BRUNCH. The officers held a brunch early August 27 to 
discuss plans for the coming District 7 Convention to be held 
in Minneapolis. Bob Brown, governor, and vice-governor 
Howard Schaub are very secretive about those plans but 
guarantee a bang-up convention coming. 

GOLF CHAMPIONS. Bob Hughes of Minnesota Mining 


received a silver cup for low net. Another cup was given to 
Champion Norman Johnson of Crane’s Office Supply for low 
gross. 


THE OLD MONARCHS OF THE INDUSTRY. Those 
who have been in the business 20 to 50 years are Sherman 
Read of St. Paul Book, Oscar Bertelson of Bertelson’s Arnold 
Berglund from Dixon Pencil, Art Grayston from Thomas & 
Grayston, Ed Hanson from Miller-Davis, Wally Margulis, 
Howard Schaub, Phil Ackerman, Sterling Jerue, Bob Davis, 
Ray Johnson, Merrill Hasty, Herb Walsh, Harry Bergquist, Al 
Sundberg, Mel Sowell, Charlie Reagan, Cort Horr, Floyd Rich- 
ards and Jack Berry. A good time was had by all. Some played 
golf, some played cards and others had just a plain old- 
fashioned gabfest. 

A special gift was presented to Berk Ertl, past secretary for 
several years of the Northwest Travelers who has now turned 
over his books to Earl Collins. We want to thank you Berk for 
your past loyal service. 

MMmmm those steaks were really luscious. 
e 

SCUTTLE BUTT. Larry Johnson of Corry-Jamestown is 
recuperating after fighting a losing battle with poison ivy lo- 
cated in his yard. Need help, Larry? 

COMING EVENTS. Saturday evening, December 7, 1957, 
Northwest Travelers Annual Christmas Party in the Regatta 
Room, Calhoun Beach Club, Minneapolis, Minn. 

District 7 NSOEA Regional Convention, Leamington Hotel, 
June 2, 3 and 4, Minneapolis, Minn. Viva Mexico! 

e 


LUCKY MOEN FROM LUCKY 7. Orv Moen of Smead 
won the grand prize of a set of woods by drawing the lucky 
number. It is getting to be a habit with Orvin as he drew the 
same lucky number last year at the tournament, winning a set 
of woods. Ken Bertelson won an electric shaver. The barbecue 
pit was won by Bill Carroll of Eberhard Faber. 

s 

A couple of columns ago I noticed the by-line with your’s 
truly’s name spelled wrong. It has been spelled Cordouray, 
Coodray, Cowdray and Corday, but that’s the first time it’s 
been spelled Blackbourn. Who’s giving who a ribbing or is it 
spelled ribbon? 

s 


Wally Hubbs tried to have breakfast the other day with 
a friend but claimed the chap didn’t have any eggs or bacon 
or anything eatable. It’s strange, says Wally, considering that 
this friend of his has a new Oldsmobile and a Cadillac 
parked in his front yard and a cabin cruiser docked in a 
nearby lake. Maybe, Ed Erickson should start a chicken farm. 





Nucraft Incorporates in California 

The Nucraft Furniture Co. of California was recently in- 
corporated with headquarters in San Francisco to serve in 
seven western states as a sales organization for the Nucraft 
Furniture Co. of Grand Rapids, Mich. 

Officers of the new sales company are Curtis Richardson, 
president; George Schad, Jr., vice-president; and Wall Morrow, 
secretary-treasurer. 

The new firm will warehouse in both San Francisco and Los 
Angeles. Ross West & Associates will act as general sales 
supervisors and territorial sales will be handled by Ray Op- 
pinger in San Francisco, Arch Henry in Los Angeles and 
Walter Taggett in Seattle. 
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“VISION-AID’ LIGHTING 


For the first time . . . Fluorescent and Incandescent Lighting blended 


IN A SINGLE 
MULTI-POSITION 
FIXTURE... 













Clade etion 
TROMBOLITE 


Here’s an entirely new concept in lighting quality and 
distribution! 


The unique design of the TROMBOLITE reflector makes 
full use of both fluorescent and incandescent light 
sources — to produce higher levels of illumination with 
a minimum of undesirable glare. Result: illumination 
that’s easier on the eyes, plus a light distribution pattern 
that provides complete uniform coverage over the entire 
work area. 


















Glide-Action TROMBOLITE adjusts to thousands of positions 






e@ ARM EXTENDS by smooth G-I-i-d-e A-c-t-i-o-n 
© REFLECTOR TILTS, SWIVELS to any needed engi 
© ARM TILTS from'vertieal to horizontal. S222 
© ARM ROTATES through 360°, locks at a touch. 


@ SPRING ACTION CORD extends and 
the gliding arm. 


Modern blue and chromium finish. Choice of mounting bases. List prices (less lamps) 
Model FSD-200 — Incandescent & Fluorescent — Screw-Down Mounting $24.95 
Model 1SD-100 — Incandescent only — Screw-Down Mounting ; $19.95 


Write for catalog listing complete range of moduls and prices. 


qi im as i @ XK CORPORATION © 111 WATER STREET, BROOKLYN 1, N.Y. 


OA—11/57 177 












A Chair that Makes 
Friends Makes Money! 

















Deluxe Executive Chair 
When a man spends nearly a quarter of his 
adult life in an office chair, it's no wonder he 
tries to choose a friendly chair that's as com- 
fortable and "personally his" as a favorite suit. 
Craftsman Chairs have the amiable ability of 
making friends at first “sit. The No. 2000 is a 
good example. Your prospect feels at once the 
“just right" resiliency of foam rubber seat and 
back . . . the posture fitting styling. He ad- 
mires the rich, warm combination of top grade 
cabinet wood and luxury covering. He feels ir- 
clined to say, "This is for me!” 
Because Craftsman Chairs make friends easily 
. come in a wide range of styles and prices 
. . . you can build volume business with Crafts- 
man. Write today for details and your personal 
copy of our catalog. 


MEMBER WOOD OFFICE FURNITURE 
INSTITUTE 
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Sunny Side of the 
Golden State Travelers 





by George Frey 
7819 Anise Ave. 
Los Angeles, 45, 


Bush’s Reseda Stationers store has moved to new and larger 

quarters at 18309 Sherman Way. 
* 

Mr. & Mrs. R. A. Thomas have opened a new stationery 
store at 1345 Fourth St., Santa Monica, under the name of 
Thomas Office Equipment. 

° 

Emil Walters, Whitmore’s Office Specialty Co. in Los 
Angeles, was seriously injured when his auto left the highway 
on Highway 99 above Newhall on Labor Day and hurtled 350 
ft down a steep hill. Both Emil and his wife were thrown from 
the car, which was totally demolished. They were both in the 
Newhall hospital for almost three weeks but are at home 
recuperating now and Emil hopes to get back to work in the 
near future. 

* 

A-1 Office Equipment in Hawthorne moved into the new 
building the end of October and will be holding open house 
the week of November 3. 

° 

Imperial Stationers was broken into during the night of 

September 17 and lost two new portable typewriters and cash. 
« 

A snowman in August? Yep! Van Deeven Stationery mm 
Hollywood had one in their window in August together with 
Christmas cards. It attracted a lot of attention, especially dur- 
ing the real hot spell. They also had a window display of con- 
temporary cards, introducing customers to “Con Temp 
O’Rary”, who offered free peanuts with the cards. It was nec- 
essary to enlarge the Contemporary card space to take care of 
the people attracted inside by the window display. Both win- 
dows were the brain child of Evan G. Bringhurst. 

Bush’s Van Nuys Stationers recently opened a new store sev 
eral doors north of the present location. This new store 1s 
devoted entirely to office furniture. 

* 

Clarian’s Stationers in North Hollywood has moved to a 
new location at 5056 Lankershim Blvd. Mrs. Lillian Doolittle 
States the moving was rather rough, coming so shortly after 
the death of C. W. Hinderks. 

4 

On September 9, the travelers’ meeting could have been 
held in North Hollywood as many of them gathered there 
for the opening of Carl Teele’s new Valley Plaza Bush’s Sta- 
tioners. 

* 

Our sympathy to Al Hatlestad of Imperial Office Equipment 
Co. on the death of his mother, Helen Hatlestad, in Haw- 
thorne. 

« 

A new member of the Golden State Travelers is Loyal D. 
Carlon, representing the Bates Manufacturing Co. He has been 
attending the Monday luncheons quite regularly. 

e 

Harry and Dixie Fuller spent the month of August traveling 
in the Pacific Northwest on a vacation. They visited Victoria 
and Vancouver B. C. Harry is completely well again. 

« 

Carl Draper is getting ready for the Trojan Club Monday 
football luncheons, although it doesn’t look as though USC 
and UCLA are going to set the world on fire this year after 
the way PCC thumped them. However, Red Sanders and Don 
Clark will field teams that will go all out on effort. 

e 

The Monday luncheon at the Rodger Young Auditorium on 
September 16 brought 14 members to the table including Pres- 
ident Walt Waldvogel (National Blank Book Co.), Ralph Man- 
eval (A. W. Faber Castell Pencil Co.), Bill Lashbrook (Ester- 
brook Pen Co.) Fred Coots (Linton Pencil Co.), Ernie Daniells 
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CARBON PAPER 


writes & POLOTR eC PARE PEE Bt Et 


Here’s a new combination that offers terrific sales support! Long respected M&V carbons and inked ribbons 
and Burroughs profit-proved adding machines and cash registers—now available from the same dealer 
representatives. A complete profit line backed by Burroughs Corporation. 

Dealers in either or both of these fine lines will receive the valuable benefits of intensive direct-mail, 
point-of-sale, national and trade advertising. Merchandising help from especially trained representatives is 
another bonus in this package. 

Ask your Burroughs/M&V representative to explain all the advantages of a Burroughs /M&V dealer- 
ship. There are still opportunities available to add to your profits by becoming a dealer for Burroughs 
machines, M&V supplies, or both. Burroughs Division Dealer Sales Department, Burroughs Corporation, 
Detroit 32, Michigan. 


BURROUGHS MACHINES - M&V SUPPLIES 
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IT’S EFFICIENCY 
WITH THE 
MODERN LOOK! 
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Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They’re matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 


MORRIS SAFE-T-SET 

Beauty with efficiency—large ink supply can't 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 

MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of medium, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 
removable glass liner...matches newest style 
in steel office furniture. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 
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(Venus Pen & Pencil Corp.), Irv Satrang (Carl Draper Co.), 
Harry Fuller and Tom Daniels (All Steel Equip. Co.), Dick 
Kirkpatrick (Old Town Corp.), Stewart Anderson (Joseph 
Dixon Crucible Co.), Maxie Spak (mfrs. rep.), Al Baugher 
and Bill Lewis (Sanford Ink Co.) and George Frey (Chas. R. 
Barry Co). 

President Walt announced the Christmas Luncheon will be 
held on December 16 at the Rodger Young Auditorium. 

© 

It looks now as though the fall golf tournament will be held 
on November 22 at the Inglewood Country Club. This will 
be the scene of the annual North-South golf tournament be- 
tween the Frisco Forty-Niners and the G.S.T. 

’ 

Dick Kirkpatrick is working hard on the sales rally to be 
held on Thursday evening, January 30, in the Pacific Room of 
the Hotel Statler. So far we have one speaker lined up, John 
N. Christianson, assistant to the president of Quality Park En- 
velope Co. He gave such an interesting speech at the regional 
meeting in Long Beach, Dick immediately signed him up for 
the sales rally. 

Ralph Maneval is working on the “Salesman of the Year” 
award to be made at the rally. 

a 

Bill Lashbrook and wife spent their vacation in Michigan. 

© 

Fred Coots was made a Kentucky Colonel during the sum- 
mer. He was in the Kentucky State Legislature in 1926, and 
the present governor appointed him to this honorary post, 
Congratulations “Kernel”! 

a 

Ralph Maneval and wife spent their vacation in Hawaii, 
One of the first couples they saw after landing in Hawaii was 
Grant Howard and wife from Phoenix. Could they be over 
there getting ready for the regional meeting? 

* 

Maxie Spak is interested in making up a bowling league ® 
with stationers and travelers. Any stationer interested in en- 
tering a team from their personnel, please contact Maxie. With ¥ 
so many of the travelers out of town so often, the league 
could use a lot of substitutes, so let’s see what kind of a league ¥ 
can be made up. 

2 

Hans Van Deeven and wife (Van Deeven Staty.) sponsored a 
mixed team in a bowling league in Hollywood and their team 
won first place. 

ry 
John Radovich (Eversharp, Inc.) is busy calling on the trade. 
* 

Lindon Crow, who owns a stationery store in Tarzana, is 
playing defensive halfback with the Chicago Cardinals this 
fall. Lindon is a former football great from USC. 

. 

Hank Lyles and Stan Ross (R. L. Smith) were in the Valley 

for Carl Teele’s opening. 
« 

Wayne Journigan (mfrs. rep.) is busy making calls. 

© 

The SCOFA convention and show sponsored jointly by 
SCOFA & NOFA, is being held at the Beverly Hilton Hotel 
on November | and 2. This will be a meeting and show for 
western dealers. For further information, check with Vem 
Valet of Southern California Stationers. 

° 

Bob Anderson has resigned from the Joe E. Davis Co. and 
joined CBS radio. He is on the announcing staff at KNX 
Hollywood which is the key station on the Pacific Coast. Bob 
has had several years of experience as an announcer and is 
returning to it after several years in the stationery business. 


New Address for National Business Show 

Office Executives Association of New York, Inc., and Na- 
tional Business Show, announced removal to 530 Fifth Ave., 
New York 36, N.Y., on September 30. New telephone num- 
ber for these offices is OXford 7-7142. 
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outstanding...and comfortable too 


y by 
dove MOMENTUM ... just the right touch of good taste in contemporary styling by GUNLOCKE. 
Vern Your customers will appreciate the day-long comfort of the deep cushioned 
foam rubber seat and form-fitting contour back of the executive chair, 
— while their guests and associates will be comfortable in GUNLOCKE’S 
a luxurious guest chairs, incorporating the finest hand-worked walnut and 
choice fabrics and leathers. 
Sell MOMENTUM ... the world’s finest office chairs. 
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Don’t sell chairs...sell comfort! 


SENG FIXTURES 


increase alertness and efficiency 


Build good will and more sales by recommending 
Seng fixtures to your customers. They'll quickly dis- 
cover that swivel office chairs and typewriter desks 
equipped with Seng devices definitely increase comfort 
and step up the work output of every business day. 
The Seng-equipped Secretarial Posture Chair provides 
firm, restful support while conforming flexibly to the 
needs of the user. The Seng chair control is easily 
adjusted for height and has nylon bearings that assure 
long, trouble-free service. 

Seng Typewriter Desk Fixtures operate easily, silently 
and smoothly. At the touch of a finger, they swing to 
typing position providing a sturdy, level platform. 
So that your customers will 
be thoroughly satisfied, ask 
your manufacturer to sup- 
ply you with chairs and 
desks which are Seng- 


equipped 





The SEM Comaany 


CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 

Arthur G. Lancaster, director of chain store sales division, 
Dennison Mfg. Co. Canada, Ltd., Toronto, was guest speaker 
at the first fall season meeting of Hamilton, Ont. Stationers 
Association, mid-September. He aimed most of his remarks at 
the trade’s young executive group and asserted that accepting 
responsibility for getting a job done assured advancement. 

Running to the boss for decisions often indicated outright 
mental laziness, he said. “What your chief wants are recom- 
mendations and proposals permitting immediate action; pass- 
ing the responsibility buck on to him only shows evidence of 
your inability to do your job.” 

a 

About 20 office appliance manufacturers in Canada are 
among exhibitors slated for a big business equipment show 
being held at the Nova Scotian hotel in Halifax, N. S. Novem- 
ber 26-27. About 400 members and special guests of the Hali- 
fax-Dartmouth chapter, National Office Management Associa- 
tion, are expected to attend a preview dinner the night before 
the show officially opens. Guests will include officers and 
members of the Halifax Board of Trade, the Institute of Char- 
tered Accountants, and the Society of Industrial and Cost Ac- 
countants. Also invited are the Lieutenant-Governor and Pre- 
mier of Nova Scotia, and the mayors of both municipalities. 
Guest speaker will be Oakah L. Jones, Toronto, NOMA in- 
ternational president in 1946 and a member of the associa- 
tion’s honorary council. 

. 

Terry O’Birrell, sales manager, Walter Dickinson & Co. 
Ltd., Toronto, announced the appointment of Kenneth G, 
Lennie as eastern Ontario account manager for the firm. Mr. 
Lennie comes to the stationery field after 20 years’ retail sales 
experience in Ontario. After completing a company product 
training course, he will be assigned to trade accounts from 
loronto to Kingston, Ont. territory. 

e 

Monroe Calculating Machine Co. of Canada, Ltd., Toron- 
to, announced the opening of a new branch office in North 
Bay, Ont. It will be under the direction of P. R. Baily, who 
joined Monroe in Toronto in 1926. For several years he repre- 
sented the firm in both a sales and service capacity in Hamil- 
ton, Ont., then for the past 12 years as service manager of 
Toronto branch. 


e 

Fayette W. Thomas, 65, retired president of Thomas & 
Corney Typewriters Ltd., Toronto, died at his home in that 
city, Sept. 13, following a lengthy illness. He was born in 
Rome, N. Y., in 1892 and entered the industry when he be- 
came associated with Remington Typewriters in Ilion, N. Y. 
At the age of 19, he was sent to the company’s office in To- 
ronto. In 1920, he formed his own company. 

* 

C. Haughton, president, Haughton Press, Ltd., Toronto, has 
named Allan Needler as a sales representative for the firm’s 
creative printing division, and Alan W. Young as a sales repre- 
sentative in the office supply and office furniture division. Mr. 
Needler brings 20 years’ experience to his new post. Mr. 
Young has had 10 years’ experience as a specialist in the of- 
fice equipment field. 

* 

National Cash Register Co. of Canada, Ltd., Toronto, will 
build a $90,000 office and showroom in London, Ont. The 
firm plans a one-story building of masonry over steel frame, 
with a contemporary front of stone, broad glass expanse with 
aluminum trim and steel and wood canopy. 

* 

Canadian Applied Research, Ltd., one of A. V. Roe Can- 
ada Ltd.’s group of subsidiaries, with headquarters in Toronto, 
reported it had concluded an agreement with a Japanese firm 
which will import office equipment made in Canada and dis- 
tribute it in the Japanese islands. The Japanese firm is Kusuda 
Shoten, Ltd., of Osaka, the country’s largest importer of of- 
fice equipment. 

* 
Norman B. Hathaway, formerly sales promotion manager 
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“wrap-around 
lines” bring 
everything 
closer to 


Show any businessman the Leopold 
Free-Form Desk and your sales job is almost 


Leopold half done. Let him see the beauty of 


new sales-producing Free-Form warm, friendly wood. Point out the functional 
“wrap-around” styling... and you create 
Desk 





the desire to buy, to own the new Free-Form 
by Leopold. Display it prominently 


in your showrooms. 











V LEO of! >on PANY 
MEMBER: WOOD OFFICE FURNITURE INSTITUTE 


BURLINGTON, IOWA 
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Business Boon for Top Executives 


% * ee . 
a f re ks 
the remarkable chair 


in which you 
REST as you WORK 











Model 532% UL 


RELAXATOR-POSTURE CHAIR 


Here is the most remarkable seating ever created 
for top executives. Here is an unparalleled, 
self-adjusting posture chair for fatigue-free 
working hours, p/us exclusive head-rest and 
proper recline-action for those precious minutes 
of rest so essential for busy executives. 
MILWAUKEE'S Relaxator-Posture Chair is the 
custom-crafted masterpiece with the dual 
advantages you can demonstrate dramatically 
and sell with ease. Write for full descriptive 
details today. 


makers of fine chairs for over haif a century 


MILWAUKEE CHAIR COMPANY 


Milwaukee 45, Wisconsin 
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for Office Specialty Mfg. Co., Ltd., Newmarket, Ont., has 
been appointed manager of the newly established direct mail 
and promotion department of Rolph-Clark-Stone, Ltd., Toron- 
to. Announcement was made by Clair Stewart, RCS’s director 
of creative planning. Mr. Hathaway is a graduate of the On- 
tario College of Art. 

= 

Office Specialty Mfg. Co., Ltd., Newmarket, Ont., reported 
sales increased 7% in the year ended May 31, last. President 
G. L. Manning’s annual report said both increased volume 
and higher selling prices were credited for the rise. He pre- 
dicted prospects for continuation of a satisfactory volume of 
business would appear reasonably good. 

s 

D. M. Alloway, president of General Printers, Ltd., Oshawa, 
Ont., and of A. Talbot, Ltd., London, Ont., announced the 
election of Wilfred J. Henderson to the boards of directors of 
these companies. Mr. Henderson was director of public rela- 
tions and government approvals for Swift Canadian Co., To. 
ronto, until his retirement earlier this year. 

2 

Toronto Commercial Stationers’ Association chose a Friday- 
the-13th (of September) for their annual fall golf tournament. 
Held at the new Cedar Brae Country Club in the suburb of 
Scarboro, it attracted 45 players plus an extra 10 for the din- 
ner session. Taking the Preston trophy was Frank Kent of 
W. J. Stewart, Ltd., while Vince Balfour of D. A. Balfour 
Co., Ltd. won the Luckett trophy. Len Whitehouse of Fine 
Papers, Ltd. captured the Walker Shield. In charge of arrange- 
ments for the affair were Ross Imrie, Eagle Pencil Co. Can- 
ada, Ltd., Frank Kent, and Al. Feheley, the group’s secretary- 
treasurer. 

e 

Directors of the Stationery & Office Equipment Guild of 
Canada, Inc. gathered in Toronto for a two-day conference, 
October 4-5, at the Lord Simcoe hotel. They were conducted 
on a tour of the new Queen Elizabeth building at Exhibition 
Park in Toronto where the Guild’s convention-product exhibi- 
tion will be held next May. Discussed in detail were proposals 
to enlarge the Guild’s membership scope and a group pension 
plan for association members. 

* 

About 100 members and guests of the Stationery & Office 
Equipment Guild Club, Toronto division, toured the new 
Queensway district plant of the Index Card Co. Ltd., Toronto, 
September 25. They were welcomed by Charlie Saunders, IC's 
president; L. G. (Dick) Doner, vice-president, and sales man- 
ager Stuart Cromar, and were guests of the company at din- 
ner. 

a 

The first Western Canadian Conference of the Wholesale 
Stationers’ Association was held mid-September at Vancouver, 
B. C. Directing proceedings was Donald S. Frey, WSA legal 
counsel from Evanston, III. 

Attracted to the highly successful one-day session were: 
Fred Manley, Minnesota Mining & Mfg. Co., St. Paul, Minn.; 
Edward F. Colcock, manufacturers’ representative from Se- 
attle, Wash.; C. S. Young, Columbia Clark Papers, Ltd., J. 
Harry Dennis, The Brown Brothers, Ltd.; J. F. Beveridge, 
Beveridge Agencies; W. A. McKay, C. M. Harrison & Co.; 
W. R. Hornsey, Columbia Clark Papers, Ltd.; J. W. Hunter, 
Globe Envelopes, Ltd.; Frank J. Abel, W. J. Gage & Co., 
Ltd.; F. H. Robinson, Vancouver Pacific Paper Co. Ltd.; Vie- 
tor Wakely, Le Page’s, Inc.; R. D. McGinley, Minnesota Min 
ing & Mfg. of Canada, Ltd.; D. H. Frew, Smith, Davidson & 
Lecky, Ltd.; J. G. Smart, Minnesota Mining & Mfg. Canada, 
Ltd.; J. A. Walker, Walker & Fraser Ltd.; A. L. McLeod, 
Frank Arnott Agencies; David Wolochow, National Enter 
prises, Ltd.; Tomy Howard, Coast Purchasers Co., Ltd., all of 
Vancouver district. The group plans further meetings in Van- 
couver and Winnipeg for early in 1958, Donald S. Frey an- 
nounced. 

* 

Leslie W. Hill, long-time eastern Canada representative for 
Reeves & Sons (Canada) Ltd., Toronto, has now been named 
western Canada representative for the firm’s line of school art 
materials. He will make Vancouver his new headquarters. 

» 
Regardless of the fantastic performance of electronic office 
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from bottom to top... 
EXACTLY WHAT THEY WANT 










Choice of three base styles 
... choice of flat or round 
Styledge moldings on tops 











= 
a 


Now your customers can select the desk base that 
exactly suits their personal preferences. 
Dependable pontoons . : . popular steel arched legs 

. or deluxe aluminum arched legs. 
ASE harmonizing tops are available with new flat 
Styledge molding or conventional round. These 
new bases and moldings provide desk combinations 
to please everyone. ASE versatility gives 
you more to offer .. . makes your selling job easier. 







2. STEEL 
ARCHED LEGS 


ASE OFFERS YOU A COMPLETE LINE 


DESKS * CHAIRS «+ L-UNITS 
CREDENZAS * TABLES * BOOKCASES 


FILING CABINETS * STORAGE CABINETS 


3. ALUMINUM 


ARCHED LEGS A profitable ASE franchise may be available 


in your community. Write todey! 


BETTER BUILT FOR BETTER BUSINESS ALL-STEEL EQUIPMENT INC., Aurora, Illinois 
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TIFFANY 


OFFICE MACHINE 


STANDS 






Why TIFFANY STANDS lead the field 


Here are the clues: 


VIBRATION-FREE— Heavy, all-steel framework, re- 
inforced throughout. No shake, rattle or roll to 
annoy operators ... work output is faster, with 
fewer errors. 


NOISE-REDUCING OPEN TOP—the “escape- 
hatch” for nerve-racking machine noises which 
disperse, away from operator ...another factor 
which increases efficiency. 


SAFE FOUNDATIONS FOR COSTLY OFFICE 
MACHINES—machine feet, round, square or rec- 
tangular, lock securely in 4 square cups. Cups 
and cross channels adjust to hold almost all 
machines. 


STAYS PUT OR MOVES WITH THE GREATEST 
OF EASE—heavy metal castings anchor stand 
firmly to floor when in use...will not creep. 
1 casting compensates for uneven floors. Easily 
retracted 2” top-bearing casters for instant port- 
ability. 


OTHER PLUS FEATURES—large drop leaf for 
either side of stand, adjusts flush, or low for 
posting tray. Smooth edges prevent scratches and 


snagged hose. Available in 5 popular office colors. 







MODEL 5000 > 


The best all-purpose stand for 
general office use. With 2 drop 
leaves, Model 5002. (Also available 
with 14” pan-top—Model 5500.) 






8000, 

— 4 MODEL 8000 

Series Extra-heavy-duty stand for 
available today's electric typewriters 
35" high ™ and bookkeeping machines. 
for stand-up With 2 drop leaves—Model 
work 8002. 


Mr. Dealer—National advertising pre-sells Tiffany 
Stands fer you. For further information, write Dept. OA 


YY TIFFANY STAND CO. 


7350 Forsyth St. Louis 5, Mo. 
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appliances, they will never replace the human brain, Lloyd 

Skeaff, personnel supervisor, Moore Corp., Ltd., Toronto, told 

that city’s branch of the National Office Management Associa- 

tion. Chief fault with such machines, he said, is they are de- 

void of imagination and must be fed information. They give 

valid answers only if this information is valid, he stressed. 
o 


Minnesota Mining & Mfg. of Canada, Ltd., London, Ont., 
is breaking itself up into six product divisions and head office 
departments along the lines of the parent U. S. company. The 
organization will continue to be headed by Kenneth J. Shea, 
vice-president and general manager. 

He told a Toronto press conference that the change is being 
made because the size of the Canadian operation now calls 
for a divisional setup similar to that in the U. S. All but one 
of the new product divisions will be headed by a Canadian. 
These divisions and their respective managers are: Abrasives, 
adhesives and coatings, J. N. Davis; reflective and printing 
products, H. J. Goodman; electrical products, R. T. Todd; 
Thermo-Fax products, H. Hallworth; new products, A. A, 
Hesketh; tape and related products, John V. Powell. 

* 

Here is the Canadian dealer sales picture this year, follow- 
ing a survey of members of the Stationery & Office Equipment 
Guild of Canada, Inc., for the period to June 1: Total dealer 
sales are up 8% over last year; office furniture sales, up 13%; 
printing, up 4%; stationery and office supplies, up 6%. 

° 


Hughes-Owens Co., Ltd., Montreal, officially opened a new 
modern reproduction center and showroom in downtown To- 
ronto, mid-September, as well as an extensive new branch of- 
fice in the Toronto suburb of North York. The downtown lo- 
cation has 4,000 square feet of showroom space, with all lines 
grouped, tagged with price, description, and in the self-serve 
manner. It also provides immediate service for reproduction 
of drawings, architectural plans and certificates. 

Jim Dowie, president, termed the move “a giant stride from 
our former Art Metropole centre,” and credited the new store 
as one of the finest of its kind in Canada. Hughes-Owens is 
the largest firm of its kind in Canada, and features artists’ sup- 
plies, camera equipment, engineering, drafting and surveying 
equipment, as well as reproduction machines, supplies and 
services. Arthur Temperton is manager of the downtown lo- 
cation. 

e 

Acme Carbon & Ribbon Co. Ltd., Toronto, a subsidiary of 
Burroughs Corp., officially opened its new plant in the suburb 
of Scarborough, October 3. Attending a special reception were 
officials of the Stationery & Office Equipment Guild of Can- 


ada, Inc., company executives, dealers and other special 
guests. 
Ss 
Toronto Commercial Stationers Association first dinner 


meeting of the new season heard Alan S. Jarvis of the Invest 
ment Dealers’ Association of Canada as guest speaker. The 
group meets monthly at the Albany Club in downtown Toron- 
to. W. J. O’Reilly, United Stationery Co. Ltd., is president this 
term. 





Keith Clark, Inc., Announces 
Two Midwest Warehouses 

To provide better service for stationers and office supply 
houses, Keith Clark, Inc., manufacturers of Work-A-Day and 
Schedule-A-Date desk calendars, announced the opening on 
October 1 of new warehouses in Chicago and St. Louis. 

Stressing the advantages to be gained through the new 
shipping points, R. L. Nevin, sales manager, pointed out that 
Keith Clark, Inc., now is able to fill both stock orders and 
unanticipated fill-in requirements on a 24-hour basis from St. 
Louis for the Midwestern states and from Chicago for the 
Central States. 

Announcement of these facilities was made at the NSOEA 
convention. 

L. P. Wingert is heading up the warehouse at 122 N. 
Seventh St. in St. Louis while the Chicago warehouse at 22 
W. Madison (Room 900) is directed by W. H. Wingert. 
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MANUFACTURERS: Chicago Lock 
builds Security You can Sell 





Fit the equipment you manufacture with Chi- 
cago Locks and you've got a point worth talking 
about. 

They're small, they’re strong, they're preci- 
sion-made for maximum security. 

You can sell that security. 

Whatever office appliance you make... 
desks, cabinets, lockers, strong boxes . . . in 
wood or metal . . . you'll find a rugged, smartly 
designed Chicago Lock or locking mechanism 
that answers your need. 





\—— LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 








Write for your FREE copy of our catalog » ¥ displaying the entire Chicago Lock line. 
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SPEEDRY 
MAGIC 
MARKER 

LINE 


we//-balanced 
for volume 
sales/ 


Your diversified Speedry Magic 
Marker line (39¢ to $2.50) sells 
every type of custoiner... teachers, 
artists, secretaries, photographers, 
merchants, office managers, ad 
agents, home owners. Tap this 

1. ever-growing market. Set up an 
all-in-one, well-balanced Speedry 
department. 


























REMEMBER, Speedry originated 
Capillary Action in pens — and only 
Speedry Marking, Stamping and 
Stenciling products offer patented 
Capac Action to guarantee smooth, 
constant ink flow — and customer 
satisfaction. 


1. MAGIC MARKER 
>» US. Pat. No. 2,713,176 
Writes on any surface! No loose ink! 


Instant dry! Millions sold! 9 colors! 
77¢ retailer 


2. LAUNDRY MAGIC MARKER 
U.S. Pats. Pending 

Writes on all material. Indelible. 
39¢ retailer 


3. MAGIC MARK STENCILEER 

U.S. Pats. Pending 

Mohair stencil head! Ready for use! 
9 colors! $1.25 retailer 


4, MAGIC MARKER BRUSHPEN 
U.S. Patent Nos. 2,416,596, 2,547,541 
Attractive gold-firish! 99¢ retailer 


5. MAGIC MARKER STENCILING SET 
76 detachable stencils, stencileer, 
easel. $2.50 retailer 


STENCILING SET 

















i 
‘ SPEEDRY PRODUCTS, INC. ; 
: Richmond Hill 18, New York Dept. OA-6 : 
: Please send Speedry Price List and Catalogue. : 
: Address. : 
' 4 
: Name : 
' City. Zone___State 1 
' ‘ 


Facit Olympics Winners 
Make Tour of Sweden 


Five grand prize winners in the Facit Olympics, national 
sales contest for dealers and distributors of Facit calculators, 
Odhner adding machines and Halda typewriters, have been an- 
nounced by Erik A. Ohlsson, president of Facit, Inc. 

The star salesmen enjoyed a 10-day all-expense paid holi 
day tour through Sweden as guests of the company, Winners 
are: Bob Harris, King’s Office Supplies & Equipment Co., 
Santa Rosa; John Vero, Palo Alto Office Equipment Co., 
Palo Alto; John W. Carrell, J. W. Carrell Co., Fresno; 
Edward W. Clarke, Hollywood Office Appliance & Furniture 
Co., Los Angeles and Winifred W. Easley, Quality Business 
Machine Co., Inglewood, all in California. 

Winners and their wives flew to Sweden, Sunday, September 
29, aboard a luxury DC-7 air ship of the Scandinavian Air- 
lines System. 

Arriving in Stockholm September 30, the party had accom- 
modations at the internationally famous Grand Hotel. They 
toured scenic landmarks in the capital city and visited 
Atvidabergs House, headquarters of the Swedish office ma- 
chine manufacturer. 

From Stockholm they traveled through a number of pic- 
turesque towns and villages. In Atvidabergs, where the com- 
pany’s Facit calculator plant is located, a special reception was 
held for the men and their wives. The Halda factory at 
Svangsta and the Odhner plant in Gothenburg provided the 
American businessmen with a close-up of one of Sweden’s 
foremost industries. 

Contest winners were judged by their total sales results dur- 
ing the competition which ran from April through September. 
One dealer was selected from each of three contest divisions, 
classified by size and sales potential in each dealer’s market 
area. 

Mr. Clarke, of the Hollywood Office Appliance and Furni- 
ture Company, won a special grand prize award as the dis- 
tributor who attained the largest total dollar sales volume 
throughout the Facit Olympics. 

A separate competition was held among Hollywood sub- 
dealers and Winifred W. Easley of the Quality Business Ma- 
chine Co., was awarded the Swedish tour as a winner. 

Dealers who won second place in the Facit Olympics had 
their choice of all-expense paid weekend air tours to New 
York or San Francisco. They are Mr. & Mrs. E. Murphy, 
Typewriter Service Co., Albuquerque, N.M.; Mr. & Mrs. 
Walter Holman, Contra Costa Office Equipment, Richmond, 
Calif., and Mr. & Mrs. Juan Ortiz, Frontier Typewriter Serv- 
ice, El Paso, Tex. 

Third prize awards, $100 U.S. Savings Bonds were won by 
Edgar Noll, Noll Business Machines, Inc., Philadelphia, Pa.; 
Bob Williams, Arcade Adding Machine Co., Louisville, Ky., 
and T. R. Navin, Western Office Equipment, Tucson, Ariz. 

Dealers to receive fourth prize Waring Blende:. are P. M. 
Velez, P. M. Velez Co., San Juan, Puerto Rico; Robert 
Hazard, Calculator Sales & Service, Boston, Mass., and John 
Berkey, J. & R. Office Appliances, Eugene, Ore. 


Mars Design Contest Being Repeated 

To provide a “showcase” for worthwhile projects which 
often, in spite of merit, do not come before interested techni- 
cal audiences, Mars Pencils is sponsoring its second (1958) 
annual design contest. 

$100 is paid to winners simply for the right to reproduce 
their designs in the Mars Outstanding Design Series. There are 
no strings attached; the designer is given full credit and re- 
tains all future rights to the project. In 1957, four winners re- 
ceived cash awards and there were 14 honorable mentions. 

The subject can be almost anything—aviation, space travel, 
autos, trains, buildings, engineering structures, household 
items, tools, machines and business equipment. Projects will 
be selected on the basis of appeal to design-minded readers, 
broad interest and attractive presentation. They should be sub- 
mitted to: J. S. Staedtler, Inc., Hackensack, N.J. 
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STACK HIGH 


SAVE SPACE 
=i how to SELL MORE 


HELLS 
TRANSFER FILES 


Tell your customers this STAXONSTEEL ‘‘Feature 
Story’’. Demonstrate the exclusive construction and 
built-in conveniences that make STAXONSTEEL the 
fastest selling, most ‘talked about’’ record storage 


product on the market. Here’s the STAX STORY... 
ALL-STEEL FRAMEWORK | it's as strong as the product it describes. 


—— 





Only STAXONSTEEL has ALL-STEEL 
FRAMEWORK to carry all-weight! Stack 25 or 
more high—SAVE FLOOR SPACE. Corrugated 
= DRAWER PULLS fibreboard permits product to be shipped flat... 
ready for easy set-up. Each unit has 4 vertical 
=m STEEL SIDEPLATES locking into sideplates on 
WWoethimdiae units above and below. Horizontal STEEL 
STACKERS front and back complete FRAME- 
ie WORK-—transfer weight to sideplates and thus 
EASY-SLIDING DRAWERS to floor. STACKERS also provide a BUILT-IN 
BASE—keeps file row off floor, protected from 
moisture. 


Units INTERLOCK side by side with bolts through 
keyhole slots in sideplates . . . doubles strength. 


Units INTERSTACK in common widths. 


FIVE STAXONSTEEL SIZES for most popularly 
used records—Letter, Legal, Tab Card, Check 


METAL TOP and Invoice. 
Handsome DRAWER PULLS are of metal, with 


slide-in card for identification. Pulls are attached 
firmly to reinforced MASONITE PANEL drawer 
front. TOTE HANDLE provided in back punel of 
drawer. EASY-SLIDING DRAWERS are wax 
impregnated to eliminate friction. METAL TOPS 


slip into sideplates to give convenient counter top. 


Sell STAXONSTEEL TRANSFER FILES. 
STAXONSTEEL does everything a conventiona! 
transfer case does, does it better and does the 

INTERLOCKING things a conventional case can't do, such as 
Eoe-4 utilizing all floor to ceiling space to full advantage. 


WRITE FOR DEALER PACKET 
INCLUDING PRICE AND 
PROMOTIONAL PLANS 





a, 
t 
= Manufacturers of Record Storage Equipment Since 1918 
BANKERS BOX COMPANY 
BUILT-IN BASE 2607 North 25th Avenue, Franklin Park, Illinois 
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asphalt tile institute 
recommends use of 
glides, cups, casters 





ve Small Use Flat 


Bearing Surfaces 


“for lightweight furniture —use glides having a 
smooth, flat base with rounded edges and a flexible pin to 
maintain flat contact with the floor, after first removing 
any small metal domes on the furniture legs. 





Surfaces 


“Dent Floors Save Floors 


“ - 

for heavy furniture —For tables and heavy furniture 
not frequently moved, use composition furniture cups 
designed to prevent the legs from cutting the floor. 








Rubber Rollers 
Save Floors 


Hard Rollers 
Mark Floors 





“for moveable furniture —For desk chairs and other 

moveable furniture, use easy swivelling ball bearing casters 
with 2” diameter wheels and with soft rubber composition 
treads at least 34,” wide.” 


office appliance dealers take note: 

The above is quoted directly from ATI literature on asphalt 
tile. Bassick glides, cups and casters meet all requirements 
set forth above and protect wood floors as well. Remind 
your office management customers of these Bassick floor 
protectors. And look for them on office furniture you sell. 





eK: 
oad Bassick 
So Beate 
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Carlson’s Office Supply, 
New Store, Opens in Batavia 


Carlson’s Office Supply, the only store of its kind in Batavia, 
Ill., recently opened for business at 14 N. Batavia Ave. Ad- 
vance advertising assured a large attendance at the grand open- 
ing on August 23, at which adults received gold ball-point 
pens and the children were given pencils with a whistle on one 
end. 

Mrs. Jane E. Carlson, manager of the new store, is currently 
being helped by her eighth-grade son until his older brother, 
Jan, returns from service with the Air Force. Mrs. Carlson’s 





tg ® ‘ ; Z 
> niet — 


husband, Clarence C., although busy with a separate business 
of his own, designed the fixtures for the store. He hopes 
some day to become an active partner in the office supply 
business, which is new to both the Carlsons. 

A special feature of the store will be the Holiday Room, 
now under construction in the basement. Wrapping paper, 
greeting cards, decorations and gift items will thus be displayed 
for browsing away from the store’s main business of office 
and school supplies. 

Other plans include the opening of a copy work and mimeo 
department at the request of the many lawyers in the area.— 
MRL 





Name West Indies Trip Winner . . . 





John O. Brown, representative for Charlie Helwig, Inc., Port- 
land, Ore., is top winner in The Carter’s Ink Co. recent ‘‘Elec- 
tric Line’’ contest for dealer salesmen. Here, Mr. Brown re- 
ceives tickets for an eight-day Pan American Airways West 
Indies trip for two from Russell Stevens, Carter’s district sales 
manager. At the left is Bob Helwig, owner, and to his left 
Mrs. John O. Brown, wife of the winner and who will also go 
on the trip. Mr. Brown was top national winner with sales or 
demonstrations to the greatest number of different companies, 
offices and firms. The Carter’s Ink Co. offered 26 prizes to 
dealer salesmen to help introduce its new Electric Line of rib- 
bons and carbon papers specifically designed for all leading 
makes of electric typewriters. 
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the custom-fitted chair... Bidetematticeyesmeiansemels)-emsC rar 








A New Concept in Office Chairs! 
Do/More's superbly styled 801 posture 
chair for general office use. Exciting ad- 
dition to the sensational 800 Series. See 
it... Sell it—for profitable volume. 


The 5800 custom-fitted desk 
from Do/More's new Custom 
Collection—a complete line 
of desks and coordinated 
companion pieces for exec- 
utive and general offices. 
Write today for full infor- 
mation, available franchises. 


Only Do/More Offers a Complete Seating Service—including 
individual fitting of Do/More posture chairs and desks . . 
profit-building program of posture education for office personnel. 


DOMORE Chair Company, Inc., 2414 Sterling Ave., Elkhart, Ind. 


OA-11/57 


is the complete answer to yow 
office seating problems! Do/More now 
| brings you an office desk with all 
matchless comfort features of 
Do/More custom-fitted posture chairs 
a desk designed for the actual user 
instead of for the nofi-existent 
“average person.” Its height 
be custom-fitted to each individual’ 
physical proportions and working ha 
for complete working comfort, 


maximum working efficiency! 


. plus a 
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Cole 


Ane NAME that means “THE Most” in 
carbon papers, Inked Ribbons, Hectograph Supplit> 

















Exclusive ‘‘Carbon 
Gripper’ makes typ. 
ing easier, better! 


\@ inciuded free with 
\ Codo Carbon Paper 


\ (Except Typocraft) 


PRE-SOLD CUSTOMERS 


Codo’s splendid reputation for superior Carbon 
Papers, Inked Ribbons, and Hectograph Sup- 
plies becomes better known every day! This 
means dealers meet but little resistance selling 
Codo — a product that sells itself! 


MANUFACTURING 
=" 
6) CORPORATION 


Factory: Coraopolis, Pa. 


79 Madison Ave. 401 Wood St. 564 W. Monroe St. 
New York 16,N.Y. Pittsburgh 22, Pa. Chicago 6, Ill. 
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Sales and Executive staff of Stuart Hall Co., Inc., is pictured 
at initial meeting held at the Hotel President in Kansas City. 
Left to right, rear to front—Russell Gates, sales manager; 
Charles G. Hanson, president; Maurice Bostwick, merchandis- 
ing manager; Calvin Heminger, executive vice-president; 
Robert Bennett, office manager; Jack Harrington, art director; 
Gene Winters, Muncie (Ind.) headquarters; Jack Autry, San 
Francisco headquarters; June Wofford, secretary; K. W. Mc- 
Ginnis, vice-president in charge of production; Clinton Levings, 
Tacoma headquarters; Murray Cohen, Los Angeles head- 
quarters; Bill Armstrong, Buffalo headquarters; David Syvert- 
son, advertising and sales promotion manager; and Elmer 
Reed, Denver headquarters. 


Stuart Hall Co., Kansas City, 
Forms Stationer, Book Division 

The Stuart Hall Co., Inc., Kansas City, Mo., manufacturer 
of fine packaged stationery, has announced the formation of 
its stationer and college book store division. 

A new and separate line of paper products has been devel- 
oped for this market along with the acquisition of an experi- 
enced sales force whose total efforts will be concentrated in 
this field. 





Sheaffer Pen Holds Caribbean 
Cruise Contest for Dealers 


A Caribbean Holiday Cruise Contest for W. A. Sheaffer 
Pen Co. dealers has been announced by General Sales Man- 
ager F. E. Troy. 

Prizes in the nationwide contest, which starts November 1, 
include a Caribbean cruise, 50 Bulova watches, 25 West 
Bend coffee percolators, 25 travel alarm clocks, and cash. 

Retailers can qualify for prizes, which will be awarded 
as the result of a “blind” draw, by demonstrating Sheaffer's 
White Dot fountain pens and pencils and their four main 
exclusive selling points to “mystery shoppers.” The shoppers 
will visit Sheaffer dealers starting November 1 to check for 
contest qualifiers. 

Every dealer who qualifies by showing the White Dot writ- 
ing instruments and featuring the pens’ spring clip, humidor 
cap, large Triumph point and clean filling will receive $5. 
At the completion of the contest, receipts for the $5 from all 
qualifying retailers will be put in a bowl at the pen company’s 
Fort Madison, Iowa, headquarters. Prizes will be awarded 
in accordance with the draw from the bowl. 





Scripto Appoints Controller 

Appointment of R. J. Morawetz as controller of Scripto, 
Int.; was announced recently by James V. Carmichael, presi- 
dent. 

He has resided in Marietta, Georgia, for the past 13 years, 
and was controller of Bland Terry Shoe Corp. He joined 
Scripto’s Atlanta division, in 1954, as assistant to C. A. Little, 
secretary-treasurer. In 1955, Mr. Morawetz was elected assist- 
ant treasurer. 





Appointed Rogersnap Official 

Irvin J. Pierce has been appointed a vice-president of the 
Rogersnap Business Forms Co. in Dallas, Tex., and placed 
in charge of the firm’s forms division.—JHR 
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Cie Ke aluminum chairs by Globe-Wernicke 
put you on top of the world ! 


Fine Rest aluminum chairs send profits up . . . because 
they're tops with so many fine features. Like No-Sag springs, 
foam-rubber cushioning, just-right height adjustments. 
What's more, G/W Fine Rest chairs give you an advantage 
with streamlined styling . . . plus the largest array of deco- 
rator colors in the industry! Yet—these “luxury class” chairs, 
made of long-life aluminum sell at moderate price. From 
office boy to president, there’s a Fine Rest chair to seat 
everyone .. . among the complete Globe-Wernicke line! Your 
copy of a beautifully illustrated brochure on Fine Rest 


chairs is available on request. 


If you are not a Globe-Wernicke franchised dealer, it will 
pay you (in terms of greater sales potential) to investigate 
Globe-Wernicke’s complete line of top-flight products—in- 
cluding office furniture, files, supplies, and filing systems. 
Why not write for full information today ? 
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remember ... success depends on the strength of your line 
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CURMANCO 
OFFICE TOOLS 


% A COMPLETE LINE %& 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 


Clears The Desk For Action! 





“LETTER SORTER Sletten ‘shelves 


NO CORNER POSTS TO DODGE! 


Sorts, Classifies, Distributes the 
papers of daily work. Sloping Trays 
Catch and Hold the papers. 














GREEN——-GRAY BROWN 
NO. 202 LETTER SIZE, 2 tray inci. base.. $4.00 
NO. 203 LETTER SIZE, 3 tray incl. base.. < -GDaD 
NO. 204 LETTER SIZE, 4 tray incl. base.... wo 02 - $0.50 
NO. 205 LETTER SIZE, 5 tray incl. base............$7.50 











Daily Business Sorter! 
SORTING TRAY 


Active papers can be re- 
ferred to instantly .. . open 
like a book. When used with 
A-Z index, folders or tab 
guides the corrugations in 
the bottom prevent slipping. 




















OLIVE GREEN 
NO. 115 LETTER SIZE without index....... .$4.00 
NO. 116 LEGAL SIZE without index...... .. .$5.00 
STATIONERY 
SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 Letter size and 1! half 
size trays. Holds sheets. 87/,” x 18” x 3” 
Electrically welded one piece. NOT ADJUSTABLE! 








NO. 310 LETTER SIZE with 5 divisions—Wt. 4 Ibs. $4.50 








CASHIER’S PAD RACK 










Every business has various pads, bank 
checks, receipts, contracts, partial 
payments, delivery and service forms. 
This rack holds each, easy to reach. 
Saves space and confusion. All one 
piece welded steel. Hollow space in- 
side. 





No. 566 Six Pocket 8”x71/2"x4” .. $4.00 
No. 568 Eight Pocket 8”x92/2"x51/2” $5.00 
No. 570 Ten Pocket 8”x91/2"x65” $7.50 


PIGEON HOLE FILE 


Keeps letters, pads and forms 
separated wherever they are 
used . . . Shipping Room, Stock 
Room or Office. Pockets 1” 
apart. Letter size 81. x 11%, 
” — Welded. Ready to use. 


— 
J SPEEDS UP BUSINESS ROUTINE 














NO. 106 LETTER SIZE with 6 divisions—Wt. 7 Ibs. ..$ 7.50 
NO. 107 LETTER SIZE with 12 divisions—Wt. 10 Ibs. ..$15.00 


CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. 











NO. 105 LETTER SIZE with 5 divisions—Wt. 6 Ibs . $6.00 
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ORDER TODAY! 
===" 7 CURRIER MANUFACTURING CO. [="=- 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 
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Deaths 


Alfred H. Marchant 
81, co-founder with his brother of the calculating machine 
company, died September 15 in Oakland, Calif. 

Death occurred at the home of his brother, Rodney H. 
Marchant. 

A native of Corinth, Miss., Mr. Marchant lived in Grass 
Valley as a youth. He came to Oakland 55 years ago. He and 
his brother introduced the Marchant Check-Figure to indicate 
errors in bookkeeping during a tour of the United States and 
Europe in 1902. 

In 1910 in an abandoned butcher shop in Oakland, Calif., 
rented for $25 per month, the brothers assembled the first 
U.S.-built calculating machine. Their original investment was 
$10,000. They moved to an Emeryville, Calif., plant in 1915 
as the Marchant company found markets in 25 foreign coun- 
tries. 

The Marchants sold out their interest in the firm in 1921. 

Besides his brother, Mr. Marchant is survived by three 
nieces, Mrs. Clifton Moore of Concord, Mrs. Jean Howard of 
Fresno and Mrs. Lee Ryer of Sun Valley, Calif. 





Mrs. Ernest A. Dahl, 

died in an Evanston, IIl., hospital August 18 at the age of 58 
years. Her husband founded Business Efficiency Aids and is 
president of that company. 

In earlier days Mrs. Dahl was secretary to Hugh L. Smith, 
who at that time was manager of the Chicago branch of Yaw- 
man and Erbe Manufacturing Co. Mr. Dahl was employed by 
the same company. 

Besides her husband, Mrs. Dahl is survived by a son, Ernest, 
Jr.; a daughter, Betty Elliot, and four grandchildren. 


George Cormack, 
widely known in the loose leaf industry through his long 
term of service with Wilson Jones Co., died September 28. He 
had been a patient for many months in the Hines Veterans 
Hospital, Maywood, IIl., preceding his death. 

Surviving are the widow, Helen C.; sons George B. and 
Robert J., and daughter Mary Anne. 


Lyman K. Hoffine, 

operator of the Capital Card Co., New Orleans, La., was 
drowned recently near Pensacola, Fla., when he attempted to 
rescue his two sons, Robert and Richard, who were drifting 
on an inflated tube. It is believed he was caught in an under- 
tow.—JHR 


Jack Zukor, 
48, sales manager of Kingsley Stamping Machine Co., died 
August 21. 
Mr. Zukor, who lived in Illinois before making his home in 
Los Angeles, joined the Kingsley organization 10 years ago. 
Surviving are the widow, Gertrude, and five children. 





Film Stresses Typing Fundamentals 

Typing the right way takes only half as much effort, ac- 
cording to demonstrations in a new film by Smith-Corona 
Inc. The film entitled “Better Typing—at your finger tips” was 
produced in 16mm sound and color by Audio Productions, 
and takes 30 minutes to run. 

It is immediately available for showings to school and busi- 
ness typing groups, and can be obtained free, except for slight 
transportation charges from the distributor, Modern Talking 
Picture Service, 3 E. 54th St., New York 22, N.Y. 

Both students and experienced typists stand to benefit by 
seeing the film according to Smith-Corona. An earlier pres- 
entation bearing the same title had been shown to over two 
million people, but the new film will probably exceed this 
record number, company officials said. 
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YOU PROVED WE WERE / 
RIGHT! 


AT THE RECENT NSOEA CONVENTION IN 
CHICAGO OUR CONCEPT OF MANUFACTURING 
STEEL OFFICE FURNITURE AND EQUIPMENT COM- 
PETITIVELY PRICED WITH QUALITY STANDARDS 
RIGIDLY MAINTAINED WAS OVERWHELMINGLY 
ENDORSED BY DEALERS FROM EVERY PART OF 
THE COUNTRY. 








MOST REWARDING WAS THE TRE- 


MENDOUS RECEPTION AND VOLUME new ! 


OF BUSINESS WE RECEIVED ON OUR c OLDENCREST* 
28%” Suspension File 


NEW 1958 DESK MODEL AND NEW 
GOLDENCREST 282” DEEP FILE. 







QUALITY 
is our GUIDE WORD 


PROFITS 
your BUY WORD 


new / 
1958 DESK MODEL 


AVAILABLE IN A RAINBOW OF COLOR COMBINATIONS 


“REGISTERED METALS TAIND 
on : se ° wo ~e 







= 
METALSTAND COMPANY 


7520 STATE ROAD, PHILADELPHIA 36 e¢ DEvonshire 3-7900 


Manufacturers of SUSPENSION FILES e NON-SUSPENSION FILES 


STEEL DESKS e STEEL CABINETS e Hilo TYPEWRITER STANDS Ce 


i) (Srolme)cotelelobcemeys Quality 
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lets floor 


be deen 


Make extra sales with Floor Show... the 
transparent office chair mat that accentuates 


the beauty of fine office furnishings. 


Crafted of gleaming, crystal clear Plexiglas, 


Floor Show provides ‘‘under-glass”’ protec- 


their beauty show through... actually lends 


new richness to the entire room. 


Cash in on new sales in your city with Floor 
Show. Call, write or wire for dealer infor- 


mation and prices. 


Manufactured in 24 standard sizes and shapes. 


Available in any shape on special order. 


Watch for the “Show Off" desk 
top ... another new idea in office 


furnishings. 
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Manufactured by 


Della PRODUCTS 


1400 Henderson P. O. Box 1440 
Fort Worth 1, Texas 


AIR ACCESSORIES. INC 
ar 


Ph. Fort Worth ED 5-3214 — Dallas AN 2-1588 
Houston WA 8-3494 


Branch offico and warehouse — Houston, Texas 
Representatives in principal cities. 
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| Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
| Stamps and personal checks are not accepted.) 


| Granted September 3, 1957 
2,804,846. Fountain Pen. Jack Rogers, Cincinnati, Ohic 
2,804,960. Page End Indicator for Typewriter. Lin Yutang, Singapore, Singapore 


Granted September 10, 1957 
| 2,805,646. Fountain Pen. Bernard Edward Shlesinger, Jr., Falls Church, Va. 
2,805,748. Front Feed Carriages for Accounting Machines. Raymond A. Christian, 
Arthur R. Colley, James H. Crawford, Jesse R. Ganger, and Robert C. Mitchell 
Dayton, Ohio, assignors to The National Cash Register Co., Dayton, Ohio 
2,805,764. Tape Dispensing and Applying Device. Emil Wayne Bolimeier, Men- 
dota Township ota County, Minn., assignor to Minnesota Mining & Mfg. Co., 
| St. Paul, Minn. 
ow 805, 821. Accounting Machine with Totalizer Controlled, Differentially Position- 
able, Bookkeeping Chart. Pascal Spurlino, Roger S. Hull, and Marvin D. Frost, 
| Dayton, Oh assignors to The National Cash Register Co., Dayton, Ohio. 
| 2,805, 822. Totalizer Contestling Mechanism for Accounting Machines. Raymond 
A. Christian, Andrew J. Strachan, and Robert C. Mitchell, Dayton, Ohio, assign- 
| ors to The Nat Cash Register Co., Dayton, Ohio 
2,805,824. Arrangements for Checking the Transcription of Numbers and Arith- 
metical Operations Effected in Accounting Machines. Knut Andreas Knutsen, Paris, 
France, assignor mpagnie des Machines Bull (Societe Anonyme), Paris, France. 
2,805,825. Currency Counting Apparatus. Julius Jorgensen, Detroit, Mich., and 


Arnold R. Buchholz, Watertown, Wis., assignors to Brandt Automatic Cashier Co., 





Watertowr W 

2,805,870. Combination Note Pad Index and Article Holder. Francis M. Aimes, 
Chatham, N. Y 

2,805,911. Drawer Pull. Alfred Hjalmer Anderson, Youngstown, Ohio, assignor 
to The General Fireproofing C Youngstown, Ohio 


Granted September 17, 1957 

aera 649. Slide Rule Pencil. Nicholas E. Wicolet Bronx, and Herman Neiges, 
B yn, N. Y Neiges assignor to said Nic 

2,806 715 Illuminated Note Pad Holder. in ry 0. Smith, New Stuyahok, Ter- 


f 


2 806, 755. Cabinet or Desk Structures Employing Framework Arranged Outside 
of Panel Members. Henry P. Glass, Chicago, III. 


Granted September 24, 1957 
2,807, 042 Rennyy-c for Furniture Legs. Roy A. Cramer, Kansas City, Mo., as- 


signor to Cramer Posture Chair Co., Inc., Kansas City, Mr. 
2,807 237. Writing Instruments. David Kahn, Englewood, and Morris D. Lew, 
| rth Bergen, } assignors to David Kahn, Inc., North Bergen, N. J. 
| 2,807,265. Pocket for Ring Binders. Michael D. Oliva, Oradell, and James V. 
Jliiva, Palisade J 
mrasighd gent Strip Feeding Mechanism. Albert W. Metzner, Dayt Yhio, as- 
| s ard Register Co., Dayton, Ohio 
: 807 348. Plat en Guard for Listing Adding Machine. Harold J. Chall, San 
Leandro, and Charle: Balaz, Hayward, Calif., assignors to Friden Calculating 
2,807,412. Multiple Register for Calculating Machines. Byron A. Runde, Farm 


Burroughs Corp., Detroit, M 


Granted: October |, 1957 


2,808,032. Writing Instrument. Arthur A. Ducharme, Providence, R. I 
2,806 107 Tabulating Card Reproducing Punch. Robin Collingwood Berghell, Los 
Anae Cc f 
| 2 808 142 Tabulating Mechanism for motets or like _ Mach nes. Leo Peter 
te r., Newington, Conn., assignor to Ro McBee Corp., New eS 
2,808 143. Tabular Stop Justifying and Setting Mechanism. Seyed Khalil, New 
2.808.144 Carriage Retarding Mechanism for Typewriters or like Machines 
Lambert, West Hartford, and Carl B. Spong, Newington, Conn., assignors 
R 1] M f York N. ¥ 
2,808,262. Feed Tr ay si ide Guide Lock for Duplicating Machines Henry P. Keil 
Chicag I r to The Fixture Hardware Corp., Chicago, | 
2,808,307. Insulated Filing Cabinet Constraction Cc C. Heilman, Canton, and 
Carl C[ rat assignors to Diebold, In Canton, Of 


| Braden Moves to Florida 

| Braden Manufacturing Co., manufacturer of engraved office 
signs, has moved its factory and offices to Ft. Lauderdale, 
| Fla. The company in its new quarters since September 1 is 
|now known as Cadillac Engravers, subsidiary of The Braden 
| gece tages Co. The company was formerly located in 
| Lansing, Mich. 

| The new modern factory is located at 4501 N. E. Fifth 
| Terrace in Ft. Lauderdale — Box number 4215. 

The firm was able to take all of its personnel from Lansine 
|to Florida. It is claimed that new, high speed equipment now 
|in use permits a sign order to be filled and shipped within 
| five hours. 
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MAKERS OF THE WORLD FAMOUS 
PATENTED “STA-CLEAN” METALLIC 
PROTECTIVE - COATED MASTER UNITS 


U.S. PAT. 2.671.734 





Service is a full time job. 

Properly rendered, it involves time, 
effort and cost. 

Nevertheless, we believe in it and point 
proudly to our long record of Service 
to the trade. 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


e 
SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


RIBBON AND CARBON MFG. CO., INC. 
GENERAL OFFICES AND FACTORY 
HARRISON, NEW JERSEY U.S.A. 
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Dates to Remember 


1957 CONVENTIONS 
October 26-29. First Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
Travelers Club. 
October 28-November 1. National Business Show. New York 
Coliseum, New York City. 
October 28, 29, 30 — Minneapolis-St. Paul Chapter of NOMA 
seminar and office equipment show, Hotel Leamington, Min- 
neapolis. 


WHOLESALE STATIONERS ASSOCIATION 
Regional Conferences 


Southeastern—Dinkler Plaza Hotel, Atlanta, Ga., No- 


vember 11. 





No. 9-18 Lockerette—Capacity: 18 
coats on hangers, 18 hat spaces, 
18 individual lock bdxes and 
overshoe shelf. Length 9 ft. 


oP ORE A 
| Lockerette 





1958 CONVENTIONS 
March 2-5—Annual convention and International Merchandis- 
ing Exhibit of Wholesale Stationers Association, Hotel New 
Yorker and New York Trade Show Building, New York City. 
March 28-31. National Office Furniture Association exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall, 
Philadelphia, Pa. 
May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada. 
June 29-July 2. National Office Machine Dealers association 
exhibit and convention, Schroeder Hotel, Milwaukee, Wis. 
September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel, 
Chicago. 


ome \ 


Easy to sell because Lockeretftes combine the best 
features of both wardrobe racks and lockers—keep 
wraps out in the open, aired, dry and in press; 
provide individual 12” x 12” x 15” lock boxes for 
personal effects. Easy to sell too because they carry 
the nationally advertised, universally recognized 
quality trade mark—“Office Valet” 


Regional Dates 





Region 
5 The Greenbrier, White Sulphur 
Springs, W. Va. March 21, 22 
4 Peabody Hotel, Memphis, Tenn. April 18, 19 
9 Jung Hotel, New Orleans, La. April 10, 11 





14 Hotel Westward Ho, Phoenix, Ariz. May 2, 3 
11 Sun Valley, Idaho May 8, 9 
12 Hotel Ahwahnee, Yosemite, Calif. May 12, 13 
10 Cosmopolitan Hotel, Denver, Colo. May 16, 17 
8 Western Hills Lodge, Sequoyah State 
Park, Wagoner, Okla. May 22, 23 
6 Nippersink Manor, Genoa City, Wis. May 26, 27 
7 Hotel Leamington, Minneapolis, Minn. June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va. June 9, 10 
2 Schroon Manor, Schroon Lake, N.Y. June 13, 14 
13. Grossinger Country Club, 
Grossinger, N.Y. June 16, 17 


1 Equinox House, Manchester, Vt. June 23, 24 









No. 6-12 Lockerette. Ac- 
commodates 12 people 
on 6’0” x 1'3” floor 
space. 


Codo Occupies New Plant 
Located in Leetsdale, Pa. 


The address for Codo Manufacturing Corp. is now Leets- 
dale, Pa. This new location is in an industrial development 
15 miles northwest of Pittsburgh, and five miles from the 
former location in Coraopolis. 

A one-story modern building was erected to provide dou- 
ble the former space occupied, and it provides every modern 
| facility, including ample area for future expansion. 

In making the move, new and modern machinery and 
| processes were installed, and under this setup, the more effi- 
| cient operation permits improved production and quality con- 
| trols that will be reflected in all Codo products as well as 





(Right) These compact, 

efficient units fit in 

anywhere. Solve the 

umbrella problem 

= Two capacities: 16 or 
24 


7 





Write for Catalog Sheets, Dealer Sales Helps, OV-13 104 


VOGEL-PETERSON CO. 


1127 West 37th Street + Chicago 9, Illinois 


in its service. 
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OM Pan Gil lacie. 
Other Models incl. Electric Mode 


ANNOUNCING THE MOST ADVANCED FEATURES IN SPIRIT DUPLICATORS 
CLEAN, SHARP COPIES WITHOUT INK, GELATIN, TYPE OR RIBBONS! 


_ the ll no 
Cyoy-nile “SIEVER=STREAK 


Exclusive “‘Margi-Set” raises or lowers repro- Pre-Set guides — Fixed position insures 
>» duced copy to desired position while operating B constant, correct alignment 

Copy-rite . ha ; , 

> Composition-faced, long wear side grippers. 

Outlast all others. Positive single sheet feed 


» Five position Color control — Clockwise 
First with Unconditional Three Year Guar- 


operation 


Exclusive quart capacity visible fluid supply ae — ee es oie we sags against 
* with automatic fluid control Less frequent Cy er ee 
refills, no evaporation New Cadet Grey color blends with any decor 


For complete details on this Advanced-Design Duplicator and our complete line of 
highest quality Spirit and Stencil Supplies, write Dept. OA-1 


— 


1201 West Cortland Street Chicago 14, Illinois 


San Francisco Brooklyn 
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Your Guide to 
FACT CONTROL 


for All File Systems 




















PENDING 


METAL PROJECTING SIGN 
lock on slotted card 


—_—_ 


ALS 

















Nu-Vise 


METAL PROJECTING SIGNALS 5 
for all vertical] records ¢ ‘ 

















TRANSPARENT SIGNALS 
for visible Systems 




















Crimpgraf 


TRANSPARENT 
CRIMPED SIGNALS 


for protected visible 


| 


MAPTACKS and MAP FLAGS 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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Front Office Courtesy Pays 


by GERALD D. GROSNER 


(Retail consultant and former owner, Grosner of Washington 
Men’s Store, Washington, D.C. Written for Small Business 
Administration ) 


@ In business terms, you might regard front office courtesy 
as a practical phase of public relations—directly applicable 
to the small business. Happily enough, it usually doesn’t cost 
a cent in terms of out-of-pocket expenses. Of course, it takes 
a little trouble and time, but it pays off handsomely. In view 
of that fact, it is unfortunate to see the management of some 
small firms regularly turn a sour-face to the public—never be- 
coming aware of how easily improvements could be made. 


IMPORTANCE OF THE TOP MAN 


Every business, from the smallest to the very largest, is to 
some extent the “lengthened shadow” of a man. That man is 
the chief operating executive, or as you probably say in your 
own shop, the “front office.” That is often where the real 
trouble lies. Usually no one in a small organization is in a 
position to tell the front office about personal shortcomings or 
those of the business—particularly as to poor public relations. 
The head of a small business, involved in the multiplicity of 
important decisions and in a steady swirl of small details, 
sometimes feels that he has little time left for being tactful. 
The result, all too often, is front office discourtesy, and grow- 
ing out of that fact, poor public relations in general. You have 
probably seen in your own experience how this situation ap- 
plies to small retailers, wholesalers, or service owners with 
whom you deal. 


PEOPLE HAVE FEELINGS 


Boiled down to its fundamentals, a business transaction is 
mostly dealing with people. And every person has feelings and 
emotions. The trouble is that some small business managers 
fail:to remember this. They forget to consider how the other 
fellow feels. To make matters worse, discourtesy at the top 
seeps down to every level below. It is difficult for a salesman 
to’ be pleasant to customers if his boss never sets a good ex- 
ample. 

However, the fact is that over the long run courtesy and 
consideration will build a good reputation in the minds of all 
—from customers and employees, to suppliers, competitors, 
civic organizations, charities, the press, and even to the small 
firm’s own stockholders if there are any. Courtesy is a way 
for the small business owner to get that extra sale which is 
lost by the fellow who does little if anything except to keep 
his eye on the cash register. It is a way to help your long-term 
profits and dividends grow. 


A CASE IN POINT 


Here’s a case in point. A retailer learned that a competitive 
concern had purchased property across the street from his lo- 
cation, and was soon to move in. That meant more competi- 
tion from which loss of sales and profits could result. 

However, the established retailer decided not to “fight” the 
new store. Instead, he arranged a luncheon to which he in- 
vited many local businessmen. The new store owner was guest 
of honor. Everybody welcomed him. Delighted at this cordial 
reception, the new store owner promptly took a large adver- 
tisement in the newspaper thanking his host by name for his 
unusual courtesy. Soon the whole community knew of these 
events. People realized that the two stores would be friendly 
competitors. This made everyone feel good. As a result, both 
concerns attracted much favorable public opinion and the old 
store got more business than it had had before the new one’s 
arrival. 


12 POINTS TO REMEMBER 


Against the background of that incident, consider some of 
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—and simplified tray removal 


featured in PEERLESS 
CARD FILES means extra 


filing cabinet sales for you 


Sell Peerless. Be prepared to offer Feesamsese staan 
the complete line of card filing cabi- Pamerené - MACOS: 
nets. There’s a 20-tray and a 22-tray eLirereererrte 
model for Tabulating Cards. Plus a 
14-tray, 16-tray, and a 20-tray model 
for 3”x5”, 4”x6”, and 5”x8” Standard 
Index Cards. 


Sell Peerless and you sell cadmium 
plated follower blocks and runners . . . 
no paint to gum-up and mar cards. 
Full finger slots permit quick refer- 
ence to any section by pushing up 
from below. Finger release follower 
block prevents warping and spilling pre nee Pate *y 
of cards. New follower block thumb ae 
grip prevents card damage. wert 








Many additional, exclusive sales 
features like these make the Peerless 
Franchise today’s outstanding line of 
metal office furniture. It may be that 
the franchise is open in your territory. 


A copy of Folder #100-A will give 
you ALL the facts on the sales- 
ability features of Peerless Card ' 
Files. Write for your copy today. gpg SS on woe 
T1oIv= nocin CON 
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’ Top illustration shows cadmium 
® plated follower block ... center 






photo illustrates positive follower block locking ... lower photo 
demonstrates ease of follower block operation. No damage to cords. 


ah PEERLESS 


ea ES STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphis 11, Pa 





~ 


NEW YORK ol ier Tris) HOUSTON LOS ANGELES 
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A complete line of 
filing accessories 
that put... 


e@ ORDER IN THE 
BUSINESS OFFICE 


e@ ORDERS IN THE 
SALESMEN’S POCKETS 


agate 
card trays 


wood 
card files 


“dandy” 
transfer file 


wood special 
desk trays F steel boxes 


hedges 
: box files 
hedges ‘ 
clipboards write today for catalog and prices 


MFG.§CO. 2931 WENTWorTH AVENUE 
CHICAGO 16, ILLINOIS 








the main ways in which front office courtesy pays because it 
helps everybody. 

@® Customers.—The effect which courteous treatment has 
upon customers should be obvious. It builds good will. It 
makes the purchaser want to return, and reduces her interest 
in shopping around. The customer enjoys doing business with 
a courteous firm in which she finds satisfaction. Without this 
sort of good will, no business can be truly successful. With it 
you have an important competitive advantage. 

® Non-customers.—Front office courtesy covers a broader 
field than you might expect. Think of the effect of a courteous 
top executive upon non-customers with whom he happens to 
come in contact. How about the person who calls your tele- 
phone number by mistake? Do you help him get the correct 
number? How about the newsboy who is trying to sell a sub- 
scription to his paper? Do you respond pleasantly even if you 
don’t subscribe? 

How about the stranger who asks for an item or for a serv- 
ice which you can’t supply? Do you tell her where she might 
get it? Do you offer to telephone around for her to see just 
who can meet the need? The point is that any individual’s 
natural reaction to this kind of treatment from the top man is: 
“These fellows really go out of their way to help. Ill come 
here again.” 

When the policeman on your beat asks you to buy tickets 
for the policemen’s ball, do you buy the tickets cheerfully? 
What about the student who wants to learn something about 
your type of business? Do you arrange to help him when you 
can spare a few minutes? In all such cases, you have a chance 
not only to build good will for your firm, but also to attract 
sales dollars at some later time. 

All these examples illustrate an attitude. One small busi- 
ness owner's attitude is to rid himself as quickly as possible of 
those from whom he can’t make an immediate profit. Another 
business owner really tries to be courteous because, while it 
may be a little hard at the time, he feels that it’s the proper 
thing to do as a part of his community. You can decide which 
man is right. 

@® Employees.—What’s more important to a small enterprise 
today than its able employees? Yet it seems that some firms 
still haven’t concluded that it’s good business to be just as 
courteous and considerate towards their employees as towards 
anyone else. But it is good business; its results can be electri- 
fying. When management is considerate and courteous to em- 
ployees, each person feels that he is recognized as an individual 
and that he is valued as an integral and important part of the 
firm. This, of course, is a reaction which is vital to achieving a 
dynamic business. With it, an organization can find the moti- 
vation for that extra effort which makes for alert teamwork. 
Sensible suggestions for improvement can be given. Good em- 
ployees are less likely to look for another place to work. The 
paycheck doesn’t become the only standard for judging the 
job. The work seems a lot more fun. 

A good illustration of that fact is the company which in 
designing a new building, put great emphasis on the attractive 
design, decorating, and lighting of its front entrance and foyer. 
When the structure was complete and the employees arrived 
for their first day’s work in the new quarters, the head of the 
firm made a little talk to them. In conclusion he said: “We 
designed this building for you. There isn’t any ‘employees’ en- 
trance. From now on we're all going to use the front door.” 

@ Suppliers —Without the help of suppliers, most businesses 
would have a hard time operating. A co-operative supplier, for 
example, can ship the merchandise you find you need at the 
last minute. He can fill that special order promptly. He can 
help you out in an emergency. In cases of financial pressure, 
the attitude of a supplier in granting you credit can make all 
the difference in the world. Most suppliers will be glad to 
give you a break if they feel they can count on the same treat- 
ment from you. But it’s hard to get close to a manager who 
criticizes and finds fault all the time. 

@ Salesmen.—The sales representatives of the firms with 
which you deal can sometimes pass on invaluable tips. After 
all, they do business with dozens of firms like yours. They can 
tell you about pitfalls to watch for, and about new ideas to try. 
But some salesmen actually hate certain accounts because 
they’ve been abused. When such a salesman has a good buy, 
to whom do you think he takes it? You guessed it. He turns 
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THERE'S GOOD MONEY FOR OFFICE EQUIPMENT DEALERS 
IN HERRING - HALL - MARVIN MONEY SAFES 


Last year, the F.B.I. reports, 
504,000 burglaries 
occurred in the U.S.A. — 
more than 42,000 a month. 


With burglaries on the increase and the trend 
to evening shopping hours definitely estab- 


lished, more and more business firms have 





the problem of providing protection for large 


sums of cash. 


The field is wide open for the sale of the 


modern burglar-resistive equipment here 











pictured. At comparatively low cost it fully 
meets the needs of smaller and medium- 
size retail stores, restaurants, service 


stations, etc. 


This is one of many models in the com- 
plete line of Herring - Hall - Marvin money 


safes. Catalog and prices on request. 


Model 1020X Herring - Hall+ Marvin 
Encased Money Safe. Cutaway view 
shows how safe is anchored in a 
steel-clad reinforced concrete block 
Qualifies for Class ‘‘E’’ Mercantile 
Safe Burglary insurance, and carrie: 
Underwriters’ Relocking Device labe 
which earns an additional 10% 
oleae 


HERRING e HALL e MARVIN SAFE COMPANY 


Hamilton, Ohio + BUILDERS OF THE U. S$. SILVER STORAGE VAULTS AT WEST POINT 
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with pleasure! 
"ROMCO LINE 


BUILDS BETTER SALES! 


Build important customer satisfaction and a 
profitable future for your business. 

The functional design and inherent beauty of 
the ROMCO LINE plus superior construction 
and a competitive price lets you sell with con- 
fidence. 

ROMCO, with styling that sells, appeals to 
customers. ROMCO desks are attractively fin- 
ished in three colors that will harmonize with any 
decor. 

Wear proof, burn proof, ink proof and chip 
proof. 


ROMCO dealers en- 
4 joy new markets with 
the NEW Romco Space 
Saving series, curved 
top Aristocrat series, 
as well as a choice of 
standard desk models. 


For 10 Years Foremost Manufacturer of 
Economy Metallic Furniture. 


ROMCO 


EQUIPMENT COMPANY 
358 Market St., Kenilworth, N. J. 
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to the firm that had sense enough to treat him like a human 
being. Here, too, it is usually the top man who sets the tone 
for the whole organization. 

@ Competitors.—Strange as it may seem, front office cour 
tesy even pays with competitors. In this day of intense com- 
petition for the customer dollar, competitors in the same line 
may actually not be the worst threat. For example, many soft 
goods merchants consider the numerous hard goods and do-it- 
yourself items keener competition than other soft goods stores. 
Many times competitors in the same line can co-operate on 
mutual problems with great benefit to one another. For in- 
stance, they can work together in joint advertising campaigns to 
attract some of those consumer dollars that other industries 
are struggling to get. But unless direct competitors deal with 
one another on a basis of mutual respect and tact, there is no 
opportunity for co-operation. 

® Trade Associations.—Courtesy among direct competitors 
brings up the trade association, which can be valuable in any 
line of business. The membership of a local trade association 
has to be made up of direct competitors. To do their jobs, 
trade associations must continually ask their members for in- 
formation and assistance. Those requests can be treated cour- 
teously or can be summarily rejected. It’s up to the individual. 
Often it may seem easier to turn the association down. Yet in 
the long run you may be only hurting yourself. 

For example, trade associations can often make available 
information that can be obtained in no other way. The reason 
is that many firms are willing to supply to a trade association 
data which they wouldn’t think of supplying directly to a com- 
petitor. The gathering of specific information and the dissemi- 
nation of general industry averages to members is a primary 
function of many associations. In addition, they work to pro- 
tect their members against injurious regulations, laws, and 
taxes. But without the courtesy and co-operation of many busi- 
ness front offices, trade associations couldn’t exist. 

@ Educational Institutions—Today, there are 90 per cent 
more high school graduates than there were before World 
War II. In this connection, business owners often have the 
opportunity to supply facts, explain operating techniques, and 
identify problems for both educators and students. Of course, 
it isn’t strictly business, but it is an investment in a better 
future. Current management problems are always subjects for 
business research and education. Their solution benefits every- 
body. Satisfactory contacts with businessmen will influence new 
generations of students in delving into some of the future 
problems of business. Here again, front office courtesy is the 
only way that a continuing interest can be stimulated. 

@ The Community.—The small business, to a substantial de- 
gree, depends for its acceptance and success upon its “per- 
sonality.” An attractive personality is best expressed by friend- 
ly actions in dealing with neighbors and fellow-townsmen. 
That’s why courteous co-operation with civic and service or- 
ganizations can pay big dividends. These organizations make 
the community a better place in which to live. That is a worth- 
while asset to any business. 

In line with a good civic attitude is courtesy and co- 
operation with charitable groups. Improved handling of charity 
appeals and greater participation in civic affairs by their man- 
agers have helped numerous small enterprises gain a better 
standing in the public estimation. Many firms, for example, 
contribute generously to a community chest drive. Likewise, 
many pay dues for one of their executives in a civic organiza- 
tion. Years ago, some small business owners told charity repre- 
sentatives bluntly: “All our people give individually at home. 
The company can’t contribute in its own name.” This irritated 
volunteer workers who often came from organizations of 
which many of their good customers were members. Now, 
however, most alert managers have come to appreciate the 
value of receiving these representatives courteously and cheer- 
fully making some contribution—even though small. 

Also, in times of war and disaster small companies have 
devoted themselves to the public interest to a degree that well 
deserves to be remembered. For example, during World War 
II, small firms sold millions of dollars worth of United States 
bonds. They also did fine work in collecting fats, metal scrap, 
books and magazines, clothing, and the like. In peacetime dis- 
asters, too, many small businesses have a fine tradition of pub- 
lic service. Ample evidence of that fact was recorded during 
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the COMPLETE line... 


MIAMI SYSTEMS | 


the line with all of the 
“most-wanted” featwres 


All American business men want to buy Miami 
autographic forms and registers—designed for 
every business need at competitive prices that fit 
every business budget. 


CONTINUOUS FORMS, CONTINUOUS INTERLEAVED 
SETS, STANDARD AND CUSTOM MADE AUTO- 
GRAPHIC REGISTER FORMS, RITE-TYPE SNAP 
CARBON FORMS—printed in all sizes, numbered, 
punched and perforated to meet your customers’ 
requirements. 


Besides being backed by a firm with an enviable 
reputation for quality, prompt delivery and depend- 
ability, you are given Bonded Dealer Protection, 
which guarantees no competition from Miami Sys- 
tems—ever! 


Miami manufactures every form Miami ships. 


Miami, one source for all! Forms, Registers, Car- 
bon Rolls, Stock Forms, Binders. 





DON’T BYPASS this profitable opportunity. 
Write today for a portfolio of samples, 
complete schedule of new low prices, inter- 
esting discounts, Bonded Dealer Protection 
and Miami’s unique extra profit plan. 


MIAMI SYSTEMS a ff 


34th and Robertson 


OA—11/57 


Cincinnati 9, Ohio 


As 
r 


yar <4 
~ : ae 4 


cae 
i 


4 


hi 


to : 
7 A 3) 


ant 


~ [oe 
rij 











AURORA STEEL 
PRODUCTS 


comBines (/iiii/y MERCHANDISE 
WITH A SOUND’ DEALER POLICY 


STEEL 
= LOCKERS 





will “PPreciate , | 


ing and 






**+ SMooth action latches 
temporary designs, 





<a FAST DELIveRy: 
ces Labor Costs) 
D TO SELL 










PRICE 











@ Smart new "Flush-Front” door. 

@ No protruding handle .. . fingertip action 
door latch. 

@ Modern recessed louvers. 

@ Available in single, double or triple tier lock- 
ers... flat or slope top in a wide 
range of sizes. 





New Beauty PY: 
and Utility |W) NaS 


@ Rounded corners give a modern, 
streamlined appearance 

@ Adjustable shelves 

@ Reinforced doors . . . 3 point locking 
system 

@ Made of cold rolled steel with baked- 
on enamel finish 

@ Wide selection of types and sizes 










oTHen (Wii _Provucts 
/, 


@ Book Racks @ Box Lockers 
@ Space Saver Units @ Basket 
Racks —ideal for schools, swim- 
ming pools, gyms, etc. 


WRITE TODAY ror comptete 


DEALER INFORMATION 


Aurora 


STEEL 
PRODUCTS 


Company 








153 THIRD STREET 
AURORA e ILLINOIS 
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the 1955 hurricanes and floods along the North Atlantic sea- 
board. All these actions are not so far removed from front 
office courtesy as it might appear. They could never come 
from concerns whose top executives rudely turned their backs 
on requests for help. 

A good civic atmosphere starts with courtesy and considera- 
tion on the part of individuals—including business managers. 
As the effects widen, they produce better employees, growing 
good will, and generally better business. 


@® The Press and Broadcasting.—Since most businesses are 
publicity-conscious today, it is appropriate to mention the 
value of front office courtesy to the various media of public 
information such as newspapers, radio, and television. Favor- 
able mention of a firm’s activities in any of these media adds 
to its reputation among the general public. It is often true that 
unpaid news and comment about a firm are more generally 
remembered and accepted than some of the largest paid adver- 
tisements. 

How does a firm get this publicity? To a large degree it is a 
matter of consideration and courtesy. Establish friendly per- 
sonal contacts with the newspaper editor, the radio and tele- 
vision station managers and commentators. Know them by 
name. Don’t ever be too busy to see a working newsman; 
after all, he is a representative of the public—your public. 

Try to help your local business or news editor, your radio 
and television commentator. Give them items that are really 
newsworthy, that have a human interest angle. Facts about 
promotions in your organization, or about your employees’ 
election to office in civic, religious, or service organizations, or 
about an unusual merchandising stunt—all can have human 
interest. Type up the item in the form in which regular news 
items are prepared; for example, double- or triple-spaced typ- 
ing, heading at the upper right with the time for release, and 
so on. Ask your paper or broadcasting station how they want 
it. That’s consideration and courtesy. It costs virtually nothing. 





@® Stockholders.—Front office courtesy is also important in 
the treatment of stockholders or persons having a financial 
interest but not an active part in managing a firm. The sup- 
port of these people can be essential to the effective operation 
of the business. For one thing, they are a source of new capi- 
tal. Whether there are few or many of these persons they de- 
serve patient consideration from the manager who has the use 
of their money. 


EASING THE TOP MAN’S JOB 


Probably the greatest benefits of courtesy come right back 
to the front office—top management, itself—you. Courtesy in 
your business is something like oil in a machine. It makes 
things run smoothly and, as it were, with less heat. In a re- 
laxed and happy atmosphere the persons operating the busi- 
ness will find that there are fewer irritations, fewer strains, 
and fewer frustrations than in a rude and surly outfit. More- 
over, the harder one tries to be agreeable, the less conscious 
effort it takes. Courtesy extended to others will return tenfold 
in courtesy extended by others. 

Many small businesses nowadays are trying to find new 
ways to cut costs. They are going to great trouble and expense 
to improve the tangible aspects of their businesses in an effort 
to earn more profit. This is all to the good. But the intangible 
elements of the business also deserve attention. They, too, in- 
fluence volume and profits. Often they cost little or nothing to 
improve. 

Common courtesy is as old as the ages. It is second nature 
to many successful, long established managements. Maybe that 
is one of the primary reasons why their businesses have grown 
and flourished over the generations. Look at it this way: A 
good manager is courteous in his dealings with people not be- 
cause he is seeking a pay-off, but because it is the decent thing 
to do. Benefits come because it is right. 





Northwest Leather Goods Appoints Wooster 

Northwest Leather Goods Company of Chicago has an- 
nounced appointment of Allie Wooster as representative in 
Wisconsin and Minnesota. Mr. Wooster for a number of years 
has been a wholesale sales representative in the leather goods 
field. 
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All controls are in the 
palm of your hand... 
with UNIMATIC 
REMOTE CONTROL 
MICROPHONE 


The new 


Ee 


Commander 


“Makes Dictation Easy as Talking 
to an Old Friend” 





e Dictate 
e Listen 
¢ Unlimited Review 

¢ Erase unwanted words 


e Mark end of letter... 
electronically 


® Use same machine for 
dictation, transcription 


e Lifetime belt—never wears out 


Try it FREE in your office 


Through electronic magic the portable Comptometer 
COMMANDER puts perfect letters on your desk in half the time, 
because it automatically erases unwanted words and phrases 
as you redictate your message. You hand your secretary 
perfect dictation every time. Yet, dictation is as easy as 
talking to an old friend because ALL controls are in the palm 
of your hand. 


The same machine serves as a transcriber...it’s as easy to 


transcribe as to listen, because, with perfect dictation, 







omptometer ¢ orporation ~~ 








there’s no need for time-wasting, error-breeding pre-editing. 


Best of all, the Comptometer COMMANDER actually pays for 
itself over and over. The mailable Lifetime guaranteed Erase- 
O-Matic belt wipes clean, electronically, in a second, ready 
for re-use thousands of times. No recurring cost for belts, 
discs, or cylinders. 


Learn how easy dictation can be—how anyone can tu"” out a 
far greater volume of perfect letters easier, faster! Want 
proof? Mail the coupon! 


TTER PROO 











ae eo — 2 








Comptometer Corporation 
1700 Marshfield Ave. Chicago 22, lil. 


In Canada: Canadian Comptometer, Ltd. 
501 Yonge Street, Toronto 5, Canada 


(0 Arrange free office trial for me on: 
C1) Send me literature on: 

[] Comptometer Commander 

{] Comptometer Adding-Caiculating Machine 
[] Comptometer Comptograph “220M” 


EE: . Peer 
NEW Customatic COMPTOMETER — Comptometer COMPTOGRAPH “220M” a a ee 
World’s fastest way to figure... now — with new multiplication key — more Aeerens 
faster than ever. Try it FREE on your own features than any other 10-key listing ee 
work. Mail coupon. machine. Try it FREE. Use coupon. - Te wen ee ! 
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LINE’ of SPIRIT PROCESS 
ADDRESSING MACHINES 


*the line of least resistance 

Since 1948 when we introduced the first spirit process me- 
chanical addressing system we have constantly developed 
and improved the line. Our objective has been to provide 
a simple method of fast, clean, clear mechancial addressing 
at a reasonable price. That our objective has been attained 
is evidenced by the demand for and sales of the Master 
Addresser line. Those who buy addressing machines buy 
quality plus economy . .. and they buy Master Addresser. 
A demonstration and a comparison of Master Addresser 
values breaks down any buyer's sales resistance. 








MODEL 40 


Prints from paper tapes easily pre- 
pared on standard office typewriter. 
500 names per roll. Reproduces list 
up to 50 times. Tapes automatically 
advance with each imprint. Variable 
margin guide. Incl. supplies and Fed. 
Exc. Tax. $57.47. 











MODEL 40-H 


Easy swing foot pedal provides 
faster imprints and smoother 
operation. Leaves both hands 
free for feeding envelopes. Lists 
prepared for Model 40 usable 
in Model 40-H. Sturdy stand 
has adjustable side leaves. 

Incl. supplies and Fed. Exc. Tax. 
$115.77. 




















MODEL 90 


Separate paper address slips (pre- 
pared in any typewriter) in in- 
dividual holder-cards provide dual 
purpose addressing and record 
keeping system. Greater selectiv- 
ity. Automatic card feeding. Easy 
sorting and filing in 3x5 card trays. 
Incl. Fed. Exc. Tax. $94.87. 














MODEL 90-H 


Foot operated Model 90-H 
designed for larger lists 
and faster addressing. 
Heavy duty tubular steel 
table. Adjustable shelves. 
Pivoted tray to hold card 
files. Incl. Fed. Exe. Tax. 
$174.90. 








Write for complete information 
on MASTER ADDRESSER’S line of 
more versatile spirit process od- 


MASTER ADDRESSER CO. 


6500-OA West Lake St., Minneapolis 16, Minnesota 

















Dixon Promotes ‘‘Green Mountain’’ Theme... 
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A couple of ‘’Green Mountain’ boys, Ernest Raasch (left) and 
David McMillin, ad and promotion manager, and sales man- 
ager respectively for the Joseph Dixon Crucible Co.’s pencil 
division, inspect a full-page, four-color advertisement which 
launched the company’s stepped-up advertising and promotion 
campaign for Ticonderoga pencils. The tricorn hats they are 
wearing are symbolic of Ethan Allen, leader of the Green 
Mountain Boys during Revolutionary days, whose picture 
adorns all Ticonderoga ads and packages. 





‘Count Our Blessings’, Urges 
American Cancer Society 


“This is the time of year we pause and count our bless- 
ings. Among them are the medical discoveries which have im- 
proved health and prolonged life, says the American Cancer 


Society. 
“Despite advances in medical science, no miracle drugs 
have been found for cancer. Nevertheless, there has been 


marked progress in cancer control: death rates from cancer 
have dropped dramatically. 

“In the past 20 years survival rates for all cancers com- 
bined rose from 19 per cent to 25 per cent for males, and 
from 29 per cent to 38 per cent for females. A year ago 
American Cancer Society statistics indicated that one in four 
cancer patients was being saved; today one in three is being 
saved. 

“This means that better methods for diagnosis and treat- 
ment of cancer are being made more widely available. 

“Great strides have been made in the two standard methods 
of treating cancer—surgery and radiation. Bolder cancer op- 
erations and new surgical techniques are now possible due 
to better anesthetics, new antibiotics and new chemicals to 
control surgical shock. In radiation, improvements in x-ray 
machines and their use have increased the usefulness of this 
method of treatment in curing some cancers.” 





Chas. S. Nathan Develops Office 
Planning Aid for Executives 


Find out what the customer wants and then give it to 
him. Following this basic concept, Chas. S. Nathan, Inc., New 
York City, office planners and decorators, developed an “Of- 
fice Planning Kit.” The Nathan firm is offering to business 
executives all the necessary materials for efficient office plan- 
ning, in kit form, for $4.50. 

The kit, designed primarily to serve as a “preliminary con- 
sultant” of the Nathan firm, includes a booklet of valuable 
tips on how to eliminate space problems, increase work effi- 
ciency, improve employee morale, accommodate additional 
personnel and alter the decor of an office. 

Graph paper and paper templates representing the most 
common types of furniture in the scale of %4 inch to a foot, 
are also included in the kit. In addition, a check list of im- 
portant factors to consider in office planning is included. 





OA-11/57 














ods 
Op- 
due 

to 
ray 
this 


to 
jew 
Of- 


ess 
on- 
ble 
nal 
ost 


ot, 
im- 














How Oxford 


N AT I 0 N AL A D V E R T i S I N G Every month, over a million couponed Pendaflex 


advertisements in national business publications 


is wor k i n g fo r yo U are telling the Pendaflex filing story. 


. Ae 


™e, 


= 


The immediate surface effect is that hundreds of — 
coupon inquiries received by Oxford are turned 4 
over to dealers for profitable sales. : 
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‘but under the surface — 





Thousands of interested prospects see Oxford 
Pendaflex advertising, and go directly to the ae 
dealer to buy. Fs 


Other thousands are favorably impressed with Ss 
Pendaflex, and need only your calls to create ae 
more sales. 


In short, Oxford national advertising guarantees 
that the time you spend on Pendaflex will be a 
profitable investment. 


In these publications: 


NATION’S BUSINESS * BUSINESS WEEK * DUN’S REVIEW * THE. 
ROTARIAN * BURROUGH’S CLEARING HOUSE ¢ THE OFFICE * 
MANAGEMENT METHODS * MODERN OFFICE PROCEDURES © | 
OFFICE MANAGEMENT ¢ OFFICE EXECUTIVE * THE SECRETARY ® = 5 
TODAY'S SECRETARY 
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Oxford PENDAFLEX°® 


OXFORD FILING SUPPLY CO., INC. 
Garden City, New York ® Chicago ® St. Louis * Los Angeles 
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Sell The 
Stationers’ TOP LINE 


.....Made for you EXCLUSIVELY? 








ASSORTMENT SD-12 





STATIONERS’ ASSORTMENT 


INCLUDING 


FREE 


COUNTER DISPLAY CABINET 


This display is sturdily constructed of beautiful 
blond-finish oak and comes equipped with glass 
front. For convenience, display has storage space 
in back for reserve stock. 


$D-12 ASSORTMENT CONSISTS OF: 


@ 2 Pair 3752, e 3 Pair 3218, 
12”Trimming Shears 8” Utility Shears 
@ 2 Pair 3760, e 3 Pair 3217, 
10” Office Shears 7” Utility Shears 
@ 3 Pair 3769, e 3 Pair 3216, 
9” Office Shears 6” Utility Shears 
@ 3 Pair 3768, e 3 Pair 1718, 
8” Office Shears 8” Clipping Shears 


@ 2 Pair 1719, 9” Clipping Shears 


TOTAL RETAIL VALUE $93.60 
DEALERS COST $56.16 


YOUR FULL 40% Profit > 37.44 





CLAUSS CUTLERY COMPANY 
Fremont, Ohio 
New York Office, 1107 Broadway 





HOT HAMMER FORGED 
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Twinlock Appoints U.S. Distributor 

Appointment of Liberty Office Equipment, a division — of 
The Steck Company of Austin, Tex., as exclusive distributor 
in the United States for Presto Tray and PostMaster machine 
accounting equipment was made recently by Twinlock Export 
Ltd. of England. 

The English equipment is completely adjustable to accom- 
modate a full range of ledger sheet sizes from 6 x 9 to 12 x 12 
inches, using only two models. Nine tray sizes were formerly 
required to house these sheets. 

The Presto tray unit is the latest improved model. The 


3 
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New from England . . . the Presto tray (left) and PostMaster 
tray are to be distributed in U.S. 


PostMaster trays are of a bucket style using patented features 
to lock the front and back plates together, and are particularly 
designed for large machine accounting forms such as payroll 
summaries and distribution journals. 

New to the import field, Liberty is now organizing national 
distribution through dealers and manufacturers’ representa- 
tives. These are the first items to be introduced by Liberty, 
according to Ernest Jackson, Jr., sales manager. 

Mr. Jackson said, “We are very proud of the design and 
quality built into these English units. And we feel the service 
they render dealers by allowing them to offer a complete range 
of sizes with smaller inventories at a greater profit will be 
widely accepted.” 

Presto Tray and PostMaster are trademarked names of 
Twinlock Export Ltd. of England. Liberty is the exclusive dis- 
tributor in this country. The new units were shown at NSOEA 
convention. 





Bakewell Sees Increasing Popularity 
For Use of Printing Calculators 

Printing calculators that automatically perform all four 
figure functions and produce a permanent record of their 
computations will soon rival adding machines as standard 
equipment in retail offices, both large and small. 

This is predicted by A. F. Bakewell, vice-president of Victor 
Adding Machine Co., maker of both. His forecast is based 
in part on the rapidly rising sales of these “versatile cost-cut- 
ters” and “their obvious advantages over other figuring ma- 
chines in retail applications.” He cited extending of invoices 
and easy inventory-taking as examples of the new machines’ 
supremacy in the retail field. 

Mr. Bakewell pointed out that a popular automatic printing 
calculator that costs only about $200 more than a mere elec- 
tric adding machine is so much more useful to retailers that 
its capture of the place of a large percentage of adding ma- 
chines is “inevitable and only a matter of time.” 

To office machine dealers, retailers in their own right, this 
trend will bring a “tremendous amount of new business,” Mr. 
Bakewell predicted. 





Strang Establishes Own Firm in Florida 
B. A. Strang, who has been covering the Eastern Seaboard 
from Canada to Florida for the past 20 years as sales repre- 
sentative for various office supplies manufacturers, now 
has established himself as the head of a firm of manufac- 
turers’ representatives under the name of B. A. Strang As- 
sociates. 

Four men will travel out of the headquarters at 628 Ramapo 
St., Teaneck, N.J. 
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was enthusiastic opinion 
of retailers 
at Chicago meeting. 


The ‘‘snap on" arch — Ever Ready's ex- 
clusive new feature — makes removal 
and replacement of refills a simple 








point for Ever Ready Dealers . . . makes 
selling easier against the toughest com- 
petition. The patented feature 

is available in Styles 
Nos. 717 and 919. 









New desk mate colors for “PLUS” sales 


You can and should have them for 
this season’s selling. 


Now in production, the Ever Ready 
Mist Green and Desert Sand bases 
will go with the new colors in desks 
and accessories. Many customers 
are dressing up their offices and 
will want new “desk mate” colors. 


The 


EVER READY 


(alendar 
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Order through your supplier or direct 
by phone or wire collect for immediate 
shipment (most styles). Production is 
limited this year ... Act now for extra 
calendar sales this year. 











The following is published by International 
Business Machines Corporation, in accordance 
with the provisions of the Final Judgment entered 
Jan. 25, 1956, in Civil Action No. 72-344, United 
States District Court for the Southern District of 
New York: 


SECTION V 


(a) IBM is hereby enjoined and restrained from 
acquiring any used IBM tabulating or electronic data 
processing machine owned by another person or the 
Service Bureau Corporation hereinafter provided for 
in Section VIII of this Final Judgment otherwise than 
as (1) a trade-in on a purchase of a tabulating or elec- 
tronic data processing machine from IBM or (2) a 
reasonable credit against sums then or thereafter pay- 
able to IBM by a customer. 


(b) IBM is hereby ordered and directed to solicit, 
in the manner specified in the provisions of paragraph 
(c) of this Section V, from dealers in second-hand 
business machines, orders for the purchase of any used 
IBM tabulating or electronic data processing machines 
acquired by IBM pursuant to paragraph (a) of this 
Section V. The price charged by IBM for any such 
machine shall not exceed 85% of the price computed 
pursuant to paragraph (c) (1) of Section IV of this 
Final Judgment. 


(c) IBM is hereby ordered and directed: 


(1) within one year after the entry of this Final 
Judgment, and each six months thereafter for a 
period of five years, to cause the provisions of this 
Section V to be published in at least two trade jour- 
nals of general circulation among dealers in second- 
hand business machines; 


(2) commencing one year after the entry of this 
Final Judgment, to furnish at intervals of not more 
than 30 days to all dealers in second-hand business 
machines who shall within the preceding 180 days 
have made written requests therefor, and to at least 
one national trade association of such dealers, a list 
of all tabulating and electronic data processing ma- 
chines acquired by IBM pursuant to paragraph (a) 
of this Section V since the date of the making of 
the last such list, and the prices thereof; and 


(3) to keep all machines listed in the information 
furnished pursuant to subparagraph (c) of this 
Section V available for inspection and purchase by 
one or more of such dealers for a period of 60 days 
after such information shall have been furnished. 
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A. M. Gear Appointed by Marchant... . 





A. M. Gear (right), newly-appointed Northeastern Division 
sales manager of Marchant Calculators, Inc., discusses fea- 
tures of the firm’s new Deci. Magic automatic-decimals model 
with General Sales Manager Wesley E. Jenkins while visiting 
company headquarters in Oakland, Calif. Mr. Gear was pro- 
moted from manager of the Columbus, Ohio, sales district to 
supervision in the area extending from Ohio into New England. 





Quality Park Appoints Silliman Associates 


Arrangements for more effective and complete sales cover- 
age of Arkansas, Louisiana, Oklahoma, Texas, and New 
Mexico for Quality Park Envelope Co. have been completed 
with the appointment of Ward H. Silliman Associates, Inc., 
as Quality Park representatives. 

Wayne B. Preston, former Quality Park sales representative 





R. H. Silliman 


Wayne B. Preston 


in this area, with Robert W. Silliman will bring experienced 
service and envelope counseling to dealers in the southern 
States. 

Both Mr. Silliman and Mr. Preston are principals in Ward 
H. Silliman Associates, Inc., located at 1919 Ross Ave., Dallas. 

In addition to Quality Park Envelope Co., other manufac- 
turers represented in this territory by the Silliman organization 
include Columbian Art Works, Inc., the F. H. Lawson Co., 
the Hamilton Manufacturing Corp., and the Rogers Looseleaf 
Co. 





Clary Makes Branch Changes 

Two changes in branch managerships have been announced 
by Clary Corp. 

Joseph Laskowski, former Clary branch manager in Buffalo, 
N.Y., has been transferred to Cleveland, Ohio, as branch man- 
ager. 

Charles Hasseltine Jr., formerly a wholesale representative 
in the company’s Chicago branch, has been transferred to 
Columbus, Ohio, as branch manager in that city. 


Wedding Bells 


James T. Hurley of Oxford Filing Supply Co. and Mrs. 
Hurley announce that their daughter, Maureen, was wed on 
August 17 to William Langon. 
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sk why should we hide it? 


Glider EXTENSION ARM 


another one of Browne-Morse’ hidden efficiencies 
that pays countless dividends through longer life 
and satisfactory service. This device (illustrated 
at left) a Browne-Morse exclusive, supports the 
drawers rigidly, from below and throughout its 
entire length. Contour-fitted ball races guide 
precision ball bearings noiselessly whenever the 
drawer is in motion. The Glider Extension Arm 
feature alone, makes Browne-Morse the smooth- 
est operating, most durable file cabinet you 
can buy. 
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The precision features of Browne-Morse 
“Feather-Touch Glider Files are mostly con- 
cealed by their beautiful exteriors. For instance, 
you can open a heavily laden drawer with a mere 
514 ounce pull. After years of service it will work 
as smoothly and quietly as the day it was de- 
livered. Quality construction such as this is not 
evident at first glance. 


REASONS WHY GLIDER 
FILES ARE PREFERRED 


¢ SMOOTHER FEATHER-TOUCH ACTION 
e COMPLETE RANGE OF SIZES 


e FOLLOWER BLOCK KEEPS 
FOLDERS VERTICAL 


e NO LUBRICATION REQUIRED 





®* QUALITY GLIDER EXTENSION ARM 
e LOW INITIAL COST 





FREE: Colorful “Coordinates” brochure with 
complete information on Browne-Morse work- 


saving units. 








prowne wy, DEALERS — For quality, price, sales appeal and 

- orse profit, Browne-Morse modern office furniture 

ueeuseen, eneuaenn leads the field. Write us today about a Browne- 
Morse dealership. 















ARCHITECTS OF EFFICIENCY FOR AMERICA'S OFFICES 
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PLUS... 

FREE TIE-IN 

MATERIAL! 

¢ Counter and 
Window Cards 

¢ Newspaper Mats 

* Envelope Stuffers 

¢ Counter Display 

For your share, 

ask your Bates 


salesman or write 
for full detai!s. 


BREAK THE SALES 


BARRIER 
WITH BATES 
“OPERATION 
SKYROCKET!” 


Here’s your chance for bigger 
List Finder sales — and profits 
— this fall! Tie-in with Bates 
sensational national advertis- 
ing and local merchandising 
campaign. 


TO HELP YOU: 


@ The greatest concentration of 
advertising ever for List Finders! 


@ Dramatic, full-color advertise- 


ments in national media...in 
September, October; November, 
December . . . opening up the vast, 


new, untouched home market for 
List Finders! 


® Bates quality line ...6 models, 
33 distinctive finishes . . . attrac- 
tively priced from $1.95 to $7.50! 


Illustrated — Pencilist $1.95 














the 


BATES 
manufacturing co. 


Orange, New Jersey’ 
New York Office, 30 Vesey St., N.Y.7 


Quality numbering machines, staplers, list finders for office and home 
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Special Security Measures Do Away 
With Typewriter Loss at PBSW 


When the office machines department managers at PBSW, 
office supply and business machines dealership in Phoenix, 
Ariz., discovered during inventory that several typewriters had 
been “lost” through the year, immediate corrective steps were 
taken. 

While it was possible, of course, that most of the typewriters 
which could not be accounted for in the inventory had been 





. checks in typewriter at the end of sales day 


A Salesman . 
for PBSW. 


mislaid in one way or another, there was likewise little or no 
doubt that some of them had been stolen, according F. E. 
Pickard, PBSW’s executive. 

Consequently, in place of the open storage system formerly 
used, which meant simply that typewriters were stored in 
cartons in the large first floor warehouse at the PBSW’s head- 
quarters building, the entire inventory is now not only under 
lock and key, but likewise, personally supervised by a respon- 
sible stock clerk at all times. 

Two enclosed stockrooms, side by side, were created, one of 
which is considered an “active stockroom” in that all machines 
contained are the subject of sales efforts and negotiations going 
on at the moment, while new stock still in the original shipping 
cartons, is stored alongside the “active” stockroom in a space 
enclosed in heavy wire mesh.—RAL 





‘‘Herb’’ Walsh Now Manufacturers’ Rep 


H. J. “Herb” Walsh has announced his resignation as sales 
manager of Ace Fastener Corp. It is his plan to operate in 
the future as a manufacturers’ representative in the office sup- 
ply industry. This business will be conducted from his home, 
324 Cuttriss Place, Park Ridge, III. 

Known to dealers throughout the nation, Mr. Walsh has 
been in the industry for 36 years. From 1921-26 he was with 
Corona Typewriter Co., from 1926-1933 with Berger Manu- 
facturing Co., from 1933-1940 with Southworth Paper Co. 
and from 1940 until early in September of this year with 
Ace Fastener Corp. 





‘*Y and E’’ Supplies Contest Begins 


In order to enable its dealers to benefit more completely 
from the approaching transfer sales season, Yawman and Erbe 
Manufacturing Co. is offering special bonus awards on sales of 
its Direct Name guides sets, Expanding Index outfits and Sort- 
O-Mat outfits during the period September 1 to December 31. 

Charles W. Schreiber, executive vice-president, states that 
such systems are extremely important for the proper function- 
ing office procedures, and that he expects this promotion to 
bring about a very significant increase in the sales of the prod- 
ucts mentioned during the transfer season. 

The promotion for this contest is taking a horse racing 
theme with frequent bulletins and track-side reports. By enter- 
ing the Supplies Sweepstakes, the “Y and E” dealer is en- 
couraged to win cash bonuses, place more orders and show 
increased profits. 
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The Vail Manufacturing 
Company— 

world’s largest manufacturer 
of paper fastening devices— 


proudly introduces the 
NEW MONARCH STAPLING MACHINES 


...and a complete new line 
of Monarch products: 
tackers, staplers, clips, pins, 
brass fasteners and 


thumb tacks. 


THE 1957 EASTERN COMMERCIAL STATIONERY SHOW 
October 26-27-28-29 
New York Trade Show Building 
Booth 80, New York, N.Y. 


MONARCH PRODUCTS 


VAIL MANUFACTURING CO. 
900 East 95th Street, 
Chicago 19, Illinois 


SELL YOUR SHARE 


ear end re is transfer time means volume sales of transfer 


Pace-setting dealers always recommend and sell DOLIN 


TRANSFER FILES — the most complete line available 
There's a DOLIN engineered file for your 


ery requirement. 45 stock sizes in 3 different lines 


the’ tnlas 
mmediate delivery. There's no handling—no stock 


eship. We'll drop ship for you at no extra charge 


abels. See your customers today! 


DOLIN * 
steel transfer files 
















COMPLETE 
LINES 


45 
STOCK 


SIZES 


nui 





"G300"'s 


WITH 
NYLON GLIDES 


"R400"'s 
WITH BALL-BEARING ROLLERS 


FRONT OFFICE LOOK "500"'s 
WITH EASY ACTION ROLLERS 


"A SIZE TO FIT 
EVERY RECORD" 


PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


COMPLETE INFORMATION AVAILABLE 





SOLVE YOUR CUSTOMERS STORAGE & SPACE 


PROBLEMS WITH DOLIN MOBILE STORAGE 
aim & 7 


30-70%. 
MORE 
RECORDS, 
SUPPLIES, 


STOCK 


eee eeeeaeeeeeevar 
see eee 


++ ee 6 ORS 


DOLIN MOBILE STORAGE SYSTEM is the NEW stor- 
age technique which adds 30-70% more files, shelves, 
cabinets, etc., without adding floor space. All DOLIN 
files can be equipped for this system. Inquire. 


WOM AINE METAL PRODUCTS, Inc. 


317-19 LEXINGTON AVE., BROOKLYN 16, N.Y. 
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Small Business and the 


Federal Trade Commission 
by DAVID R. REEL 


Chief, Small Business Division, 
Federal Trade Commission, 
Washington, D.C. 


Competition is one of the hallmarks of the U.S. business 
scene, Any firm must compete successfully if it is to exist and 
prosper. But competition does not mean “anything goes.” 
There are legal safeguards against unfair competition and 
discrimination. These safeguards apply to large and small con- 
cerns alike. 

In the national government, one of the important safe- 
guarding agencies is the Federal Trade Commission. Although 
its work is significant to small business, many owners and op- 
erators of small concerns are unfamiliar with it. Therefore, 
the paragraphs which follow are designed to give members 
of small business a brief resume of certain aspects of the 
Commission’s work and its relationship to them. 

The Federal Trade Commission is one of the oldest in- 
dependent agencies in the Federal Government. To serve 
business and the public, the Commission maintains branch 
offices in Washington, D.C., New York City, Chicago, New 
Orleans, San Francisco, Cleveland, Seattle, Kansas City, and 
Atlanta. Its primary objective is to preserve effective and 
vigorous competition for the nation’s economy and the public 
good. To a large degree, this means protecting small business 
from unfair competition and unfair or deceptive acts or prac- 
tices so that it may continue to be strong, aggressive, and able 
to compete with its larger rivals. 

BASIC STATUTES 

To this end the Congress in 1914 enacted two basic statutes: 
the Federal Trade Commission Act, and the Clayton Act sub- 
sequently amended by the Robinson-Patman Act. The Com- 
mission enforces these laws. 

In passing the Federal Trade Comission Act, Congress rec- 
ognized a need for protecting small business. It was stated, 
during the preceding debates, that one of the purposes of 
Section 5 of the Act was to protect the numerous smaller 
businesses of the nation “that are being injured and destroyed 
by giant competitors.” The Clayton Act as amended, prohibits 
among others, certain discriminatory practices, interlocking 
directorates, and exclusive dealing arrangements and mergers. 

In addition to these statutes, six others also designed to 
protect competitive business and the purchasing public are 
administered by the Commission. They are the Webb-Pom- 
erene Export Trade Act, the McCarran-Ferguson Insurance 
Regulation Act, the Lanham Trade Mark Act, the Wool Prod- 
ucts Labeling Act, the Fur Products Labeling Act, and the 
Flammable Fabrics Act. 

PRESERVING THE RIGHT TO COMPETE 

The FTC’s work is especially valuable to small businesses. 
Many of them, without its safeguards, would not have the 
resources to enter or remain in a given field where unfair or 
restrictive business practices exist. 

For example, as a small business executive, you should be 
able to buy your equipment, merchandise, or supplies as 
cheaply as your competitor. If you have to pay a higher price, 
it should be no more than the difference in actual cost to your 
supplier caused by the manner in which he manufactures, 
sells, or delivers his goods to you, as compared to your com- 
petitor. Moreover, you ought to be free to buy only those 
products you want from a particular supplier. You shouldn't 
have to take any other, or all products in his line. 

The goods you buy should be available at prices which have 
been arrived at in open competition and which reflect the 
advantages of price competition. In addition, you are entitled 
to rely upon statements made to you concerning the composi- 
tion, grade, standard, origin, or quality of the goods you pur- 
chase. 

Your customers should not be allocated to you by your 
competitors. You should be able to resell items bought by you 
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: of in Ful-Vu’s ‘“‘super market’’ merchandising 


iller methods and turnover rate 


yyed 


ibits Ful-Vu “window sleeve” albums, binders, and flip-over trays 
king and displayors really move . . . fast . . . for three good reasons: 


zers. 


| to ae 1 Ful-Vu albums are packaged, labelled and openly dis- 


are : “oe 
om- hae wee played* for on-the-spot sales action when customers visit 








— your store. 
rod- 
the 2 Ful-Vu is far and away the best advertised, best-known line 
of its kind . . . and has been for many years. It's pre-sold 
by us to make your selling easy! 

Ses. 
the 3 Ful-Vu is the most complete, highest quality line. Your cus- 
dies tomers get exactly what they want . . . NOT something 
| be ‘almost as good.” 

as 
ice, In Ful-Vu’s famous Roll-Around Store Displayor, 
our in Ful-Vu’s wrought iron Self-Service Counter 
oe Displayor, etc. WRITE FOR DETAILS. 
lose 
dn’t 
lave c 
the ; — fa ? 
ies PROTECTS © > GLORIFIES 
sve SYSTEMS OF 

PIONEERED AND MADE BY COOKS’ INC. DISPLAY Blackwood, N. J. 
ou 
= CANADA: PRESTON-NOELTING, LTD., Stratford, Ont. « DALLAS, TEX.: 129 Leslie St. « EXPORT: LANGSAM CO., 5 Beekman St., New York 38, N. Y., U.S.A. | 
57 | 
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A Real Money-Maker! 


LABE 


PLASTIC 


WON’T SMUDGE! 


Sticks without moistening 
Resists dirt, grease, water, acids 


THOUSANDS OF USES AND USERS 


Labelon “Write on it’ Tape is used and approved by 
America’s leading industries. Some of its thousands of 
time-and-money-saving uses include marking stockroom 
shelves, bins, drawers, stock samples, panel boards, fuel 
lines . . . labeling bottles, beakers, test tubes and other 
laboratory apparatus . . . marking files, folders, binders 
and various office equipment. 

Labelon also solves labeling 
problems for photographers, en- 
gravers, printers, doctors, den- 
tists, hotels, restaurants—and 
every householder. 





Constant Demand Assures 
Exclusive Repeat Sales 





Available in tablet form or os : . 
pre-cut labels, with backing Because Labelon Tape is exclu- 


sheet for easy typewriter use. = sive, mo one can steal your cus- 
tomers ...and steadily increasing 
use means profitable repeat sales. 


BACKED BY NATIONAL 
ADVERTISING TO INDUSTRY 
AND COLORFUL, LOCALIZED 
DIRECT MAIL LITERATURE 





Also makers of Labelon printed pressure sensi- 
tive tapes and industrial plant layout tapes. 


Write for samples, literature and prices. 


LABELON TAPE CO., INC. 


450 Atlantic Ave., Rochester 9, N. Y. 














at your Own price, excepting, of course, fair-traded merchan- 
dise in states having Fair Trade Laws. 

If you are capable of placing on the market a better prod- 
uct than your competitor, you are entitled to have your po- 
tential customers free to purchase that product. They should 
not be precluded from doing so by any illegal restraints im- 
posed by your competitor. 


GUARDING AGAINST UNFAIR COMPETITION 


Numerous specific practices which tend to injure small busi- 
ness concerns are prohibited by the laws enforced by the Com- 
mission. These include (but are not limited to) the following 
techniques: 

Granting Discriminatory Allowances. Granting allowances 
for advertising, or furnishing services or facilities such as dem- 
onstrators, to one or more customers competing in the distri- 
bution of similar products, when such allowances or services 
or facilities are not made available on proportionally equal 
terms to all competing customers of a supplier; 

Manipulating Prices. Agreements or combinations for the 
purpose and with the effect of raising, depressing, fixing, peg- 
ging, or stabilizing the price of a commodity; 

Rigging Production and Markets. Agreements or combina- 
tions which restrict production, divide territories, establish a 
so-called “protected market,” or divide customers among com- 
petitors; 

Inducing Discriminatory Allowances. A purchaser’s know- 
ingly inducing or receiving payments for advertising allow- 
ances from a supplier when such payment is not affirmatively 
offered or otherwise made available on proportionally equal 
terms to all other customers competing in the distribution of 
that supplier’s products; 

Using Bait Advertising. Engaging in promotional campaigns 
which offer at an unusually low price certain items in which 
the public is interested, and which the dealer has no intention 
of selling but advertises merely to attract potential customers 
for more expensive merchandise of the same type; 

Bribing Patronage. Bribing buyers, purchasing agents, or 
other employees of customers and prospective customers in 
order to obtain or hold patronage; 

Spying Trade Secrets. Procuring the technical or trade se- 
crets of competitors by espionage, by bribing their employees, 
or by similar illicit means; 

Pirating Employees. Inducing employees of competitors to 
violate their contracts and enticing them to leave their jobs 
with the intention and effect of hampering or embarrassing 
competitors in the operation of their businesses; 

Disparaging Competitors. Making false and disparaging 
statements respecting competitors’ products and businesses; 

Selling Used Items as New. Selling for new, items that 
actually are rebuilt, second-hand, renovated or old products, 
or are made in whole or in part from used or second-hand 
materials, by representing such articles as new, or by failing 
to reveal that they are not new, or that they contain second- 
hand or used materials; 

Cornering Competitors’ Merchandise. Buying up competi- 
tors’ merchandise for the purpose of hampering them and 
stifling or eliminating competition; 

Merchandising by Lot or Chance. Selling or distributing 
punchboards or other lottery devices which are to be or may 
be used in the sale of merchandise by lot or chance, or using 
merchandising schemes based on lot or chance; 

Offering Fake Buying Advantages. Creating the impression 
that customers are being offered an opportunity to make pur- 
chases under unusually favorable conditions when such is not 
the case; 

Using Misleading Names. Using misleading trade, company, 
or product names; 

Employing Deception. Employing any other false or mis- 
leading representation which deceives or has the capacity to 
deceive. 

STATUTORY PROCEDURES 

In carrying out its assigned responsibilities, the Commis- 

sion’s formal procedure is on an individual-case basis. Where 


FTC has jurisdiction and where public interest is present, this 
procedure involves an investigation, the issuance of complaint 
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This unique new Regency Catalogue... 


features 


Ty 





new 
striking 
faces 


- ogency offers superior Heliograving* with all these advantages: M, and G —_ rick 
ot to be confused with engraving) a e 
: | 2 mn BR Won 
@ greater sharpness and clarity of letters ” and Mrs 5 
e new effects with superimposed and angled letters amue Kin} 
@ joined letters in the most favored scripts eA amp “*0up y Ford 
e speedier production for prompt delivery Mes, Gs 
e superior craftsmanship at an amazingly low price a tt Nictot, 


FREE: Completely New Flower Wedding Line Catalogue features:— 
exclusive new scripts ® wide selection of ever-popular styles ® postpaid 
shipment within two days of order ® Jjhergal discount 






For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS, 28 West 23 Street, New York 10, N.Y. 
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DESIGNED TO BE BETTER 


= Lolo delols! 


FOR THE FIRST TIME AT POPULAR oe 


.a practical table designed 


ANCO WOOD SPECIALTIES, INC. 
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oe: 
BOOK 
YOU NEED! 





IT FITS ALL TYPES OF BUSINESSES! 


Dome is your best money maker because: 
¢ You make the same giant profit on each 
sale . . . original and repeat . you sell a 
complete book each time . . . NO REFILLS. 


e Reduces your inventory investment. 


© Takes less than a foot of counter space... 
dynamically packaged in a compact se/f-selling 
display unit. 


® Helps you sell through cooperative advertis- 
ing and FREE dealer aids, advertising mats and 
point of purchase displays. 


e It has a big consumer demand. 





DOME 
IMPROVED 
PAYROLL BOOK 


For the Employer of 25 or less. 
Has new and Exclusive features. 
ORDER THROUGH 


$9.50 
YOUR WHOLESALER RETAILS FOR 


DOME PUBLISHING CO., INC. 


THE DOME BUILDING, 357-361 CANAL ST. * PROVIDENCE 3, R. I. 








DOME SHORT-CUT 
PAYROLL BOOK 


RETAILS FOR $g-00 

















hearings and, if found warranted, an order to “cease and 
desist.” Orders of the Commission are subject to review by the 
courts. 


TRADE PRACTICE CONFERENCE PROGRAM 


In addition to its procedure in carrying out the provisions 
of the law, the Commission over the years has developed a 
consultation and voluntary compliance program. Its objective 
is to advise businessmen of the requirements of the law and to 
aid them in voluntary compliance with it. The work is divided 
into two broad categories: The industry-wide trade practice 
conferences conducted through the Commission’s Division of 
Trade Practice Conferences, and the advisory and assistance 
program of the Commission’s Division of Small Business 
based, primarily, upon assistance to individual firms. 

Co-operation with Industry. Trade practice conferences con- 
stitute a co-operative endeavor between individual industries 
and the Government. The objective is to reduce to writing 
(after due notice and public hearings) rules which interpret 
the laws enforced by the Commission as they apply to the 
various practices within particular industries. The principal 
advantages derived from this program are (1) that it gives 
needed guidance on the requirements of law, and (2) that it 
affords the members of an industry an opportunity voluntarily 
and simultaneously to abandon illegal practices without the 
competitive inequities which can result when enforcement is 
on a case-by-case basis. 

After trade practice rules for a particular industry have 
been promulgated by the Commission, there is continued co- 
operation between the industry and the Commission to main- 
tain or effect compliance with such rules. Constant effort is 
made to bring about better understanding of the rules and 
their administration, and to keep the rules revised and cur- 
rent with prevailing law. 

Trade Practice Rules and Conference Proceedings. There 
are presently in effect trade practice rules for 161 different 
industries. The large majority of these industries consist of 
small business enterprises. 

Trade practice conference proceedings for an industry may 
be instituted by the Commission on its own initiative. Gen- 
erally, however, they stem from an application on the part of 
an industry or from an interested person or group. Application 
for conference proceedings must be in writing and signed by 
the applicant or a duly authorized representative. Information 
relative to the filing of applications will be furnished upon 
request. 

It is the Commission’s general policy to apply trade practice 
rules on a national scale rather than only to the members of 
an industry located in a particular region. However, a regional 
trade practice conference may be authorized by the Commis- 
sion where it would be warranted in the interest of the in- 
dustry and the public. 

Applications for, or communications with respect to trade 
practice conference proceedings or established trade practice 
rules should be addressed to the Division of Trade Practice 
Conferences, Bureau of Consultation, Federal Trade Com- 
mission, 6th St. and Pennsylvania Ave., N. W., Washington 
Za, tae Ge 





Hatfield Firm Moves in Des Moines 

The Hatfield Duplicating Machines & Supplies Co. has 
moved from 723 Grand Ave. in Des Moines to 1113-15 
Grand Ave., into a building purchased by the owner, R. 
Russell Hatfield, from J. Emmit Fines. 

This building has housed a restaurant and another dupli- 
cating machine company. Mr. Hatfield has remodeled the 
restaurant part for his business, but he will continue to lease 
the other part. 

The Hatfield Company distributes Rex-Rotary mimeo- 
graph machines, Copease photo-copier machines, Old Town 
liquid process machines, and a full line of duplicating sup- 
plies.—Al 





Edwin Jensen Promoted by Clary 

Edwin Jensen, formerly Houston, Tex., branch manager 
for the Clary Corp., has been promoted to southwestern 
district manager with offices in Houston.—JHR 
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CRAFTSMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 
sf; for luxurious wear. Customed for lasting comfort and 
Exemplified pleasure. Priced for every buyers purse. These are the 
factors which make BRIGHT creations a joy and satis- 
by faction to every one who buys. In a large selection of 
genuine leather and Elastic Naugahyde and a wide range 
BRIGHT of styles you will find just what you want for every 
customer. 
WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 
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OA REPRINTS 


The following reprints are available at $.25 each: 


15—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 


of census data by OA’s Research Bureau 

17—Booming Potential in Furnishing New Office Buildings. 
Study by Ken White Associates of new office market and 
how it should be sold. 

3—Dealers Are in the ““Packaged’’ Office Business. A special 
Tesearch project determining the extent to which dealers 
are furnishing designing and decorating services 

4—Developing a Sales Management Program. Four down-to- 
earth articles on sales management. 

5—How to Select an Office Equipment Salesman. Outstanding 
material on the selection and training of both inside and 
outside salesmen. 

6—Tested Sales Training Ideas. An 
your own sales development program 

7—Incentives for Office Equipment Salesmen. Several studies 
of special incentives that make salesmen tick 


excellent booklet to check 


The following are available at $.15 each: 

13—Basic Color Guide. For dealers and salesmen selling the 
complste office interiors. 

1—School Equipment and Supplies. Four excellent case his- 
tories showing how to penetrate this big market 

2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling 

14—Discount Selling Spreads Its Tentacles. 

The following booklets are available at §.50 each: 


18—Today’s Best Buy—Office Machines. An extensive study 
by OA’s Research Bureau comparing the big price in- 
creases in general consumer items with the lesser rise 

in office machine prices. Excellent sales ammunition 
9—How to Develop Creative Selling Habits. A twenty-four 
page booklet reprinting twelve excellent special articles 
- all of which your salesmen should study carefully. 


The following booklet is available at $1.50 each: 
ll—The Salt Lick. A compilation of 47 brief but intensely 
Practical essays written for salesmen by a _ successtul 


salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


a 
Special prices are available upon request for quantity orders. 


+> 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 





Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 4 5 6 7 9 
2 12 13 14 15 16 17 18 


ae a Se 


Ce ee 


he SE Zone State 
O Check here for quantity prices on items circled. 
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At the Half-Century Mark, 


Cincinnati Stationer Remembers: 


(From Pat Patterson, manufacturer’s representative and our 
correspondent for NSOEA District No. 5, comes this reminis- 
cent resume written by an old-timer in the industry in the 
Cincinnati area, H. S. Willis, who has expressed the wish that 
it might add to the knowledge of the younger element and jog 
the memories of oldsters in the business.) 


ay 


In the yellow sheets of the Cincinnati telephone book in 
1908 (the oldest one found), there were 18 stationers listed. 
Walnut Street seemed to be the ideal location for at least five 
— Bradley & Sorin at 327, Gibson & Perin at 318, Sellers- 
Davis at 311, Webb at 306, and Woodrow at 323-325. The 
others were at various places — W. B. Carpenter, 422 Main; 
J. R. Mills, 512 Main; Pounsford, 131 E. 4th; Stanage, 107 
E. Pearl; Max Weil & Co., two locations, 16 E. 12th and 12th 
and Jackson. Ketterer & Procter are now printers. C. Men- 
denhall is in the map business. 

Some of these companies have merged; some new ones were 
started. The oldest firm under one ownership is the Pounsford 
Stationery Co. which was started in 1829 as A. H. Pounsford 
& Co. and incorporated under the new name in 1896. Richard 
Harms was president, Harry G. Pounsford was vice-president, 
Some of the employees in 1906 still living today are John 
O’Keefe, Hal Willis, Harry G. Pounsford, and Fred R. Reuter. 
Mr. Pounsford is now 92 years old, unfortunately confined to 
a hospital bed due to a broken hip. 

Some of the old-timers who are no longer here will prob- 
ably be remembered—namely, Dick Harms, Lou B. Blake- 
more, John Frazee, Carl Schmidt, Bill Kramer, Joe Jasper, 
Mr. Kelly, John Schoenhoft, Jim Dryden, Nate Thul, Gus 
Lindhorst, George Habekotte, Henry & Carl Lippert, and 
Charley Rahe. 


Pounsford Forced to Move 


In 1929-30, Cincinnati Gas & Electric Co. erected their 
present home at 4th-& Main. The building extended west 
from Main to an alley, taking in the back end of Pounsford’s 
store, at 2nd & Main, and they had to move. (The front of 
the store was owned by H. G. Pounsford, and he did not sell. 
B-G Shop moved in there and is still there.) Pounsford then 
merged with W. B. Carpenter Co. and moved to 422 Main, 
the present location. Several of the Carpenter personnel stayed 
with Pounsford—Mr. Sampson, Mike Cutler, George Hericks, 
Jake Kuresman, and Tom Harris. Nate Thul was sales man- 
ager; Jake Kuresman was purchasing agent and ran the com- 

Horder’s Inc. of Chicago bought the Pounsford Stationery 
Co., but not long afterward they decided against branches 
and sold the store to the former president of Associated & 
Horder, Mr. Harris, and Bruce McCaleb. Bruce left in 1955, 
and Mr. Bashaw is now in charge. 

When Pounsford Stationery Co. bought Carpenter, they also 
acquired the Sellers-Davis Co., and Ed Sellers came with 
Pounsford and stayed until his death. A grand old gentleman, 
Mr. Sellers. 

Stanley Pounsford was with Pounsford Stationery Co. for 
a long time. He traveled for the wholesale department and 
was also a salesman in the store. When Horder became the 
owner, he started the Stanley Stationery Co. Later, he went 
with Willis-Stationer; and, when Willis closed up, he went back 
to selling for himself. 


Other Resumes Presented 


The remainder of this resume is information gleaned from 
present owners of companies who were in business approxi- 
mately 50 years ago. 

Armstrong Stationery Co. Mart Armstrong, Howard's uncle, 
started a news stand in 1903 at 419 Main St. Howard joined 
him in 1919, and they then sold stationery. They acquired the 
J. R. Mills Co. in 1923, and Mr. Mills joined them at 421 
Main. In 1941, Nate Thul came in as a business partner, and 
in 1945 they leased space at 817 Main and moved the printing 
plant and office to that address. They still run the retail store 


OA—11/57 

















8. 


id our 
minis- 
in the 
h that 
ud jog 


ok in 
listed, 
st five 
sllers- 
. The 
Main; 
, 107 
12th 
Men- 


were 
sford 
sford 
shard 
ident, 
John 
>uter. 
ed to 


prob- 
lake- 
isper, 
Gus 
and 





| 
| 
| 








Finished the mailings with time to spare— 
thanks to DUPLISNAPSe! 


Yes!—A Typist, a Typewriter and Duplisnaps 
give your customers a complete addressing 
department at such low cost to them—and 
such big profits for you—that you'll both 
agree, ““Duplisnaps are wonderful!” 


EUREKA SPECIALTY PRINTING CO. 
555 Electric St. - Scranton, Pa. 


Makers of Fanfold, Roll and other office labels 


®Reg. Trademark—U.S. and Canada 
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URABLE STEEL OFFICE EQUIPMENT 
i IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL ¢ ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢ PERMANIZED BAKED ENAMEL FINISH 





















===] FAST SELLING! 

| <= _ SPACE SAVER! 

Pa MODERN ISLAND BASE 
= | SALESMAN'S DESK 


| J Linoleum top (40”x2542”) 
oe: Desert sage, 
mist green, grey 






EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 


F BOOKCASES 

SECTIONAL BOOKCASES NEW! PRICED TO SELL! 
ROLLER FILES EXECUTIVE CONFERENCE DESK TOP VALUE! ‘ 
TELEPHONE CABINETS Desert sage, mist green, grey oe 
SPECIALTY CABINETS nnaateeeees 
ins Desert sage : 


bad mist green, grey 











































| 
| TERRIFIC BUY! 


MODERN SALES DESK nnn 
= ™ OVERHANG TOP DESKS pac 


Linoleum top (53”x25%2”) IN PRA 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG #41 AND DEALER PRICE LIST. 


URABLE METAL PRODUCTS co. 





















38-42 REVIEW AVE., LONG ISLAND CITY 1,N.Y.- RA 9-3580 
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4 
DESIGNED AND BUILT & 
With A Flare For Sales! 1 





COMBINATION FILES 


Heavy Gauge Stee! Construction 


Electrically Welded Throughout 


Chrome Finished Hardware 
Positive Locking Compressors 
Color Choice of Green or Gray 


Ball Bearing Rollers 


Satisfaction Guaranteed 








FULL SUSPENSION NON SUSPENSION 
FILES FILES 





Write Today For Complete New 
Catalog And Price List 











Welham Metal Products Co., Inc. 
Michigan City, Indiana 


Ts fe oe oe eee oe 
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at 421, but the warehouse is at 817 Main. Nate Thu! died in 
1955. Howard is carrying on successfully by himself. 

Willenborg Stationery & Printing Co. This company was 
started in 1910 as Partridge & Willenborg at 319 Walnut. The 
partnership lasted two years; then the present name was 
adopted. The print shop was moved in 1915, and in 1927 they 
established their store at 521 Main St. In 1937 a move was 
made to 214 E. 8th St., their present location. Frank Willen- 
borg, the father, died in 1939. Today, three brothers are in 
charge—Frank, Will, and Paul. One of the real old-timers, 
Pete Hardig, is with them now. Pete, who worked for W. B. 
Carpenter until 1935, started in this business around 1900; 
he knows everybody and was a great help in getting these 
facts. 

Gibson & Perin. This firm was founded in 1893 by John 
Gibson and William Perin and was located at 318 Walnut. 
The company moved to its present address on 4th St. in 1912. 
Ollie, son of Bill, joined Gibson & Perin in 1920. John Gibson 
died years ago; William Perin passed away in the 40's; and 
now Ollie is president. His son, Bill, is in business with him, 
and we hope the Perins will rule for many a year. This com- 
pany specializes in printing and lithography, and a huge four- 
color press enables them to do a tremendous job. Gus Lind- 
horst was with them for many years until his sudden death 
some seven years ago. 

Redeker and Dick. George Redeker started in this business 
in 1906 and has since been in it continuously. He worked 
first with the Webb Stationery & Printing Co., which later 
became Webb-Biddle Co. This company went out of business 
in 1923. Whereupon George and another former Webb-Biddle 
employee, Fred Ziegler, started in for themselves. In 1924, 
Harry Dick joined them. (Harry had worked for a year with 
Willenborg.) In 1940 they moved to their present location at 
218 E. 9th St. Harry Dick died in 1953 while making a talk 
before a Masonic meeting. Many of the old-timers are at 
Redeker & Dick now—O’Keefe, Weigel, Reuter, Willis; and, 
of course, George is still going strong. 


Ziegler & Co. Formed 

One outgrowth of Redeker & Dick was Ziegler & Co. 
Young Fred left the company and started up on Main St. as 
Ziegler & Co. Jim Dryden, who had been with the old Tatum 
Co. and Wilson Jones, and Jim Sampson were with him. Jim 
was a son of Wright Sampson who was then with W. B. 
Carpenter. Ziegler had a very serious auto accident and was 
laid up for about a year. After a short period, he formed 
a company with Jim Sampson and Joe Pritchard. (Pritchard 
owned the Wells Furniture Co. in Chicago.) The new company 
was called Ziegler & Sampson, and Joe was the silent partner. 
Ziegler finally left, and Sampson ran the business at Pearl 
and Vine. Pritchard sold at auction in the spring of 1955. 

Globe Office Equipment & Supply Co. Scotty Robertson 
started as Globe-Wernicke distributor in 1946 and had show- 
rooms in Union Central Building. In 1949 he bought the 
building at 706 Walnut, remodeled it at no little cost, and 
installed a complete line of stationery articles in addition to 
the Globe exclusive lines. His son, Robert, now operates the 
business. 

The Globe-Wernicke Co. Henry Yeiser, after a few years 
as clerk with W. B. Carpenter, started manufacturing box 
files at Water & Vine Sts. Mr. Wernicke had designed the 
sectional bookcase. They got together and formed The Globe- 
Wernicke Co. and moved to West 8th St. where they remained 
quite a while. After moving to Norwood, they expanded 
their line with dozens of articles sold by stationers. 

Will Winnes Co. Will Winnes started in business in 1932 
at 4th & Plum, buying and selling used furniture. He did very 
well and finally was selling many items of the stationery in- 
dustry. He moved to 222 E. 3rd in 1946 and continued as a 
wholesale stationer. He later sold to H. W. Nichols, and Milt 
Pickle took charge. Will stayed five years as a consultant. 
Just a couple of months ago the company moved to Gilbert 
& Elsinore and is carrying on from there. 

This resume is by no means to be judged as absolutely 
authentic. Some names will surely be missed; certainly, no 
slight was meant to anyone. Mr. Willis has stated that he 
has not spent 50 consecutive years in this business, having 
left Pounsford in 1913 and returned in 1929, and so has not 
the advantage of personal contact during that interim. 
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it’s CHAMPION CLASP in a new dress 
for greater utility and durability— 
machine glazed Kraft stock adds to 
wearability, printability and ‘feel- 
ability.” It’s the PINE KRAFT CHAMPION 
CLASP! 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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the Machine Glazed Kraft 
that makes CHAMPION the 


most complete line of Clasp Envelopes 
in America .. . or ANYWHERE! 


NOW ... Champion Clasp becomes the 
most complete line of clasp envelopes 
with a 1, 2, 3 sales punch for you... 
(1) Parkraft ... (2) Cameo Kraft... 
and now (3) Pine Kraft in all popular 
sizes. There’s a Champion Clasp to 
meet every need. 















on and 
e head 


oms, for kinder- 
at the National 
oom 764 at the 
through the Ath. 

Chair Number 9 





J0Idd LHDIY SHL LV 














Wins 8-Day Trip to West Indies... 


Before it’s too late... 
plan for 1958 


SELL STARK CALENDARS NOW 






* EASY TO READ 
EASY TO USE 





A Es 


Miss Helen P. Carden (right), a medical secretary of Knoxville, | 








Tenn., receives her reward as grand prize winner in the recent ( 
Carter’s Ink Co. ‘‘Name the Kitten’’ contest. Here, she receives 1 
tickets for an 8-day Pan American Airlines West Indies cruise | 
for two from Henry McNease, Lynchburg, Va., district repre- 
sentative of Carter’s. Mrs. Hazel Morton, who will be her ‘ 
STARK.... traveling companion looks on. 
a quality line of stands and pads featuring all popular pi mae et oa ——— | 
styles and sizes. Calendar pads are lithographed on high- Firms Complete Merger in Tupelo, Miss. 
grade bond paper of UNMATCHED WHITENESS with The Business Services, Inc., 111 Broadway, Tupelo, Miss., | 
the date in red and the monthly calendar in black. Fast 7 ms . = ae 
2-color lithograph printing enables us to give you the which operates Larry Allen & Associates, an office furniture 1 
best in quality and prompt service and supply store, has combined forces with the Office Ma- } 
write or phone for complete details per eon 124 aggre Jesi i i 1 , 
- : ~ <a ” Jnder the merger, which is designed to provide an over-a 
IN CALENDARS THE QUALITY MARK IS STARK service, both firms operate from the 111 Broadway address. 1 





TARK CALENDARS 4 H. W. Allen is president; Herb Allen, vice-president and 
incorporated manager; Mrs. Ann McClain, bookkeeper; Maggie Williams, 1 


100-112 BISSELL ST. * PHONE s-06se e eian ILL. shipping clerk, and John Breedlove, sales and service manager. 


-0655 —FEEG 











THE SECRET IS IN THE PACK! 
) >) >) OP YD 9) © 


COPI-MATE™ 


DOUBLE PACK TYPEWRITER RIBBONS 


CONVENIENT ZIP TAPE 
MYLAR SEALED 


Dealers everywhere have already seen and are selling 

the new functional COPI-MATE Double Pack. Think of it... 

order only 1 assorted dozen and you can fit SIDES TELL HOW AND DIRECTION 
every typewriter . . . standard, manual, electric, all TO INSERT RIBBON 

portables, old and new machines, domestic and 

foreign. Yes, a complete typewriter ribbon inventory all 

in one compact dozen pack. 


Look at all these Special plus features : ; 
@ Mylar hermetically wrapped @ Prime quality COPI-MATE Ribbons 
and sealed. Assures quality and inked for continuous action, 
added freshness. self-inking. 
Your machine is listed on 


. : All double flange spools — 
one side or the other for direction eliminates messy ribbon changes! 
of ribbon insertion. 
P P : NYLON @ PURE SILK 
One side of pack gives visual view 
of ribbon spools. @® COTTON KING ® LEEDALL 


Send for your sample dozen order today and receive 
FREE Copi-Mate illustrated chort. Perfect method of selecting the exact 


pack and spocl for your customer. BOTTOM HAS FULL SIZE 


LEE DALL PRODUCTS MANUFACTURING CO., INC. PHOTO OF SPOOLS INSIDE 
Milltown, New Jersey 
INKED RIBBONS . CARBON PAPERS . DUPLICATING SUPPLIES % >YRIGH 1957 BY LEEDALL PROD MFG. C 
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Parker Pen Creates New Staff... 









ACCOPRESS 


BFC 
BINDERS 


Parker Pen Co.’s newly-created international management 
staff is designed to work as a unit to guide company policy 


and development throughout the world, each man having a Have YOUR customers seen 
special area of interest. Left to right are Howard E. Kessinger, the BFC Accopress Binder ? : } 
director of administration; Alfred Diotte, legal; Philip Hull, Here’s an item that appeals instantly to all busi- 


nesses keeping their files for long time reference. 
Like its big brother, the BF binder, it’s made of 
genuine pressboard in five colors. But it also has 


manufacturing; Frank W. Matthay, sales and advertising; G. 
Earl Best, finance, and Chester C. Holloway, product planning. 





Missing from the picture is Norman Byford, special projects an adjustable, expandable (up to 6”) back flap 
and international operation, who resides in London, England. which provides a tight, flat indexing surface re- 

—_ gardless of the thickness of the binder contents. 
Campo Returns from European Trip BFC Accopress Binders turn a user's files into a 


library of neatly bound and titled books. You can 


Earl VY. Campo, export administrator for Victor Adding SELL it! See your Acco Catalog 


Machine Co., has returned from a four-month tour of most 
free European countries. 


Reporting constantly rising sales of Victor automatic print- ACCO PRODUCTS 


ing calculators and adding machines in most European mar- A Division of NATSER Corporation 
kets, he expressed strong optimism for future Victor sales OGDENSBURG, NEW YORK 
there. 


While in Europe, Mr. Campo appointed new Victor dis- In Canada: Acco Canadian Co., Ltd., Toronto 


tributors in Holland, Italy, Sweden and Switzerland. He will 
return to the Continent shortly for an extended stay. 

















for the 
‘‘contemporary 
look’’ in space- 
making office 
furniture... 






Space problems? [@ 
Here’s the “luxury | 
way” to conquer them 
—with the handsome ace 


new Flair Line Series write TODAY FOR FULL DETAILS plus facts on Indiana's 
that adapts itself in a profit plan backed by over 50 years’ service. 


THE RW 8000 twinkling to any size 


office or space. Even 
the pedestals are 


FLAIR LINE interchangeable . . . 
nothing but your 
imagination to limit 


MODULAR flexibility! In Mist or | 
Standard Walnut. 
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THE NEW improved | Fisher Refill Sales Become Skyminded .. . 


COPY-RIGHT Copyholder |) 





for over 30 lee 
years the 4 
“mostwanted" 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 















Andy Jackson is the sky-minded sales manager of Fisher Pen 













Co., setting his goal on soaring sales of Fisher refills. Just 
before taking off on a seven-day trip in his own plane over 
e 2-Lever Action . - che soe line 14 states, Andy here is briefed on the latest developments at 
touch spacer moves COP” et rey the home office in Forest Park, Ill. His two secretaries, 
+ . y . ° 
or more at a Hime -- fits wee Marlene and Angeline, give him the word and a last-minute 
. ny : 
brake lowers oe for pertect order of refills for special delivery. Paul Fisher (left), president 
° Patented or weight ieee of the Fisher Pen Co., looks on at Chicago’s Midway Airport 
Gripper, eae. ee oie te 
securely. : , 
COPY j-Page Clamp, holds Announce Ownership Change in Albany, N.Y. 
mned- ; 
: per finished a. ganar, Copy-Right ls Announcement has been made in the change of ownership 
7 in . . 
s Fastens Firmly to ony yP ; rey te toke for the C. Fred Hoffman office, bank and school furniture 
: s' . . , 
quickly and easily. wiasne ¥? = firm in Albany, N.Y. . 
Saul Susser is the new owner and will operate under the old 















pyt Duplicating Supplies — Carbons — Ribbons over. Then, he plans to go to the San Francisco area where 
Wes! 1 8th Street = New York 11, N.Y. * Cable: CURTYOUNG he will continue in the office planning and furniture field. 


: name with the same personnel, including Mr. Hoffman, who 
COPTRARIGIT ) Ket Babee aon) hcemeten Orel e wane). | will remain for three months in order to supervise the change- 


__ The Spotlight’s on MASTER-MADE CASTERS 


— Free Merchaniheer 


COMPLETE CASTER INVENTORY FOR SMALL INVESTMENT 














Get your self-serving, self-selling, attractive, 3-color counter 
merchandiser™ containing 

12 sets for wood chairs 

4 sets for tubular chairs 

2 sets for G.F. Chairs 

6 sets of glides 

6 sets of rubber cushions 


MIRACLE-MARKED LISTS $78.00 
tO). 45) Attractive Discounts 
* Counter space only 14” 


Stocked Merchandiser 
only 34 Ibs. 


Box tells chair brand that caster fits. 






BIG MARK UP! 
BETTER PROFITS! 


Write for the complete 
discount list. 










a) 
GUARANTEED TO SELL OR YOUR MONEY REFUNDED 


MASTER MANUFACTURING COMPANY «+ 9200 Inman Avenue « Cleveland 5, Ohio ORDER #78.00 
MERCHANDISER TODAY! 





Write for our catalog 
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Offer ROWLES | CONFERENCE TABLES 


WALL HANGING CHALKBOARDS 
AND BULLETIN BOARDS by 


Worden of Holland 








Conference Table 





Framed in wood or aluminum, there’s a size and No. 171 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 


A line of conference or directors room tables embodying 
three style designs to fit all modern decor. A product of 
the highest quality in materials and workmanship. Special 
custom styles. Write for complete illustrated information and 
literature on our conference table line. 





sells itself—sell Rowles! 

Many other styles available including boards with 

easels and floor stands. 

Get the facts—Write today for Dealer Catalog! the 


-W.A. co. 
E.W.A, ROWLES CC WORDEN company 


116 N. Hickory St. / Arlington Heights, Ill. HOLLAND 





PROTECTED PROFITS FOR YOU 


MM DVANC( f 


BARBER automatic electric eraser BEECHER era Tera 





good profit maker with a wide market 





Get vy shat f the profitable electric eraser business. Sell the 

1M wtic Barber-Colman electric eraser with exclusive 
irting featur Just pick it up and start erasing. Quickly, 
hly erases pencil, ink, type . . . fine lines or solid blocks 

A lable timesaver needed by engineer-draftsmen 

tect rtist business offices, schools, studios 

Carefully balan palm-fit for effortless erasing. Quiet, 

ef trouble-f 115V, 60C a-c electric motor 

Highly dependabl thousands in use. A good-profit, 

ZOC selling iter for you Accepted by ie temeiiten ADVANCO PRODUCTS Inc: 

Write now for pr and desct iptive folder 


MANUFACTURERS Ssvs. stm ine Rent ances TR 
berter- Colman Company Tag eg 


76-05 Sist AVENUE ELMHURST 72. I Telephone Hick y 6 4848 





Dept. W, 1244 Rock St., ROCKFORD, ILL. 
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Barricks... 


America’s finest 






folding tables 






® folding 
benches 
® portable 
stages 
e portable room 
partitions 


® table and chair 
trucks 
























designed 














for the dealer 
who is proud 
of the quality 
he sells 


Folding Table 
Division 


( Be rricks 
MFG. CO. 


134 West 54th St. 
CHICAGO 7 
ILLINOIS 


Barrick's Patented Finger- 
tip Leg Locks with steel 
center chanfiel provides maximum 


safety and stability 








CENTRAL'S BETTER BUYS! 


NEW 


Kolledge 


e 
STEEL WASTE BASKETS 








Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 





CLICKSNAP 
STEEL BOXES 


i One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles—One-piece construction— Heavy gauge steel—Rounded 
| corners—Hammered silver finish. 

' See your Jobber or write us for complefe details. 


| CENTRAL can company 


2415 WEST 19th STREET. CHICAGO 8, ILLINOIS 7] 


{ i cs cae a Fi 
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A proven way 
$ to accumulate 


$ money 














‘STEE: S<rrONG 


/COIN HANDLING SUPPLIES 
| 


Seld exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller's Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 











COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kweartet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 
oe 


Write for Information! 


THE C. L. DOWNEY CO. 





HANNIBAL, MO. 





ATTENTION 


OFFICE SUPPLY DEALERS 





These Michaels products are always in demand, and 
it’s profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 


letters; ‘“Time-Tight’’ display cases in many styles 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit 
able business. 


UAWRENCE MICHAELS 


PRES DENI 






4 A 


Cisih 








THE MICHAELS ART BRONZE CO., Inc. 


P.O. Box 668-OA Covington, Kentucky 
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Financial Notes 


Royal McBee Sales Top $100 Million 


Royal McBee Corp. on September 20 announced that sales 
for the fiscal year ended July 31 amounted to $107,648,268, 
passing the $100 million mark for the first time in the com 
pany’s history, and net earnings after taxes equaled $2.68 per 
common share 

These results compared with 1956 sales of $95,876,277 and 
earnings of $3.47 per common share, including 14 cents of 
non-recurring income. 

While 1957 sales were 12% above those of 1956, Chairman 
of the Board Allan A. Ryan said that earnings, especially dur- 
ing the second half of the year, suffered from increased ex- 
penditures for expanded research and development activities, 
increased staff and personnel, broader advertising and sales 
promotion coverage, and expense incident to the introduction 
of a new model typewriter. 





Royal McBee Declares Dividend 

4 cash dividend of 35 cents per share on the common 
stock of Royal McBee Corp. was declared at a recent meet- 
ing of the board of directors. 

The board also declared the following regular quarterly 
dividends on its serial preferred stock for the current quarter- 
yearly dividend period ending October 31, 1957: $1.124% on 
the 442% Series A; $1.25 on the 5% Series B; $1.37% on 
the 5%4% Series C; $1.50 on the 6% Series D. 

[The common and preferred dividends are payable on Oc- 
tober 15, 1957, to shareholders of record on September 30, 


10487 
195 /. 





Joins Sales Staff of Dallas Firm 
Arthur F. Hamilton has joined the sales staff of the Texas 
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Chalk Board 
Division 


134 West 54th St. 
CHICAGO 7 











THREE TOP SPECIALTIES 








STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36”"W x 18” x 78"H 
Weight 150 Ibs. 
MANY OTHER SIZES OF 

CABINETS AND SHELVING 


OA-11/57 


of Superb Quality 


STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7°3” high...8’3” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 








TYPEWRITER TABLE 


Size 2642"H x 16"D x 22”W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 


carton. Weight 30 Ib. 
List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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our Wholesale Ha- 
toner can sewe you 
belle and faster. 
. So lower your hand- 
dng costs 
Fo increase your 
working capital 
é Buy whal you need 
o AS you need 


Lol the Wholesaler te your warehouse! 








a RET 
CEL-U-DEX DISTRIBUTORS 
NEW ENGLAND CENTRAL STATES WEST COAST 
Adams, Cushing & 
Foster Associated Stationers H. S. Crocker 


MIDDLE ATLANTIC 
Bainbridge, Kimpton & 

Haupt 

SOUTHERN STATES 
Bainbridge - Southern 


Supply Co 


Beecher, Peck & Lewis 
Carpenter Paper Co 

Central Ohio Paper Co 
Federal Stationery Co 





UTILITIES 


Finest quality merchandise 
conveniently packaged for 
easy handling in self-service = 
departments practically in- x 
vite purchase. ; 


The attractive red and black 
boxes and cartons are quick 
attention getters and can be 
used to create sales winning 
counter displays. 


Reyburn’s extensive line has 
an item for every stationer’s 
need backed by years of 
manufacturing experience .. 
f “Buy the best. . Buy Rey- 
burn’s.” 





Los Angeles News Co 
Stationers Corporation 


Zellerbach Paper Co 


" HELLO! 


MY NAME I§ 


| 








Z 


The brilliant red and white boxed units that stop 
the eye and start the sale at self-selection counters. 


THE REYBURN MANUFACTURING CO., INC. 
WAREHOUSES: 4048 POLK ST., CHICAGO, ILL. 





Kistler Window Promotes Files. . . 


SUMAER IS fF - 


», *e) ol? a 


NILATION. THAE 





W. H. Kistler Stationery Co., Denver, Colo., gave life in this 
manner to the Oxford Pendaflex summer contest theme. The 
concept of ‘suspension inside the drawer’’ was presented in a 
sparkling window, one of hundreds prepared by dealers during 
the recent Oxford Filing Supply Co. bonus contest. 


Ol’ Doc Stork 


A son, Stephen Norwood, was born to Mr. & Mrs. Don 
Larson, Art Metal Construction Co., Jamestown, N.Y., on 
September 17. Affable Don ran out of cigars at the NSOEA 
convention but is mighty proud of this first-born. 

























CAS3 Tag merchandiser displays fifty- 
three fast moving items. Customers 
serve themselves. 





















PHILADELPHIA, PA. 
901 W. VICKERY BLVD., FORT WORTH, TEXAS 
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" /T'S A SMART MOVE 


SMOOTH 
PERFORMANCE 


CUSTOMER 
SATISFACTION 





NATIONALLY 
ADVERTISED 





BINDERS 


{or marginal punched forms 


line ever offere 


most complete 






ew 


New Cesco binder 


" “Belmont” 


CLOSED 


keeps continuous un- 


bursted forms intact BACK 
for quick, easy refer- THIN 
ence or removal. POST 
Closed back has non- BINDER 


scratch plastic label 
holder . . . available 
in variety of stock 
sizes. 


VER ES COREE: COR © 


Get complete Cesco Catalog of binders for every type 
of marginal punched form. Prices, sizes and details on Thin 
Prong, Thin Post and Thin Ring Binders . . . Report Covers... 
Indexes and Division Sheets. 


WRITE FOR CESCO CATALOG “L" 


Attach to Your Letterhead for Complete Details 


The C. E. SHEPPARD CO 


44-07 21st Street Long Island City 1, NY 




















TRAINING IMPROVED 


WITH 


P| — fforcit Ar . 
i oim! 
“*TYPE-WRITE"’ ADJUSTABLE TYPING STANDS . 


CALCULATOR AND BUSINESS MACHINE STANDS 
- BOOKKEEPING STANDS. POSTURE CHAIRS 








SEND FOR 


FREE 
LITERATURE 


AND DETAILS 


| 


Seen | a 
ae HS ON 


- mn Ricki § 


GARRETT, INDIANA 


TO: 


Garrett Tubular Products, Inc. 


BOX 237 GARRETT, INDIANA 
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‘asteners 


Thumb Tacks 


_arqe Variety of Sizes Plate Style 


Noesting considers QUALITY 


Tel analaeiamiiilelelas-lile-e 


‘ainic Pe sie 
elas 









































small investment— BIG RETURN 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 
4 DECORATIVE COLORS 
green-blue-sandtone-gray 
© less time wasted 
e@ better efficiency 


© less than 1c a day for one year 
with long life ahead 


Send for free comprehensive report on sharp- 
eners, Booklet P. 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 











Over Thirty Years of leadership 
acclaimed as the best seller by 


Stationers everywhere . g 
D STILL ‘A © he 
PCHAMPION® (5 


enviable record enjoyed . \ 
if © » 


by the foremost and largest line 
“Do-it-Yourself” 


of “Do it Yourself” simplified 
Bookkeeping and Tax Record Books. 

Now, more than ever before, Stationers are assured 

of the greatest Ideal sales volume ever produced, 
because of a year-round promotional campaign, 
directed to every potential Ideal user in every type 
of business, profession, home, farm and ranch, tell- 
ing them ahout Ideal features and advantages. 


- 






POWERFUL 
Sales Messages 
creating customer 
demand will build 
increased Ideal 
System sales 








Facsimile sheets in each section 
shows the user how—with simple, 
easy to follow examples and ex- 
cert of proper entries. 











oe He at = —— 
Loose-leaf Book — 


91/2" x 1242” 


Prices: $3.00, $4.50, $6.50 and $9.50 each complete. 











FREE DISPLAYS — Model 
#3 for your counter 


larger displays available. Liberal D nts ~F.O.B. Your Store 


Immediate Delivery from Los Angeles or New York and Whole- 
sale Stationers throughout the United States, Hawaii and Alaska. Jwix\ 


ocmcrussss The IDEAL SYSTEM (Company 


Over 30 yeors Noation-wide Service 


346 SO. FLOWER ST., LOS ANGELES 17, CALIF 6 CHURCH ST, NEW YORK 6.N Y 
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Budget Books and Daily Records: 75¢, $1.50 and $2,50. 








if Bumped into, Stem tilts on 
flexible joint, but returns im- 
mediately to upright position. 







* Mason 
Glass Jar 
Receptacle 

* Smoke- 

Tight. 







No Odor. 


22” High 
Base weighted 


Why do FLEXADORS continue to 
OUTSELL all in their price class? 
Have you any on display today? 
SMOKADOR MFG. CO., INC., Bloomfield, N. J. 


& Prices of 101 
mailed on request 


Pictures 
Products 











-—TY PEWRITERS —_ 


ALL MAKES—MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNDSTRAND——BURROUGHS—vVICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT——BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 


Write for Prices 


Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$14.95 and pays you Extraordinary Profit. 


Reliable Typewriter & Adding Machine Co. 


305 W. Monroe St., Chicago 6, Ill. 
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Sheaffer Yule pte, se Conmings Light, Motion... 





Light and motion are combined in W. A. Sheaffer Pen Co.’s 
new Christmas display. A rotating transparent plastic screen 
produces the effect of continually falling snow through which 
Santa makes his way with a Sheaffer Snorkel pen and pencil 
ensemble. Flashing lights behind the top copy card accentuate 
the Sheaffer White Dot brand identification. This display, 24 
inches high by 16 inches wide and 4% inches deep, is avail- 
able to dealers on a merchandise deal. 





New Manager for Royal McBee Office 


Ernest J. Shafer has been named manager of the Houston 
office of Royal McBee’s data processing division. He succeeds 
James Lawton, who has been transferred to Atlanta, Ga., as 
manager of the southern region for the company.—JHR 





How to 
make a HIT 
with 

NO RUNS! 


sell desks 
with 
DENSIWOOD 








You can sell with confidence when the desks you sell have famous 
“Densiwood” knee posts .. . most better-known makes do feature 
“‘Densiwood” today. ““Densiwood” posts are 80° harder than nor- 
mal wood — give you a selling feature unmatched in the wood office 
furniture market. 

Banging chairs, cleaning women’s tortures, normal wear and dents 
are no longer a problem. Your customers remain satisfied and will 
come back to you for future satisfaction . , insist on DENSTWOOD! 
Write for further information and a list of manufacturers making 
desks with ““Densiwood” knee posts. 


LUNDSTROM LABORATORIES, INC., 132 Smith St., Herkimer, N.Y. 


. 

@ More lasting beauty 

e Built-in protection 

e@ Assures satisfied customers 


















All Purpose, All Steel Waste Baskets 
Perfect for Office, Home, Store, School, 
Hotel and Hospital! 


because they’re All Steel... by Steel Parts 


Pennant Business Machine 


Stands 


space areas. Size 9 |/2x 13 1/2 x 12 3/4 
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The Deluxe "Executive" 

This heavy gauge, all steel Waste 
Basket is recognized as the ‘Standard 
of the Industry’. Features Rubber 
bumpers on all corners and welded panel 
construction. Rubber tips are SEPA- 
RATELY welded in steel legs to elim- 
inate scratching or marring. 
Lorge capacity, mini- 
mum floor space. 
12 1/2%12 1/2 x15 
high. 


The Deluxe ‘Oblong’ 
Incorporates all the same construction 
features of the ‘Executive’ basket but 
is designed especially for limited floor 
















high. 

Both the Executive’ and the ‘Oblong’ are ovail- 
able in all desired and matching office and 
commercial colors. Grained finishes include 
Walnut, Mahogany ond Ook. 

Reasons Why Pennant is the Standard of 
the Office Equipment industry 


Heavy gau e. all steel comstruction . . . attrac- 
tively nis 

° Functionally , for the office . . . by 
office folks. 


* Pennant office equipment pays for itself in 
reduced maintenance costs, increased efficiency 
and prolonged life. 


OA—11/57 


Designed with a Purpose . . . To protect the 
Investment in Expensive Office Machines. 
(illustrat. model 540.) 


Pennant stands practically eliminate the pos- 
sibility of tipping because they have been 
‘counter balance engineered’. Adjustable cups 
and channels make each Pennant Stand ad- 
aptable for use with practically all makes and 
models of different office machines. 


Heavy caster housing protects the operator 
and provides the firm anchorage that pre- 
vents movement and tipping ... . and every 
Pennant Stand is GUARANTEED VIBRA- 
TION-FREE. 


There is a Pennant Stand for every business 
machine application. 





‘Exclusive’ 


immobility. 


Write for FREE 16 Page Color Catalog 


STEEL- PARTS MANUFACTURING CORPORATION 


A Division of Blackstone Manufacturing (o., In 
4630 W. Harrison Street * Chicago 44 


... TIP-TOE Raising and Lowering. 
For fast portability and equally fast firm 





Browne-Morse Equips Airlines Office .. . 









To add modern beauty, functional design more work area in 
| @ minimum of space, American Airlines, New York City, out- 
| fitted the Manhattan offices with Browne-Morse Co-ordinate 
Group office furniture. Equipment for Commerce installed desks 
featuring interchangeable drawers and tops, push-button 
| dictation slides and Plastite tops. 





| Gooding Named Branch Sales Manager 


| Stewart L. Gooding, who started his career with Reming- 
| ton Rand in Denver in 1949, has been named adding-calcu- 
| lator branch sales manager for the Providence, R.I., office.— 


HART ££ OR Ba Ceeanu . WLF 


Files Ooyueny 
te oe 





Hundreds of millions of seamless A 


“live rubber’ bands are sold every year 




















by leading stationers because they are 






superior in quality and are 





sold only through dealers! 
Louis Meolind Co. 





CHICAGO......:0ee 3524 North Clark Street 


DALLAS. .......: 00m 714 North St. Paul Street 
Welw yigititte  ~— 5254 Alhambra Avenue SINCE 1893 
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Behind the Eight Bali?... Not if you 
select your Marking Devices from 


; “THE CROWN LINE”. ‘A hy. 
: U 4b The Finest Made Today! ees at 
coe AN 








+-) 


= 
| e e , 
_ ARD mini-space {a 
FOLDING TABLES hes oti 
i Sturdy, dependable, finest construction. Self-lock- 
ing steel legs in aluminum-like finish; stainless 
steel moldings and 2” wood rims add strength , 
and beauty. Fold to 3” height : 
LOOK AT THESE LOW LIST PRICES! 
in 





No. 830F (illust.) 96”x30”x30". Genuine Formica 
top, each . $65.90 
No. 830M. Same, with Masonite Presdwood top $39.90 
No. 836F. 96”x36”x30”. Formica top .. $75.00 
No. &36M. Same, Masonite top . ia $47.90 
rate ARD’S No. 14CB COSTUMER >} 
“ns Revolving pedestal style. 8 triple-bend hooks, 12” 
ton polished wheel, 15/e” tubular chrome column, 25-Ib. 
black crackle finish base . ...$31.90 
No. 14BB, same, black crys talline ‘Wheel and base $29.90 
No. 14CC, polished whee hrome shaft and base .$35.90 Send for 





information 
on our 










We sell thru Dealers only. Write for catalog. comaipfe line 
lay! 
ing- 4 R. A. STEWART AND COMPANY, INC. 
ice JT°A MANUFACTURING CO., INC. 80 Duane Street - New York 7, New York 





13 VINE STREET _ —_ EVANSVILLE, INDIANA 





POSTO-E 


speeds up mail —e!t 
routine in the office 








a proven 

tested... * Easy Folding! 
m * Compact 

electric Storage! 


* DuHoney 20 
Safety Lock! 


* Beautiful Smooth 
Tops! 
* Double Bracing! 
A COMPLETE LINE OF 
FOLDING TABLES 


Wide range of styles and sizes 





5 year guarantee on 
all Midwest Legs 


| | LETTER 
OPENER 


priced within reach $9950 


of even small offices 














CHORAL & BAND STANDS 














plus Fed. Excise Tax —Choice of tops 

@© COMPACT — Occupies only 6"x8" of desk top space —— allen 3 ae 9 Roe 

e SAVES MONEY e SIMPLE TO that secures the legs automatically 

@ SAVES TIME OPERATE in both the folded and the extended 

e ELIMINATES STRAIN © NO WASTE STRIPS — pre ae mare —_ 
° PAYS FOR ITSELF ¢ GUARANTEED FOR All-welded construction. Extra strong FOLDING 
¢ NO SORTING ONE YEAR under-bracing with tops laminated to PLATFORMS 
frame by special hot press glue proc- TABLE & 

ess. Reinforced recessed steel apron. CHAIR 

CADDIES 
| GENERAL STATIONERS SUPPLY CO. || vt cma can, to wi 
| 1020 S. Wabash Ave. Chicago 5, Ill. Midwest?" PRODUCTS core 
Dept. 57F, ROSELLE, ILLINOIS 
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SIMPLIFIED SORTING 


for every office need 
with tHe ACA haces PROFIT LINE 


The best answer to any sorting problem is o Kohlhaas Sorter 
or File. Outstanding in performance with easy, fast and accu- 
rate operation, each Kohlhaas sorter is flexible and compact— 
the result of more than forty years of leadership in this field. 
There’s a size for every standard office form and special sizes 
are quickly supplied to meet individual needs. Profitable . . . 
with excellent prospects for repeat sales too! 











NUMERICAL SORTERS 


WRITE FOR CATALOG, DISCOUNTS AND INFORMATION 


THE hohklhans COMPANY 


8012 S$. CHICAGO AVE. * CHICAGO 17, ILL. 





pall 


ALL-STEEL . 


‘finest drop-leaf typing stand 
STURDY, with MODERN . 


, the SEMCO Adjustable Typing Stand will 
| ae business for you wherever it is shown.. - 
§ Offering a positive-locking, trouble-free adjustable . 7 
% unit, this. stand will accommodate any «standard 
amenval or soto ate Also excellent for 


PINELLAS INT. AIRPORT 
ST. PETERSBURG, FLORIDA 





ie SEMCO a 
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, HIGGINS 
) ACETATE BLACK 


for plastic film and 
water-repellent 
drafting surfaces 


HIGGINS 
SUPER BLACK 


for artwork with 
brush and pen 
on paper 


= HIGGINS = 
Re: Ge L J 3 
Two superfine Higgins Waterproof black inks 
PRE-SOLD for you by an urgent and increasing demand 
There is an ink of Higgins quality for every graphic need. 


Cash in on the customer satisfaction and 
increasing repeat sales assured by Higgins tradition of quality. 


Serving the trade since 1880 
x Ins INK CO., INC., 271 Ninth St., Brooklyn 15, N.Y. 
PROFIT From the World's 
Most Complete Line 
WOOD AND 


METAL BASE 
CUTTING BOARDS 








The Most Versatile 
Cutting Boards 
Ever Designed! 





A host of new features—never before available in cut- 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, pro- 
duction, sample dept.—wherever materials from feath- 
ers to light metal must be cut quickly and accurately 
the Premier Line will bring you immediate new profits. 


® Automatic Paper Clamping Device Keeps Material in 
Position ®@ Rugged, All-Metal Construction @ Hollow Ground, 
Self-Sharpening Blade © Permanently, Accurately Scored 
Half Inch Squares ® Automatic Guard Rail — Completely 
Accident Proof 


2100 West Fulton 


MATERIALS 
Street, Chicago 12, 


co. illinois 
TAylor 9-3033 
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Pendaflex Equipment Eases Job... 





mwas a ee ew ee wre ee 





Oxford Pendaflex combined equipment filing is estimated to 
have released 25% of the file personnel for promotion at 
International Latex Corp., Denver. This installation, consisting 
f 125 cabinets, was handled by Marx Stationery & Printing, 
Philadelphia, in conjunction with Oxford’s systems service de- 
partment 


Sheaffer Repeats Yule Gift Drive 
To help its dealers capitalize on the $3 billion Christmas 
business gift market, the W. A. Sheaffer Pen Co. will this year 
conduct its second consecutive industrial gift sales program. | 
Goal of the program is greatly increased sales of Snorkel 
fountain pens and other Sheaffer writing instruments to busi- | 
ness firms for Chirstmas gift purposes, according to the general | 


sales manager, F. E. Troy. 






400 and 450 
Daters fill the JAN 23°57 
needs of offices, 

banks, insurance companies... 
move fast, earn high profits. 
Model 400 dates in small 
spaces; date changes with 
stylus. Model 450 has bold day 
figures; month changes auto- 
matically after 3 | st day change. 





Write for catalog, 
Dealer Discounts. 


WM. A 


ae 








for 
SYSTEMat 


profits 


feature America’s outstanding 


Kr 


Space Saving Filing System 








“THE SYSTEM THAT 


MAKES SHELF FILING PRACTICAL!” 


WRITE for Catalog & Full Details of the 


Visi-Shelf Dealer Promotion! 


VISI-SHELF FILE, Inc. 
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les 
Pa pe 


A Complete Line! 


Units from 7 to 10 openings — 
WITH DOORS — and without! 


Correspondence and Legal Sizes. 


Nationally Advertised 
on the Pages of 


hy 


‘ = 
ii 
, 4 oe, 
igs 
fs mat ‘ 
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roadway. 
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distinctively styled | Bostitch Completes Move 

by DESIGNCRAFT ... | To East Greenwich Plant 
DESKS. TABLES, OR Bostitch, Inc. has completed the move to its new $6,000,000 
$ ‘ factory and headquarters in East Greenwich, R. L., it is an- 
MODULAR UNITS. FURNITURE nounced by Emmet G. Gardner, president. The need for 
. greatly expanded facilities to manufacture the world’s largest 
Designcraft line of staples and stapling equipment brought about the move 
a * 
Engineering 


from its Westerly, R. I. factory, where Bostitch has had its 
headquarters since 1946. 
The East Greenwich plant, said to be the largest one-story 
: factory in New England, measures 440x960 feet on a 84-acre 
provides complete site and is planned so that it can be expanded in three di- 
modular desk-office rections to provide for future growth. 
systems of While the new plant will manufacture most of Bostitch’s 
limitless application. complete line of staples and staplers, some products are man- 
Unique arrange- ufactured in its Canadian and Puerto Rican plants. The firm 
ments are simply has 21 branch offices and distributors in principal cities of 
and easily the U. S. and Canada, and distributors in most of the coun- 
. tries of the free world. 
organized to meet 
office traffic work 
flow. A most 
magnificent way to 
attractively utilize 


the greatest 
amount of space 
in a heretofore 
limited area. 























Amarillo Merchants Co-operate on Parking 

Office equipment and furniture firms which co-operated in 
Downtown Park and Shop, Inc., a group of Amarillo, Tex., 
merchants working to encourage more downtown shopping, 
are well pleased with the results obtained. 

From July 28, 1956, when the program was put in opera- 
tion, to June 30, 1957, 41 co-operating merchants provided 
180,600 parking stamps to customers, who used them on five 
downtown parking lots. 

In addition, 30 associate members, who did not use parking 
stamps, contributed to the support of the project. 

During the year, parking time at downtown parking meters 
| was reduced from one hour to 30 minutes, with a correspond- 
ing speedup of traffic and elimination of street congestion. 

Amarillo merchants believe they have effectively checkmated 
shopping center competition and brought a_ considerable 
amount of business back downtown.—JHR 


-UNGROUND > 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 














METAL MANUFACTURING CORP. 


th STREET * BROOKLYN 32 Le, ee ee 











Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 





ASSOCIATED 
COMPANIES: 
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Many sales result from the in- 
quiries you send us and we are very 
enthusiastic about the MARSH 77 
Felt-Point Pen.” 


(Texas dealer) 









Writes, Draws, Pzinis 
Ink is self-containea, 
instant drying, water- 
proof and smearproof. Ten ink colors avail- 


able. GUARANTEED LEAKPROOF 


Dealers: Write for booklet “How to Boost Your Sales 
with The MARSH 77 PEN.” pom 
MARSH COMPANY, 83 MARSH BLDG., BELLEVILLE, ILL., U. S. A. 











| New Idea In Globes... 


The world in beautiful color...on a 
glasslike, washable vinyl surface. Large, 
clear and easy to read, it measures almost 
five feet around at the equator. Hand- 
some wrought iron stand harmonizes 

| perfectly with any decor. 










This decorative and 
useful globe adds a note 
of distinction to the 
home, gives children a 
true picture of the earth, 
is an important acces- 
sory for any office. 

Call or write today for 
complete details and 
eo 2 © © © © © © © 8 le prices. 

Why not investigate the many opportuni- 

ties offered you by the extensive line of 

Hammond globes, maps and atlases—write 

for your copy of the latest C. S. Hammond 

catalog. 


C.S. Hammond & Co. 


NEW JERSEY 


MAPLEWOOD 4, 
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DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-50ON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 

Dav-Son Changeable Letter Di- 
rectories for Lobby, Office, 






Outdoor " 

e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

« Hardwood or Metal Frames 

e Highest Quality Felt 

e Absolutely Wa: 

e Also Available with 5’ 6” 
Standards 

Dav-Son Genvine Self-Sealing 

Cork Bulletin Boards 

e Indoor and Outdoor Styles 

* Hardwood or Metal Frames 

» With or Without Locking Glass 


rs 
e World’s Largest Selection 


W-ite for FREE 1957 catalog. 


-Sen Changeable 
Black card with white letters under 
beveled plexiglass shield. Triangular 
wood base in choice of Walnut, Oak. 
Mahogany, Bionde or Steel Grey fin- 
ish. 10%"x2%". 
A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 


INSIST ON DAV-SON—YOUR BEST BUY! 





GIANT - NEW 
1957 


ALVIN CATALOG 


84 PAGES of the most 
complete line of... 


e Drawing Sets e Drafting Materials 
e Drafting Instruments « Drawing Equipment 
e Designing Aids e Measuring Devices 














This new, fully illustrated catalog 


is chock full of practical merchan- 
dise for engineers, draftsmen, ar- 
chitects, designers, students, etc. 


ALVIN MECHANICAL 
LEAD HOLDERS 





= ——> mechanism pre- 
cums tee eet) Ss 
© Push-button, ‘coil "spring <= jie i Rrra 
action quickly adjusts lead 


to desired | . + -perfect- 
ly balanced, weight 
berrel of hard rubber, only 
1/3 oz. 

@ Jet black finish 


<ALVIN- 


See ALVIN CATALOG! Send Today! 


ALVIN & COMPANY INC. Windsor, Connecticut 


ATTRACTIVE 
TRADE DISCOUNTS 


Before you buy 
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Sell the Fast Moving 
AMERICAN PORTABLE 


SHIPPED ON 


RECEIPT OF 


Quality Papers at ln 
Competitive Prices! COMPLETE 










| LINE OF 
The Stati sc lete L 
e ationer s Lompiete Line yi STANDARD 
FORMS LIGHT WEIGHT 
* Scratch Pads A REAL PROFIT 
BUILDER 


* Ruled Pads ey” 
rs —<— 


* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


OTHER PROFIT MAKING ITEMS 





Special Quotations on oe REFOLDER 
i TABULATING FORM 
Board of Education \ c FORMS FOR REGISTERS — . 


Requirements. SS s 


Send for Price List Today! Write for Profit Making Catalog to 


MOHAWK TABLET COMPANY Bae apogee 
Main Office—1703 East End Ave., Chicago Heights, Ill. YY MERICAN BOSTON 27 
MASS. 






Branches—3200 Main Street, Dallas, Tex. | 
1647 Blake St., Denver, Colo. 








ONLY CLEANSER THAT 


VES ALI 
TAINS 


FROM LINOLEUM TOP DESKS 








5 divisions — 
quality + selection 
-+ economy 


There are no unknown 
quantities in this equation. 
By establishing 5 divisions 
UNDER ONE ROOF, we 
enable our customers, both 
dealers and users alike, to 
get top quality office 
machines—any make and 
any model—at a tremendous 
saving. It’s a solution that 
proves worthwhile, everytime. 





LINOLEUM CLEANSER 
FAST! SIMPLE! EASY TO USE! 


GUARANTEED NOT TO SCRATCH. 
__GUMPTION IS NOT CAUSTIC — oy 
a CANNOT HARM YOUR HANDS. 4 


The following are the 5 divisions available to you: a 





EXTRA BWas 1 « — EXTRA 
SERVICE! ae SALES! 





Addressograph Banking Adding and Calculating Bookkeeping Duplicating 
Division Division Machine Division Division Division 


RETAILS AT 98c FOR 12 02. CAN; $1 48 FOR 36 02. CAN | Apply this time proven equation to your office machine problems today! 
Call or Write today for trade discounts CALL OR WRITE DEP'T 0 


IRVAL ASSOCIATES 
56 READE ST. NEW YORK 7, N.Y, = Barclay 7-8482 sepa aie pln Map a 


Exclusive distributorships available 
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DoMore Chair Co., Adds Contemporary 
Office Furniture to Seating Line 


The DoMore Chair Co. of Elkhart, Ind., has acquired ex- 
tensive production facilities which will now enable the firm 
to market a very complete line of wood office furniture in 
iddition to the posture chairs which have built its reputation. 

his represents DoMore’s answer to the demand by deal 
rs, architects, and decorators for office furniture which will 
complement the Do/More chairs and enable harmonious sty!- 
ing of offices through the products of one organization. 

This office furniture will be produced in three categories: 
the 1200, the 1400, and the 1500 Series. The desks are con- 
temporarily styled and have a modular quality which lends 
much flexibility to their use in conjunction with the other 
items in the lines 

Both the 1200 and 1400 Series are flush top, but the latter 
adds picture frame molding and double tapered legs to the 
over-all structure. The 1500 Series incorporates all the virtues 
of its companion lines, but features a floating top to comple- 
ment the very modern appearance of the desks. 


Peerless Steel Gives Asian Flu Shots 


Peerless Steel Equipment Co. had its employees inoculated 
on September 18 against the ravages of Asian flu. More than 
100 people participated in the program designed as a service 
for the community, the individual and the company. 

Facilities were set up in the company dispensary with a 
loctor, nurse and clerk in attendance. The entire inoculation 
process took less than two hours. 

No charge was made for the needle or lost time with all 
charges being assumed by Peerless. 

Anton J. Kuhn, president, stated the program was another 
indication of Peerless’ good employee relationship and interest 
in the community. 


(Naw 








44 77 FOAM RUBBER 
Perfect CHAIR CUSHIONS 






DocLuxe CONVERTIBLE... roam robber neaty 


upholstered with a rich corduroy on one side, fibre on the other. 2" 
thickness with boxed edges. Colors: Brown, Green, Maroon, Grey. 


Sofseat STOOL CUSHION 


TRANSFORMS HARD, UNCOMFORTABLE 
STOOLS INTO SOFT SEATS 


Made of resilient foam rubber covered with 
sturdy material. SofSeat Stool Cushion is in- 


| stantly slipped on—to 


stay until removed. 
Cloth and leatherette 
THE PERFECT RUBBER SEAT 
CUSHION CO. 


coverings. 
PHILADELPHIA 35, PENNA. 





Colors: Brown, Green 
Stock sizes: 13", 14", 
15" diameters 


Write for 
New lilustrated 
Folder Giving 

Complete 

Information 


6435 EDMUND STREET 





r= ie aK ot oy of —7 —e E 


Superbly designed steel base drafting table 
built with the meticulous craftsmanshir 

for which ANCO has long been noted: 1. f 
adjustment to full vertical with ANCO's ex 
lever control. 2. Large print drawer —fu 

of base. (Instrument compartment troug! 

of print drawer). 3. Supply drawer. 4. f 
illustrated is available as optional ac 

5. Table height adjustable from 37” to 4 

6. Contemporary -decorator styled heavy 
steel base with rounded corners, attractiv 
hammertone gray baked enamel finish. 7 
rubber strip on large foot-rest. 8. Differs 
tops may be interchanged on same bas¢ 


ANCO never 


ANCO WOOD SPECIALTIES, INC 


OA—11/57 
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Smith-Corona Announces 
New Typewriter Prices 

Price increases ranging from 5 to 6% in its “Secretarial 
88” line of non-electric standard office typewriters were an- 
nounced September 13 by Smith-Corona Inc. to take effect 
November 1. 

[The company also announced increases of 7 to 8 in 
its 10 key, key-set tabulator models. 

New prices for the “Secretarial 88’ office typewriters will 
range from $225.00 for an 11-inch carriage machine, to 
$355.00 for the 27-inch carriage typewriter. Present prices 
range from $212.50 to $337.50, respectively. 

Prices for the 10 key, key-set tabulator models will range 
from $250.00 for the 11-inch carriage machine to $400.50 
for the 27-inch carriage machine. The present range is from 






SAVES SPACE, 
TIME—LABOR 
MATERIALS 




















= $232.50 to $373.00, respectively. 
VA Vf The company announcement said that the increases were 
+ VA fo Y made necessary by higher manufacturing and distribution 
Oo , costs. 
a eS a ica ica 
Any Cord Inserted Inte Plastic “SELF-INDEXER” i i A P ° 
J An tandes Guide Ellis Crawford Foster Joins New Firm 


AICO’S Transparent... (shown above), becomes... At Guide Height! “aa : : , ' :, 
Ellis Crawford Foster, industrial designer, formerly with 


. | ° . 
USERS OF CARD FILES Buy On Sight! Executive Furniture Co., announces his association with Coins 


The Demand Is Tremendous! | International as design consultant with principal design offices 
It takes only seconds for you to show your prospect located in Tulsa, Okla. 
how to make an Index Guide out of any card in his file. Coins International, a new southwestern sales engineering 
Just slip one of his cards into the double lip at the organization, will produce the designs by Mr. Foster and as- 
—— oa top and into the bottom slot of sociates through various manufacturers in the southwestern 
fe »¥ > ' - . ° °. ge ° » , . 

coe a = pyr wee and the — states area. The firm will specialize in the sale of office fur- 
M "Meth ination becomes an Index niture, equipment and office furnishings as a complete corre 
anagement eth- Guide at Guide Height. Elimi- ; e 7 fl ee ne 
od ae aaron lated group. The firm will also make available the professional 
s nates bulky Guides, Typing - : ; - ; ae ; é 
Office Management Titles, etc. office planning, engineering and interior designing services of 

The Office Magazine Mr. Foster and associates to their dealers. 
Modern Office Pro- Mr. Foster is a designer well known and of wide experience 
. Write today for free sample, . . . : ee tie ae 
cedures And Other FREE: teroture and price list! Or in the industrial and commercial fields. He was a principal for 
* send Sample Order for Box many years in the firm of Foster-McClure & Associates de- 
ade O. - signing products and business interiors for the leading archi- 
tects, office furniture dealers, and manufacturers in the South- 





IN DEXES 44-16 23rd St., Long Island City 1, N.Y. west. 


modern steeleraft... 


‘ c- 
\ p/P A 
















‘“ - 
faring ful OFT 
wrtnin € aS SEE 







git kt’) 






10 Roller bearing heavy duty FULL SUSPENSION cradle 


® Full 26” filing space in every drawer 

® Symphonic, lusterous, permanent finishes of olive 
green or modern grey 

® Rugged construction with multiple reinforced uprights 

© Beautifully designed with solid aluminum hardware 

® Positive follower block ... easy to operate 

® Made of heavy gauge steel for lifetime service 

® Available with thumb latch upon request 

® All models available in letter or legal sizes and with 


plunger locks 


Puzzled on how to turn shoppers into customers? ... Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 

Write for catalogue showing our full line of easy 
selling, high profit office furniture. 








modern steelecraft ine. 
2973 Cropsey Ave.-B’klyn.14,NY. 
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: CHRISTM = 
2 A VY oe 


Have You 
Ordered Enough? 


2 Do Not Underestimate 
# Increased Sales. 


48 Models—Price 
§ Range $3.45 to $124.95 





Cram’s New Modern 
World Atlas....... $8.95 


Panoramic Map of 
the World ........ $1.00 
49x35 full color 








United States Map. .$1.00 Y 
49x35 full color 


World Atlas....... $1.00 | 
9x12—34 pages 


i, Sine 
4? So" See Cram’s Catalog 67 and supplement 


THE GEORGE F. CRAM CO. INC. 





f 
A 
d 
u 
l 
d 
f 
i 
f 
I 
CRAM Quality GLOBES | 
@ | 
y 
u 
i 
u 
D 
4 
t 
u 
u 


Ze Tk Ne Te NT HST SO TO OTe HOS OS OSE BS A 


730 E. Washington St., Indianapolis 7, Ind 





‘for quick sales 






Bicla sli: m-laclite 


re. «(IADIANA 


UNDER-COUNTER 
MEET jALL Ih NEEDS CASH DRAWERS 


NO STOCK TO CARRY 












List 24 HOUR 

$29.50 SHIPMENTS 
FULL DEALER 

DISCOUNT 






NO COMPARABLE 
PRODUCT AVAILABLE 


A sample of one model is all 
ana’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade disc tumbler lock. 


Write for details 


INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


Shelbyville, Indiana 
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that is necessary to show Indi- | 





SCOOP OF THE YEAR! 


IN TIME FOR SPRING PROMOTIONS! 
NORTHWEST IS FIRST With The NEW 


— ANILINE FINISH 
SADDLE COWHIDE 


Now Available in a Complete NEW line of 



















@ Multi-Pocket 
PORTFOLIOS 


@ Zipper 
Underarm 
ENVELOPES 

















Sells on Sight! Greater Profits! ontuas 
WRITE FOR PRICE LIST! Swatches 








NORTHWEST 


LEATHER GOODS CO, 


‘@lirelita’ 


rafttsmanship 


311 N. Desplaines St. Phone: 
Dept. F-10, Chicago 6 ANdover 3-4488 


oc Mher MODERN 









No. 603 








“SHEBOYGAN WISCONSIN. 
Wie aera tables. Write for 






_ SAN FRANCISCO” 350 Western Mdse. Mart, 1355 market 3 
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Not 1, but 9 


outstanding features! 





O modern-flow LOCKERS 


1 six times faster set up 5 no nuts, no bolts, no tools 


no bolted-on parts to come loose scientifically designed, attractive 
or fall off 6 louvres 


3 recessed handles 7 low erection and maintenance 
4 pilfer-proof, positive latching cost 
mechanism 


8 low initial cost 
9 new assembly method obsoletes al! other locker assemblies 





Immediate delivery 
on Equipto Lockers 













610 Prairie Avenue 
Aurora, Illinois 


STEEL SHELVING... 

PARTS BINS... 

LOCKERS... 

DRAWER UNITS... 
CARTS . 

WORK BENCHES 








r 


PENGUIN custom-built 
Refrigerated Furniture 





Newest bar sensation in cabinets 
to fit moder, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 

storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries ine. 
48-01 28th Ave., L. I. City 3, N.Y 


a oe ee das rosea 
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Salina, Kan. Firm Holds Open House 

The Central Typewriter Co., which recently moved to 154 
S. 7th, Salina, Kan., held open house September 16-21 in the 
new location. 

The firm moved from 111 W. Iron when the National Bank 
of America purchased the building to make way for its new 
drive-in facility. 

The new site has been remodeled and redecorated. The 
front part features a salesroom for a complete line of office 
equipment and furniture. There are also several modern dis- 
play offices. 

At the rear is the shop area for repair and cleaning work, 
and storerooms for new equipment. 

The firm employs four mechanics, two salesmen, a book- 
keeper, one full-time and two part-time employes. Kenneth 
Stephenson is owner. 

Special events during the opening week were: Monday, 
Royal Day; Tuesday, Victor Day; Wednesday, Stenorette 
Day; Thursday, Duplicating Extravaganza day; Friday and 
Saturday, Royal Portable Fair—GMH 





Olivetti Namcd NMA Man of the Year 

Adriano Olivetti, Italian office machine manufacturer, has 
been named International Management Man of 1957 by The 
National Management Association. 

Mr. Olivetti will receive the Edward O. Seits Memorial 
Award at the NMA’s national conference in Pittsburgh, Pa. 
October 25-26. The citation is presented annually by the 
76,000-member association to the foreign industrialist who 
has done the most outstanding job of promoting free enter- 
prise. 

Signor Olivetti is well-known for his anti-communist activ- 
ities in his native Italy and particularly around the village of 
Ivrea where his main factory stands. Through Christian educa- 
tion and leadership and financial aid, he has fought off threats 
of communist domination. 

The award was named for the late Edward O. Seits of North 
American Aviation who was president of the NMA in 1952 
when the citation was originated. 








a 
READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 














Takes all copy up to 20 inches 


— = A money-maker that is easy to sell. 
= n" 
——. -- 


Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
___. Self-contained, all-metal, compact, at- 
jtractive. Requires no installation or 
service. Illustration shows it with LINE 


— 





> aa 20" 








——— ey 


onr MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 


EYEGUIDE EXTENDED 


For full particulars, discounts, etc., write to— 





RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 
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New Royal McBee Subsidiary ji 


To Provide Financing Services 
Royal McBee Corp. has announced the establishment of 


RMB Corp., a wholly-owned subsidiary. RMB has been organ- 

ized to provide specialized financing service for installment 

sales and the leasing of Royal McBee products, including | se S 

Royal office and portable typewriters, McBee data processing 

equipment, and Royal Precision electronic computers. . 
RMB regional offices are being opened at all points where otection 

Royal McBee maintains regional offices, it was stated. The pr 

president of the newly formed RMB company is C. H. Did- 

riksen, who previously had been associated with General Mo- 

tors Acceptance Corp. since its inception more than 35 years 


ago 















O'Reilly Office Supply to New Location | 

The O'Reilly Office Supply Co. of Fort Wayne, Ind., ex- 
pected to be in a new business location by October 1. 

For the past 11 of the firm’s 34 years in business it has 
been located at 217 E. Wayne St., a building which is soon 
to be razed for the proposed new Wolf and Dessauer struc 
ture 

The new O'Reilly location, which is in the former Auburn- 
Cord-Deusenberg Building, provides more than double the 
former show room facilities, plus office space and complete 











warehousing facilities, all under one roof. t 
= 1316-C T20 1419-C 120 1622-C€ 120 e 2 
H-O-N Employees Form Credit Union FILES” — 
Employees of the H-O-N Co., Muscatine, Iowa, recently HOME 
organized their own credit union, the Iowa Credit Union CHESTS 


League reports THE 


Groups engaged in manufacturing office equipment now | 
have 


172 credit unions through which they provide them- & 
selves with low-cost credit facilities. 
The new H-O-N Employees Credit Union will enable 220 


employees of the company and its subsidiary companies to SAFE COMPANY 
save their money together and make personal loans to each 
LAFAYETTE, INDIANA 


other at low cost. Robert L. Carl was elected treasurer. 






























EFFICIENCY 
AND 
CHAMPION 
LINES 


Legal and Letter Pads 
Quadrille and Cross Section Pads | 
Bill Head and Statement Tablets | 
Typewriter Paper and Tablets | 
Loose Leaf Filler Sheets 
Wire-O Note Books 
Receipt Books 

Adding Machine Rolls 
Scratch Pads 


Now carried by 
progressive stationers everywhere 











American Fad « Paper Company 


HOLYOKE MASSACHUSETTS 


Manufacturers of 


EFFICIENCY and CHAMPION LINES 
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Want Ads, continued from page & 








MANUFACTURING FACILITIES WANTED 





MANUFACTURER WANTED — to produce 
southwestern design and sales engineering 
and designing program with established 

P. 0. Box 2055, Tulsa, Oklahoma 








Lists 

FREE MAILING LISTS OF 6,730 commercial st ff 

Also 8,910 typewriter and adding machine st Write f REE ataloque of 
lists of retailers, wholesalers, manufacturer titut bank 1 other We 
charge only for addressing. SPEED-ADDRE 4 4 treet, V j 

New York 





BUSINESS OPPORTUNITIES 





OFFICE MACHINES Sales & Service 
Also brokers contr. print. Top account $ 


tt 


OFFICE MACHINES & SUPPLIES — S.W $1 
fixture, Inventory & Delivery Trucks. Est l year 
Sales $171,000. Great opportunity. Priced t 


OFFICE SUPPLY . S.E. Florida. Price $18,7 C 
sales $50,000 year. No compet., free & r t request. Ref. B-9401 


OFFICE EQUIPMENT — Gen. Miss. Leading k h. 9 ty Sale 
Estab. client. Val. eqpt. inv. Net $8,045. Ask rite B 4 


OFFICE EQUIPMENT CO. — W. C. Ore Ret mact ff 
etc. 9 empl. NO competition! ‘56 Net: $13,74 3 re on request. Ref. 2430 


OFFICE EQUIPMENT — S.W. CANADA Estat 
sales & service of retail & whlisle office equipment & fur 
beautiful national playland. Ask $260,700. Net nor $ 
and buildings in good condition. Write B-24563 


STATIONERY STORE. N.Y. City. Establish ar Xint pportunity elf 
operating for couple. Good parking. Ref. B-4268 


OFFICE MACHINE SALES & SERVICE. Chicag Est. 1940 with steady, large 
accounts: 25’ x 60’ in A-1 loc. Free & clear! Tern Priced right. Ref. 6218 


OFFICE SUPPLIES, N.E. Ill. Est. 1919. wit peat punts & A-1 ntact 
Impr. factory loc. Free and clear. Deta i $é Ref. B-¢ 


BUSINESS MART OF AMERICA 
5723 Melrose Ave., L. A. 38, Calif 


g 
Dout 
PASS UP THOSE 


EXTRA 
COMMISSIONS 
















You can earn good 
commissions selling 

our complete line 

of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


Write for Information 








ROLLING STORE LADDERS | 


’ ROLLING LADDERS—Made from 


Oak or Birch. = 
SIDE and CEILING TYPES—with \ 
steel track for mounting on shelving, \| \ 
filing cabinets or ceiling. } ; i 
“A” and LIBRARY TYPES—require } ma’ 
no track and are mounted on wheels a | 
with Automatic Safety Brakes \ 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


sw XX 
We 
‘ \ 
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SS 
= 
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Send for Circulars 42‘:OA (Wood) & 56-OA (Steel) and Dealer Discount 
Manufactured by 


LO. CONMMAN “ “03 
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LITHOGRAPHED BANK FORMS 


Checks . . . Deposit Slips . . . Statements 


All bank forms custom lithographed with your imprint and 
shipped under your label. 


Sell the banks in your area. Our low prices and top quality 
work will secure this valuable repeat business for you. 


Write for complete information. 


KENNEDY PRINTING COMPANY 


P.O. Box 192 Fredonia, Kansas 
Since 1891 








A Complete Line of 


OFFICE COVERS and ACCESSORIES 
0 i 


aise For 
; Typewriter; 
Mimeograph Muchines 
f Fans 
f Adding Machines 
f / A Check wrivers 
f 37 Bookkeeping Machines 
fi Special Orders for Non- 
} j Standard “Aachines 
P Also 
. Work Aprons and Carry- 
alls 


DEALERS! Your trade mark, ad, store name, imprinted on any 

of these items — FREE. 
Send for illustrated brochure. 
Manufacturers’ Representatives . - some territories still open. 
3526 Boulevard, 


OFFICE COVERS COMPANY Jersey City 7, New Jersey 














MADE TO MATCH 
ENGRAVED OFFICE SIGNS 


For Desk, Door & Wall 


200 Stock Signs to se- 
lect from with and with- 
out holders. 

Name panels easily 
changed to allow for 
personnel changes 


NEW ...Line of Bank 
Signs ‘‘Next Window”’ 
— “Bank Holidays”’ 
etc. 





Write for literature and dealer information For those customers who 
want Custom signs .. . 


CADILLAC ENGRAVERS sransw, meds to Order 
Sub. of The Braden Mfg. Co. ers — Write For FREE 
Box 4215—Ft. Lauderdale, Fla. Display Sample 


Wi MOMI LLL 
RO 


INK and STAIN REMOVER 


CARDINELL CORPORATION 


MONTCLAIR, NEW 
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AUT 
by} modgrnize 


Upholstered Furniture of 
Distinction For Offices, 
Hotels, Institutions 


Write For New 
Catalog 














666 Lake Shore Drive 


modernize INC. Chicago 11, Mlinoss 


Factories: Chicago, Grand Rapids 


) 
\lublod 


CASTERS* 


*U.S. Patent No. 2539108 
















Popular-Priced. 






Weldon Roberts Jet Erasers. Sell as perfect 
gift matchmates to writing materials; with 
greeting cards, too, for correcting addressing 
mistakes. Attractive transparent 
plastic holder; red, gray or 













-_ , 


Pocket Clip 


green quality rubber cores 

respectively erase Style for 
pencil, ink, ballpoint General Use 
writing. Whisk Brush Style 


ORDER TODAY! for Typists 


es + SRS 

WELDON ROBERTS 
RUBBER CO. 

365 Sixth Ave., 

Newark 7, N. J. 


It 


Correct Mistakes in Any Language 


Ss Sa sat 


= “Clean-Up” Gift! 


















wy .* abeah r 


Modernize those typewriter key- 

boards with the spring-cushion type- 

writer key with the new shaped top. 
+. 2 


ORDER TODAY! 
ADD THAT EXTRA PROFITI 











order 


MASTER SPEED KEYS 


with the NEW LOOK specifying make and model of typewriter 


SPEED KEY CORPORATION 355, nsuncey Street 
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Model 171 rubber 
read retail priced P.0. Box 472, Benton Harbor, 


t 
from $8.75 in sets of 4 (lm Camada: Shepherd Casters Canada Lté., Toreate, Ontarie) 


Your customers will like the style, 
beauty, design and mobility of 
Shepherd Casters. They roll easily over 
carpeting and protect against surface 
wear. 

Shepherd's new caster concept does 
away with conventional yoke and ex- 
posed axle. Totally enclosed, perma- 





Mode! 111 metal tread mently lubricated and guaranteed not 
retail priced from to clog or jam. 
$7.95 in sets of 4 Build your sales volume with the 


fast turnover of Shepherd Casters. 
Available in a variety of standard 
adapters and in three decorator fin- 
ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


SHEPHERD CASTERS, INC. 











THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1913¥2 Commerce St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 




















SECURITY BRAND 
Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 
Mail Bags For Your 
Select Clientele 


WRITE FOR CIRCULAR: 


33 € McWHLIAMS $1. 
FOND OV LAC. wis. 





Last Year This Dealer's 

SALES of SENTRY 

SAFES EXCEEDED 
$100 EVERY WEEK 


The Clarence Powers Co. of War, 
West Virginia, is cashing-in with 
SENTRY—the only quality-built 
small safe priced to sell in volume 
to homesand small businesses. Why 
not you? Write today for full details, 


JOHN D. BRUSH & CO., INC. 


545 West Ave., Rochester 11, N.Y. 
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Cty 
THE /( j fig? FILLS EVERY REQUIREMENT 


e BEACH'S 


‘Common Sense”’ 


EXPENSE BOOKS 


SHOW them and you'll 
SELL them. Best known; 
first in customer demand 
and total sales. Shipped 
in convenient carton for 


Counter Display 


WRITE 


BEACH PUBLISHING CO. = 
for Samples and Prices: 19829 W. McNichols, Detroit 19, Mich. CHICAGO DESK PAD CO., Inc. 








FROM DESK PADS and SETS TO CUSHIONS 
TO ‘“‘MYLAR”’ and ACETATE SHEETS 


ay 


From the president's office to the office boy's desk C-Line office 
accessories are preferred for quality, durability, utility and beauty! 








FREE! Illustrated descriptive catalog! Write today! 











4640 NORTH OKETO AVE., CHICAGO 31, ILLINOIS 























EXTRA PROFITS customers & 
rom cwain saves to SCHOOLS © CHURCHES © CLUBS etc. ATTENTION ALL DEALERS 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS ’ : 
NO HANDLING ON YOUR PART sebainheaiers AaamnRE tides -aeares Bane 
FOLDING TABLES of office furniture and equipment. 
CHAIRS — 138 STYL Choose from our huge inventory of new 
- ° a oe woop and used furniture. 
e ~~ | Bring your customers to our showrooms. 
@ TABLET ARMCHAIRS We quote list — you get the regular 
@ AUDITORIUM UNITS i 
u. FOLDING TABLES (ALL SIZES) ping nmpnanng 
@ SCHOOL DESKS YOU BUY ONLY WHAT YOU NEED! 
SPECIFY . ity, Stee! or woed) 
Adi 4 l Ch ' OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
iron ac aif Co. NEW YORK 4, N. Y. MIAMI, FLORIDA LOS ANGELES, CALIF 
Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 74 BROAD ST. | _—s«'155_W. FLAGLER ST. 618 SO. FIGUEROA ST. 
BOwling Green 9-8231 82-8484 TRinity 7004 























Kopel 


OFFICE FURNITURE 
Reaps Kingly Profits 







In constant demand 
and fit for a king... 
attractive, smart 
Royal Office Furniture. 


Write for Dealer MODs C Field 


Literature & Prices 
ROYAL METAL 


HARDBOARD FABRICATORS, inc. RCE Ta yer 
MO. 


59 BRANCH ST eo ST. aw ts 7, Dealers and Showrooms Coast to Coast 











mited, Galt, Ontario 
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Pd 
For Perfect Lead Points 


py 
BLUNT TO HAIRLINE ZB Le MARKILO 
Standard Model gives y ints 3 
ree % s hall aur ee jo - . 77 AAI MLAS 


is! LEAD POINTER 













Tape 
iets You Dial the 
taper you want Just insert lead and rotate lid. 
Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS Loose-leaf envelopes, punched; card-cases, any size; 





ene 


SHORT -_——— menu covers; factory record protectors; tag oe ag 


bill-fold envelopes; stamp containers, etc. Made 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 
902p S, Wabash Ave. 









WRITE FOR LITERATURE AND DEALER PRICES 








LONG  —— 
ORIN, —<—= BV oe ua vedi cmeee 


BETWEEN BAKER STREET, COLOMA, MICHIGAN Mm 





Chicago 5, lll. 
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FOR 
EVERY 
PURPOSE 






NOTCHING 
PUNCH 





TICKET PUNCHES 


TALLY PUNCH 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over ¥4" wide, 5/16” deep; No. 33, 
not over ¥%” dee 

No. 2—For %-¥%4” round holes; 1%” reach. 
No. 3, 1y” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Talley Punch—Registers number of punchings to 
99,999. Punches ¥”, 3/16” or ¥%” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Cona 











FAN COVER 


Get set for big 
demand this fall! 


Keep Klean Fan Covers — rubber coated 
or Vinyl plastic. A size and model for every 
fan! Waterproof, dustproof, oilproof. Also 





{or a full line of typewriter and business 
be for; gcaunts, machine covers, sponge rubber pads, tool 
oy kits. 
n . 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 


Fine Precision ““DUX" Pencil Sharpeners 
BEST-SELLERS For School, For Office, For Home 




















| NO MORE MESSY BLACK INK! 


coming your way soon with 


DIAGRAPHY 


STENCIL DUPLICATING 
COMPOUND 









Another Outstanding Product of 


THE PRINT-O-MATIC CoO., 





Don’t Waste Time 
LOOK IT UP HERE) 


This is your ANSWER BOOK 
to all your buying Needs 
1. PRODUCT INDEX—over 1,500 prod- 


ucts classifi 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 
facturers. 

4 MANUFACTURERS’ ADVERTISING— 5. TRADE ASSOCIATIONS— 
many use catalog-type advertising City, State and National— 
giving complete product informa- names and address of 
tion. officers and meetings detes. 


Keep your copy handy —use it often 


OA-11/57 






Order the complete EAGLE line 


. your customers will! 





EAGLE MIRADO — |argest-selling writing pencil* 
EAGLE VERITHIN — largest-selling checking pencil* 
EAGLE TURQUOISE — |argest-selling drawing pencil* 
EAGLE PRISMACOLOR — largest-selling colored art pencil* 


*EAGLE backs ‘em up with the biggest advertising 
and promotion campaigns in the industry! 


EAGLE PENCIL COMPANY 
NEW YORK * LONDON * TORONTO * MEXICO * SYDNEY * BOGOTA 














SEE BY 1 COPYHGEEEEEE. 


o°W «2 12°H 


T Si ; Bs mY 


16°W x 12°H OW x 16°H 




















Two NEW SPECIAL PURPOSE 
ENVELOPES 


for Business! 


They started out as “Specialties” 
—proved so popular they are 
now a part of Quality Park’s 
regular line. 

















INTER-DEPARTMENT DELIVERY CHAMPION WEATHERWAX 


A big (10 x 13) tough (Sub 32 Parkraft) open The packing list envelope with 
end envelope ideal for routing correspondence, the “built-in” raincoat . 

bulky papers, important memos through vari- weather and water resistant ... 
ous departments. Printed schedule shows date that getsshipping papers to des- 
and “‘to and from’’ information. String tie flap tination with shipment. Made 
keeps contents secure en route . . . holes drilled from Sub 32 waxed Kraft... 
in envelope make sure no enclosure goes un- metal clasp on open end with 
noticed. Large schedule space gives envelope safety fold . . . 4 eyelets for fas- 
long life—may be used over and over again. tening envelope to shipment. 


Making specialties is one of our specialties ...we create any size, 
shape or style envelope to meet customer requirements. When 
a new idea proves itself, it becomes a part of the Quality Park 
line. By continually exploring new ideas and anticipating needs, 
we give you, our dealers, greater sales ammunition for your 


men on the firing line. 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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Be a space explorer 
in your office 


with 


Let your imagination go with the help of these new movable 
partitions; you may discover new areas of valuable space, 
uncharted space throughout your office. 

Areas that are now no more useful than a vacuum, might 
be made profitable. Areas that are jumbled, disorganized, 


might be made more efficient and pleasant to work in. 


Save money at the same time. These new (64, par- 
titions actually cost only one-third as much as permanent 
walls and partitions. 

An office, like the one above, can be put together in just 
a few hours with new (@, Met-Ell-Wall partitions. Start 
with the 42-inch-high module and increase height to 54 


inches or as much as 66 inches where you need it. 











Better employee relations. All workers are more produc- 
tive when given privacy rather than being islands of boom- 
ing, buzzing, bustling confusion. Color improves their mo- 
rale, too. You can get these Met-Ell-Wall partitions in Neu- 
tra-Tone Gray, Surf Green, or Driftwood Tan. 

For all these reasons, you can think of Met-Ell-Wall par- 
titions as an investment rather than an expense. They follow 
in the same long -, space-saving tradition which gave 
you Mod-U-Ell—the flexible desks that provide more work 
area in less space, and ProeTFilé —the side-system file 
that takes one-third Jess floor space than conventional files. 

Call your (6, Dealer for more information and lay- 


out help, or send us a card. 
* Patented 


YAWMAN 4»? FRBE MFG.(O. 


1015 JAY STREET * ROCHESTER 3, N. Y. 








The P el fe CI 


BUSINESS GIFT 







TO SELL TO YOUR 
CUSTOMERS 


-eeee OR FOR YOUR 
BUSINESS GIFT TO 
YOUR CUSTOMERS 





NEW e BEAUTIFUL ® FUNCTIONAL 


4% Custom Engraved DESK NAMEPLATES 


ONE LINE......$2.50 TWO LINE...... $3.50 





Everyone likes to see his name in print! That’s why the most per- 
sonal business gift you or your customers can give is an individually 
and permanently engraved Heyer Desk Nameplate . . . the gift that 
compliments as well as pleases. It will be used for a lifetime, for 
the beautiful engraved Gothic Lettering cannot fade, wash, or rub 
off. The nameplate is always bright and clear, adds dignity to any 
office while identifying personnel. These new Heyer Nameplates 
are made of laminated Bakelite or walnut grained Formica. Each 
has a crystal clear Lucite base permanently attached. Another won- 
derful application is to use as counter and window merchandise 


signs. 


HERE’S HOW TO ORDER: Each sign is available with one or two 
lines. Each line of stock sign is limited to 17 characters (count each 
space between initials or words as one character). Each additional 
character 25c each. One line signs have 5% in. Gothic characters 
engraved in 17% x 8 in. face. Two line nameplates are similar to 
above but have 1, in. high beveled Gothic letters for second line. All 
orders received by Dec. 16, 1957 will be shipped for Christmas de- 
livery. Be sure to clearly print name and /or title and the nameplate 
style desired. 








ADVERTISING MATS 
AVAILABLE FREE! 





Write today for FREE ad mats that 
Lh THE HE YER CORPORATION _ ill help you add new Christmas 
gift business—and new profits— 
1852 S. Kostner Ave. * Chicago 23, Ill. this season. Available in two sizes: 
1 col. x 6-in. and 1 col. x 4 in. 

Order a set TODAY! 








